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Selling MultiKopy 
and 


AR BRAND RIBBONS 
for modern methods 


ry IDE-AWAKE stationers everywhere are 
ONE of the advertisements WY taking advantage of MultiKopy and Star 

of the series, showing hou Brand national advertising. This advertising 
MulsiKepy and dter sells the use of the right carbon paper for each 


Brand are being advertised in : z 
the Saturday Evening Post, particular job—the modern method of using 


Sunset Magazine, and Gregg carbon. And then it sells MultiKopy as the mod- 
Writer, Rotarian and other ern carbon paper for use in the modern way. 
a = Thousands of carbon paper customers are 
——— . writing in for Webster’s Little Handbook that 


tells them quickly just which kind, weight and 

finish of MultiKopy Carbon Paper to use in 
simplifying their work. 

The missionary work—the hardest part of 

the selling job—is done for you. Have Multi- 

Kopy Carbon Paper and Star Brand Ribbons 

: in stock, and finish the job by selling your cus- 

\ tomers the type they need. No time wasted, 

satisfied customers, and more profits for you. 


F. S. WEBSTER COMPANY, Incorporated 
338 CONGRESS STREET, BOSTON, MASS, 
TRADE 
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; F. S. Webster Company, Incorporated, 
“iia sg ' 338 Congress Street, Boston, Mass. 
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Gentlemen: Kindly tell me about the Webster Way 
and the Definite Selling Plan. 
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§{ OFFICE APPLIANCES 
is anews and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


§ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year, $2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 
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Published on the First Day 
of Every Month by 


THE OFFICE APPLIANCE Co. 
417 S. Dearborn St., Chicago 


EVAN JOHNSON, President 
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N A. GILBERT, Secretar 
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C. H. EVERLY, Eastern Mgr. 


D. N. BRIGGS, Asst. Mgr. 


1601 Pershing Square Building, 100 East 42nd Street, New York 


Phone 


shland 8319 








by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


§{ No person, firm or cor- 
poration, either directly or 
indirectly connected with 
theindustry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the fieldit serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 


fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


§ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


§ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


§ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


{ “Office Appliances” is reg- 
istered in the United States 


Patent Office, Washington, 
aE << 


{ COPYRIGHT. Contents 
covered by Copyright, 1929, 
by The Office Appliance 
Company. 
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A Reiner’s Rotaprint, In 319 
Accounting Devices Co 350 Remington Rand Bus. Svc 


Acme Card System Co..252, 53 ° (Remington T a oH a 
» € eet 38, 334, 335 
Acme Staple Co 444 FY KX Fe Fees ew Ze wees Fe wemew FJ FF lew wwwne ee ecees 8, . 
Acorn Dessennel Service 429 S semen S mm —- ee 425 
Adams, Henry T.. Mfe. Co..402 Corp. . ‘ 





Add-A-Unit Partition Co 244 Roberts Num. Mach. Co.315, 16 


Roberts. Weldon, Rub. Co.431 





























Addometer Co 383 eee eke a eenaee ae 20 
Addressograph Co 168, 9 oe a ro 
. lisp! Specialt . i ie ‘. < 
ee Spy Spec Yea4 These advertisements present the prod- Ross-Gould Co Fo 
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Ajax Time Stamp Co.. ons division of the industry. Because of the Royal Typewriter Co 62, 3 
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ioe Wood Products Co271 ground for honest differences of opinion é; S 
Allien & Co 431 4) the publishers obviously cannot under- Safe-Guard Ck. Writer Cp 375 
Ail Bteot Bauinn Go as take to guarantee transactions between ee ee! Mfc. rm In , +74 
Alma Furniture Co 284 advertisers and customers They do, Sanymetal Products Co 284 
amar’ An Cup Co 1 jt however, offer their service in resolving Savery, ~ee a7 
merican Electric Co r » : _ . eturee -erti Schollhorn, m. Co 7 303 
american Embossing Co.. 435 any disagreements between advertisers Scripto Mig. Co., The 348 
American Lead Peneil Co...151 and customers, which result from rela- Searles Elec. Weld. Wks. .290 
American Multigraph 8. Co tions established through the journal, Sengbush S-Cl. Inkstand...395 
300, 301 Service Steel Prod. Corp 
Amer. No. Machine Co 441 , ..241, 269 
American Writing Machine Sesamee Co., The 288 
Co 308 Shaw-Walker Co ; 189 
{mes Safety Envelope Co.388 Sheaffer, W. A., Pen Co.174, 5 
Ames Supply Co 441 Sheppard, C. E., Co 416 
Ames & Rollinson 434 Ediphone, The 23 Joslin, A. D., Mfg. Co 110 Sherman-Manson Mfg. Co. .223 
Argus Mfg Co 425 Elliott Address. Mach. Co. .419 K Pe mag le gl = Ce.. oe 
Arla ry Stencil Corp...377 Siliott-Fisher Co 159 or 10 Stationery Co. ..330 Sibley, Edwin L., Mfg. Co.346 
Art Metal Construction Co ——e rson Electric Mfg. Co. .417 ew ey = as 365 Sikes Co.... 23 
246, 47 Empire Chair Co 286 Kihn Bros 440 Silverglo Lamps, Inc —— 
Art Steel Co “80 =Englewood Desk Co 281 Kobler & Co., Inc 438 Simonson, R. A., & Co 439 
Associated Stationers Sup- Error-No, In« 140 Kohlhaas Co.. The 142 Smith, L. C. and Corona 
ply Cx 392 Erskine. W Ww :74 > - > np r 197 Tws 399 
Atlas Staty. Corp 396 Esleeck Mfg. Co 152 eaten | Smith Noise & Shock Elim.434 
Ault & Wibore Co., The... .327 Esterbrook Steel Pen Co 143 : L e Smith-Premier Tw. Co.....308 
Aurora Metal Cabinet Wks.256 Eureka Blot. Bath Co 421 Lamb, George L 290 Smith Tw. Sales Corp 415 
Auto. File & Index Co .215 Evansville Desk Co 283 La Porte & Austin, Inc... ..311 Speed Key Mfg. Co —. 
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Rachrach Specialty Co 401 antes Mfg Co ao I anes ‘teen aaa Stationers Loose Leaf Co. - 
Baltimore Index Mfg. Co 420 Faultless Caster Co 263 attic, 4. . a 50 . 4 ; . Abaca 
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Beck Duplicator Co 371 Felt & Tarrant 349 RF aie Stiffel-Freeman Safe Co.. 280 
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jettcher Stp. & Mfg. Co...272 Free Hand Binder Co 389 Markilo Co ‘ 405 Stylograph Co 422 
Boorum & Pease Co 403 Fritz-Cross Co., The 269 Marr Duplicator Co . 398 Sundstrand Add. Mach 379 
Bridgeport Pen Co., The..382 Fulton Specialty Co 144 McLeod Furniture Co 289 Sun Rubber Co., The 304 
Bristow, Stanley R .- -385 Furnas Furniture Co 232 Meilicke Systems 372 Swan Pencil Co 428 
British Stationer . 4387 Meilink Steel Safe Co. .216, 17 T 
Browne-Morse Co . -224 Gardner, P. A., Lthr. Wks. .438 Metal Office Furn. Co 287 Tell City Desk Co 203 
Buckeye Rib. & Carb. Co...176 General Eclipse Co 378 Meyer & Wenthe 339 Terrell’s Equip. Co 277 
Bump Paper Fastener Co...435 General Fireproof Co 194, 95 Miller Bros. Pen Co 310 Thayer Telkee Corp 309 
Buro-Bedarf-Rundschau_ . .436 General Office Equip Cp Miller-Bryant-Pierce Co 407 Therman Leather Goods Co.409 
Burroughs Add. Mach. Co..446 ............ 59, 379 Milwaukee Chair Co 251 Theta Dry Stencil Corp 430 
Bushnell, Alvah, Co 368 General Pencil Co 320 Mittag & Volger, Inc 135 Thompson Time Stamp (Co.438 
c General Typewr. Exch... ..406 Mon Bureau : 442 Tip Top Mfe. Co., Inc 439 
Canode Ink & Offi. Sup. Co.402 Gies. Walter G.,. Co 436 Monroe Calc. Mach. Co 376 Todd Co.. The 345 
Carpenter, E. W., Mfg. Co.436 Globe-Wernicke Co Moore, John C.. Corp 432 Toledo Metal Furniture Co.188 
Central Paper Co 382 219. 20. 21. 22 Moore Push-Pin Co 378 Trussell Mfg. Co 160 
Century Rubber Stamp Goes Lithographing Co 299 Multipost Co 418 Tybon Corp 438 
Works 398 Graff, George B., Co 340 Munson Supply Co 198 U 
Check Writer Co. in 430 Griffith-Hope Co 413 Mutschler Bros. Co 192 Underwood Elliott Fisher 
Chilton Pen Co 408 Gunlocke, W. H.. Chair Co.272 Myrtle Desk Co. 233 re . 341. 169, a oaks c — 
Clarotype Co., The 429 Guth, Henry L., Assoc 250 N Und. Fig Se Se _— 
Clemetsen Co., The 205 —— Nardi Mfg. Co.... 442 nderwoot .. B: k i 
Collier-Keyworth Co 278 Hahn, Arthur W 430 Natl. Brief Case Mfg. Co. .341 U “Ribt  o > C . re 
Colonial Chair Co 289 Hanson Scale Co 445 Natl. Business Show Co..352, 3 [nlon Ribbon tir, ~egdings 71 
Columbia Rib. & Carb. Co Harvey, Fred W.. Co 437 Natl. Cash Register Co 178 wr é * py nae Wi 392 
322, 23 Hellesoe, Hans H 167 Natl. Fiberstok Env. Co...161 >)" 3 pace Faper 2 yn 
Columbia Steel Equip Co Heyer Duplicator Co 367 Natl. Vulc. Fibre Co . .873 ws Tw R bb Mie. C 440 
254, 55 Heywood- Wakefield 286 Neidich Process Co o- + 435 Unive sal Deerteinn Cc - 870 
Columbian Art Wks 377 Higgins. Chas. M.. & Co 325 Neva-Clog Prod., Inc. .298, 413 niversa xture Corp pe 
Colytt Laboratories. The 440 Hoffman, L.. 434 N. Y. Silicate Bk. Slate Co.429 ; V 
Conklin Pen Co.. The 153 Hoge Mfg. Co 360 oO Van Dorn Metal Furn , 213 
Conrades Mfe. Co 284 Hoosier Desk Co 186 Old Town Rib. & Carb. Co.428 Van Valkenburg, L. D., ©o.156 
Cook, H. C., Co 393 Horn. W. C., Bro. & Co 433 Onken, The Oscar, Co ..433 Varityper Incorporated 418 
Cooke & Cobb Co., The 427 Hotchkiss Sales Co 321 Orpin Desk Co... 270 Velvet Edge Co , 272 
Cordley & Hayes 281 Hunt, C. Howard Pen Co. .305 Orthwine, R ‘ ..344 Vernon Ss. E. & M 302 
Corona Adding Machine 443 Hutcheon Bros 390 Oxford Filing Supply Co.317, 18 Victor Acceptance Corp 381 
Corona Typewriter 399 Victor Adding Machine Co 
Corry-Jamestown Mfg Cp. . 259 I. D. L. Mfg. Corp 369 Pacific Carb. & Rib. Co 139 . : 306 } 
Crocker Chair Co 268 Ideal Linoleum Top Co 438 Parrot Speed Fastener Co.400 Victor Safe & Eqp Co.275, 6 
Crown Ribbon & Carb Co.356 Ideal School Supply Co 381 Peerless Key Co., Inc 312 Volger, B. G Mfg. Co 343 
Currie Mfre. Co 291 Illinois Paper Co 411 Peerless Wire Goods Co 421 : . WwW ; . 
Dp Imperial Desk Co 2942. 43 Pelouze Mfg. Co 387 Wabash Cabinet Co 235 
Davenport-Taylor Mfg. Co.342 Imperial Mfg. Co 394 Phillips Rib. & Carb. Co...384 Wagemaker Co , 197 
Davis Tool & Engineering Imperial Methods Co 285 Pierce, S. K.. & Son Co 187 Wark, Wm. H F 271 
Co 268 Imperial Steel Cabinet Co. .292 Polar Mfg. Co 024 Wark- Beacon Steel Fur 
Deflance Sales Corp 389 Impvd. Boehner Binder Co.43¢ Polk, R. L., & Co .422 Co 271 
Detroit Metal Spec. Co 412 Indiana Desk Co 198 Portable Adding Mach. Co.443 Webster, F. S., Co.2 163, 4, 5, 6 
Dick, A. B., Co 145, 6, 7, 8 Ink-Out Mfe. Co 437 Postindex Co., Inc. 245 Weeks, Frank A., Mfg. Co.136 
Dictaphone Sales Corp..296, 97 Internat’! Bus. Mach. Cp...347 Pressteel Engineering Co...279 Weis Mfg. Co. 199, 200, 201, 202 
Diebold Safe & Lock Co.239, 40 Invincible Metal Furn. Co Western Furniture Co.....274 
Diemer john F.. Co 414 236 7 Quality Park Envelope Co. .364 Weston, Byron, Co 438 
Dietz, The J. F.. Co 289 Irvine-Pitt Mfe. Co 328. 29 Queen Ribbon & Carb. Co.426 Wholesale Typewriter Co..424 
Ditto, Ime 361 J Quigley Furniture Co 218 Wiggins, John B., Co.. 409 
Do/More Chair C 238 Jamestown Metal Desk Co R Wilson-Jones Co.. . 328, 29 
Downey. The C. L., Co 439 210, 11 Rand McNally & Co Woodstock Typewriter Co.447 
Dunleavy Co., The 354 Jamest’n Metal Equip. Co. .285 Ravenswood Office Spec. Co.: Wrenn Paper Co......... 170 
& jasper Chair Co 261 Readeasy Copyholdet 
Crane & Pike Jasper Desk Co..... 260 Rede Co Yankee Paper & Spec. Co..410 
sconomy Products Cp Jasper Office Furn. C: 196 Regal Typewriter Co Yawman & Erbe 230, 31 
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Adding Machines. 


Addometer Co. ° . 383 
Allen-Wales Corp. 177 
Burroughs Adding Mach. Co. 446 
Corona Add. Machine ....448 
Elliott-Fisher Co. ... . 159 
Felt & Tarrant ...... 349 
General Office Equip. Co. 
eGameecedscgcesgcannes 159, 379 
Marchant Cak Mach. Co.. .357 
Monroe Cale. Mach Co... 376 
Portable Adding Machine (Co.443 
Sundstrand Add. Mach 879 
Vietor Add Mach. Co...306, 7 
Adding Machine Rolls & Paper. 
Central Paper Co ‘ 382 
Rockwell-Barnes Co. ....... 391 
U. S. Lace Paper Works 393 


Yankee Paper & Spec. Co...410 
Adding Syowaneees 
Burroughs 4 Adding Mach. Co. 446 
Elliott-F ishe 7 ie « , 159 
Underwood Elliott-Fisher . 
141, 159, 379, Back Cover 
Underwood Typewriter Co 
.141, Back Cover 
Addressing Machines. 
Addressograph Co. 168, 9 
Elliott Address Mach. Co ..419 
Adhesive Tape. 
Quality Park Env. Co. 364 
Adhesives. 
(See Inks, Adhesives, etc.) 
Advertising. 
La Porte & Austin 311 
Arch and Clipboards. 
Free Hand Binder Co. . 389 
Globe-Wernicke Co.219, 20, 21, 2: 
Rockwell-Barnes Co. 





Associations 
Stationers’ Guild of Am 366 
Bankers’ Note Cases. 
General Fireproofing Co 14, 5 
Globe-Wernicke Co.219, 20. 21, 22 
Ravenswood Off. Spec. Co. 35% 


Van Dorn Metal Furniture. .213 
Billing Machines. 

Burroughs Adding Mach. Co. 446 

Elliott-Fisher Co é ciate 

General Office Equip. Co. 159,379 

Underwood Typewriter Co... 


M41 tack Cover 
Binders, ' Catalog and SUNSRGIOR, 
Aigner, G J., Co : 
American ( ‘lip Co 1 e 14 


Mackboards. 
Y. Silicate Book Slate Co.429 
Blank Books. 


Boorum & Pease ....408 
Rock well-Barnes o> 391 
Vernon. S. E. & 302 
Blanks for Bonds am Stocks. 
Ames & Rollinson . 434 
Goes Lithographing Co 299 
Kihn Bros ; 440 
Blotters. 
Wrenn Paper Co 170 
Blue Print & Plan File Gabincte, 
All-Steel-Equip. Co 204 
Art Metal Construction Co.246, 47 
Berger Mfg. Co 206, 7 


General Fireproofing Co..194, 5 
Globe-Wernicke Co.219, 20, 21, 22 
Lyon Metal Products, Inc. .193 
Van Dorn Metal Furniture 213 
Yawman & Erbe 230, 3 
Bond Boxes 
Art Steel Co : , QR 
Corry-Jamestown Mfg. Corp.259 
General Fireproofing Co...194, 5 
Globe-Wernicke Co.219, 20, 21, 22 
Steel Equipment Corp 226, 27 
Book Cases. 


All-Steel-Equip. Co 204 
Globe-Wernicke Co.219, 20, 21, 22 
A RS Speeicess 273 


Van Dorn Metal Furniture. .213 
Weis Mfg. Co. 199, 200, 201, 202 


Yawman & Erbe .... 230, 31 
Bookholders. 

American Clip Co 313, 14 

American Electric Co 417 
Book Rings. 


Adams, Henry T., Mfg. Co.402 

Carpenter, FE. W., Mfg. (€0.436 
Bookkeeping Machines. 

Burroughs Add Machine (0.446 

Elliott-Fisher Co, . Sr 

General Office Equip. Co.159, 379 

Underwood Typewriter Co 


141, Back Cover 
Box Files. 
General Fireproofing Co 1m, 5 
Globe-Wernicke Co.219, 20, 21, 22 
Brief Cases. 
Natl. Brief Case Mfg. Co...341 
Therman Leather Goods (0.409 
nese. 
"ifth Ave. Bld N Y 149 
Bulletin Boards. " 
New York Silicate Bk. Slate 
Co. oese .. 429 
Univ. Fixture Corp 370 
Business Shows. 
National Business Show Co. 


352, 53 
Busses. 
General Fireproofing (€o.194, 5 
Macey Co... The... 273 
Toledo Metal Furn. Co 188 
Calculating Devices. 
Addometer Co. ... . 383 
Meilicke Systems —- 372 
Calculating Machines. 
Allen-Wales Corp.. ook 
Burroughs Add. Mach. Co...446 
Felt & Tarrant ...... 349 
Marchant Cale. Mach. Co.. .357 
Monroe Cale. Mach. Co......378 


Portable Adding Machine (0.443 
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AS Classifications mi 





Many of the 


by letter, 








Calendar Pads & Stands. 
Columbian Art Works 
Defiance Sales Corp e 
Weeks, Frank A., Mfg. Co 

Carbon Papers. 

(See Ribbons and Carbons.) 

Card Gases, . Pocket. 

Gardner, A., Leather Wks. 


For the benefit of the subscribers the 
lines advertised are here classified, 
requirements of the 
modern business office are represented. 
Should subscribers be interested in any 
article of office equipment not listed 
here, they are cordially invited to com- 
municate with 
through which 


. 377 


. 389 
.136 


438 


Improved us -r Binder (0.436 


Wiggins, The John B., Co...409 
Cash Registers. 
Nat'l Cash Register Co., The.178 
Portable Add. Machine Co...443 
Casters. 
Bassick Co. .212 
Faultiess Caster Co . 263 
Chair Irons. 
Bettcher Stp. & Mfg. Co...272 
Collier-Keyworth Co 278 
Chair Pads and Cushions. 
Economy Products (Gbrp..... 386 
Featheredge Rubber Co. 2 
Fox, Geo. E., & Co... 150 
Polar Mfg. Co.. .324 
Sainberg & Co .430 
Sun Rubber Co .304 
Velvet Edge Co... 272 
Chairs. 
Colonial Chair Co .289 
Conrades Mfg. Co. om 
Crocker Chair Co... . 268 
Du/More Chair Oo. .238 
Empire Chair Co. . 286 
Fritz-Cross Co...... .269 
Gunlocke, W. H.. Chair Co.272 
Hey wood-Wakefie id . .286 
Jasper Chair Co......... .261 
Marble, B. L., Chair Co ..214 
Marble & Shattuck . 290 
Milwaukee Chair Co. 2h1 
Pierce, S. K., & Son... ..187 
Royal Metal Mfg. Co.......283 
ee Ge sieccnvs 264 
Sturgis Posture Chair Co. 293. 4 
Toledo Metal Furniture Ge. 188 
Wark-Beacon Steel Furn. (Co.271 
Check Protectors & Writers 
Safe-Guard Ck. Writer Cp. . . 875 
.. RR re eye 345 
Check Protectors & Writers, used. 
Check Writer Co., Inc......430 
Check Sorters. 
Kohlhaas Co., The.. .142 
Checks, Stamped Metal. 
Meyer & Wenthe ‘ . 339 
Stewart, R. A. & Co... 343 


Clips, Paper. 
(Bee Paper Clips.) 


Coin Bags, Trays and hemeanae 


Downey, C. L., The 
Straver Coin Bag a : 

Copy Cards (corres. index). 
Stylograph Co. .. R 
pyholders. 


American Clip Co 313, 


American Electric Co 
Frror-No. Ine. : 
Kobler & (Obo.. 
Readeasy .. , 
Standard Mailing Mach. Co.. 

Copying Devices & Supplies. 
Eureka Blotter Bath Co. 
Yawman & Erbe ........ 230, 

Costumers. 

Conrades Mfg. Co.. 
Davis Tool & Engineer Co... 
Furnas Furniture Co........ 
Globe-Wernicke Co.219, 20, 21, 
Jamestown Metal Desk Co.210, 
Lamb, Geo. banpasn 
Sanymetal Products Co 

Cuspidors. 

Detroit Metal Spec. Corp 
Faries Mfg. Co... oinetire.s 

Cutters, Paper & Card. 

Ideal dean Supply Co... 

Dating 8 
Amer. _ Mach Co.. 
Fulton Specialty Co. * 
Meyer & Wenthe : ea 
Stewart, R. A., & Se aebids: 

Desk Calendars. 

Columbian Art Wks..... 
Defiance Sales Corp.... 


. -284 


412 
269 


381 


441 
.839 


343 


.. BIT 
. .B89 


the service 
the information will 
be promptly and cheerfully furnished 
without obligation. 


bureau, 








Desk —_ ‘ 
4 o 





Faries 269 
Silvergio Lamps, Inc........ 286 
Desk Pads, Blotter. 
Boorum & Pease Co......... 408 
Fox, Geo. E., & Co.........150 
SS ae . 434 
Sainberg & Co......... .- + 490 
Stationers’ Spec. Corp....... 358 
Sun Rubber Co..............304 
Desk Pads, Glass. 
a, Gem. Ge B@ Gircccse’ .150 
Pe Ee Giisecesccscecoce 324 
Ravenswood Office Spec. Co..355 
Sainbe i SP PSeaerey 430 
Desk Pads, Linoleum. 
Vem, Geo. B., @ O8..ccccsscse 150 
Ideal Linoleum Top Co......438 
Pee Te. Giins cows + ckedee 324 
Sainberg & png eat 430 
Wagemaker Co. ..... 197 
Desk Pending- Letters Holders. 
American Clip Co........! 313, 14 


Desk Signs and Tablets. 
Davenport-Taylor Mfg. Co...342 
Desk Trays. 


Amarionn Electric Co....... 417 
Bee GE Deiecancccescceses 280 
Berger Mfg. Co.......... 206, 7 


Fox, Geo. E., & 
General Piregeestian Co. . 194, 
Globe-Wernicke Co.219, 20, ai; 22 


Imperial Methods Co......... 
Jamestown Metal Desk Co.210, 11 
SOF Gin “BeBecescecsceve 273 


Metal Office Furniture Co...287 
Wear tite’ Giinnsvene+casess 430 
Weis Mfg. Co. oe 7. 201, 202 
Desk Work Distribu 
Fox, Geo. E., ‘ — Loeaseees 50 
Globe-Wernicke Co.219, 20, 21, 22 
Horn, W. C., Bro. & Co. ...433 
Irving-Pitt Mfg. "Co....328, 29 
Semen B Geis ccescccseces 
Victor Safe & Equip. Co.275, 76 
Desks. 
Alma Furniture Co.......... 284 
Art Metal Construction Co.246, 47 
Bentley & Gerwig Furn. Co. 278 
‘ 


Berger Mfg. Co.......... 206, 

Browne-Morse Oo. ...... , $4 
COOGBSTNER GO, ccccccvecesces 

Corry-Jamestown Mfg. Corp. Fy 
Diets, The J. F., Co........ 289 
Englewood Desk Co.......... 281 
Evansville Desk Co.......... 283 


General Fireproofing cr 19, 5 
Globe-Wernicke Co.219, 20, 21, 22 
Hoosier Desk 
Imperial Desk Co......... 242, 43 
Indiana Desk Co............ 198 
Invincible Metal Furn. Co.236, 37 
Jamestown Metal Desk a 


Jasper Desk Oo...........+.- 

Jasper Office Furniture Co..196 
Leopold Desk Co......... 257, 8 
mee Ge, Bee ccscvececas 273 
McLeod Furniture (Go. ..... 289 
Metal Office Furn. Co....... 287 
Myrtle Desk Co........ ee | 
Gee Gt “Gh scesesetccncs 270 
Quigley Furniture Co....... 218 
Shaw-Walker Co........ .189 


Steel Equipment Corp.. 226, 27 
Tell City Desk Co 203 
Van Dorn Metal Furniture. .213 


Wagemaker Co. .........4.. 

Weis Mfg. Co..199, 200, 201, 202 

Western Furniture Co....... 274 

Yawman & Erbe ........ 230, 31 
Dictation Machines. 

Dictaphone Sales Corp...296, 97 

Ediphone. _ sen andoeeusan 423 


Directory 
Daveapert- Taylor Mfg. Co...342 
Display Fixtures. 
Adjustit Beale’ ce ee Co... .344 
All-Steel- —_ 204 


Berger Mfg. "s vin oe 206, 7 

Onken, The Oscar Co....... 433 

Geivwene, BR. .ccces ahs ece ae 

Untversal Fixture Corp..... 370 
Duplicating Mach 

Addressograph Co. ...... 168, 69 


Amer. Senne Sales ae 


wn 


Beck Duplicator Co... .. 871 
Dick, A. B., Co.......145, 6, 7, 8 
ele, BO incu dacwns sees teem 
Heyer Duplicator ©o........367 
Marr Duplicator Co......... 398 
Repeating Stp. & Dupl. &. 425 
Reiner’s Rotaprint, Inc......319 

Rotospeed Co. ........ sectue 

Duplicati Machine Supplies 

Miaddin Dry Stencil Tp: rr 406 
Arilac Dry Steneil Cp.. 377 
Canode Ink & O. 8. Co......402 


Dick, A. B., Oo....145, 6, . 8 


Erskine, W. W....... ~~ 
Heyer Duplicator Co eC; 
Illinois Paper Co..... 411 
Mart Duplicator Co.... . 398 
Rotospeed Co. ........ SC 
Theta Dry Stencil Co.. ... 480 


Electric Motors. . 
Emerson Electric Mfg, Co...417 


Standard Mailing Mech. Co,..155 

Envelopes. 

Ames Safety Env elope Co... .388 
Bushnell, 368 
Cooke & Cobb Co., The..... 427 
Diemer, John F., { ape 414 
Globe-Wernicke Co.219, 20, 21, 22 
Nat'l Fiberstok Env. >: . 161 
Quality Park aaresee Co. . .364 


8. a et 171 

Envelopes, Celluloid. 

oS. “pee erres 408 
Erasers. 

Argus Mfg. (®....0.....- 420 

Faber, Eberhard ..........- 434 

Ink-Out Mfg. Co. .......006. 437 

Roberts, Weldon, Rubber Co.431 
Exhibitions. 

National Business Show Co.352, 3 
Expense Books. 

Beach Publishing Co........429 

Defiance Sales Corp.........389 

Harvey. Fred W., Co........487 

1. D. LL. Mie.’ Cotp...cccoces 3869 
Eyeshades. 


Featherweight Eyeshade (Co.438 
Fans, Electric. 

Emerson mneutate Mfg. (Co...417 

Savory, In 27 
File Boxes, Coliapsibie. 


Bankers Box Co........ .. 173 
Kay-Dee CO. ..cccsccssscees 365 
Steel Bound Box (©o........ 332 
Strayer Coin Bag Co.......370 
File Boxes, Metal. 
Art Btwel Oo... .cssscccsees 280 
Auto. File & Index Co...... 215 
Griffith-Hope Co. ......5656. 418 
Rockwell-Barnes_ Co. 391 
Filing Cabinets, Cloth Covered. 


Diemer, John F., Co 
Globe-Wernicke Co.219, 20, 21, 22 
Hoffman, L. ° 


Imperial Methods Co....... 285 

Macey Co., The ......+.++- 273 

Sainberg & Co.......... ... 430 
Filing Cabinets, Metal. 


All-Steel-Equip. Co. 204 
Art Metal Construction Co.246, 47 
Aurora Metal Cabinet Works.256 


Auto. File & Index Co...... 215 
Bentson Mfg. Co...... — 
Berger Mfg. 2. hae & or deidine 206, 7 
Browne-Morse Co. ....+.++.- 224 


Columbia Steel , -BAEXETE Co. 


Corry-Jamestown Mfg. Co...259 
General Fireproofing Co...194, 95 
Globe-Wernicke Co.219, 20, 21, 22 
Imperial Steel Cabinet Co...292 
Invincible Metal Furn. Co... or 


Jamestown Metal Equipt. Co. 285 
Macey Co., The .........e++- 273 
Metal Office Furn. Co. ..... 287 
Service Steel Products oxe- 





Shaw-Walker Co 


Steel Equipment Corp... .226, 27 
Terrell’s uipment Co...... 277 
Van Dorn “Metai Furniture. .213 
Yawman & Erbe ........ 20, 3 
Filing Gabinete” "Wood. 
Auto. File & Index Co...... 215 
Browne-Morse Co..........+. 224 
Globe-Wernicke Co. 219, 20, 21, 22 
Imperial Methods Co........ 285 
Macey O©o., The .....ccccese 273 
Shaw-Walker Co. ......-+«+. 1898 
Wagemaker Co. .........+.:. 197 
Weis Mfg. Co..199, 200, 201, 202 
rune an : BBO becccves 230, 31 
ing Supplies. 
Aignet, G. 3., GO. socceses 397 
American Clip’ — Serr 313, 14 
Balto. Index Mfg. Co...... 420 
Browme-Morse ©o. ........+. 24 
Cooke & Cobb -— , ee 427 
Dunleavy Co., The ......... 354 


Filing Equipment Bureau .266, 67 
General Fireproofing Co...104, 5 
Globe-Wernicke Co.219, 20, 21, 22 
Imperial Methods Co......... 285 
Invincible Metal Furn. Co.236, 37 
Macey Co., The 3 
Oxford Filing eewry Co.317, a. 
quay Park Env. Co...... 
ockwell-Barnes Co. 
Simonson, R. A., Co........ 
Steel Equipment Corp.... 
Wabash Cabinet Co......... 
Weis Mfg. Co. 199, 200, 201, ” 
Yawman & Erbe ...... 230, 








Fountain Pens. 


Chilton Pen Co 408 
Conklin Pen Co., The 153 
Hutcheon Bros wo 


Sheaffer, W. A., Pen Co.174, 75 
Furniture Polish. 

Globe-Wernicke Co.219, 20, 21, 22 

Van Dorn Metal Furniture. .213 


Gold Stamping 





Aigner, G. J., Co 307 
Gummed Cloth 

Aigner, G. J Co 397 
Index Card Signals 

Cook, H { “ 93 

Graff, George HK Ce M0 

Macey (+ The 2713 

Moore Push Pin ¢ ‘78 
Index Tabs 

Aigner, G. J Co 

BRaito. Index Mfg. Ce 

i 008% Hl CS... i% 

ke ¢ 210, Ww 
Simonson K 4 & 
Vietor Safe & Equ Co 





Ink Eradicators 
Ink-Out Mfg ‘ 
Inks, Adhesives, Et 


Canode Ink & Off s ‘ 
General | ipe i 
Higgins, Chas M & Co 





Kwikatik { 
Lather Ink & Stamp Pad (Co.426 


Sanford Mfg ( 374 
Inkstands 
Atias Staty i ry May 
Bachrach Sp. sity ( 1 
General Eclipse ¢ 78 
Lewis Ball Bearing Inkwell 
La ti 
Sengbuech 8-( Inkstand Co. 305 
Weeks, Frank A Mfre. ¢ 136 
| Financing 
Vietor A tance Op tS 1 
Key Filing “ ‘Recording Equipz nent 
Thayer elke nm 
Labels, cow Socks "ond Number. 
Aigner, G ( w7 
Leads for Mochanioni Pencils 
Amer mn Lead Pencil Co ml 
Faber A W In 162 
Leather Goods 
Nat'l Brief (Case Mfg. Co M41 


Therman Leather Goods (Co..400 
Leather Upholstered Furniture. 

Giunlocke W li Chair Co 
Letter Distributors 


Bristow Stanley R bo Bg 

Globe-Wernicke ( 219, 20, 21, 22 

Imperia Methods ¢ oni 

Kohthaas Co The 142 
Letterheads 

American Embossing ( 45 

Goes Lithographing Co an 
Lettering and Show Card Pens 

Bridgeport Pen ¢ BR2 
Library Equipment. 

General Fireproofing Co 1M, 5 

Gilobe-Wernicke ¢ 219, 20, 21, 22 
Linoleum aon Tops 

Fox Ge« & { mM 

Ideal Lim ul Pop ¢ 438 

Polar Mfc. ( ee | 

Sainbere ( io 

Wagemaker ( 17 
Lists. 

Polk, R. I & ( 422 


Lockers and Storage Cabinets 
All-Steel-Equip i “eM 
Art Meta Construction Co 


246 ‘ 
Aurora Metal Cabinet Works.256 
Rerger Mfg. 26. T 
Corry Jamestown Mfg Corp. 259 
General Fireproofing (Co 1nM4, 5 


Globe-Wernicke Co.219, 20, 21, 
Invincible Metal Furn. Co.236, 37 
Lyon Metal Products Inc. .193 
Macey to The re 





Steel Equipment Cory -< 27 
Terrell's Equipment Co 277 
Van Dorn Metal Furniture. .213 
Yawman & Ertl. 230, 1 
Locks, Deck Cabinet, Ete 
Sesamee =sS 
Loose Leaf ‘Books and Systems 
Accounting Devices Co ww 
Adame Henry I Mfg. Co. .402 
Roorum & Pease Co Hh 
F-R Mfe ( ae 
Felde« I I Cory Heo 
Irving-Pitt Mfg Co | aol) 
Llovd Ww Go Co tT) 
Moore John { Cy 4n2 
Neva Clog Products, Inc.208, 412 
Sheppard, CC. E ( 418 
Stationers L. I ( 6 7 
Trussell Mfg. ( 10 
Wilson-Jones i ton al) 


Loose Leaf Covers, Emb. & “Decor 
Aigner G | { 307 





Irving-Pitt wer ( 1ON 
Loose neat Envelopes, Celluloid 

Markilo ¢ pti 
Loose Leaf Metals 

Carpenter, | W Mfe. Co 436 

Loose Leaf Metals ( 380 
Map Tacks 

Graff, George RB ( 340 

Moore. Push Pin ( 378 
Maps, Globes Ete 

Rand McNal “ ‘ 33 
Matched Office ‘Buites 

Clemetsen Co r 205 

Dietz, The J. F.. ( 289 

General Fireproofing (Co 194, § 


Leopold Desk ( 257 ns 
Macey Co The O73 
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Memorandum Books & Devices. 


Currier Mfg. Co 291 

For., Geo. E., & Co 1m) 

Griffith-Hope Co 413 

Vernon, &§ E. & M 302 
Moisteners. 

Argus Mfg. Co 425 

Bachrach Specialty Co 401 


Sengbusch 8-C Inkstand (Co.305 
Motors, Electric. 

Emerson Elec. Mfg. Co 417 
Numbering Machines. 

American Nemb. Mach. (Co. .441 

Force, Wm. A. & Co 4 

Roberts Numb. Mach. Co.315, 16 


Office Partitions and Railings. 
Ase A-Unit Partition Co 244 
obe-Wernicke Co.219, 20. 21, 22 


Oi 1 , Office Machine 





Clarotype Co 20 
Defiance Sales Corp 389 
Order Books. duplicate, triplicate. 
Kalamazoo Staty. Co 330 
Pads, Figuring (Ruled or Plain 
Boorum & Pease Co a 
Paper 
Faton. Crane & Pike 405 
Esleeck Mfg. Co 152 
Weston, Byron Co 438 
Wrenn Paper Co 170 


Paper Clamps. 


American Clip Co 1 14 
Atlas Staty. Corp 306 
Esterbrook Steel Pen (Co 143 
Van Valkenburg, L. D 156 
Paper Clips. 
American Clip Co l 14 
Arcus Mfg Co 25 
Cook, H — Ca 393 
Graff, George B Co 340 
Rockwell-Barnes Co 391 
Tip Top Mfg. Co 439 
Van Valkenburg, I D 156 
Paper Fastening Machines 
Acme Staple Co 444 
Auto. Pencil Sharpener Co 31 
Bump Paper Fastener Co 435 
Defiance Sales Corp.. 380 
Eveready Mfg. Co... 424 
Hoge Mfg. Co 360 
Hotchkiss Sales Co 32 
I D. L. Mfg. Corp.. 369 
Neva Clog Products, Inc..208, 413 
Parrot Speed Fastener 400 
Rockwell-Barnes Co 391 
Sibley, Edwin L Mfg. Co 346 
Vietor Safe & Equip. Co.275, 76 
Paste 


See Inks, Adhesives, Etec.) 
Pen and Pencil Clips. 


Argus Mfg. Co 425) 

Defiance Sales Corp ‘89 

Van Valkenburg, I D 156 
Pencil Sharpeners. 

Auto Pencil sharpener Co 331 

Graff, George EF ( 340 

Hunt, C. Howard, Pen Co 305 


Pencils, Cedar. 


American Lead Pencil Co 151 
Faber, Eberhard 434 
General Pencil Co 220 
Staedtiler, J S.. In 433 
Swan Pencil Co 428 
I s Pencil Co 73 
Pencils, Thin Lead, Magazine 
Autopoint Co 1 
Hutcheon Bros ; 300 
Listo Pencil Co $37 
Nardi Mfg. Co : 442 
Seripto Mfg Co S48 


Sheaffer, W \ Pen Co.174, 75 
Pens, Lettering and Show Card. 

Bridgeport Pen Co 82 
Pens, Steel. 

Esterbrook Steel Pen Mfg. (o.148 





Hunt C. Howard, Pen Co wr, 

Miller Bros. Pen ( 10 
Picture Hooks. 

Moore Push Pin Co 78 
Pins and Pin Containers 

Defiance Sales Corp go 
Platens, Typewriter 

Amer. Writing Mach Co 308 

Ames Supply Co 441 
Postal Scales. 

Hanson Secale Co 45 

I dD. T- Mfg. Corp thy 

Pelouze Mfg Co 87 
Publications 

British Stationer 437 

Buro-Bedarf-Rundschau 436 

Mon tureau 442 
Punches. 

Atlas Staty Cor] 306 

Boorum & Pease Co +) 

Defiance Sales Corp 380 

Globe-Wernicke Co.219, 20 oe 

Schollhorn, Wu ‘ 
Push Pins. 

Moore Push-Pin , 78 
Ribbon Dispensing Ma hines 

ybon Corp $38 
Ribbons & Carbons. 

Allen & Co 431 

Ault & Wiberg Co 327 


Buckeye Ribbon & Carbon Co.176 

Canode Ink & OF Sup Co.402 

Columbia Rib. & Car Mfg 
Co > 





Crown Ribbon & Carbon ¢ 3 
Imperial Mfg. Co ao4 





Little, A. P In 414 
Manifold Supplies ¢ 137 
Miller-Bryant-l ierce Co 407 
Mittag & Volger 13h 


\NNIVERSARY 


Rock well-Barnes 














Sales Representati ves for 


Notary ‘ and Corporation 











for. _ Office “Machines. 
Sher rman M inson 


Stapling Machines. 








Swinging Typew riter Stands. 





Guth, H. I Associates 250 
Lamt Geo. L 290 
Lyon Metal Products, In 193 
Macey Co rhe 273 
McLeod Furniture Co 280 
Mutschler Bros. Co . 192 
St Johns Table Co 225 
Van Dorn Metal Furniture 213 
Wark Wm H 27 
Tablets. 
Rockwell-Barnes Co 391 
Tabulating Machines. 
Int'l Business Machines 34% 
Telephone Accessories. 
American Electric Co 417 
Colytt Laboratories 440 


Victor Safe & Equip Co.275, 76 


Thumb Tacks. 


Graff, George B. Co 
Hoge Mfg Co 
Moore Push-Pin Co 





Time Stamps and Recorders. 


Ajax Time Stamp Co. 401 
Int'l Business Machines 347 
Joslin, A. D., Mfg. Co 410 
rhompson Time Stamp Co 438 
Transfer Cases. 
All-Steel-Equip. Co 204 
Art Metal Construction Co.246, 47 
Art Steel Co 4 280 


Aurora Metal Cabinet Wks. .256 
Berger Mfg. Co 2 
General Fireproofing Co 
Globe-W ernicke Co.219 
Macey Co., The 

Shaw-Walker ¢ 

Steel Equipment Corp 2 
Van Dorn Metal Furniture 213 
Weis Mfg. Co 199, 2OO, BOL. 202 





Trimming Boards 


Ideal School Supply Co 381 


Type, Typewriter 


Amer eens Machine Co. .308 


Ames Supp 441 
Typewriter Cleaning Brushes. 
Hahn, Arthur W 430 
Typewriter Cleaning Material. 
Amer Writing Mac! Co 308 
Clarotype (« 429 
Gies, Walter G Co 436 
Sanford Mfc. ¢ ..374 


Webster I Ss ( . 
‘ 163 16 4, 165, 166 


Typewriter Cushion Keys. 


Lincoln Rubber Key Co 
Munson Supply Co 
Peerless Key Co 

Speed Key Mf Co 





42 
Typewriter Cushion Knobs & Feet. 
441 


mes Supply Co 


Azora Rubber ¢ 438 
Fox, Gee E & Co ..150 
Peerless Key Co 312 
Smith Noise & Shock Elimi 
nator TTT. 
Star Paper Fastener Cp 394 


Typewriter Parts and Tools. 


Amer. Writing Machine Co..308 
Ames Supply Co . 441 


Typewriters, Mfrs. of 


Amer. Writing Mac! Co 308 








Rarr-Morse Corp — 
Corona Typewriter . ++ 
Elliott-Fisher Co . .159 
Genera Offi e Equip. Cp.159, 379 
Reming te r'ypewriter Div.. 

8. 334, 335 
Royal Typewriter Co 62. 63 


Smith, L. C. and Corona Tws 399 
Smith-Premier Typewriter Co.308 
Underwood Elliott-Fisher Oo 
141 159, 379, Back Cover 
Underwood Typewriter Co 
141 Back Cover 
Varityper Incorporated 418 
Woodstock r'ypewriter Co...447 


Typewriters, Rebuilt. 


Amer. Writing Mac is ae 
General Typewr Exch 406 
Regal Typewriter Co coockee 
Shipman-Ward Mfg Co 359 
Smith Tw Sales Corp ..415 
Wholesale Typewriter Co.....424 
Ventilators, Electric 
Savory, Ine 427 


Visible Index Systems. 


Acme Card System Co 
Globe-Wernicke Co.219 
Irving-Pitt Mfg. Co 
Postindex Co Inc 





Pressteel Engineering Co 27§ 
Ross-Gould (C« ..489 
Shepoard, ¢ I Co 416 
Stationers’ Loose Leaf (o.336, 37 
Vietor Safe & Equip. Co..275, 76 
Wardrobes. 
All-Steel-Equip Co 204 
Aurora Metal Cabt. Wks . 256 
Berger Mfg. Co 206. 7 
Furnas Furniture Co a 
General Fireproofing Co. .194, 95 
Globe-Wernicke (Co.218, 20, 21, 22 
Lyon Metal Products, Inc 193 
Terrell’'s Equipment Co 277 


Waste Baskets. 


Rerger Mfg. (Co 
General Fireproofing ¢ 
Globe-Wernicke (Co.. 

219 
Invincible Metal Furn 
Macey C#.. Thre 
Metal Office Furniture Co 
Nat'l Vuleanized Fibre Co 
Peerless Wire Goods Co 
Sainberg & Co 






Water Coolers 


Cordlievy €& Haves 281 
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The rate for xe AR] WANTS and [ < 
NG “FOR SALE 


Classified Advertisements 









is eight cents a word, 
Minimum charge, $1.60. 





SITUATIONS WANTED. 


MECHANIC—TEN YEARS Al rebuilder and technical; fair 
proposition anywhere. 1103 7th Ave., Oakland, Calif. 





YOUNG MAN, 29 years, wishes to locate with reliable office 
supply company. Nine years’ experience in office supplies Ad 
dress R-55, care Office Appliances, Chicago 


SALESMAN with following among stationers and department 
store buyers in Chicago and vicinity desires a connection with 
a reliabie concern Address L-62, care Office Appliances, Chi 
cago. 








COMPETENT REPAIR MAN (married) with ten years’ ex 
perience in Typewriters, Adding Machines and other mechanical 
office equipment, desires position with well established concern. 
Address C-57, care Office Appliances, Chicago 


MECHANICS WANTED. 





WANTED—Typewriter mechanic for all makes of machines 
and mimeographs. Must be thoroughly experienced. Address 
B-146, care Office Appliances, Chicago. 





WANTED—Expert mechanic; must thoroughly understand 
Royal and Underwood. Good permanent position for high class 
man. F,. B. White Typewriter Co.. Inc., El Paso, Texas. 
WANTED—Typewriter and all around office appliance mechanic 
capable of taking charge of shop of large western institution. 
Must be steady, and desiring to make a permanent connection 
with a future behind it. Will pay top wages to right man. 
References required with application. Give full information 
about yourself in first letter strictly confidential. Address H-62, 
care office Appliances, Chicago. 











POSITION as manager in commercial stationery and printing 
establishment wanted in New York preferred Over 20 vears’ 
experience in executive and managerial work Best of refer 
ences. Write E-202, care Office Appliances, Chicago 





OFFICE EQUIPMENT SALESMAN with fifteen years’ experi 
ence desires a position in New England with a well established 
dealer Would prefer to concentrate on steel office equipment 
or loose leaf, including visible equipment. Best of references. 
Address A-55, care Office Appliances, Chicago 


SBRVICEMAN desires permanent connection with A-l ex- 
change or company, with future Young man, good health, 
education and personality. Experience twelve years all makes 
typewriters and adding machines. References from present and 
past employers. Address P-74, care Office Appliances, Chicago. 








SUCCESSFUL office furniture and filing equipment salesman 
with ten years’ experience will be available for new connection 
July 1 Will travel for manufacturer selling to the trade or sell 
for office furniture retailer. Thoroughly familiar with furniture 
lines. Can sell. Will furnish best of references Will consider 
any part of country. Address K-54, care Office Appliances, 
Chicago 

YOUNG MAN with valuable experience selling high grade of- 
fice furniture for dealer is available for new connection prefer- 
ably in or near Chicago Also has had considerable experience 
handling service work by mail and can do good work in home 
office of some office equipment manufacturer Will gladly con-— 
sider either type of opening Address M-60, care Office Ap- 
pliances, Chicago 








AN EXPERT IN EXPORT MERCHANDISING 

Export merchandising counsellor and international market re 
search expert, remarkable linguist, widely traveled, compre 
hensive international experience in management and export 
sales organization, collaborator of leading international office 
equipment, advertising and business papers and associations. 
sound knowledge of European and Near—Eastern markets, Ger- 
man, 27, married, now resident in London, seeks post as trade 
commissioner and overseas market research counsellor (or ex 
port manager) in the United States, Europe or East Com 
mencing salary $500 per month, plus expenses Address D-—58, 
care Office Appliances, Chicago 








SALESMEN WANTED. 





WANTED—Experienced salesman for inside and outside work 
by an old established stationery store in a growing manufac-— 
turing city in New England Must give best references. Ad 
dress S-93 care Office Appliances, Chicago 





OFFICE EQUIPMENT store needs clerk capable of manage 
ment, thoroughly experienced in buying of merchandise and 
selling of eqvipment and printing. State salary. The Logan 
Banner, Logan, W. Va 





WANTED—District Sales Manager, experienced in metal fur 
niture To the man who qualifies, we can offer a desirable 
position with satisfactory remuneration. Address G-82, care 
Office Appliances, Chicago 





YOUNG MAN to sell window and regular envelopes. Every 
office a prospect Protection, experience unnecessary. Full or 
part time Transo Envelope Co., 3542 Kimball Ave., Chicago 





NBEBVA-CLOG PRODUCTS, INC.—(See page 298 this issue) 
have territories open almost everywhere for part or full time 
salesmen In reply give experience, compensation basis, lines 
now handled 


WONDERFUL NEW SIDELINES—Big commission with order: 
sell printing for every business at half price; copyrighted illus 
trations free; just take order, we do the rest. Pocket outfit free 
Merchants Ass'n, Insurance Center Bldg... Chicago 

OUR TWO HIGH-GRADE TYPEWRITER SPECIALTIES can 
be sold by typewriter salesmen, repair men, supply and spe 
cialty salesmen This is a golden opportunity for any salesman 
ealling on office trade Territories are being illotted now 
Write for details and selling plans. Address Z-95, care Office 
Appliances, Chicago 











ENVELOPE SEALER SEALS 3,000 envelopes hour! Sells $4.50; 
guaranteed 5 years. Tremendous market! Offices, banks, mu- 
nicipal, state governments buy large quantities on sight! 
Massachusetts, New Jersey states bought several hundred. 
Closed contract with U. S. Government; on Government general 
supply schedule. 560 city governments big users now. Genuine 
opportunity, earn $7,500 yearly organizing salesmen exclusive 
territories. Exporters’ proposition also Write quick free trial 
offer President 18-D. Winthrop Bldg., Boston 





LINES WANTED. 





SALESMAN with successful experience as branch and district 
manager seeks Canadian representation for office specialty man- 
ufacturer. Is prepared to cover all of Canada, although wili 
consider proposition involving one or more of the principal east- 
ern provinces. An expert in selling and in developing men. 
Thoroughly familiar with office specialty lines and knows Ca- 
nadian market. Available for new connection on short notice. 
Address N-79, care Office Appliances, Chicago. 





IN HAVANA, CUBA, firm of commission agents desires con- 
nections in the States to sell on commission basis. We are 
starting relations with the States but can supply best refer-— 
ences from local stationers. A partner worked eighteen years 
with stationers, the other with commission concerns. Gon- 
zalez & Priede, 102 Compostela St. 





MILWAUKEE representative for large manufacturer in dupli- 
cating field is in a position to take good care of one non-com-— 
peting office specialty. Desires an article of real merit and 
one which sells for more than a few dollars. Can give real 
service and develop splendid supply business if opportunity is 
offered. Thoroughly capable and reliable and recommended by 
sales manager of line he is now handling. Address J-59, care 
Office Appliances, Chicago. 








DISTRIBUTORS OR DEALERS WANTED. 





SALES ORGANIZATIONS now functioning on office specialties 
wanted to handle line of permit postmarking machinery. Eex- 
clusive territory. Canadian connection desired. Write, giving 
full particulars, Columbia Postal Supply Co., Silver Creek, 
a Be 





MANUFACTURER'S REPRESENTATIVE for Pacific Coast 
States by factory located in eastern part of the country. Our 
line is established and is the only nationally advertised line in 
its price class. It is an item sold to stationery jobbers, com— 
mercial stationers, drug and sundry jobbers, department stores, 
etc. In reply state how long you have carried your present 
lines, and give selling experience in detail. Address Y-57, care 
Office Appliances, Chicago. 








BUSINESS OPPORTUNITIES. 





STATIONERY STORE for sale in Minnesota town. Good reason 
for selling. Address F-79%, care Office Appliances, Chicago. 





RBAD——STA TIONERY——MEN. 

Health demanding immediate attention, must dispose of es— 
tablished business, under same management past 12 years; good 
lease, incorporated, manufacturing, wholesale and retail—Sta-— 
tionery, Office Supply, Printing, Bindery, Greeting Card and 
Loose Leaf departments equipped and located in splendid middle 
west city—twenty to forty thousand to handle. Address O-92, 
care Office Appliances, Chicago. 











FOR SALE OR WANTED TO BUY. 


WANTED TO BUY 18 dz. or larger Fountain Pen Floor Show 
Case. Describe fully. Bawco Office Supply Co., Chickasha, 
Okla. 





ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold. Maloney, Gilmore Co., 508 S. Dearborn, Chicago. 





10 AUTODEX equipments out of use. Discontinuing business. 
W. J. Patterson, 17th floor, One Park Ave. Bldg., New York. 





HNLLIOTT-FISHER BILLING AND BOOKKEEPING machines 
bought, sold and rebuilt. W. J. Crowley Co., 631 Caswell Block, 
Milwaukee, Wis. 





NATIONAL CASH REGISTERS, all styles, sizes, bought, sold 
and exchanged. We can save you money. Henry Kass, Inc., 
Cash Register Systems Experts, 640 Broadway, cor. Van Tromp 
St., Albany, N. Y. 





ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis. 





FOR SALE—Two Hooven-Underwood Automatic Typewriters 
complete. Fine equipment, perfect condition. A real bargain. 
Other office mechanical equipment. Perdue Office Furniture 
Company, 11-21 South Laura St., Jacksonville, Florida. 
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No. 1,690,475—Telephone receiver support; patented Novem- No. 1,689,390—Pencil case; patented October 30, 1928, by Alan 
ber 6, 1928, by Clark H. Carmer, Williamsville, N. Y. Serial Johnstone, Carshalton, England. Serial number 08s. 
number 30,554. No. 1,688,840—Pencil sharpener; patented October 23, 1928, by 

No. 1,690,889—index guide card; patented November 6, 1928, Hagop P. Tevonian, Brooklyn, N. Y. Serial number 197,624. 
by George H. Dawson, Boston, Mass., assignor to Service No. 1, 690,512—Gummed tape serving machine; patented No- 
Bureau, inc., rat eet Mass., a corporation of Massachu- vember 6, 1928, by William A. Uttz, Sr., St. Louis, Mo., as- 
setts. Serial number 178,615. signor to Perfection Package Sealer Company, inc., Dallas, 


No. 1,689,401—Loose leaf book: patented October 30, 1928, by Texas, a corporation of Texas. Serial number 235,671. 


Donald S. McChesney, Syracuse, N. Y., assignor to Hall & No. 1,688,879—Stapling machine; patented October 23, 1928, 
McChesney, tnc.. Syracuse, N. Y., a corporation of New York. by Fridolin Polzer, Norwalk, Conn., assignor to The E. H. 
Serial number 172,622. Hotchkiss Company, Norwalk, Conn., a corporation of Con- 
No. 1,688,956—Chair particularly for office use; patented Oc- necticut. Serial number 256,556. 
tober 23, 1928, by Carl Jack Bendix, East Melbourne, Australia. No. 1,690,980—Pencil clip; patented November 6, 1928, by 
Hariey S. Johnson, Erwin, Tenn. Serial number 181,826. 


Serial number 98,853. 


Filed October 13, 1926. Granted January 


1,671,05 Typewriting machine Burn ~ 
ham C. Stickney, Portsmouth, N. H., as The Recent Patents 8, 1929. Serial No. 141,390 
signor to Unde rwood Elliott Fisher Com —— 1,697,992. Typewriter Arthur L. Mey- 
pany New York N Y., a corporation of Copies of patents herein listed can be ob- er, Chihuahua, Mexico (assignor to Elmer 
elaware. Original application filed July tained from the Commissioner of Patents, Haslett, San Francisco, Calif.) Filed 


Y A922. Serial number 574,866. Patent Washington, D. C., for ten cents each in August 4, 1926. Granted January 8, 1929 
583,263 dated May 4, 1926. Divided and cash, postofice money orders or certified Serial No. 127,013 








yn ge «rag B wee March 39 — check Stamps and personal checks not 1,698,119. Typewriting machine Ed 
on 454 ‘ . - eerialt number accepted. win E Barney, New Roche lie, N. Y., (as- 
16 973 Typewriting machine Joseph a ee one .- re ert age — 
Lindburg, Brooklyn, N. Y., assignor to i. York) neil @ December 3. 1927. Gre aol 
Underwood Elliott-Fisher Company, New 1,698,406. Visible index Frank H January 8& 1929 "Serial ‘No. 237 435. 
York, N. Y a corporation of Delaware Johnston, Chicago, Ill. (assignor by mesne < 698 244° Ty pe writing machine ‘ Jesse 
File d May 27, 1927. Serial number 194 issignments to Acme Card System Com \.B. Smith, Stamford, Conn., (assignor 
831 Original number’ 1,600,235, dated pany, Chicago, Ill, a corporation of Ili to Underwood Ellicott Fisher Company 
September 21, 1926 Serial 700,809, filed nois). Filed April 30, 1924. Granted Jan New York. N. Y.. » corner : sla 
. - eo? 4 i : ) be r r o ) .. a corporation of Dela 
March 21, 1924 Reissued May 22, 1928 uary 8, 1929. Serial No. 709,953 ware). Filed December 12. 1925. Granted 
ns yy —~ nmap ihe, Boe a Henry 1,698,329. Visible card index James January 8, 1929. Serial No, 74,958 
I Ads s, Chicago “lied Jar y Sn fh . > 4 7 
1927. Granted January 8, 1929. Seriai ry ee a, eee Cae 1,698,426 Typewriting machine. Har 
No. 164.524 May 22, 1926 owen ed January 8, 1929 rison O. Blaisdell, Brooklyn, N. Y., (as- 
2. Calendar Olaf MHalversor Serial No. 110,997 signor to Underwood Elliott Fisher Com- 
Mint Filed April 1927 1,698,586. Visible card index James pany, New York, N. Y., a corporation of 
Granted January §, 1929. Serial No. 180 Lyon Garfield, Drexel Hill, Pa Filed Delaware). Filed December 19, 1925 
462 May 22, 1926 Granted January 8, 1929 Granted January 8, 1929 Serial No. 76 
1,698,391. Adjustable book cover. Ada Serial No. 110,995 382 
Coleman and Isadore A. Coleman. Balti 1,698,016 Lighting fixture Edwin F 1,698,386. Water cooler Charles §S 
more, Md. Filed August 19, 1926. Granted Guth, St. Louis, Mo Filed August 17 Batdorf, Brooklyn, N. Y Filed March 4 
January 8, 1929 Serial No. 130,171 1926 Granted January 8&8, 1929 Serial 1927 Granted January & 1929 Serial 
1,698,518 Vertical file Charles B. Ul No, 129,677 ; No. 172,705 
rich, Jamestown, N. ¥ Filed September 1,698,384. Fountain pen. Frank M. Ash- 1.698.766. Sales—book cover. Edward L 
5d wt os unted January 8, 1929. Serial ley ee, " 2 : me -_ ~ wer sini Moone y _Minneapolis, Minn , (assignor to 
1,698,697. Folding chair. Aloysius S. No. 145,120 “el §=$. Cosby-Wirth | Manifold Book Company 
andy — ne, ; rer . , : Minneapolis, Minn., a corporation of Min 
Hageman, Dayton. Ohio (assignor to The 1,698,353 Pencil Frank J. Vierling, nesota) Filed November 20) 1997 
Ash Cabinet & Manufacturing Company Minneapolis, Min: Filed February 1, Granted January 15, 1929 Serial No 
Dayton, Ohi a corporation of Ohio) 1924 Granted January 8, 1929. Serial 228 B69 a yi ‘ ; ; 
Filed September 9, 1926 Granted Janu No. 689,870 7 » one > 
iry 8, 1929. Serial No. 134,553 1,698,445. Mechanical pencil Yenjiro 1,698,923. Perpetual calendar. Marion 
1,698,243. Folding chair. Frederick EK. Morita, Adzuma—Machi, near Tokyo, Jap A. Smythe, Roanoke, Va. Filed Decem- 
Schulte, Baltimore Mad Filed March 12 an Filed November 10. 1925 Granted ber li, 192% . Grants d January 15, 1929. 
1928. Granted January 8, 1929. Serial No January 8, 1929 Serial No. 68,198 Serial No, 240,814 
260.980 1,697,985. Signal tab Homer John 1,699,060. Cash register Frederick I. 
1.698.028 Ke ring holder George Lindsay, Rochester, N y (assignor to Fuller, llion, N Y and William H 
Sfiris, Beaumont rexas Filed July 14 Clark—Lindsay Corporation Rochester, Robertson Dayton, Ohio (assignor to 
1928 Grante: inuary 8. 1929 Serial N. Y., a corporation of New York) Filed The National Cash Register Company, 
No. 292,74¢ September 10, 1926 Granted January §&, Dayton, Ohio, a corporation of Maryland). 
1,697,956 I’ pencil holder Emery 1929 Serial No. 134.623 Original application filed July 9, 1920 


C. Jefferson, Kansas City. Mo. Filed July 1,697,899 Typewriter John H Barr, Serial No. 394,974 Divided and this ap 
11, 1928. Granted January 8, 1929. Serial Ithaca, N. Y. (assignor to Barr—Morse plication filed January 5, 1927. Granted 
¥O. 292,011 Corporation, a corporation of New York) January 15, 1929. Serial No. 159,126. 





June, 1929 


1,698,829 
card-—perforating 
Smith, Stamford, 
Underwood Elliott 


George E. 
(assignor to 


1,698,841. Deposit-slip file. 
Doughty, New York, N. Y., 
The Cooke & Cobb Company, Brooklyn, 
N. Y., a corporation of New York). Filed 
March 7, 1928. Granted January 15, 1929 
Serial No. 259,687. 

1,698,950. Loose-leaf memorandum-—pad- 
box construction Blaine H. Harris, St. 
Paul, Minn., (assignor to Brown & Bige- 
low, St. Paul, Minn., a corporation of Conn., 
Minnesota) Filed January 19, 1925. Fisher 
Granted January 15, 1929. Serial No corporation of 
3,448 ary 4, 1925 
Serial No 

1,698,817 
Kurowski, 


1929. Serial No 
1,698,880. 
min M. Des 


Company, 


1,699,061 Typewriter—Carriage—locking 6, (09 
means Max Garbell, Chicago, IL, (as 
signor to Victor Adding Machine Com- G. F. 
pany, Chicago, Ill., a corporation of Illi- 
nois). Filed May 11, 1925. Granted Janu- 
ary 15, 1929 Serial No. 29,354 


pany, New York, ! 
Delaware). Filed 
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i’ BUSINESS OPPORTUNITIES 


These are inquiries from subscribers desiring lines, 
catalogues, etc. They are tangible prospects for 
manufacturers and jobbers. 


Wants Abroad 
Amsterdam-C, Holland.—M. Sluys, Jodenbreestraat 60, wishes 
to receive catalogues from manufacturers of office furniture, 
filing cabinets and supplies, and other elements of the modern 
commercial stationer’s stock 


Wanted Here at Home 


Bluefields, W. Va.—The Stationers’ Manufacturers Agency, 
’ R. DeVault, manager, wishes to add to its present lines, 
which are distributed to the dealer trade. The agency operates 
in Tennessee, Virginia, West Virginia, North and South Caro 
lina. At present it desires to hear from manufacturers of safes, 
filing cabinets, desks, chairs, tables, carbon paper, inks, bound 
and loose leat paper and possibly a few more items to 
give complete service to the commercia! stationer. The past 
six years Mr. DeVault has been active manager and director of 
sales of a firm owning two stores devoted exclusively to the 
sale of office equipment and stationery. Mark replies for the 
personal attention of Mr. DeVault. 


Cleveland, Ohio.—The Ideal Office Supply & Stationery Com 
pany, 1040 Prospect avenue, wishes to hear from manufacturers 
of adding machine rolls, and those equipped to do the imprint-— 
ing on the rolls 

Detroit, Mich.—Office 


son avenue, is adding two new 
of ribbons, 


books 


Necessities Corporation, 131 East Jeffer— 
stores. It is desired to connect 
earbons and inks who 


with some manufacturer 
would make up his products to sell under this corporation’s 
imprint It would also like to receive catalogues, prices and 


discounts from manufacturers of low priced desks. 

Escanaba, Mich.—The Office Service Company, office outfitter, 
desires to buy black felt chair cushions of moderate price. Mark 
replies for the attention of W. H. Dickson. 

Fort Smith, Ark.—The Fort Smith Office Supply House, Louis 
Cohn, 22 South Sixth street, wishes to buy rubber desk pads, 
19x24 inches. 

Greenville, Miss.—M. P. Schlesinger & Company, office out 
fitter, is in the market for school crayons. Mark samples, let- 
ters, etc., for the attention of M. P. Schlesinger. 

Harrisburg, Penna.—The Cotterel Company, office outfitter, 
13 South Market square, desires to make a connection with a 
paper mill producing stock for stencil duplicators. 

Houston, Texas.—L. G. Riddell, president of the Union Trans- 
fer & Storage Company, plans to establish an office furniture 
and fixture department in connection with its established busi- 
ness in household goods and merchandising storage Mr. Rid 
dell wishes to hear from all manufacturers of office furniture 
and fixtures 

Long Branch, Calif._-The Western Stationery Company, 244 
Bast First street, desires to receive from manufacturers and 
jobbers catalogues and price lists. This business is conducted 
by Louis Goldsmith, who was manager for the Western Office 
Utilities here, and major owner of the Long Beach store. 

Rockford, Ill. R. H. Glasford, of the Rockford district office. 
Remington Rand Business Service In wishes to receive cat 
alogues from manufacturers of ash trays which are suitable for 
use with high grade office furniture 

Sioux Falis, S. Dak.—Brown & Saeger, office equipment deal 
er, is in the market for interchangeable wicket card frame and 
name plates for bank use. Mark letters and printed matter for 
the attention of V. A. Hanson 

Springfield, Ohio.—George Limbocker, office 
Fountain avenue, wishes to receive catalogues, 
counts from manufacturers of wooden chairs 
green to match the tone of steel desks Mr 
in the market for blackboards 

Worcester, Mass.—Nathan Brethol, 118 Providence street, is 
opening a new store He wishes to receive catalogues, prices 
and discounts from manufacturers of typewriters and supplies 

Zion, Il1.—The office supply department of Zion Institutions & 
Industries wishes to buy collateral receipts in triplicate 


outfitter, 27 South 
prices and dis 
finished in olive 
Limbocker is also 


Inquiries sent to the U. 8S. Commerce Department from represen- 
tatives abroad. Recognized business establishments can secure 
names and addresses on application to the Bureau of Foreign 
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Combined 
machine. 


York N. Y., a corporation of Delaware). 
Filed March 9, 1926. Granted 
93,389, 

Typewriter machine 
Jardins, 
(assignor to 
New 
Delaware). 
Granted 


Typewriter machine. Alfred 
Brooklyn, N. Y., 
signor to Underwood Elliott Fisher Com- 


November 26, 


ANNIVERSARY 9 


typewriter and Granted January 15, 1929. Serial No. 
Jesse A. B. 150,768. 

Conn., (assignor to 1,699,540. Adding machine. John Mag— 

Fisher Company, New nus, Detroit, Mich., (assignor to Bur- 

n roughs Adding Machine Company, De- 


January 15 troit, Mich., a corporation of Michigan). 


Filed January 21, 1921. Granted Janu- 
: ary 22, 1929. Serial No, 438,822. 
Benja- 1,699,708. Autographic register. George 


West 
Underwood 


Hartford, 
Elliott 
York, N. Y., @ 


J. Neth, Dayton, Ohio, (assignor to The 
Egry Register Company, Dayton, Ohio, a 


Filed Febr corporation of Ohio). Filed August 13, 
ies nga he 999. 1926. Granted January 22, 1929. Serial 
January 15, 1929. No. 129,041. 

1,699,605. Manifolding book. Edward 


Kirby Bottle, Elmira, N. Y., (assignor to 
American Sales Book Company, Limited, 
Toronto, Canada, a corporation of On-— 
tario). Filed April 22, 1925. Granted 
January 22, 1929. Serial No. 24,939. 


(as- 


, a corporation of 
1926 


and Domestic Commerce at Washington, or to the district and 
co-operative offices, mentioning the file number of the trade 
opportunities wanted. 





Commerce Department Trade Opportunities 

Ixrasers, pencil, Glasgow, Scotland.—No, 38,311; agency de- 
sired. 

Erasers, pencil and rubber bands, 
sole agency desired. 

Equipment, office, Mexico City, Mexico 
or agency contemplated. 

Fittings, chair, swivel, 
sired. 

Machines, accounting, Mexico City, Mexico.—No. 
chase or agency contemplated. 

Machines, adding, Berlin, Germany.—No. 
sired. 

Machinery, envelope making and printing, automatic, 
Italy No. 38,305; sole agency desired. 

Machine, lettering and engraving, Batavia, Java 
purchase contemplated. 

Machines, office, Berlin, 
sired. 

Machines, tallying, four unit, Montreal, Canada.—No 
purchase or agency contemplated. 

Machines, typewriter, Athens, Greece.—No. 38,179; 
sired. 

Novelties, office, 
chase and agency 

Paper, all kinds, 
sired. 

Paper, blank book and writing, finer grades, Sao Paulo, Bra- 
zil.—No. 38,306; agency desired. 

Paper, carbon, Tokyo, Japan.—No. 
plated. 

Paper, letter, white, Singapore, Straits Settlements.—No. 38,- 
005; agency desired. 

Paper, typewriter carbon, endless, Berlin, Germany.—No, 38,- 
025; purchase contemplated. 

Paper, writing, Glasgow, 
sired. 

Paper, writing and printing, Sao Paulo, Brazil.—No. 38,307: 
agency desired. 

Pencils, automatic and others, Glasgow, Scotland.—No,. 38,311; 
agency desired. 


Manila, P. L—No. 38,379: 


No. 38,100; purchase 


Lima, Peru.—No. 38,032; agency de- 


38,100; pur- 
38,405; agency de- 
Milan, 
—No. 38,303; 
Germany—No. 38,500; agency de- 
38,146; 
agency de- 
Argentina.—No,. 38,465; 


Buenos Aires, pur- 


contemplated. 


Bogota, Colombia.—No, 38,008; agency de- 


38,027; purchase contem— 


Scotland No. 38,311; agency de- 


Pens, fountain, Glasgow, Scotland.—No. 38,225; agency de- 
sired 
Pens, fountain, Silberhuette, Germany.—No. 38,152; agency 


desired. 
Safes, office, Batavia, Java.—No 
contemplated. 
Seales, dial, Berlin, Germany.—No. 38,444; agency desired. 
Seales, dial, Dusseldorf, Germany.—No. 38,445; agency desired. 
Slats, pencil, of incense cedar or redwood, Osaka, Japan.—No, 
38,500; purchase contemplated. 
Supplies, stationery, Glasgow, 
desired. 
Supplies, stationery, such as clips, pins, memorandum books, 
dusters and pens, Manila, P. lL.—No. 38,379; sole agency desired. 


38,281; purchase and agency 


Scotland.—No. 38,311; agency 








The Service Bureau of Office Appliances 


is maintained for the exclusive use of subscribers and adver. 
tisers. In the execution of its various commissions this 
bureau calls upon practically every member of the staff. It 
answers by personal letters all inquiries upon matters ger- 
mane to the field, it furnishes special reports upon articles 
of office equipment, supplies names of manufacturers of any 
article wanted, puts man and job together, prepares adver- 
tising copy, furnishes lists of desirable agents and dealers in 
nearly every country, aids foreign dealers in securing U. S. 
A. lines, and in many other ways performs useful service, 
all without charge. Subscribers in every land have made, 
and are making, good use of this bureau; manufacturers in 
every section of the field have had evidence of the service. 
Subscribers’ requests for catalogues to bring their files up 
to date, or to replace the file in case of fire or other form 
of destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 
True progress consists in getting these truths into consciousness, whereby 
thoughts, words and acts are directed in accord with principle. 


“For as he thinketh in his heart, so is he.”— 
Proverbs 23-7. 
* 
“The material universe exists only in the 
mind.”’—Jonathan Edwards. 


ok * * 


“No good thing shall be withheld from him 
who lives in harmony with the higher laws and 
forces.” —Ralph Trine. 

XK 


“The sensible world is but the evolution of 
truth, love and life, or their opposites, in man.” 

Coleridge. 

x * 

“Hast thou reason? I have. Why, then, 
dost not thou use it? For if this does its own 
work, what else dost thou wish?”—M. Aure- 
lius. 

* * * 

“When you command your thought, it is easy 
to command your emotions. When your 
thought is elevated, your appetites and desires 
are lifted up and redeemed.”—Unity. 


* 1K 


“ur acts our angels are, or good or ill, 

Our fatal shadows that walk by us still.” 
Beaumont & Fletcher's “An Honest 
Man’s Fortune.” 


* * * 


“Minds of moderate calibre ordinarily con- 
lemn everything which is beyond their range.” 
la Rochefoucauld. 


“Mind is the great leveller of all things; 
human thought is the process by which human 
ends are alternately answered.”—Daniel Web- 
ster. 

* 

“Every mind is like a microscope, which 

magnifies trifling things, but cannot receive 


great ones.”’’—Chesterfield. 


* 


mind was made for growth, for 
and its nature is sinned against 
Channing. 


“Every 
knowledge ; 


when it is doomed to ignorance.” 


U 
iy 
A 


“In the Book of Poetry are three hundred 
pieces ; but the design of them all can be em- 
braced in one sentence, ‘Have no depraved 
thoughts.’ ”"—Confucius. 

*~ * * 

“Sublime is the dominion of the mind over 
the body, that for a time, can make flesh and 
nerve impregnable, and string the sinews like 
steel, so that the weak become so mighty.”— 
Mrs. Stowe. 

* * 

“A day is more magnificent cloth than any 
muslin, the mechanism that makes it is in- 
finitely cunninger, and you shall not conceal the 
sleezy, fraudulent, rotten hours you have 
slipped into the piece; nor fear that any hon- 
est thread, or straighter steel, or more inflex- 
ible shaft, will not testify-in the web.”—Em- 
erson. 

* * 

“The human mind has then been built up 
through hundreds of thousands of years by 
gradual accretions and laborious accumulations. 
Man started at a cultural zero and had to find 
out everything for himself; or rather a very 
small number of peculiarly restless and adven- 
turous spirits did the work. The great mass 
of humanity has never had to do with the 
increase of intelligence except to act as its 
medium of transfusion and _ perpetuation.’’- 
James H. Robinson, “The Mind in the Mak- 
ing.” 

“Of all the beautiful truths pertaining to the 
soul which have been restored and brought to 
light in this age, none is more gladdening or 
fruitful of divine promise and confidence than 
this—that man is the master of thought, the 
moulder of character, and the maker and 
shaper of condition, environment, and destiny. 
* * * As the plant springs from, and could 
not be without the seed, so every act of a man 
springs from the hidden seeds of thought, and 
could not have appeared without them. This 
applies equally to those acts called ‘sponta- 
neous’ and ‘unpremeditated’ as to those which 
are deliberately executed. * * * Act is the 
blossom of thought, and joy and suffering are 
its fruits; thus does a man garner in the sweet 
and bitter fruitage of his own husbandry.”— 
James Allen. 
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THOMAS EDISON 


whose invention of the 
talking machine, from 
At j; Was developed 
ll dictating machines, 
identi fies him we ith [ his 
industry. 
To whose genius the 
world is debtor and 
whose sound SENSE, mn 
lustry and conduct of 
life make him an in 
‘pIrin ¢ é xample. 


( See page fifteen } 
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FOREWORD 


The chief purpose of this number of Office Appliances is to impress those readers en- 

gaged in the field, and those whom it contacts elsewhere, with the magnitude of the office 

equipment industry and with its importance in the world of business. Ours is an essential 
industry without which business as now constituted could not readily function. 


This journal had its beginning twenty-five years ago. At that time forces were set 
in motion which were to develop the production and distribution of office equipment de- 
vices from an inchoate condition into a commercial entity—an industry possessed of self- 
consciousness and realizing the functions of its inter-related parts. The twenty- fifth an- 
niversary of these two apparently unrelated events appears to be an appropriate time for 
this issue of Office Appliances. 


The issue includes a survey of the major manufactures in the whole field of office 
equipment and an interesting exhibit in type and illustration of nearly all of the outstand- 
ing products. Each one of these has played its appropriate and necessary part in the de- 
velopment of the industry, but in addition to the physical products which have lain at the 
foundation of the amazing superstructure which has been wrought in the last twenty-five 
years, there are other factors without which the industry could not have been coordinated. 
Among the instrumentalities of progress we include not only the men whose faith, de- 
termination, intelligence and energy have made possible the creation and distribution of 
the products of our industry, but also those association activities which have done so much 
to draw the scattered parts of the industry into touch with one another and to bring about 
an understanding of interdependence and of the resposibility of the several units each to 
the others. 


For many years this journal has presentos within its covers a long and representative 
list of the mnanufac tures of this industry and month by month made permanent record 
of the activities of which they are the impulse. This record constitutes a history of the 
industry in the period of its greatest development. 


In this number we look back over some of that history; view the gradual growth of 
the industry, see it in its present full dimensions, with its far flung boundary lines and get 
a better appreciation of its value to the business world. 


In whatever division of the field we are engaged and in whatever capacity we serve, 
we individually c ‘t so little of the whole industry that we are liable ealize 4 
we mdividually contact So little of the whole industry that we are Uable not to realize tts 
full extent. So if this number shall succeed in creating a new perspective, if it shall stimu- 
late interest or help anyone to interpret the tendencies in this field, it will not have alto- 
gether failed of its purpose. 


We are keenly aware of the shortcomings of the number, but we put it in the hands 
of our friends with the hope that, while it falls short of the ideals we had conceived for it, 
they will consider its production is nevertheless something constructive for the industry: 
Such was the intent with which we set forth to the task of its production which was accom- 
plished by the hearty cooperation of our friends among the manufacturers and distribu- 
tors; for whose good will and helpfulness we here express our gratitude. 
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TRE EVOLUTION® 


OF THE OFFICE 


FQUIDMENT INDUSTRY TRROUGH 


A QUARTER CENTURY. eeeecee ? 


Wn 
N 





[THIN the past decade the office equipment in- 
dustry has become outstanding in United States 
business, its prestige resting upon the importance of its 
function in business enterprises of every kind. Within 
hiteen yee the industry has received recognition as 
such by the national government. It is classified under 
its proper divisions in the department of commerce 
and is grouped under its products in the list compiled 
of both domestic and foreign 


its 


for the development 
business 

But the office equipment industry as an entity is a 
development of the past twenty-five years. Prior to 
that time the three divisions of which the industry is 
composed were unrelated. Not only were these three 
divisions, the manufacture and distribution, 
of office machinery and supplies, office furniture 


respec- 
tively, \ 
and supplies and the wide range of office utilities em 
braced in the term commercial stationery, without co- 
herence, but the units of which each division is com- 
prised, were also unconnected. Mutuality of interest of 
d distributors had received litte or 
and the only cooperation practiced 


manufacturers at 
consideration, 
was confined to that between individual manufacturers 
and individual distributors. An Ishmaelitish spirit pre- 
vailed throughout the field and competition neither 


no 


gave nor asked for quarter. It was, in short, a condi- 
tion of “every firm for itself and the devil take the 
hindmost.’ 

Yet these varied enterprises, isolated from each 
other, with no apparent contact, were interdependent 


and collectively constituted a highly specialized indus- 
try 

Che vertical filing system made the filing cabinet the 
silent partner of the typewriter. Card indexing ard 
the loose leaf accounting system developed a new func 
Che typewriter through 
increasing general use enlisted an ever greater number 
a corresponding increase in 


tion for the writing machine 


of stenographers causing 
the sales of pencils and fountain pens. 

Using the wheel as a simile, the typewriter was and 
is the hub. [rom this radiate as spokes the adding uia- 
chine, addressing machine, duplicating machine, book 
keeping machine and all other office machines and de- 
furniture of kind. The com- 
in which is included all 


vices and office ever\ 


mercial stationery division, 


Wu 
GY 
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associated utilities, devices and supplies equally impor- 
tant, constitutes the felloe, around which mutuality of 
interest of producer and distributor functions as the 
tire holding the parts firmly together. 

In the situation even then coming into being, George 
H. Patterson, a young man of vision and _ initiative, 
perceived a great opportunity to develop an industry 
consciousness through a journal that would bring the 
detached units under one banner. Under this inspira- 
tion Office Appliances, the journal of office equipment, 
was founded, and, in accordance with a well-defined 
plan, was published for one year as the Typewriter 
lrade Journal, when the present title was substituted. 

How Mr. Patterson’s idea was developed is pre- 
sented in a brief history of the publication appearing 
elsewhere in this number. 

By bringing the several divisions of the field together 
in the columns of the journal, through reports of the 
important activities in the field, and through the adver- 
tisements of the diversified products, mutuality of in- 
terest was made more apparent. Contacts were estab- 
lished and a new concept of the business engendered. 

With the establishment of the idea of the industry as 
an entity, tremendous impetus was given to its prog- 
Office equipment was recognized as a special 
industry by the business world. A department of office 
appliances in the specialties division was established by 
the government in the United States Department of 
Commerce. Within recent years the realm of finance 
has taken note of the industry and at least one financial 
journal has opened a department of information about 
the utility and economy of the products of this indus- 
try. 

The first important move toward coordination and 
national cooperation was the formation, in the commer- 
cial stationery division of the industry, of the National 
\ssociation of Stationers and Manufacturers. How 
this was brought about in Chicago in 1904 is reported 
elsewhere in this number. 

In succeeding years organizations were formed not 
only in the other main general division of machinery 
and furniture, but in the several subdivisions of each 
of these three branches. 

The effect of these organizations was to establish 
acquaintance, promote friendliness and develop the 


ress. 
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possibilities afforded by mutual interest and interde- 


pendence of the lines. 


Development of the Industry 
Gradually there came new groupings of the product 
Ofhce furniture, ninety per cent of 
which had been distributed through furniture houses, 
became one of the most important departments of the 


in distribution. 


commercial stationery 
store. kighty per cent or 
more of the total product 
of the factories now finds 
its way to the users 
through that channel 


In the early day of the 
popularity of the type- 
writer many commercial 
stationers had _ ventured 
into distribution of the 
machines. The variance of 
models and the difference 
of keyboards brought com- 
plications that made suc- 
cess difficult in many cases. 
Experiments proved ex- 
pensive. But the type- 
writer opened a channel 
for other machines and 
small office devices which 
materially affected the na- 
ture of the stationery busi- 
ness. The reduction of the 
number of models and the 
standardization of the 
typewriter keyboard  in- 
tensified competition and 
led to more intensive cul- 
tivation that diverted the 
major distribution through 
the manufacturer’s own 
branches. In recent years, 
however, the typewriter, 
both in standard sizes and 
portables, has again be- 
come a factor in the sta- 
tionery field. 

“Industry consciou 
ness” and the new group- 
ing of the products 1s also 
expressed in the business 
of the typewriter dealer 
where remarkable gains 
have been made in prestige 
and influence which have 
made that division an im- 
portant factor in distribu- 
tion. The lines of these 
dealers have been extended 
to include office machines 
for a variety of purposes. 
Here also are _ featured 
certain lines of office fur- 
niture and in some cases 


many items of commercial stationery. 
the outstanding concerns in the stationery field were 
started as typewriter enterprises. 

As a result of the changes attendant upon the prog- 
ress of the industry there has come another grouping 
of products for distribution that is of increasing 1m- 
portance. We refer to the office equipment dealers— 
firms whose business is built upon a number of non- 
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competing machines and frequently some lines of fur- 


niture such as chairs or desks of certain types, safes, 
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Through the coordination of pro- 
duction and distribution: of office 
machinery, office furniture and the 
multiplicity of office utilities em- 
braced in the term commercial sta- 
tionery, there has been evolved 
through the past quarter century one 
of the outstanding industrial entities 
of our country— 


THE 
OFFICE EQUIPMENT 
INDUSTRY 


The major portion of the products 
of this industry contribute economy, 
convenience and facility to business 
oi every kind. These instrumentali- 
ties eliminate the confusion that 
would otherwise attend the ever in- 
creasing number of operations re- 
corded in the business office. They 
are checks to extravagance; protec- 
tion against leaks; elimination of lost 
motion; they return their purchase 
price in economies effected. 


There is satisfaction in being con- 
nected with an industry that is genu- 
inely useful. To commemorate the 
beginning of the industry as an en- 
tity, by making record of its progress 
through the intervening years is 
worth while. 











Indeed, some of 


cabinets for special purposes, posture chairs, etc. In 
this division is included those classified as “manufac- 
turers’ agents’ who handle more than one machine or 
specialty and operate a display room in store or office 
and sell direct to the user. 


Through these several 
channels in this country 
and through more or less 
similar channels in every 
other country the products 
of the entire industry 
reach the users for whom 
they are intended. 

The grouping of the 
former unrelated units 
into an eritity and the cre- 
ation of “industry con- 
sciousness” has had a tre- 
mendous effect upon the 
business of every manu- 
facturer and every distrib- 
utor in every division of 
the field. 

“Industry conscious- 
ness” has brought higher 
concepts of the business to 
those engaged in it 
through a greater appre- 
ciation of the importance 
of the function of the 
products which contribute 
economy, convenience and 
facility to business of 
every kind; it has also 
brought elevation of stand- 
ards, improvement of 
practice, uniformity of 
trade customs, etc. 

The contributing fac- 
tors in this progress of the 
industry collectively and 
individually are—the evo- 
lution of the entire range 
f older products to higher 
quality and greater effi- 
ciency, their adaptation to 
new uses and new systems > 
and inventions for the 
promotion of economy and 
dispatch in office routine ; 
greater dealer initiative 
out of which has come im- 
proved methods of retail- 
ing, better sales organiza- 
tions, better informed 
salesmen, accurate knowl- 
edge of goods, better 
stores, improved store 
practices, more carefully 
selected stocks, more at- 


tractively arranged and displayed, dealer cooperation, 
etc., while in distribution through the manufacturers’ 
own branches have been evolved a new technique of 
selling, a new special study of the buyers’ requirements, 
more development of good will between seller and 
buyer, more intensive cultivation, etc., etc. 

The progress of our industry in twenty-five years 
should encourage the continuation of our efforts. 











Mr. Horder 





WENTY-FI\VE years ago if you had walked the 

main streets of our leading cities, and wanted a 
cigar, you would have looked for a wooden Indian; if 
you wanted whiskey (of course, you did not need it), 
you would have looked for a kilted Scotchman, and if 
you needed anything for the office, you would look for 
a bound book—and what a perfect symbol it was for the 
stationery business of that day—a bound book, leather 
backs and corners—solidity yes, but unprogressive. No 
open display, secret price marks on merchandise in 
store, no price tickets on goods in windows; conserva- 
tism, well typified by the closed, bound book suspended 
in front of the store. 

Since the time when the first stationer stood on the 
corner of Fleet Street and Chancery Lane with a bottle 
of ink hung by a leather cord around his neck and a 
quill pen in his hand, little real progress had been 
made. ‘True, the stationer now had a store front, sold 
paper by the quire and ink by the quart, and in con- 
nection with his printing plant, made large, heavy 
blank books to order. 

But the leaven of advertising was working, new 
devices which came in with the opening of the new 
century were being illustrated and exploited. ‘Office 
Appliances” entered the field, and efficiency and sys 
tem became the watchwords. 
for the early part of 1904 I find this 
from a periodical of that day—‘The grand 
system is to save time, because the greatest 


In mv diary 
extract 
object oO! 
waste in most businesses is the waste of time.’ 

“Efficiency” and “system” demanded new machines 
to ensure these factors; with the demand came the 
supply, and to the lasting credit of the publishers of 
“Office Appliances” they insisted and kept on insisting 
that the Stationer was the logical medium between the 
manufacturer and consumer. 

\Mlanufacturers, seeing the lack of trained salesmen, 
hesitated about turning over these new devices to the 
stationer, and the latter, uncertain as to the sales, de- 
bated whether or not to invest in goods of the ready 
sale of which he was in doubt 

Both of these points of resistance had to be over- 
come, and month after month “Office Appliances’”’ 
called upon the retail stationer to awaken to the great 
opportunity 

The five and ten and later, the so-called 


cent stores, 


THE PROGRESS OF THE 


COMMERCIAL STATIONERY | 
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By Edward Y. Horder, Pres. Horder's, Inc. 
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drug stores, began cutting in upon the sale of articles 
which had always been considered the “bread and but- 
ter’ of the stationer. These factors contributed largely 
towards forcing stationers in the larger centers to sell 
goods which these other stores could not handle profit- 
ably with untrained help. 

With the new century came also the realization to a 
few men of vision, that to help a competitor raise the 
standard of his business was better than to try to drive 
him out of that business by cutting prices, and the 
need was felt of an association which should bring the 
manufacturer and retailer closer together and make for 
better conditions in the industry. This was done and 
the movement was endorsed and strongly supported by 
the trade papers, the editors pleading month after 
month for a higher standard of ethics and a broader 
knowledge of the great opportunities opening for the 
stationer. 

What are the conditions today ? 
trv's leading stationers expressed it a year or so ago, 
“There are plenty of stationery stores, the very sight 
of which makes me proud to be or to have been a 
stationer.”” 


\s one of our coun- 


No longer is the stationery store a place where one 
can buy only a pencil, a few steel pens, bottle of ink, 
the daily paper or monthly periodical, but a market 
place for keen minds, with trained salesmen, intent 
upon the introduction of devices which will do the 
work of the world in a quicker and a better way. 

The 20th century stationery store—the “Service Sta- 
tion for office and home’’—offers a life work to young 
men of brains and vision—work of which any man can 
be proud—and the name of the stationer today stands 
equal, if not superior, to that in any other retail field, 
for modern business depends very largely upon the 
machines and devices which he (the stationer) demon- 
strates and sells. 

[ quote from the financial page of the Chicago 
Daily News of February 19, 1929—‘The details of 
modern office operation, the typewriter, telephone, add- 
ing, addressing, billing and bookkeeping machines, may 
not be as impressive outwardly as the thundering war 
of a factory, the gigantic lifting power of an overhead 
crane or the smooth operation of a mammoth belt con- 
veyor, but they sometimes count for even more in the 
ultimate total of cost reduction.” And again the “Daily 





June, 1929 


News” says, “An up-to-date enterprise today uses bill- 
ing machines, cash registers, card indexes, devices for 
calculating, tabulating and cost keeping. They analyze 
sales, fill in columns with statistics, even maintain an 
individual credit file for each customer. The age of 
‘machine records’ has not by any means reached its 
limit, for the job is not over when the machine is sold. 
Without office system an idle machine will not get the 
work done. There should be an improvement in com- 
mon-sense methods—with such improvement the spread 
of machine use is steady.” 


Think, for instance, what a modern system means 
to the purchasing department of our own organiza- 
tion, where 12,000 visible record cards are in active 
operation, showing instantly cost, when ordered, if re- 
ceived, if in transit, quantity on hand, sales for any 
given period, seasonal sales (if any), if listed in our 
catalog, if overstocked, if specially priced, if slow 
mover, etc., etc. How perfectly a stock of merchan- 
dise can be controlled from the office, so that over- 
stocks are almost impossible, and in all our stores loss 
of sales is almost entirely prevented, for there is little 
cause for the salesman to say, “Sorry, but it is out of 
stock.” 

In the credit department, 
too, the visible record sys- 


» 


tem is of great value 
monthly purchases, credit, 
etc.—all can be instantly 


checked. 
Carry your minds back 


No concern in any division of the field 
better illustrates the coordination and de- 
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as they pound away on the billing machines; and all 
the business of selling these labor-saving machines and 
equipment, rightfully belongs to the stationer. 

Imagine nowadays having to open several hundred 
letters in the morning mail with all kinds and shapes of 
letter openers! Now the mail boy chucks fifty or a 
hundred envelopes together, right side up, puts them 
on the platform of the electric mail opener, touches a 
button, and whiz-z-z a hundred letters are evenly cut 
in exactly the same time it used to take to open three. 
( By the way, just a suggestion here—when your stenog- 
rapher attaches checks or other papers with clips, have 
her put the clip on the side and not on the top; this 
will save many a nick in the cutting blade of the 
electric envelope opener. ) 

And so with mailing the letters—the stamp affixer 
moistens and attaches the two-cent stamp, automat- 
ically recording how many stamps have been used; 
then the letters are placed in the mailing machine, a 
button is touched and whiz-z-z another hundred letters 
are ready for the mail carrier. 

Stationers, are you getting this business, or are you 
forcing the manufacturers to send specially trained 
men into your territory? Developments are so rapid 

in the office supply industry, 

that one’s brain must be on 

“i the alert all the time, conse- 

quently the business offers 
boundless opportunity to the 
young man and forces us 
older ones to keep young in 


twenty-five years ago—it was 
something like this: messen- 
ger enters store for a 300 
pp. D. E. Ledger, a purchase 
involving about $2.25. Clerk 
goes to credit manager and 
asks if the credit of Saltine & 
Brown is good. The credit 
manager turns to his vow- 
elled index—-S—Sa—Sal, 
and finally finds Saltine 
whose account is ledger No. 
8 pp. 103. Turning to the 
shelf he takes down an 800 
or 1,000 pp. D. E. L., sheep 
bound, leather back and cor- 
ners, and pretty heavy to 
handle. Laying this ledger 
on his high desk, he turns to 
page 103, finds the account 
has gone over to page 105, 
and at last finds the account 
is within reasonable limits 
and so tells the clerk, who all 
this time has been waiting 
for the report while the mes- 
senger waited for the goods. 


Now what a_ contrast! 
Customer enters store— 
needs complete loose-leat 


ledger outfit—price approxi- 
mately $15.00. Salesman 
turns to credit file and in- 


Imagine trying to do business now in the long hand 





_ 


~~ 


stantly has data available, because the modern visible 
record system is kept right up-to-date. 


velopment of the office equipment industry 
during the past quarter century than 
Horder’s, Inc., Chicago, of which the writ- 
er of the accompanying article was the 
founder and is the President. 

Twenty-five years ago a small single 
room housed what appeared to be an in- 
consequential little stationery store. Today 
the central store, warehouse, and execu- 
tive headquarters occupies its own attractive 
Nine local branches 
are located in strategic positions in the 
heart of the city. Wholesale distribution 
to the Pac ific Coast. 


seven-story building. 


reaches 


Among fourteen thousand items carried 
are typewriters and a large variety of the 
office machines as well as a complete stock 
of office furniture. 


In the Company’s own use is every mod- 
ern machine and system that will facilitate 
the conduct of the business. And through- 
out the various departments of the organi- 
zation is exemplified that selling technique 
of which Mr. W. D. M. Simmons has 
written convincingly elsewhere in this 
number. 


methods. 


above article. 
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calling for you are trail breakers for better business 


spirit and action. In my lim- 
ited space I have been able 
to touch only the fringe of 
possibilities opening before 
the stationer, but I believe 
the quickest way for a store 
salesman to get in touch with 
new devices, is to “read, 
mark, learn and inwardly di- 
gest” the trade papers. Keep 
the mind on the alert to find 
a better way to guide the 
business of the world. The 
cut of a device in “Office 
Appliances” or the article de- 
scribing it, may not make a 
direct appeal to your need, 
but, if you read with an open 
mind and clear vision, flashes 
of thought will come to you 
which otherwise would not 
have risen to the surface. 
We know that “Office Appli- 
ances” has been an inspira- 
tion and help in the building 
of our business, and for sev- 
eral years twenty to thirty 
copies of that great publica- 
tion have circulated each 
month through our organiza- 
tion. 

Stationers—lift up your 
heads! Be proud of your 


Note.—We are glad that we are able to present the 
Mr. Horder has traveled over every step 


style, with high stools and high sloping desks of 25 
years ago; compare it with the cheerful activities of 
the female billing clerks, sitting in comfortable chairs, 


of the way to success, ever inspiring the affectionate 
loyalty of his organization. 








STEEL FURNITURE THROUGH 23 YEARS 


By William H. Foster, Chairman of the Board, The General Fireproofing Company 


HE GROWTH of an industry is an interesting 
study, and particularly so to one who has spent the 
major portion of his business life in its promotion. 
\ few days ago | had occasion to review some of 
the early literature of The General Fireproofing Com- 
copies of catalogs 


a small sixteen-page 


and from our files secured 
going back to our initial effort 
booklet showing less than fifty items and published in 


pany 


1903 (his catalog is indeed a contrast to our present 
catalog of nearly twenty times its size and covering 
several thousand stock items 


(his early catalog was produced at a time when 
practically all steel office equipment was built to the 
specifications and often to the whim of the customer, 
and in spite of the fact that th 
on each and every page that “we put anybody’s ideas 
into steel,” it was, in fact, our first attempt to promote 
the idea of standardized steel filing equipment. 
Considerable effort was made at that time to embel- 
lish the exteriors of filing cabinets by elaborate panel 
ling and gold striping, a practice which has long since 
by leading manufacturers. While 
somewhat over-decorated, these early cabinets were 
strongly and carefully built, and many of them are 
still in service today after a quarter century of daily use. 


reader was reminded 


been abandoned 


Only a few months ago we were curious to learn 
the history of the first steel furniture turned out in 
the GF shops. The factory records were searched and 


“Order No. 1” The order covered 
the fabrication of for the old 
\ndrews-Hitchock Iron Company of Youngstown and 
was dated Nov. 9, 1902 \ search was made for the 
present whereabouts of the cabinet. It was found that 
ownership several times through 
mergers and was finally located in the vault 
of the Lake Erie Limestone Company, where it is still 
in daily use and shows no apparent wear after over a 


brought to light. 
a special filing case 


changed 


and sale, 


if had 


quarter century of service. 

Che development of the steel office furniture industry 
has been coincident with that of the automotive indus- 
turn has had such a stimulating influence 


dawn of the present 


trv, which in 
on business in general since the 
century 

lust how much the use of steel office equipment, and 
has aided the tremen- 
luring the 


particularly steel fling devices, 


dous industrial and mercantile development 


last twenty-five vears is hard to estimate, but we do 
know that records of innumerable varietv have been 
found necessary in this expansion and 


with the better methods for housing and 
the keeping of such rec 
able to expand 


freedom and more certainty 


svstematizing 
rds, industrv has been 
with greatet 


tT SUCCESS 


If business today were required to ac- 
commodate itself to the primitive office 
equipment and filing systems of the nine 
ties, it Is easv to imagine the handicaps 
that an organization would encounter in 
ittempting to perform the thousands of 
business transactions that are incident to 
the dav's work 

[vpewriters, adding machines, book 


keeping machines and various other me- 


chanical appliances have multiplied the 


number mt business operations ot the 
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office employes a hundred fold. Transactions that in 
the old days were but partially recorded or left to mem- 
now recorded in minute detail, for business 
men have found accurate record-keeping to be an 
essential to success. All of this increase in the num- 
ber and importance of business records has stimulated 


Ory are 


the growth and development of the steel office equip- 
ment business. 

Forming a new industry and without any old tradi- 
tions to handicap its development, the steel furniture 
manufacturers were eager to design and adapt their 
product to the changing needs of an unprecedented 
industrial and financial development. 

The early steel office furniture was custom built to 
meet the specific requirements of the individual cus- 
tomer, to whom the benefits of standardized equipment 
were then but little known. As time went on the ad- 
standardization to manufacturer and con- 
sumer alike became better and better known. business 
machines were coming into use, and to them stand- 
ardized sizes for business stationery and office forms 
Gradually steel filing devices came 


vantages of 


was all important. 
to assume definite shapes and sizes and built to accom- 
modate records of standard sizes. 

This program of standardization reacted to the ben- 
efit of the user and the manufacturer as well, for with 
standardized equipment specified, the manufacturer 
could perfect his manufacturing processes to the point 
where costs could be lowered and selling prices brought 
more in line with those of filing devices of other ma- 
terials 

(ine of the most rapid developments in recent years 
has been that of the steel desk. Less than six years 
ago there was much doubt expressed by steel furniture 
manufacturers that the steel desk could ever become so 
generally accepted as the steel file, but the tremendous 
advance made by the steel desk in the last few vears 
indicates that prejudices against it are more visionary 
than real. 

(nce the advantages of the steel desk are realized by 
the business man he readily adopts it as another step 
in a program of practical and permanent standardiza- 
i10n. 

\ note of warning should be sounded, however, for 
the fact that the desk is the most intimate and personal 
piece of offce equipment makes it imperative on man- 
ufacturers that there shall be no lessening of quality 
it the present position ot the steel desk is to be made 
and still further 


’ secure advanced. 


Note.—Mr. Foster's many years of 
experience in the steel furniture industry 
have covered every phase of the produc- 
tion and distribution of steel office furni- 
ture. - For years he was president of The 
General Fireproofing Company, and has 
ever been a and analytical student 
of the industry. He keeps in touch with 
general industrial trends and is quick to 
how industrial conditions may 
affect the lines which his company pro- 
duces. His worthy of serious 
consideration at all times. He is a pioneer 
in the business wherein he has spent the 


1 
Keen 


observe 


views are 


a satisfac- 
article by 


est vears of his life, and it is 
tion to be able to present an 
Mr. Foster in the present issue. 
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The Late 
FRANZ X. WAGNER The Late 
WM. S. BURROUGHS 

W é é 
the 7, Whose ideas in the field of 
chi te é ly adding-recording machines 
ana ating é. advanced the adding ma- 
This machine e chine industry and were the 
oped re ] basis of the early lines de- 
T. Underx re veloped by the Burroughs 

ed the typewrite Adding Machine Company. 
/ he 

The Late The Late 

JOHN H. PATTERSON FRANK S. ROSE 
oo oe . Whose ideas for a visible 

a? the eat Sald line straight stroke portable 

’ ventaer. Vad typewriter produced first as 
diveciien the Netlenl eit the Standard Folding—but 
meetetee inet ditalaned Bi developed and refined by 
fe lea) tes the late Ben Conger into 
‘al e rs the Corona, had a tremen- 
, ~ dous influence upon type- 





writerdom., 
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Portraits of Some of the Men W hose Ideas 
Have Either Revolutionized or Greatly 


Influenced Several Divisions of the In- 
dustry During the Past Quarter Century 





“ 
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JOSEPH S. DUNCAN 


Founder of the Addresso- 
graph Company, whose idea 
for automatic machine ad- 
dressing established a con- 
venience of great value to 
business and extended the 
boundary lines of the office 
equipment industry. 
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CRAWFORD ELLIOTT 


Whose mind conceived the 


princip le of the flat bed 


; . 
typewriter and broughi 


perfection 2 ma hine for 


rire “? Z ok f 
récora CVe pip later, im 
M8} ts? é Fisher 
Z / nt thé réarr- 
é hook keepin: 


WILLIS V. DICA 
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4a e é 47meni é hiv ? 
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reaching effe mn the in- 
dustr reatir new ty pe 
j re y ever" cre 
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HARRY C. GAMMETER 
Whose ideas led the way in 
the creation of type-carry- 


ime, revoluble drum aupli- 


ime, 
cating machines, adding a 
new phase of duplicating 
machine construction to the 
industry. His invention— 
the Multigraph—was the 
foundation stone of an im- 


portant enterprise. 


The Late 
W.L. BUNDY 


In whose keen, mcventive 
brain arose the plan of the 
first key time recorder for 
employe clocks. He also in- 
vented a calculating ma- 
hine. He cvas administrator 

well as inventor, heading 
everal enterprises and add- 
ing greatly t the perfe " 


"4 , 
lion of the art of file re- 


Ideas are the motivating force of all progress. From 
mind has come everything that man has made. 


Principle is eternal and infinite. 


The idea ts the 


application. And all instrumentalities for convenience 
and economy are but the material expression of tdeas. 


JAMES H. RAND, SR. 
Whose original and singu- 





The Late 
ALVAH BUSHNELI 


Whose ideas 


oncern 


d 


wo 


th, 


é 


larly pract 
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tmiular types of 
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ROY CONKLIN 


Whose idea of the rubber GEORGE S. PARKER 
pres tear wg ditties ta Whose ideas for the artistic 
xed f untain pen nstruc- application of color to 
recigagtien ose lage fountain pens and propel- 
alee eo ot ling pencils, and om the 
Conmki in, retired fr m the oversized propelling pene i/, 

wpe . had a far-reaching effect 
name, nOw raise Japane . upon fountain pen produc- 
perst 1770ON at omithneld, 


tion and sales. 


Hi: S R. KEERAN 
WALTER A. SHEAFFER CHARLES R. KEER 


Whose idea for a standard 


Whose ide é ér- ‘ ; : 
zed barrel for tour size propelling pencil, in- 
pens had a treme us ef spired by the small model 
ect upon the fou per attached to ladies’ watch 
field and e idea of chains fifty years ago, cre- 
untain ten desk set re- ated an industry, Mr. 
slaad is - p< Keeran’s first invention was 
sine Piha ite f the Eversharp, which was 
rey eale the first pencil of the type 


on the market. 
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Kverything which makes for utility, not directly 

provided by nature, 1s the product of thought. What- 

ever 1s made 1s the descendant of the spark that 

animated the brain of the man who first bound a 

pointed flint to the end of a sapling pole and went 
forth to conquer a savage world. 
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The Late 
JAMES L. DALTON 


Whose foresight grasped 
the possibilities of the ten- 
hey adding machine and 
who sponsored the original 
machine of this type, which 
was given his name. His 
energy, determination, 
sound judgment and admin- 
istrative capacity established 
the ten-key mechanism, 
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A BRIEF SURVEY 


of the development through the past 


twenty-five years of the major articles 


in the great variety of manufactures, 


the production 


and 


of 


distribution 


which constitute the Office Equipment 


Industry. 


The first to be considered 


being the machine which blazed the 


trail more than fifty years ago. 


a le ee 


oe 


@@ No machine has exerted a greater influence 
upon commercial, professional and social life than 
the typewriter he printing press with its movable 
types was epochal! The production of books and 


periodicals within the ability ot everyone to 

rom the slavery of ignorance 
and the thrall of superstition \nd the typewriter, 
which did not come upon the until centuries 
after the art of printing had been given to the world, 


procure 
them liberated mankind 


scene 


liberated millions from the drudgery of handwriting, 
created a new occupation for women and did away 
with many of the ancient, slow and laborious processes 
of accounting and of manifolding letters and docu- 
ments. The typewriter has become in truth “the little 
brother of the printing press,” and the clicking of the 


keys is heard in every land. 

During the last twenty-five years the typewriter has 
undergone its greatest development, becoming essential 
in business and professional offices and extending its 


1 


hools and homes. 


The Foundation 


use into s« 


lhe history of the typewriter is available to anyone 
who will obtain the volumes which have been issued 
from time to time. Early typewriter history is par 
ticularly well covered We learn that the invention 
of Mill, England, in 1714, was never exploited. Overt 


1 


a century later the Typographer of William Austin 
Burt of Detroit produced good work, letters written 
upon it in 1830 being still extant. Destroyed in the 
Patent Office fire of 1836, the original model is for 


ever lost, but duplicates have been made by the grand 


TRE PYPEWRITER 


oe 


son of the inventor. One of these is in Washington, 
and the other in a museum in London, England. Capital 
was lacking and the Typographer was not built on a 


commercial scale, the inventor having other interests. 
\fter Burt came Progin of Marseilles; Littiedale 
of England, and Leavitt, Beach, Foucauld, Eddy, 


Marchesi, Hughes, Jones, Thomas, Pratt, Cooper, 
Francis, Hall, House, Brooks, and others, none of 
whom ever marketed their inventions, but each con- 
tributed something to the invention of the practical 
typewriter. 

In 1867 Christopher Latham Sholes and associates 
built the first mode! of the typewriter which later 
became commercially successful. In 1873 this ma- 
chine was offered on the market by the Remingtons, 
and was tollowed by other models from year to year, 
showing many refinements. 

Because of his fame as a successful inventor even 
in the late sixties and early seventies it was no more 
than natural that the advice of Thomas A. Edison 
should be sought by other inventors. It is related 
that Christopher Latham Sholes brought to Mr. Edison 
the wooden mode! of the typewriter, which would 
write, but the alignment of the letters was poor. Mr. 
Edison made one or two of the machines of metal 
and succeeded in getting the letters to line up. He 
was not enthusiastic over the idea of the typewriter, 
however, believing that the machine would prove too 
slow for practical purposes. 

Visibility of writing was a coveted goal fairly early 
in typewriter history. There was, for instance, the 
Bar-Lock invented by Charles Spiro. This gave full 
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visibility provided the machine was at the proper height 
and the operator sat erect, otherwise the upright semi- 
circular nest of type-bars interfered with vision. In 
the Williams machine, extensively sold in the nineties, 
the paper came over the top of the platen, 
the writing line and the line next above it fully 
visible. The Brooks typewriter had the same visibility 
as the Williams. The Oliver, invented in the early 
nineties is a partially visible writer. It is now made 
in England. The Franklin had a curved keyboard, but 
the same full visibility as the Bar-Lock. The Ham- 
mond (now the Varityper) presented full visibility 
of writing except for the few words covered by the 
type-wheel mechanism and the ribbon. An early semi- 
visible machine was known as the Fitch typewriter. 
Finally, we have the Daugherty machine, a true, front- 
stroke visible writing typewriter with a type-guide 
the printing point, and the Wagner, subsequently the 
Underwood, in which the mechanism was advanced 
and refined to something not far from the ideal 
achieved by the typewriter of the present. Since that 
time the Underwood has taken on a few refinements, 
but its basic principles have had no need to change. 
It is not without interest to recall that in 1892, 1893 
and 1894, Franz X. Wagner and his son in the shop 
of the Typewriter Inspection Company, New York, 
John E. Thomas, president, built the first four models 
of the machine later known as the Underwood. In 
1897 Mr. Thomas disposed of his interests in the ma- 
chine, and in the following year, with August Schnee- 
lock, he developed the Stearns visible. 

But the initiative and enterprise of John T. Under- 
wood really put the Underwood machine on the way 
to its amazing The Underwood Typewriter 
Company was organized and in 1895 brought out the 
machine. The influence of the new machine was such 
that other typewriter manufacturers rapidly fell into 
line, but it was not unti! 1904 or after that the “last 
of the Mohicans” gave up the struggle and adopted 
the new way. 

Developments of Recent Years 

The coming of the portable or light-weight type- 
writer is the outstanding event in the development of 
the industry during the last twenty-five years. An 
early machine of this type was a folding machine hav- 
ing three rows of keys and a double shift. It was 
first known as the Rose typewriter, then as the Stand- 
ard folding and is now familiar to typewriter users 
both as the three-bank and the four-bank Corona, The 
first portable machine to achieve wide use and con- 
siderable popularity was the Blickensderfer, recently 
revived by Remington-Rand, Inc., as the Rem-Blick. 

Portable typewriters are now manufactured and ex- 
tensively sold by no less than five of the foremost 
typewriter manufacturers and by one of the adding 
machine companies. 

The most recent outstanding development in the 
portable type of machine is the almost universal adop- 
tion of the four-bank single-shift principle. 

The complete visibility of the writing line was 
achieved some years prior to the beginning of the last 
twenty-five year period, but its practically universal ac- 
ceptance did not come until after the beginning of the 
period; hence we may claim that this generation par- 
ticipated in the revolutionary change. 

The straight-thrust principle of the type-bar has 
been applied to a noiseless typewriter which was per- 
fected and put on the market during the last quarter 
century. 

The same period has witnessed the successful appli- 


success. 
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cation of the electric motor to two makes of standard 
typewriters and to several bookkeeping machines which 
combine typewriters and calculating machines. 

The foregoing electrics were not the first to be con- 
ceived, however, for the Cahill machine and the Ennis 
electric were both announced in 1904. They were not, 
however, developed into commercial success. Another 
electric which failed of commercial success was the 
Islickensderfer electric, also announced in 1904. 

Compressed air supplied by motors is used to actuate 
two systems whereby actual typewritten letters are 
rapidly reduplicated by a master roll after the method 
used in player pianos. 

The typewriter industry has kept in touch with new 
methods and materials, with the result that machines 
of the present are better made, run more smoothly 
and are more durable than those of an older day. 
Changes and refinements in interior mechanisms have 
brought about greater quietness of operation in several 
instances. 

Double shift keys have been routed from their last 
strongholds, and the single shift systems and four- 
bank keyboards have been generally adopted. 

Combinations of typewriters and computing ma- 
chines and typewriters with computing attachments, 
while not new in application, have been refined and 
perfected in the last twenty-five years to such an ex- 
tent that they have revolutionized the art of book- 
keeping from the pen to the machine method. 

A leading typewriter manufacturer emphasizes the 
use of ball-bearings wherever possible throughout his 
machine. Such bearings, he declares, contribute to 
durability and operative ease, and, with other features, 
promote quietness of operation. 

One of the newer developments is a sound-proof 
cabinet designed to house a machine of a well-known 
make without interfering with its operation from the 
outside. This cabinet also acts as a cover when the 
machine is not in use. 

Tabulating attachments have been refined and im- 
proved. 

The automatic ribbon-reverse is now practically uni- 
versal on all standard typewriters. 

Provision is now made on all standard machines 
for the use of two-color ribbons. In the event the 
user employs one color only he discov ers that he can, 
by the use of the color shift, double tle life of his 
ribbon. 

Color has recently 
typewriters and other 
to select finishes to harmonize with 
surroundings. 


come into use in the finish of 
office machines, enabling users 
office or home 


Speaking Generally 

The typewriter industry vibrates with activity. De- 
spite some recent mergers which might suggest a con- 
trary idea, the industry is individualistic and progres- 
sive. Competition is keen, and the successful type- 
writer salesman, whatever his machine, must know 
the business through and through. 

The last twenty-five years have witnessed great 
energy in invention. Some inventions in the type- 
writer world have been rather startling. The Ben- 
nington typewriter, for instance, placed on individual 
type-bars twenty-two of the short words of the lan- 
guage most commonly used, in addition to the usual 
letters and characters. The idea was engaging, but 
did not prove practical. A similar idea has been re- 
cently advanced by Miss Edna Robeson of Atlanta, 
Ga., whose invention is a logotype machine for the 
use of reporters in taking matter verbatim. 
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Che double-keyboard typewriter, once widely used, 
is no longer a factor in the field, but it maintained a 
strong position well into the last quarter century. The 
Caligraph, invented by G. W. N. Yost, an associate of 
Sholes, was the first of this type, but its most distin- 
guished representative was the Smith Premier, which 
evoluted from a blind into a visible machine and a few 


years ago came out as a tour-bank machine, following 
the modern trend. Yost invented a practical visible 
tour-bank typewriter in which the ribbon was dis- 


carded and an arrangement provided whereby the type 
rested on an inking pad. This machine was made here 
for a time, but later was taken to England 


Then we have the amazing Hammond machin 
now the Varityper—with its shuttle arrangement and 
interchangeability of languages and type styles all 
available tor use on a single machine, and with its 
spring-tension arrangement whereby the depression ot 
the key releases a spring which carries the impact to 
the platen, assuring perfect uniformity of stroke. And 
we recall Hammond himself—brilliant, able, eccentric 

who once in his later years, in expectation of an 
early demise, gave to trustees a deed of gift for stock 
in the company to be distributed to employees, and 
then went on a voyage in his yacht around the world 
Getting as far as England, he received word that the 
trustees had anticipated the inevitable by effecting a 
distribution under the deed of gift. Hammond came 
home post haste, and demanded and received the return 
of the stock, in which action he was upheld by the 
court, who said that a deed made in expectation of 
death did not become operative until that event and 
might before that time be rescinded. Having won the 
case, Hammond willed the business to the Metropoli 
tan Museum of Art. The machine he sponsored has 
a wide distribution abroad, where it is liked on account 
of its versatility, and its distribution in this country 
reaches a considerable figure. 

(one o! the novel ideas presented early in the present 
period was proposed by a Rev Mr. Nickerson, who 
invented a machine with a vertical platen. It was never 
put on the market. 
~ Another novelty was the Bennett 
typewriter—a small machine made in 
the Elliott-Fisher factory. It was in- 
tended for the use of students and 
others having only occasional use for 
a typewriter 

Among the Survivors 

[ypewriters actively produced in 
this country today include the Rem 
embracing the Reming 
ton, Remington Electric, Remington 
Portable, Monarch, Noiseless and 
Rem-Blick, successor to the Blickens 
l'nderwood, standard and 
Hammond, and _ the 
which have 


ington line, 


derfer ; the 
portable : the 
Smith Premier, all of 
heen noted. Other leaders in the field 
include the L. C. Smith & Bros. type 
writer and the Corona portable, both 


made by the L. C. Smith & Corona 
Typewriters, In the Royal type 
writer in standard and_ portable 


models: the Woodstock standard and 
Woodstock Electrite: the Demount 
ible typewriter; the Oliver, recently 
purchased by British interests and no 
the Barr type- 
portable, 


made here: 
the Aller 


longet FIRST 


write! 


VENTY 
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Among the special machines which have played a 
large part in the typewriter industry are the Elliott- 
Fisher book typewriters and accounting machines ; the 
Underwood computing machines; Ellis adding type- 
writers, recently purchased by the National Cash Reg- 
ister Company; the Moon-Hopkins billing machines 
now made by the Burroughs Adding Machine Com- 
pany, and other combinations of the class, including 
another member of the Remington line—the Reming- 
ton-Wahl! machines. 

Among other specialty machines are the Morkrum- 
Kleinschmidt telegraph typewriters and the Hooven 
and Auto-Typist automatic typewriters. 

About a year ago the leading manufacturers of port- 
able typewriters arranged a basis of joint action to 
dvertise this type of machine, instituting a well-con- 
sidered publicity campaign to drive home the advan- 
tages of the portable. This action has been a consider- 
able factor in popularizing these machines, keeping 
them constantly before the public in the pages of pop- 
ular periodicals of the widest circulation. 

Gone, but Not Forgotten 

In a sketch as brief as this it is impossible to trace 
the history of all those machines which have had their 
day, but have been outdistanced in the race. We can 
no more than name them here without even the cer- 
tainty that we shall not inadvertently omit one or two 
which should be included. Among the machines no 
longer available or which are not now easy to obtain, 
we may list the following: Acme; American-Odell ; 
Albertson folding; Alexander; Atlas; Brooks; Ben- 
nett; Bell; Barrett: Bennington: Blickensderfer Elec- 
tric; Bradford (electric); Burlingame (wireless 
telegraphic typewriter); Cahill electric; Caligraph; 
Chicago; Childress (secret code writing) ; Cipher (se- 
cret code writing); Columbia Bar-Lock; Cram com- 
bination writing and adding machine; Crandall; Com- 
mercial Visible; Crown; Darling (dial machine) : 
Daugherty ; Dayton portable ; Densmore; Dollar (a toy 
Duke; Dennis Duplex ; Edison; English; 


typewriter ) ; 
Franklin; Ford; 


Kagle; Ennis Electric; Fay Sholes; 
lox; Garbell; Gardner; Gourland; 
Hanson-Lee; Hartford; Imperial; 
International ; Ideal; Jewett; Junior ; 
Keystone; Kanzler; Lambert; Man- 
hattan; McCall automatic, predeces- 
sor to automatic power machines, 
mentioned previously ; Molle; Marke- 


lvne; Merritt; McCool; Munson: 
Niagara; National; North's: New 
Century; Peerless; Pittsburgh Vis- 


ible; Postal; Prouty; Remington 
Sholes; Roberts; Rochester; Sholes 
Visible ; Shimer ; Secor; Stearns Vis- 
ible; Sterling; Sterling Fox, a port- 
ible; Universal Polygraph; Victor ; 
Visigraph; Wellington; Yetman. 


In concluding these lines it is ap- 
propriate that we pay a tribute of 
respect to those earlier productions 
of the typewriting machine art which 
in their day did so much to make the 
writing machine an essential instru- 
ment of business and _ professional 
life. They paved the way. Modern 
machines, amazing as they are, were 
built on the foundation laid by their 
which worthily _ per- 


preaecesst TS, 


formed the work demanded of them 
in their time. 
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@© In the newer communities of the Middle West in 
the forties and the fifties office furniture was neces- 
sarily primitive. The office of Abraham Lincoln at 
Springfield, Illinois, on the day he left for Washington 
in 1861 to take the oath of office as President of the 
United States was most simply equipped, with hardly 
any of the appurtenances which are today taken for 
granted as necessary office equipment. 

In older communities conditions were less primitive. 
lhe man of wealth could always command an office 
as richly appointed as the resources of his time per- 
mitted, but it is said that not all men so fortunately 
situated availed themselves of the opportunity. In 
general, the better appointed offices of an earlier gen- 
eration made use of furniture not unlike that to be 
found in the home library or den. There was the desk 
with sloping top and ornamental legs; chairs that were 
reminiscent of the time of Louis Quinze; an occa- 
sional ornate combination bookcase and writing desk, 
and once in a while a walnut cupboard with carved 
and paneled doors. But the office of the average man 
lacked comfort. 

It rather staggers one to picture an office without a 
filing cabinet, a sectional bookcase, a typewriter and 
typewriter desk or an adding machine, to say nothing 
of the other appointments of the modern office. 

While office furniture probably had its start in de- 
signs adapted for household convenience, it was never- 
theless sharply differentiated therefrom as soon as fur- 
niture commenced to be made for the office alone. 

The modern office is an evolution really brought 
about by the office furniture manufacturers. They 
are the ones who first developed the idea of the office 
beautiful. They are the ones who delved into the past 
and adapted the refinements and beauties of an older 
age of luxury to the practical requirements of our 
times, at the same time developing new designs for the 
plainer offices and giving to them also a charm and 
comfort which have their certain influence in bringing 
out better work. 

In the office beautiful, with its matched furniture in 
designs reminiscent of the golden age of the art of 
furniture creation, we have achieved, along with 
beauty and utility, a degree of comfort which even the 
ancients did not know. 

While the makers of office furniture have developed 
exquisite designs for private offices, they have not 
neglected the outer offices, where utility must of ne- 
cessity have first place. The plainer designs have re- 
ceived a baptism of grace and are both comfortable, 
and pleasing to the visual! sense. 

We know that earlier office furniture was plain and 
supposedly practical. Progress was first evident in 
interior constructive features. Types and dimensions 
were gradually established. In fact, little that we have 
today is basically new, but almost everything is greatly 
improved. 

The better office is so intimately related to all other 
progressive movements that it would require no little 
research to determine the roots from which all our 
modern office conveniences sprang. We know that 


OFFICE FURNITURE 
WOOD AND STEEL 


the roll top desk with its flexible curtain came into 
being before the civil war and was in quite general 
use some thirty years later, undergoing improvements 
right up to the present time. 


Quarter Century’s Outstanding Developments 

The last twenty-five years have registered great 
progress in the office furniture field. Those features 
which, perhaps, stand out the most prominently, in- 
clude the following : 


Improvement in steel furniture and its practically 
universal acceptance ; the urge toward better office fur- 
niture as exemplified in improved finish and design 
and the advent of high grade matched and period 
designs in suites; the advent of the sanitary base and 
its general acceptance; the renaissance of the flat-top 
desk in plain and period designs, with drawers in each 
pedestal and in the center; desks with drawers at the 
right and typewriter housing on the left or vice versa ; 
Underwriters’ label safes; correct position chairs for 
office workers; improvements in drawer bearings and 
the use of rollers and balls for easy manipulation of 
filing cabinet drawers, with supports arranged in series 
so as to enable drawers however loaded to be extended 
to their entire 'ength outside the cabinet; counter- 
height filing cabinets; improvements in interior filing 
equipment; and finally—a development which is com- 
mercial and has nothing to do with construction—the 
general acceptance of the fact that the office equipment 
dealer is the logical distributor of office furniture of 
every kind and character. 

The progressive development of special conveni- 
ences has also been among the features of the last 
quarter century. Not only have we the desk-high fil- 
ing cabinets for use as active reference besides the 
executive's desk, but we have card files, desk ticklers 
and like devices in both wood and steel. We have im- 
proved wardrobes, umbrella stands—in fact, a multi- 
tude of furniture accessories, only a few of which 
were known to office people a generation ago. 


The growth of the office furniture business has 
been one of the significant factors of the present cen- 
tury. Some of the houses are very old, but the ma- 
jority had their origin well within the last twenty-five 
or thirty years. One company making desks goes back 
over one hundred years; two well known chair con- 
cerns had their origin nearly seventy years ago; sev- 
eral of the leading companies originated between 1880 
and 1890. But the early concerns were few, the num- 
ber increasing as the commerce of the country broad- 
ened. Today there are about three hundred concerns 
which are fairly to be included among office furniture 
manufacturers. 

Woods used in the production of office furniture 
have undergone little change. In early times when 
there were no office furniture factories and the office 
man had to depend upon the local cabinet maker, black 
walnut was probably most used because most readily 
available. There was some oak and possibly an occa- 
sional piece made from cherry. Later on mahogany 

(Please turn to page 31) 
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BLAZING THE ASSOCIATION TRAIL 


N AUGUST, 1900, the present editor of Office Ap 

pliances arrived in Chicago to open a Western pub- 
lication office for the Lockwood Trade Journal Com- 
pany of New York. One of the journals in the grouy 
was the American Stationer, now merged with Office 
\ppliances lhe Chicago correspondent of the pub- 
lication, at that time, was the present associate editor 
of Office Appliances. 

For a number of years there had been a general 
Western representative of the Eastern publications, 
but not established headquarters. The two young men 
set out with enthusiasm to line up new contracts. The 
Eastern field had long had the greater attention in the 
journal and the new plan was to give the Western 
held more prominence. Incidentally, within a few 
months the zeal of the Western representatives had 
shifted the balance, which brought a criticism from 
headquarters for the amount of space required for 
Western news 

\ugust and September of 
at the close of a hot summer 
Chere was little activity as a 
the Western publication office was ready to function 
and something must be found by way of a start 

One of the first calls made by the business repre 
Moore of C. M. Barnes 
Western office 
put for a lea 


1900 were hot months 
Business was sluggish 


source of news. But 


was upon F. A. R 
& Company. The object of the 
explained to Mr. Moore query 
for something that would afford a start toward play 
ing up Chicago and the West. Mr. Moore was friend 


sentative 
Was 


and a 


ly and encouraging 

he local conditions 
the nature of the competition between dealers. If 
want to do something for Chicago trade, try to start 
that about and youll get 


were bad, he said, because of 


vou 


n Bring 


an asso 


feather tor your cap 
Here was the lead 
the efforts would make trade 


one of the two representatives 


Nothing would be lost by try 
ing and news 
The next morning 
the other a committee of 


ay pomted one to investigate 
possibilities for an organization. 
Che first man called upon was the late 


john C. Rvan 


t 


of P. F. Pettibone & Company, then on Jackson boule 
ard between Wabash and State 
[ have been appointed a committee of one .o can- 


the trade with the object of forming a committee 
lers to meet and discuss the advantages of a sta- 
Chicago \tmosphere getting 
with a minus sign in front 
substance, Association not possible. 
MeClurg Company, wholesal- 
store and disturb 


lation in 
chilly enthusiasm at zere 
of it 


Principal reason, -\. ( 


()pinion, m 


ers, with price advantage in retail 
er of conditions 

But if MeClure’s were persuaded to become a mem 
hv 

| ossible ould Mr. Rvan be favorable 1f Me 
Clure’s be e interested Possibly No expecta 
tion of sucl thing 

Next call \icClurg’s course Request to see 
John B. ka e buver. Mr. Fay in Europe. Mr 
Zimmerman. president, then. Right this way. Pleasant 
man, \ ‘immerman. patient listener to the story 


And the special object of the association, voung man ’ 
Well. Mr. Zimmerman, if for no other reason than 
uaintance between men in the same 
vou think that worth while: 


click in Mr. Zimmerman’s mind 


to bring apout ac 
} 
| 


Instant 


[ do, sir. Mr. Kasten sent for. Asked to be ready 
to serve or committee when called. 

Back to Mr. Ryan. 
suspicious and doubtful. 
self finally. See him again. 


Mercury up a little, but a bit 
Didn't want to commit him- 


lwo days later a call upon S. D. Childs Company ; 
Mr. Smith receptive. Mr. Jackson of Thayer & Jack- 
son interested. George E. Marshall no inclination to 
“be a tail to somebody else’s kite.” “Why don’t you 
see George E. Cole? (slight note of sarcasm). He’s 
our most distinguished stationer.” (Mr. Cole then, 
being as he was for many years after, the head of 
The Municipal Voters League, a capital civics serv- 
ice, } 
Calls here and there. Some in- 
enthusiasm. No one in- 

The suspicion that mo- 


Weeks slipping by. 
terest but no considerable 
clined to take the initiative. 
tives would be misunderstood. Months passing with- 
out completing committee which would be willing to 
hold preliminary meeting. Subject discussed around 
the trade, manufacturers’ representatives and traveling 
men. 

One day a call upon Charles H. Coles, whose store 
was on Adams street, just west of Clark. Mr. Coles 
warm on the subject. His manager, Llewellyn E 
Barnes, now Dr. L. E. Barnes, also keenly interested. 
Mr. Barnes would write to organizations in other 
fields and in other places. Would secure information, 
by-laws, etc. 

\ start at last. Mr. 
the matter for many weeks. 


Barnes works industriously on 


Then, one day a talk with Sam Mayer, at that time 
Western manager for Joseph Dixon Crucible Com- 
pany. Don't give up. There is nothing the trade out 
here needs more than organization. But why don't 
you include the manufacturers Their representa- 
tives are selling all of the dealers. They know the 
starting point of a lot of the trouble. The manufac- 
That's the key, Sam, as sure as you're alive. 
Sure thing 


turers! 
Can we count upon you? 

\ meeting between Mr. Mayer, Fletcher B. Gibbs, 
Charles Myrick and one other whose name escapes 
the writer's mind. Movement taking interest. Some- 


thing at last. Finally, the meeting—then organiza- 
tion. L. E. Barnes made secretary \ compliment 
for his fine efforts. Then invitation to dealers through- 
out the country—then the National Association two 


years or more after the two ambitious representatives 
of the Eastern journal set out on their mission. 


the meantime, sentiment for an association 
Interviews with members of the 
See files of 


year 1900 


But, in 
was being created. 
trade were published from time to time 
the American Stationer to the end of the 
ind through 1901. 

Charles A. Stevens, then of Marshall & 
Company, sure an association would be a good thing. 
Mr. Riddle, then of George E Company, in 
favor. John B. Fay, stationery manager for McClurg’s 


George | 


( ole 


certain that organization would be of materia! value. 
Change in attitude increasingly apparent. Less cer- 
tainty of hoofs and tail of competitors. And finally, 
friendship and co-operation. And now, a new atmos- 


phere and a new generation which has no recollection 
of old conditions. 


> 


«/ 


THE NATIONAL STATIONERS ASSO= 
CIATION THROUGH 23 YEARS 


By Charles M. Marshall, President 


“ 
it 


O 


n 


POLITICAL orator thus tersely, if inelegantly 
A expressed a generally prevalent principle of hu- 
man conduct: “Nobody ever did anything unless he 
was pushed or pulled.” When, therefore, we see a 
movement which has grown great from small begin 
nings, it is logical to attempt to look back of the com 
mencement—to determine the motive 
which started it and to note the condi- 
tions which favored its birth 

Before the Chicago Stationers’ As- 
sociation was formed, to be followed 
by the National Association in 1904, 
the stationery trade throughout the 
country had, generally speaking, little 
group consciousness. In some of the 
larger cities there were local associa- 








FLETCHER B. GIBBS, 
Chicago, 1904-5; general manager, 1920- 
28; auditor, 1928-9 


y 





CHARLES M. MARSHALI 
Atlanta, 1928-9 





way or over on the other street got his business by 
price cutting, so, to meet the condition, all the rest did 
the same, leaving the stationer more or less at the 
mercy of his customers. If a wholesale stationer had 
a retail department he was supposed, ipso facto, to be 
a price cutter—and price cutting was anathema, even 
though everybody was guilty. Stores 
were usually smaller than today and 
crowded with merchandise. Stock- 
keeping systems were not perfected; 
stock control as now understood was 
unknown ; businesses were imperfectly 
departmentized if at all. A few sta- 
tioners sold vertical filing cabinets and 
supplies, but no one had or dreamed of 
an adequate office furniture depart- 





THEODORE L. C. GERRY, 
New York, 1908-9 


Ml 


WILLIAM J. KENNEDY, 
St. Louis, 1907-8 


THE PRESENT PRESIDENT OF THE NATIONAL ASSOCIATION AND THREE 
PAST PRESIDENTS 


tions, but there was no movement looking to the forma- 
tion of a national organization. In most places station- 
ers doing business on the same street were not always 
icquainted with each other. They never met—never 
liscussed business—never exchanged ideas—never in- 
vited each other to their stores—never warned the com- 
petitor against cheats. There were no dinners where 
half a dozen competitors or more met in amity—there 
were no group outings. Every concern was solitary and 
therefore suspicious. And a new stationer was as pop- 
ular as a stray dog in a strange alley. Extend the 
hand of fellowship? Nix! He wants our customers. 
Down with him! 

It was generally understood that the man across the 


ment, nor visioned his business as expanding into a 
business man’s department store. 

ut still the stationers kept on making a little money 
year by year, for the demands of a young, vigorous and 
growing country would not be denied. 

Then about 1902 or 1903 there came a change. Just 
how this came about is another story told elsewhere in 
this issue. The Chicago Stationers’ Association was 
formed, meetings were held, and, better still, there 
were dinners at which everybody relaxed and had a 
good time. The traveling men were invited and turned 
to with a will to make such events successful. Very 
soon stationers discovered that their competitors were 
companionable fellows, some of whom had talent and 
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were generous in giving it. They found common 
ground in their daily problems. Relaxation and good 
feeling bred confidence, and out of all these things 
there eventually arose the National Association of Sta- 
tioners and Manufacturers, formed in 1904 with 
Fletcher B. Gibbs, president of the Chicago Stationers’ 
\ssociation, as first president of the national organiza- 
tion. Thus the National Association was formed in 
Chicago, whose leading stationers took the initiative, 
and issued the call. 

All this I have from the records of the organization 
and the reports which have been published from time 
to time in the trade press. In the early association year 
books giving verbatim reports of the conventions I find 
a page devoted to this announcement : 

“The National Association of Stationers and Manu- 
facturers of the United States of America was organ- 
ized at a convention held in Chicago October 3, 4 and 


MORTIMER W. BYERS 


Secretary and Counsel, National 
Stationers Association since 1910 


5, 1904. Called by invitation of the Chicago Station- 
ers Association.” 
\t the above meeting the following ofhcers were 


elected for 1904-5; President, Fletcher B. Gibbs, Chi- 
cago; first vice-president, H. C. Bainbridge, Brooklyn ; 
second vice-president, John A. Schlener, Minneapolis ; 
third vice-president; William J. Kennedy, St. Louis; 
Charles A. Stevens, Chicago; treasurer, 
Abner K. Pratt, Boston, and auditor, John B. Fay of 
Chicago. Ten of the foremost retail stationers through- 
out the country, and ten of the leading manufacturers 
in the field composed the Board of Directors. The 
association was at once incorporated under the laws of 
Illinois, and started upon its career. Since then the 
name of the organization has twice been changed. At 
the Des Moines convention its name became the Na- 
tional Association of Stationers, Office Outfitters and 
Manufacturers, and at West Baden the name was short- 
ened to the present title—The National Stationers Asso- 
ciation—which is felt now to be inclusive of all parts 
of the industry. 


Some of the Work It Has Done 


secretary, 


It is proper here to mention some of the work which 
the organization has done under the leadership of its 
successive staffs of officers and with the advice and 
counsel of the “Father of the Association,” Fletcher B. 
Gibbs, for nearly a decade and a half of its general 
manager. 

The National Stationers Association has been one of 
the most powerful single influences in drawing together 
the different elements of the industry in mutual accord 
and esteem. It has been a creator of good will, which 
is the basis of a common understanding for the general 
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good of the industry and of the people who depend 
upon it for the best merchandise and the best service 
it is possible to obtain. It has actively created and 
fostered the association idea among members of this 
industry all over the country. One of its first works 
was the creation of a remarkable list of suggested 
retail prices, discontinued after several years because 
of the impression that it was in contravention of the 
anti-trust laws. Its annual convention became more 
and more a post-graduate course in the conduct of the 
stationery business, and the published papers and re- 
ports are eagerly read by the members of the trade all 
over the country. Then we have such items as the 
National Index, standardization of loose leaf forms, 
catalogue standardization, thicknesses of blank books, 
the information bureau, methods of stock control, the 
research work of the Harvard Bureau, and that excel- 
lent and necessary little booklet of association informa- 


CHAS. P. GARVIN 


Elected General Manager, Nation- 
al Stationers Association, 1928 


tion sponsored by the late Charles N. Bellman, “Who's 
\Vho in the Stationery Field.” 

Through cooperative effort the members of the Na- 
tional Association seek to discover and overcome un- 
fair practices, and to keep open the door of equal 
opportunity, assuring stationers of a proper return for 
the time, labor, intelligence, capital and service they 
put into the business. The Association presents a 
united front against opposition, giving to all members 
the prestige of its name and influence. The Associa- 
tion’s organ, The National Stationer (formerly the Na- 
tional Association News) presents timely and instruc- 
tive material and is now sent to dealers’ salesmen as 
well as to dealers and manufacturers. The headquar- 
ters of the organization are now in Washington, D. C., 
with Charles P. Garvin as general manager, where he 
is in touch with the men who make and enforce the 
laws and is in contact with the several departments of 
the United States Government. A suit brought by the 
l‘ederal Trade Commission against the Association was 
dismissed after years of work and the expenditure of 
a large sum of money, and the position of the Asso- 
ciation was vindicated in every detail. With headquar- 
ters in Washington, the Federal Trade Commission 
will, when invited, designate one of its members to sit 
in group meetings and advise the officers as to what 
practices are lawful or otherwise under existing stat- 
utes. 

One of the most progressive moves ever made by the 
Association was the creation of regional districts, each 
under the direction of a governor, meetings being held 
annually in each district, enabling stationers to get to- 
gether near home, talk over their local problems and 
obtain the advice of National Association officers and 
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such specialists as they may wish to have attend and 
participate in their conferences. 

Che National Association provides a point of contact 
between stationery buyers and sellers, and has been in 
fluential in bringing into the stationery business many 
profitable articles of merchandise not of old regarded 
as an appropriate part of the stationer’s stock. 

Che present administration feels that the most press- 
ing need of the trade is to improve methods of dis- 
tribution ahrough retail outlets. Skill born of proper 
instruction and training is needed to sell the lines 
handled in the stationery store, and much thought is 
being given to the problem Ways of handling na- 
tional contracts are being considered with a view to 
working out some plan whereby the retail distributor 
may function profitably, and at the same time satisfac 
torily to manufacturers and consumers. 

Che officers of the Association feel that a big item 
in today's business is better retail selling, and are bend 
ing every effort to discover the best way to train and 
enthuse men who derive their livelihood from the retail 


stationery business 


What problems? 


problems than any others 


tion is sometimes useful. 


j 
way We fave come. 
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This industry has no more 


of our real difficulties are already solved. 
Let’s look back along the 
Problems? 


with their remains, for ours is a great industry—an 


It pulsates with activity. 
business thrives; the office machinery business is in- 
stinct with progressive life; 
try finds an ever-widening scope 
invention in an expanding field. 


Problems are a challenge to faith and a spur to 


What ho! 
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In its officers throughout the year The National Sta- 
tioners Association has been peculiarly fortunate. 
Loyal, generous and intelligent, recking no labor too 
great if benefit to the organization might accrue, these 
men have set a lofty example for their successors. Not 
only have they been successful as stationers, but they 
have been builders and uplifters in their respective 
communities. 

Many problems remain to be solved, hence the con- 
tinued need of a National Association to weld the 
thought of the industry and bring it to a common point. 
of more cooperative effort, 
My granddad 


Ours is an age of mergers 
not less, for in union there is strength. 
taught me as a small boy that secession does not pay. 
He spoke convincingly, for he had tried both ways. 
United effort in service, in Government and business, 
tremen- 


has produced astonishing results. Ours is a 


and ours is a business which 
industry throughout this nation and the 
\s the nation grows so will the sta- 


What a wonderful opportunity ! 


dous industrial nation, 
serves every 
world outside. 


tionery trade 


fewer than many. Most 


Retros pe {- 


The way is strewn 
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the office furniture indus- 


for artistry and 
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Page 25) 


began to be imported in quantities, while oak grew in 
popularity, so that twenty years ago about all the office 
furniture in use was made of oak in various finishes, 
and of mahogany and birch-mahogany—an imitation. 
Since the war there has been a revival of the use of 
walnut, which works up so well that it is now the 
most popular wood for office furniture in specia! and 
period designs, some pieces having elaborate carving 
and inlay work. 


Office Furniture in Steel 


Office furniture made of sheet steel began serving 


its novitiate something over forty years ago. The 
idea—or at least its practical application—is said to 
have arisen out of the manufacture of sheet metal 


shelving and bank vault equipment, metal partitions, 
etc. At that time steel furniture offerings were mainly 
confined to simple filing cabinets put together with 
bolts and rivets. Spot and acetylene welding came 
along later to create the rigidity necessary for a nearer 
approach to perfection. During the last twenty-five 
years great improvements have been made in the treat- 
ment of the steel sheets, their surfacing, enameling, 
etc. Grains and colors so closely approximating the 
appearance of the natural wood now defy the eye of 
the casual observer to distinguish between wood and 
steel. The sectional steel cabinet is now designed not 
only for the maximum of utility, but presents pleasing 
lines and colors. Interior mechanisms, drawer bear- 
ings, etc., have been developed and refined until the 
modern steel cabinet works smoothly, easily and with 
the minimum of noise. 


Karly in the history of stee! furniture, enthusiasm 
led to certain over-statements with regard to its fire- 
proof qualities. Later these claims were modified. To 


ee 


@© In looking back over the last quarter century une 
cannot fail to be impressed with the growing em- 
ployment of loose leaf books of account in almost every 
activity of life. The greatest growth of the industry 
has come about in the last twenty-five vears, during 
which time it has attained its full stature. Two and 
a half decades ago not even all the dealers were con- 
vinced that loose leaf devices were safe as a regular 
feature of the stock. How different it is today, when 
no stationery stock is complete without a well selected 
line of such devices. As in the field of office machines, 
so it is in the field of loose leaf, that inventors are still 
active in devising new applications of the principle 
and more convenient mechanisms wherewith to ad- 
vance and extend the utility of the system. 

The most striking development in the world of loose 
leaf devices during the last twenty-five years does not 
stand alone in the realm of loose leaf, but finds its 
being in connection with another revolutionary devel- 
opment—the bookkeeping machine, the latter itself 
combining the functions of the typewriter and the cal- 
culating machine. But the bookkeeping machine in 
connection with the loose leaf ledger was a natural 
evolution. There was, to be sure, a typewriter for 
writing in bound books; but with a loose ledger sheet 
entries could be made with any typewriter provided 
the carriage would accommodate the sheet. In some 
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achieve a greater degree of protection for contents 
several manufacturers have produced double wall steel 
cases, with air space or insulating material between 
the walls. This construction offers a considerable de- 
gree of protection against fire, but the best examples 
of a fire-resisting and shock resisting container for 
inflammable materials are the Underwriters’ A and B 
label safes, the former giving the highest degree of 
protection of any container available in this field. These 
relatively light insulated steel safes are now made by 
most of the principal companies which specialize in 
stee! filing devices. This style of safe had its origin 
in the invention of the Rev. Willis V. Dick of Mari- 
etta, Ohio, who, with several others, organized The 
Safe-Cabinet Company about 1907. The history of 
the development of that business is itself an interesting 
story. The company is now allied with the Remington 
Rand organization. 


The steel desk is not so new as many are inclined 
to think. More than twenty years ago the writer saw 
a steel roll-top desk on exhibit at the Chicago sales 
rooms of an office furniture manufacturer. It ap- 
peared to be a very good desk, but was priced rather 
high by comparison with its wooden competitors. Since 
that time wood has advanced and steel has come down, 
so that prices are now more nearly on a parity. The 
writing bed had no linoleum top as in the steel desks 
of today, and the drawer runners lacked the modern 
refinements to insure easy manipulation regardless of 
load. The desk was plain and quite obviously me- 
tallic, whereas the modern steel desk may be had in 
any wood-finish desired, with linoleum top, artistic 
drawer pulls and easy running, quietly-operated 
drawers. The refinement of the steel desk and its 
growing popularity are among the notable tendencies 
in the steel furniture division of this industry today. 


(Annual Office Furniture Section, see page 179) 


LEAF 


such way the idea probably started. Wider platens 
took care of wide ledger shéets, and from here it 
wasn't a far cry to adding and subtracting attachments 
that would take care of columnar adding, cross-foot- 
ing, etc. With lighter, tougher sheets it became possi- 
ble by means of carbon paper to make out bills and 
write shipping directions, etc., at the same time the 
original entry was made. 

Even the Elliott-Fisher system was not primarily 
intended for machine bookkeeping, the machines being 
first used for writing records in bound books, par- 
ticularly in public record offices, and for commercial 
and railroad billing. But the greatest development of 
these machines, also the Underwood computing ma- 
chines, the Remington-Wahl system and others has 
come about in the last twenty-five years through the 
use of loose leaf in connection with systems devised 
for the machine handling of accounts. It is fair to 
assume, in view of the facts available, that the loose 
leaf system is the progenitor of machine bookkeeping, 
for it is hardly conceivable that the widespread adop- 
tion of the idea could have come about without the 
removable leaves. The latest development of machine 
bookkeeping is the machine posting tray; the binders 
for use in connection therewith, and the open-slot 
punching of leaves which speeds up the transfer of the 
sheet to the machine and back again to the binder. 


OF? 
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lhere are several excellent machine bookkeeping 
systems, based, of course, on fundamental principles ; 
and the number of different styles of machine posting 
outfits is perhaps greater than the number of loose 
leaf manufacturers in the field 

Some of the other developments in the loose leaf 
industry in the last twenty-five years include: 

The chain-post binder, in which a round chain op- 
erating in slotted leaves supplies compression and 
expansion by means of a mechanism in one of the 
covers. These binders have large capacity, which, in 
some, is further increased by the addition of post sec- 
tions. (Chains and posts are of the same size and the 
hinders are designed to hold one or a large number 
of sheets securely 

(he thong binder is another development of the 
present century. In this type thongs of leather or 
tape, lengthened or shortened as desired, by means of 
a mechanism concealed in one of the covers, provide 
Sheets are slotted instead 


expansion and compression. 
as with ordinary 


of being punched with round holes, 
post binders 

\nother 
Same tine 
steel bands instead of thongs 
extremely flexible and are 
one of the covers 


binder which came out at or about the 
as the thong binder, operates by means of 
These bands are nar 
row and controlled by a 
mechanism in 
the important developments in loose leat 
book, which has been perfected to its pres- 
yf utility and general acceptance during the 
five years. One of the leading houses in 
ts inception in the development of a line 
books, later buying out another company and 
more general line of loose leaf devices, since 


( Dn 
is the ring 
ent State 
last twenty 
this held had 
of ring 


adding 1 


perfected to encompass a line which answers every 
accounting need. Ring books are now produced by 


misunderstandings having been ironed 
book mechanisms having been perfected 


several houses 
out and ring 
to a high degree 
Among the newest uses of the 
by no means the least important, is its adaptation to 
the purposes of a visible index, whereby a consider 
able number of records on small sheets may be visual- 
ized at one and the same time. This enables execu- 
tives to keep at hand condensed records for instant 
Binders of the prong type, the prongs op- 
mostly used for such records. 


loose leaf binder, and 


reference 

erable in se 
In the course of the last thirty years or so loose 

leaf has developed certain accessories or specialties, 


tions, are 


including among the more recent devices, certain very 
inexpensive means for securing a limited number of 
removable sheets by means of brass fasteners, lacings, 
etc. Some are in cloth-covered binders and others in 
semi-flexible manila boards 

Another recent ' a loose leaf holder for 
use in transferring post-binder sheets. The device is 
simple, adapting itself by means of an adjusting mech- 
anism to any type of sheet 

In the classification of specialties are several punches 
a considerable scope of 


accessory 15S 


of ingenious design covering 
use. One of the newest of these punches is designed 
to be carried in the binder. It provides means of punch- 
ing any sheets to fit the binder to which it is gauged 

Rather early in the history of the loose leaf indus- 
try attempts were made to provide a suitable hinge for 
each sheet so that a flat writing surface might be had 
The first hinge, we believe, consisted of a strip of 
linen, punched, and pasted to the end of each sheet. 
Next came the crimping of the leaf near the binding 
lhe most recent development is one whereby 


edge 
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the hinge is built into the paper in the process of 
manufacture. 

In connection with provision for a flat-writing sur- 
face there was no little ingenuity exhibited in provid- 
ing round-back ledgers which looked like regularly 
bound books and which would roll left to right and 
right to left so that one page of the two exposed when 
the book was open could be made to lie flat for the 
writing of pen-inscribed entries. 

Briefly Chronological 

Loose leaf historians insist upon telling us that the 
first recorded and authenticated loose leaf record was 
made something over 4,500 years ago in Babylon, 
when somebody inscribed the record of a commercial 
transaction in cuneiform characters on a soft clay 
tablet to be later baked in the hot Asiatic sun and 
filed away in a clay envelope to be dug up and trans- 
lated forty-five centuries later by a man in overalls 
and a pith helmet. All of which is both true and in- 
teresting, and occurred (originally) some time before 
Moses brought down from the mountain the sacred 
tablets of the Law. However, these facts are a lit- 
tle too far away for present purposes. We invoke 
these shades of the mighty past simply that they may 
appear in the record. 

But here are a few of the particulars of vesterday, 
so to speak: 

In 1843 J. Nock patented a temporary screw bind- 
er; a lever binder on the club skate principle was pat- 
ented in 1878 by J. H. Van Pet; in 1883 McCleary 
and Page patented a spring-back binder tor order 
blanks; in 1885 C. E. Dade obtained a patent on a 
sectional press-copying book. As early as 1890 it 1s 
said that Cyrus E. Morehouse began developing ideas 
which resulted in the Morehouse patents of 1894 and 
later. 

We are now beginning to enter on a warmer trail 
In 1892 Leon M. Leslie patented a triangular post 
binder which was manufactured in Chicago by H. H. 
Hoffman & Co. About 1893 Erik Krag, a Swedish 
engineer, brought back from his homeland the prong 
binder, known as the Tengwall, which, in various adap- 
tations, still holds an honored place in loose leaf. A 
year before this there is the record of a chain-operat- 
ed periodical binder invented by O. F. Westrup, an 
Englishman. 

Here is as good a place as any, perhaps, to go back 


a step. The Page-McCleary system is referred to 
above. Now it appears that in 1888 Rubel Brothers 


of Chicago were manufacturing this system. In the 
spring of that year the Baker-Vawter Company of 
Benton Harbor, Mich., brought out a spring binder. 
Two other patents followed—the A-11 hoider and the 
No. 31 binder. Later a locking binder known as No. 
41 was produced. This took them up to 1894, in 
which year, Mr. Vawter, having trouble in obtaining 
data from bound account books, devised for his own 
use some ruled ledger forms on order-blank paper, 
with an index on the same type of paper and put them 
in their binder No. 41. This, Mr. Vawter declares, 
was the first real loose leaf ledger. By 1896, he says, 
books of this type were being shown all over the coun- 
try. In an article written for Office Appliances some 
vears ago Mr. Vawter made the foregoing statements, 
and also claimed to be the originator of the crimped 
hinge and the slit holes in ledger leaves. 

In 1893 it appears that Jacob Wolfe invented a sec- 
tional post binder for railroad work. The folding post 
binder came about 1910, followed by the chain post 
binders three or four years later. 

Mention has been made of the Leslie ledgers made 
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by H. H. Hoffman & Company of Chicago. The Leslie 
invention was followed by certain inventions by H. 
C. Miller of Milwaukee, who is said to have been the 
first person to build a loose leaf ledger back similar 
in appearance and action to the round back ledgers 
which later came into general use. 

Acording to Arthur H. Breuel, loose leaf devices, 
which later achieved commercial success, were first 
invented about in 1887. -Previous to that time, as al- 
ready noted, there had been a number of inventions, 
which however were not pushed. It appears that loose 
leaf came at about the time the world was ready to re- 
ceive it, which may account for the non-use of previ- 
ous ideas along this line. 

It would require a thick volume to record all the 
developments in the loose leaf field since 1904. At 
that time, by comparison with the present, lines were 
few and loose leaf systems of accounting had not at- 
tained anything like the universality they enjoy now. 
Dealers were still slow to put in the line, doubting the 
permanency of the idea and fearing to stock up on 


oe 


@©@ From the pointed flint and the rock tablet or the 
side of a sandstone cliff, to the split and pointed reed ; 
thence to the gray goose pinion, and on progressively 
to the pen of steel and other metals, culminating in 
the fountain pen of today is a development which 
covers a long, long ribbon of time on which practically 
all the known history of mankind is recorded. M. l’abbe 
Dimnet in the early pages of “The Art of Thinking” 
tells us that we think, not in words, but in images. 
Deeds, inventions—little and great—are preceded by 
infinitely rapid pictures in the mysterious theater of 
the mind. 

It is not known with any certainty whose mind first 
pictured the idea of an ink reservoir at the nib of a 
pen. We do know, however, that the idea flourished 
and that in the fullness of time, after many thousands 
of mind pictures in many minds had crystallized, we 
have the perfected self-filling, ready writing, non- 
leakable, time defying fountain pen that is removably 
clipped to our upper left hand vest pocket. 

Fountain pen inventors form a long and worthy 
procession second to none in honors deserved for the 
service they have performed. 

In the last twenty-five years four ideas in fountain 
pen construction and application have come forward to 
revolutionize the business—the self-filler, the over- 
sized barrel, the use of color in barrels, made possible 
in the greatest variety of hues through the invention of 
a new chemical substance admirably adapted for such 
uses, and finally we have the desk set. 

The first great advance in the popularity of fountain 
pens was made more than twenty-five years ago and 
was due to a considerable extent to the enterprise of 
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relatively expensive goods for which there might be 
little or no demand. Bound books of account still 
dominated the field, and doubt was felt as to the safety 
of a system in which the sheets were removable. It 
was still believed that the evidential value of accounts 
recorded in loose leaf books would be seriously weak- 
ened if not destroyed by reason of the removability 
of sheets and the supposed ease with which substitu- 
tions might be made. However, all this has been 
cleared up. The evidential value of an account book 
is only secondary—it is a memorandum which must 
be proved by oral evidence, and a single sheet is as 
good as a thousand. Dealers discovered that loose 
leaf is not a fad, but a permanent improvement over 
old methods, so that today every commercial stationer 
regards his loose leaf department as one of his chief 
sources of revenue. The business has enlisted the 
thought and labor of many of the ablest men in the 
office equipment field; it has become a great industry, 
which has contributed mightily to the modernization 
of business methods all over the world. 


the L. E. Waterman Company, who achieved a new 
standard of quality advancing fountain pen production 
from a minor activity to an important industry. They 
were the first to employ an extensive national adver- 
tising campaign to impress the public with the con- 
venience of this little writing instrument. 

The first of the four ideas mentioned above revo- 
lutionized fountain pen construction and relegated the 
old ink dropper to the rag bag of time, or very nearly 
so. The little rubber sac, by means of which fountain 
pens were made self-filling, was introduced by Roy 
Conklin of Toledo, in 1891. Several years passed 
before the invention made any considerable impression 
in the trade, but by 1900 the idea was well on its way 
to universal adoption. Some of the older manufac- 
turers, endeavoring to hold their positions with pens 
formerly in favor, were obliged by popular demand to 
adopt the self-filling pen. In the development of the 
self-filler there have been a number of methods put 
forward, the rubber sac being the most obvious and 
apparently the most practical system. The principal 
methods include the control of compression ot the sac 
from the top of the pen and the other method, which 
is the lever compressor, which is now, we believe, used 
by the majority of the fountain pen manufacturers. 
The original type of compression employed by Roy 
Conklin was afterward changed to the lever style, 
eliminating the projection on the barrel of the pen. 
The lever compressor was first employed by the W. A. 
Sheaffer Pen Company and its practical features led to 
its wide adoption. 

The over-sized barrel in its present standard form 
was first made by the Sheaffer organization. Prior to 
that time there had been large pens, larger than the 
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pens now regarded as over-size, but they were novel But in the establishment of these four ideas which 
ties. There was a giant pen which was not of prac have so influenced the art of tountain pen manutac- 
tical siz The present standard over-size barrel was ture, there was carried along something that made a 
by way of being a revolutionary step. Soon after the — still greater impression upon the industry. It was the 
Sheaffer people brought out the over-size barrel in development of a quality which brought a correspond- 
pyroxylin, the Parker Pen Company of Janesville. ing change in price, making the fountain pen depart- 


loved the stand rd over size barrel mn 


combination of red 


Wisconsin, emp 
a striking 


color and black rubber 
Pvroxvlit 


has been an extremely popular substance. 
1] 


owing to the fact that it will take anv color desired o1 
color, and is said to be practically 


anv combinatio1 
indestructibl Fountain pens were first made in black 
rubber. but 


rather by 


were not distinguished by their color, but 


their engraving ornamentation, bands, eté 


Parker was the first to put on a country-wide advertis 
ing campaig lhe creation < the over-sized pen 
established quality and the price was moved up, and 


colors new interest to 


Yave a 
Incidentally, it 


national campaigns on 


the fountain pen business mav be 


Parker Pen organization first 
sized 


mentioned that the pro 


duced the pencil 
sother id a ted hy ti 1, a 
\nothe dea itiated by e Sheatte ompany was 


over 


a desk set which was a logical step in the fountain pen 
industry, providing a place for the desk fountain pen, 
keeping it position to be readily grasped when 
needed lhe first one Was a sin ple desk hol ler with 
a glass bas But nothing in the whole industry has 
had a more rapid growth. Ina few months there were 
perhaps a hundred lines of desk sets, for not only did 


manutacturers produce them, but others 
sake of the holders 


fountain pen 


went nto the business WISt ToT the 


DICTATION 


vithout a point of de 


ae \ urnev can be mace 


parture No ship can safely part the waters of the 
deep without a compass or a star to guide it. No 
record of progress is comprehensible without a place 


whence to start 

The first machine to indent a record of sound vibra 
that they can be repro 
invention of Thomas 
1877, applied for a 
1878, without 


tions upon a pl surface si 
duced at a future time 
\. Edison, who on January 24, 
granted February 19, 
reference Che invention was basic. 

It is on record that Edison many of the 
possibilities inherent in his invention, but to the public 
it apparently meant little. People were interested in 
uncovering the natural resources of the country and 


was the 
patent, which was 
against i 
visioned 


in the development of transportation. Opportunities 
were everywher« The railroad and the telegraph had 
hardly ceased to be current marvels. The telephone 
was an intant l'ranscontinental trains made the in 
credible speed ot thirty miles an hour. Between the 


Missouri river and the Rocky mountains lay the great 


American desert, haunted by hostile Indians and visit 
ed by a few hardy pioneers. The typewriter was a 
curiosity—an affair for the use of extravagant and 


and preachers whose script defied 


pulpit lamp. Jules Verne was 


eccentric authors, 


translation under the 


ment one of the specially profitable departments of the 
\VWith this improvement went some- 
user. 


tationery store. 
hing to the very great advantage of every 

[he new quality made it possible for the manufac 
turers to guarantee the pens for a long period of years 
Under this guarantee the ultimate cost to the user of 
the higher-priced pen makes it an investment as well 


as a perfect tool \s it practically never wears out, 
the cost, distributed over a period of years, is very 
smal The average sale, once about two dollars, is 


now probably four or five dollars, while desk sets range 
cenerally from five to ten dollars up to one hundred 
dollars, reaching a retail price of more than three hun 
dred dollars for some of the special artistic creations 
During the last twenty-five years changes have been 
made in the mechanism which operates the rubber sac 
within the barrel. This mechanism is essentially unim 
portant so long as it is compact and efficient for the 
purpose for which it is designed. 
\ final thought remains: There hav 
anv, changes in the mechanism of the articles allied to 
which are 


been few, if 


fountain and known as ink pencils, 
principally used in manifolding work, or by those who 


hard, stvlus-like 


pens 


a special predilection for the 


h these devices provide 


have 


point whi 


MACHINES oe 


master tictionist of the fantastic and impossible, and 
Mother Shipton’s prophecies were but the wanderings 
of a mind made dim by senility. 

Development of the Machines 

Two concerns have been instrumental in the present 
development of dictation and transcribing machines 
in this country—Thomas A. Edison, Inc., and the Dic- 
taphone Sales Corporation. The machines 
will be considered briefly in the chronological order 
of their invention. 

It is already noted that Mr. Edison produced the 
basic invention of this type of machine. His invention 
is the direct ancestor of the present Ediphone system 

\t the time of the invention of the original machine 


respective 


Mr. Edison was engaged on important inventions in 
the electrical field and was obliged to set the Phono 
graph, as he had named his machine, aside. He took 


it up again in the years from 1885 to 1890 and made 
important contributions to the art of dictation and 
transcribing by machine. Between 1890 and 1905 there 
was a period of dullness, due to three primary causes 
which interfered with the acceptance of commercial 
dictation machines, but from 1905 down to the pres- 
ent, the development of the Ediphone, as the machine 
is now called, has formed an important part of the 
many and diverse activities of the Edison shops and 


June, 1929 OFFICE APPLIANCES’ 
laboratories. Since 1905 the machine has been de- 
veloped to a high state of perfection, while auxiliary 
machines for the use of transcribers, cylinder-shaving 
machines, etc., have also been perfected. 

Developments in Ediphone activities during the last 
twenty-five years have included an improved electric 
motor for alternating and direct current; a practical 
index and correction system; development of efficient 
electrical controls ; adjustable recording and reproduc- 
ing apparatus, whereby the mechanism may be changed 
to accommodate different voices; motor suspension 
springs ; auto-guards to protect the sapphire recording 
and reproducing points; steel pedestals and hinged 
steel cabinets; collapsible mandrel; flexible metal 
speaking tube; repeating device in transcribing; cov- 
ered wheels; automatic switch hook for motor; mail 
pockets; controls on dictation tube; 150-thread re- 
cording which replaces the 100-thread; modern speak- 
ing tube with large mouthpiece. 

Within the period named the Ediphone organization 
has perfected a thorough and valuable service to Edi- 
phone users through the opening of offices in the 
principal cities of the country; and through the efh- 
ciency and reliability of its machines, promptness of 
service and energetic sales policy, the Ediphone has 
come to be one of the most widely distributed machines 
of its type on the market. 

 s.@ 

The Dictaphone dictating and recording machines 
and system are produced by the Dictaphone Sales 
Corporation. The machine of which the present 
Dictaphone is the lineal descendant had its origin in 
1886 in Washington through the inventive efforts of 
Dr. Chichester A. Bell and Sumner Tainter, who had 
been associated with Dr. Alexander Graham Bell in 
his pioneer work on the telephone. During the period 
between 1881 to 1885 these two men had labored 
diligently, perfecting a record base which was ad- 
mirably adapted to receiving and reproducing sound 
impressions. The Bell-Tainter machine was known 
as the Graphophone and was the forerunner of the 
present Dictaphone. Early machines of this type were 
known as the Commercial Graphophone for use as an 
office appliance. The world was not ready at that 
time apparently for the dictating machines and only 
a few important sales were made. About 1896 the 
dictating machine began to come into its own and has 
steadily grown in popular favor. The machine was 
marketed for many years by the Columbia Phono- 
graph Company, but of recent years it has been pro- 
duced and marketed by the present organization. 

Developments in the Dictaphone during the last 
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twenty-five years have included the new Model 10 
Dictaphone; the Model A10 dictating machine with 
its featherweight mouthpiece ; Bowden wire start and 
stop control ; see-it-quick scale bar, and the new super- 
sensitive recorder; the Model B1OX transcribing ma- 
chine with its dual foot control; automatic voice 
repeater which carries the carriage back along the 
cylinder as long as the repeat pedal is pressed; the 
S10 Precision shaving machine, and finally, the Duco 
finished Dictaphones in maroon, brown, beige, green 
or blue as desired. 


Some General Considerations 


In the marketing of the dictation machine there have 
been several developments, chiefly of policy. Orig- 
inally the machines were marketed on a sales plan 
based on the appeal of economy in the stenographer’s 
time. This was found to be a rather narrow basis on 
which to make a selling appeal and straightway it was 
decided to demonstrate the value of the machine as a 
time-saver to executives. While the dictation machine 
is an invaluable aid to those who have to handle heavy 
correspondence, it does not receive its full appreciation 
until its value is demonstrated to executives and their 
secretaries. It is more important to save the time of 
an expensive executive than it is of a relatively inex- 
pensive stenographer. In both situations, however, 
the dictating machine functions. 

Another development has been the institution of 
free dictating machine service to traveling users 
whereby any owner of a given make of machine can 
obtain the free loan of a machine wherever he may be 
traveling. 

The dictating machine is also used on trains and 
even in airplanes where the user must be in the air 
for a number of hours. 

The quality of work turned out by the modern dic- 
tating machines, their ease of operation, their sim- 
plicity in operating features and their all-around 
efficiency for the purpose for which they are designed 
are among the outstanding developments in this indus- 
try. The carefully prepared sales arguments and the 
vigorous sales policies of the respective companies are 
breaking down sales opposition everywhere, until the 
value of the machines is coming to be recognized not 
only throughout the United States, but in other parts 
of the world as well. It is a satisfaction to realize 
that exports of these machines are growing year by 
year and that domestic sales are steadily increasing. 
No machines on the market today express more vividly 
the principle of time and labor economy than those 
which record and reproduce human speech. 


The office equipment industry embraces a wide range of product, some of 


which ts essential in every business office. 


Its ramifications reach from pins to 


safes, from paper to loose leaf systems, from a single card index, that cardboard 


ferret of the business office, 
pressive 
has invaded office, 
purpose, to what Oliver 
Frankenstein monster. 

a corn sheller—the adding machine. 


school and home, 


A thing 7 


to the skill of artist and artisan expressed in the im- 
> equipment of the office beautiful. From the simple pencil sharpener which 
up through a line of office machines for every 
Wendell Holmes called the 
vithout brain or heart that turns out formulae like 


“ciphering hand organ.” A 


Among the products are many marvels of mechanical ingenuity for systems 
and savings which effect sufficient economy in usage to return their purchase price 


within a few months and thereafter contribute to the profit of the user. 


Without 


the products of this industry the world’s business would be halt and lame. 
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AGENTS OF PROGRESS 


By Clement Ehret, President, Office 

Equipment Manufacturers Institute; 

Vice-President, International Business 
Machines Corporation 


ROBABLY no forty consecutive years in history 

have seen such fundamental changes in workaday 
habits occur as the past four decades, changes that 
have altered, entirely for the better, the lot of human- 
ity at large, and particularly that of the worker. Ma- 
chinery turned the trick. Not the least of the advan- 
tages enjoyed by this mechanical age spring directly 
trom ofhce equipment. 

After artificial power had been substituted for hu- 
man effort in the factory, the next great step in Amer- 
ican business progress was the mechanizing of all of- 
fice procedures. This movement toward the elimina- 
tion of inaccurate, costly, and time-consuming meth- 
ods was begun back in the days when the telephone 
was still pretty much of a novelty, when gas lights yet 
flickered calm in their belief that the new-fangled in- 
candescent bulbs would never amount to much, and 
when the typewriter was scorned as an uncivil thing; 
which is to say, along in the ’80’s. 

Here and there came gradually into existence small 
manufacturing companies born of new ideas. As is 
the case with all pioneers, the organizers of these con- 
cerns possessed unfaltering faith and unlimited perse- 
verance—confidence in their ability to give to the busi- 
ness world the means of producing a new efficiency, 
and the singleness of purpose to beat down an absurd 
resistance that sprang from such a rut-digging bias as 
the disinclination to form new habits. Out of their 
combined resolution grew a new industry, great, and 
typically American. 

The object of each member of this new manufac- 
turing group was to create new devices that would 
yield definite savings of time, labor and money. Along 
with the development of these appliances, new pro- 
cedures—short-cut methods—were evolved, an oc- 
currence which produced still further economies. 

The resistance encountered by the early office ap- 
pliance manufacturers in marketing their products is 
an old story. The supplanting of handwritten by type- 
written business letters was not—surprising though it 
be to us, viewed from the practical times of the present 
—an overnight transition. The cause of the delay was 
the notion that a typed letter was a mark of discour- 
tesy ! 

Another example of bygone prejudice relates to time 
clocks. This equipment, which records the in and out 
time of workers, gives to both employe and employer 
many advantages. To the employe it gives assurance 
that his punctuality will be given full credit, and guar- 
antees him an absolutely accurate attendance record; 
to the employer it brings harmony between him and 
his employes by eliminating errors and disputes, and 
insures his greatest item of expense, his labor bill, 
against loss. Despite the fact that these same benefits 


were obtainable from the earliest models, an opposi- 
tion to their use was met. The less punctual employes 
objected to having their movements recorded. The 
punctual ones of course were satisfied, recognizing the 
fact that their attendance records were protected since 
they were handled mechanically, with an accuracy im- 
possible to secure by manual methods. The value of 
the equipment at length was fully appreciated, and the 
benefits derived from its use acknowledged by em- 
ployes and employers alike. 

Many such instances could be related, the point of 
them all being that with the increasing complexities of 
business new problems developed, anticipated by far- 
seeing men who devised means of solving them. 

Especially during the past fifteen years, when the 
economic situation of the world was drastically read- 
justed, has this been true. The need for a mechan- 
izing of office procedures is graphically illustrated by 
the case of salaried employes whose average weekly 
earnings in 1914 were $25.44, whereas eleven years 
later they amounted to $45.15, with a tendency to 
mount to still higher levels. The increase in salaries 
that took place during this period, and which has not 
diminished, strikingly demonstrates the need for im- 
proved office methods. 

With errors, wasted time, confusion, and kindred 
futilities daily becoming more and more expensive, 
the demand for automatic office appliances increased 
proportionately. To fill this growing need, additional 
devices were invented and new manufacturing com- 
panies organized. The industry had now reached an 
outstanding position in the industrial importance of 
the United States. Members of the group had gained 
even a world-wide recognition, their products being 
used in every civilized country. Such gratifying ap- 
probation was the result of having successfully 
achieved an object—that of giving to business numer- 
ous devices that assisted in creating growth. 

A predominating and very distinctive feature of this 
new American industry is its general practice of selling 
directly to the user. Each manufacturer so operating 
must therefore maintain a more highly specialized sales 
force and a more highly skilled service organization 
than would otherwise be necessary, but a greater unity, 
a closer contact with the market, and a greater degree 
of satisfaction are obtained. It has always been real- 
ized that office equipment sales carry with them a con- 
tinuous responsibility, as a purchased appliance which 
becomes unusable through lack of proper servicing 
creates an adverse effect on the reputation of the de- 
vice. So in the early days these manufacturers wisely 
made it a policy to build up competent service organ- 
izations in order to guarantee maximum benefits from 
the use of their products. By this method is the repu- 
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tation of the various devices produced by the industry manufacturers, the highest body of selling specialists 
upheld. Furthermore, this direct-to-consumer distri- in the world, are today’s pioneers in better selling 
bution rebounds, as may be readily appreciated, to the © methods, their purpose being to discover new means 
advantage of the user. of simplifying routines, to curtail expenses, and to 

The application of mechanical equipment to office eliminate waste, all to the double end of increasing 
the profits of the users and of taking drudgery out of 


routine having become universal, a need was felt for 
the tasks of the worker. The devices sold by them 


some kind of organization which would serve the in- 
terests of manutacturers and buyers through better include such a diversified assortment of equipment as 
understanding of each other’s problems. typewriters, calculating machines, electric time sys- 
The Office Equipment Manufacturers Institute came tems, bookkeeping machines, cash registers, scales, 
into being as a result of this desideratum. Chartered tabulating machines, time recorders, safes, telephone 
in July, 1916, it has acted as a sort of clearing house systems, check protectors, and filing, mailing, writing 
of ideas and ideals for the benefit of all. and systems accessories. The results of their work 
Summarized briefly, the purpose of the Office Equip- are impressive, appearing as they do in all phases of 
ment Manufacturers Institute is to make possible such business, whether industrial, commercial, financial, 
improvements in the office equipment field as will meet transportation, or governmental. 
the needs of progressive organizations, a result grow- The Office Equipment Manufacturers Institute and 
ing out of a closer co-operation between office execu- its members have attained a salient position in the 
tives and office appliance manufacturers, and to dis- economic life of today by a close and persistent study 
seminate practical knowledge concerning the short-cuts of business needs, and with confidence that their ac- 
and economical methods obtainable through use of the _ tivities will continue to be reflected in the monthly bal- 
equipment developed. ance sheets and profit statements of their users 
The officers and sales executives of this group of throughout the world, they plan for the future. 








The Personnel of This Industry 


In making this survey of the office equipment industry for the last twenty-five 


years we have tried to keep it as impersonal as possible, using individual names 


to trace the development of the industry through the development of the manufac- 
tures, rather than through their creators. But we all realize that while we manu- 
facture and distribute things, all inventions, all transactions, are by persons, who, 
seizing a ray of truth here and there from the cosmos, have moulded concrete 
forms that have created and advanced the industry. 

The rootage of an industry is its manufactures, but its growth and develop- 
ment come through the cultivation done by its personnel. What has been and what 
will be achieved has been and will be by individual effort and initiative. 

The nature of the products around which center the major activities in pro- 
duction and distribution in this industry attract men and women of high intelli- 
gence. 

Here distribution of machines, systems, furniture, etc., is concerned with 
factors beyond mere utility—the factors of economy, convenience, dispatch, special 
service, comfort, beauty, etc. Here, therefore, accomplishment depends upon quali- 
ties not required for those manufactures the sales of which are perhaps eighty per 
cent made by the deliberate intention of the buyer before the transaction is started. 
In such cases the selling requirement is simply to persuade the purchaser to choose 
the particular brand of automobile, clothing or food offered by the seller. The ma- 
jority of persons have already determined to buy many such things as soon as, or a 
little sooner than they can afford them. In this industry, selling must first create 
the atmosphere, must convince by logic and in many cases support its claims to 
economy and convenience by demonstration. Here salesmanship is a profession 
and the outstanding position that the office equipment industry has obtained 
through the quarter century reflects the principles, the practice and the efficiency 


of its personnel from high exccutive to salesman at the front. 
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ADDING, CALCULATING AND 
BOOKKEERBING MACHINES 


oe 


@@ Most of those who comment on the develop- 
ment of figuring machines, whether to add, add and 
list, or to perform the four operations of addition, 
subtraction, multiplication and division, stress the de- 
velopment of the mechanical features, attempting to 
trace the growth of the art from the earliest inventions 
down to the present through a bewildering maze of 
material which no one but a machinery expert can 
grasp without the closest application. To the engineer 
all these things are interesting because through them 
has come the perfected mechanism, the services of 
which are so essential to the conduct of business. The 
average man, however, has little time for technicalities. 
His interest lies in the solution of the problems—in the 
achievement of maximum success in the application of 
the machine to the business in hand and the economies 
which result therefrom. So, therefore, it seems best 
here to avoid technical matters as much as possible, and 
to consider instead the influence of the modern adding 
and calculating machine in the field of modern business. 


What have been the outstanding applications of these 
machines during the last twenty-five years? Hardly 
anyone, we believe, will disagree with the assertion that 
the most amazing development has been in the field of 
bookkeeping by machinery. Not only have the simpler 
machines lightened by many hours a month the labors 
of the accountant in the smaller office, enabling him to 
arrive at his totals rapidly and accurately, but the book- 
keeping machines proper have revolutionized the work 
of accountants in banks and the larger commercial 
establishments, so that the end of the month, formerly 
a period of dread, is today no longer feared. The 
machine, which combines the work of the typewriter 
and the calculating machine, has not only contributed 
swiftness, neatness, and legibility, but has vastly sim- 
plified and speeded up accounting processes, eliminating 
certain needless but long cherished records, and pro- 
viding at one writing such complete or partial dupli- 
cates of original entries as may be required by the sev- 
eral departments of the business. Today there is hi ardly 
a public service corporation in the country that has not 
adopted one or another of the several excellent systems 
offered, and most of the largest commercial houses keep 
their records in the same way. The steady march of 
the bookkeeping machine is irresistible. What is true 
in this country is beginning to be true abroad, where 
business men are more and more appreciating the 
necessity for those economies of administration which 
only the machine can bring. 

The general adoption of bookkeeping by machinery 
has brought about changes and new opportunities in 
other departments of the office equipment field. It has 
extended and increased the use of special types and 
sizes of carbon paper, forms, binders, etc. 

A number of years before the beginning of the pres- 
ent quarter century inventors were successful in com- 
bining the typewriter and the adding machine. Several 
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of these inventions were satisfactory mechanically, but 
for some reason found less demand than was expected. 
later developments along similar lines were the result 
of riper consideration, backed by capital and selling 
experience. Early attempts at machine bookkeeping 
were handicapped by tradition and precedent. Ac- 
countants had always done things a certain way and 
the machine was supposed to accommodate itself to the 
method—-never the method to the machine. Inventors 
were confronted with limitations in the use of their 
machines and many years elapsed before the forces of 
iconoclasm broke through the serried ramparts of tradi- 
tionalism and forced the acceptance of the machine, 
plus the simple and efficient system that would do the 
work. 

Today most of the leading adding and calculating 
machine companies have efficient bookkeeping machine 
systems. Probably the pioneer in the development of 
an efficient system of this type is the Elliott-Fisher 
Company, which is a combination of two companies 
which merged in 1904 and opened a factory at Harris- 
burg, Penna., backed with ample capital and men of 
much business acumen. Other companies which have 
distinguished themselves in the bookkeeping machine 
field include the Underwood Computing Machine Com- 
pany, now a part of the Underwood Elliott Fisher 
Company; the Burroughs Adding Machine Company ; 
the National Cash Register Company and the Ellis 
Adding Typewriter Company, now merged; the Rem- 
ington-Wahl system of the Remington-Rand, Inc. ; the 
Dalton Adding Machine Company Division of Reming- 
ton-Rand, Inc.; the Sundstrand Adding Machine Com- 
pany Division of the General Office Equipment Cor- 
poration, and possibly one or two others. As business 
transactions grow in number and complexity, the need 
increases for certain auxiliary machines closely related 
to the bookkeeping machines proper, such as the Mon- 
roe calculating machine; the United listing multiplier 
and calculator; the Marchant calculating machine; the 
Comptometer, and others. In fact, modern bookkeep- 
ing on a large scale discloses a need for practically all 
of the better known machines for rapid figure work. 

The last twenty-five years have been rich in the de- 
velopment of machines and machine systems for speed- 
ing up every type of business. 

In the last quarter century the development of ma- 
chines of large capacity for the use of banks, public 
service corporations and large commercial houses has 
grown unbelievably, beyond even the most sanguine 
expectations of those who founded the present indus- 
try. The story of the development of the uses of the 
adding and calculating machine is one of the miracles 
of modern business. 

The simpler, less expensive machines are to be found 
in almost every office, large or small, sometimes along- 
side of the most costly and elaborate mechanisms. 
Portable adding machines have come into being, that 
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can be carried from desk to desk when it is necessary 
to make quick computations. The less expensive types 
of machines also have their place in smaller offices, 
stores, etc., on account of the rapidity and accuracy 
with which commercial calculations may be made and 
results achieved. They are today an essential to the 
bookkeeper, even to him who does not use a book- 
keeping machine method, doing away with a very large 
percentage of the drudgery of the average bookkeeping 
system. 

An important factor in the adaptation of bookkeep- 
ing machines to the many diverse billing and account- 
ing forms which have come into use has been the man 
ner of feeding the printed form into the machine. 

The earliest bookkeping machines of course used 
separate loose forms interleaved with carbon in the 
usual manner. The pressure of the demands of busi- 
ness soon called for a more efficient paper feed and the 
roll of forms was developed early in the present cen- 
tury. Not long after what are today known as fanfold 
forms made their appearance. Fanfold forms, how- 
ever, at the time were not so highly developed as they 
later became and roll forms for a long period were 
dominant. 

The early rolls consisted of one form only, the origi- 
nal, duplicate, triplicate, and so on, each being in a 
separate roll. While there were disadvantages to forms 
put up in separate rolls, there were nevertheless the 
advantages of being able to print each form on a dif- 
ferent grade and color of stock if desired and also the 
advantage of being able to use continuous sheets of 
carbon which passed transversely between the forms 
and were always in position. 

Fanfold forms, however, had the advantage of being 
aligned at all times, and of compactness and ease of 
handling. As to the insertion of carbon between the 
forms they were at somewhat of a disadvantage as 
compared with rolls of forms. 

The past decade or so may be said to have ironed out 
the kinks in both systems of feeding forms. Some 
machines are equipped to use either roll or fanfold 
forms. Other bookkeeping machines can use only the 
fanfold. 

A valuable innovation in forms for use on book- 
keeping machines was introduced into the field by the 
autographic register companies who years ago faced in 
their machines the problem of the feeding of carbon 
and the aligning of forms. Thus the introduction of 
the simple expedient of punching all forms for use on 
bookkeeping machines permits the operator to pull into 
position as many as fourteen or fifteen forms and align 
all of them immediately by placing the punch holes 
over projections. 

Bookkeeping machines of today have with their per- 
fected feeds for forms contributed a time and labor 
saving factor of great importance. 

Briefly Historical 


The system of double entry bookkeeping to which 
we have referred as the traditional system is said to 
have been invented by Lucia Paciola, a Franciscan 
monk, at about the end of the fifteenth century, who 
described the day book, journal and ledger. In 1692 
Pascal, at the age of nineteen, invented a calculating 
machine that would perform all four of the arithmetical 
operations. In 1812 Charles Babbage, with an appro- 
priation from Parliament of $75,000, attempted to build 
a mechanical accounting machine, but it was not suc- 
cessful. Other inventors followed with various con- 
tributions to the art and the machines began to develop 
into key driven and key set machines, the first being 
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known as non-printers. The key set crank-operated or 
motor-driven machines are designed to compute and 
print. Pascal’s model was ingenious and practical, pro- 
viding means of accumulating tens and carrying over 
into the next division. Early key driven machines in 
the United States did not achieve great success on 
account of the difficulty in providing means to control 
the overthrow of the indicating device resulting from 
a quick thrust of the key. The difficulty was solved 
by Dorr E. Felt of Chicago, who made a crude model 
in 1885 which was patented in a perfected form in 
1887. This machine, since greatly refined, is known as 
the Comptometer and holds a leading place among cal- 
culating machines. 

It is said that the first two-motion calculator was 
invented by Liebnitz in 1694, but the first machine to 
receive practical recognition was that of a Frenchman 
named Thomas, who invented what was called the 
Arithmometer in 1820. E. D. Barbour came along in 
1870 with a machine for arithmetical recording, and 
three years later Frank S. Baldwin presented an in- 
vention combining valuable principles in a recording 
calculating machine and a method of using roll paper 
and applying the ink by means of an inked ribbon. The 
Baldwin patents are owned by the Monroe Calculating 
Machine Company and have been the basis of very 
valuable developments in the calculating machine field. 

An outstanding figure in the invention and produc- 
tion of recording adding machines was William Seward 
Burroughs, founder of the Burroughs Adding Machine 
Company, which was first known as the American 
Arithmometer Company. The removal of the com- 
pany’s factory from St. Louis to Detroit in 1904 
marked the second step in the company’s amazing de- 
velopment. In that year the company’s name was 
changed to the Burroughs Adding Machine Company, 
in honor of the founder, who had died in 1898. 

Prior to 1903 Hubert Hopkins of St. Louis invented 
a ten-key adding machine and sold the patent to James 
L. Dalton of Poplar Bluff, Mo., who organized the 
Adding Typewriter Company about twenty-five years 
ago. Machines were made and sold under the patent, 
and later the name of the organization was changed to 
the Dalton Adding Machine Company. Some few 
years ago the company moved to Cincinnati, where in 
a new and completely equipped factory the machine has 
been made more versatile in its applications, new mod- 
els being capable of a wide range of bookkeeping and 
figure work. Mr. Dalton died in 1926 and the follow- 
ing year the company became a part of the Remington- 
Rand organization. 

Another ten-key machine brought out in recent years 
is the Sundstrand adding machine made at Rockford, 
Ill. The line includes adding machines and combina- 
tion adding machines and cash registers. Recently the 
Sundstrand Adding Machine Company became a part 
of the General Office Equipment Corporation along 
with the Elliott-Fisher Company, and has since become 
a part of the larger Underwood Elliott Fisher organ- 
ization. 

The ten-key machine created considerable argument 
a couple of decades ago, but as the idea is sound it 
soon found an accepted place, and machines of this 
type have won a high position in the field. Perhaps 
the latest ten-key machine is a portable made by the 
Brennan Adding Machine Company of Chicago. 

The Victor Adding Machine Company of Chicago 
has come into prominence in the last quarter century. 
Originally the company made a non-listing adding ma- 
chine to sell for a hundred dollars. Soon afterward 
the company perfected a listing-adding machine. The 
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company maintains a large factory and its products, 
much refined, are accepted as standard in all parts of 
the world. 

About 1926 or perhaps a little before, the United 
Accounting Machines, Inc., of St. Louis, Mo., perfect- 
ed a listing-multiplying machine capable of handling 
any problem in multiplication, division, addition and 
subtraction, simultaneously listing and typing the entire 
problem and answer on a sheet of paper. This ma- 
chine was described in Office Appliances for March, 
1927. 

The calculating machine which makes all computa- 
tions necessary in daily figure work has taken an im- 
portant place in the field. One of the concerns which 
has been developed well within the period we are cov- 
ering is the Marchant Calculating Machine Company 
of Oakland, Calif., which has achieved a foremost 
position among the producers of machines of the type. 


The Barrett Adding Machine Company, makers of 
the well-known machine of that name which was put 
on the market less than twenty-five years ago, was 
some years ago merged with the Lanston Monotype 
Machine Company, Philadelphia, and is now sold by 
the Barrett Adding Machine Division of that company. 

Portable adding machines have come into the mar- 
ket only within the last few years. Among the leaders 
in that division is the Corona portable adding machine 
made by the L. C. Smith & Corona Typewriters Inc., 
Syracuse, N. Y. 

Another interesting little portable adding machine is 
made by the Todd Company of Rochester, N. Y. 

Among other machines which have won distinction 
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in the last twenty-five years and still remain on the 
market are the Wales adding machine (known the 
world over), and the Peters-Morse machine, both made 
by the Allen-Wales Corporation, and the Gardner ma- 
chine, made by the Gardner Calculator Company of 
Ebensburg, Pa. 

Possibly the “vest pocket adders” should be classed 
among the portables. Anyhow, there are several, and 
among those which are better known and are neverthe- 
less of recent origin are the Ve-Po-Ad of the Reliable 
Typewriter and Adding Machine Corporation, Chicago, 
and the Calculex made by Dr. Henry Emerson Weth- 
erill of Phoenixville, Pa. 

Mention should be made, too, of that type of calcu- 
lating device which is hardly a machine, but a chart 
sometimes used in connection with a revolving cylinder 
similar to the Meilicke device, which came out less 
than twenty-five years ago and has since been enlarged 
in efficiency and versatility by the Meilicke Systems, 
Inc., of Chicago. 


Among the mergers which have occurred during the 
last quarter century not already mentioned, the reader 
will recall the purchase of the Moon-Hopkins billing 
machine interests by the Burroughs Adding Machine 
Company, and the more recent merger of the Wales 
Adding Machine Company of Wilkes-Barre, Penna., 
with the Allen Corporation of Philadelphia, resulting 
in the Allen-Wales Corporation, which now controls 
not only the Allen calculator and the Wales visible 
adding machine, but the Peters adding machine, which 
was purchased from the Peters-Morse Corporation of 
Ithaca, N. Y. The Allen-Wales organization has its 
executive offices in New York City. 


TYPEWRITER RIBBORS 
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AND CARBON PAPERS 


@e The development of the typewriter ribbon and 
carbon paper business in the last twenty-five years 
has followed two distinct though parallel lines—it has 
grown prodigiously in volume and has advanced to a 
much higher plane in the quality of merchandise 
offered. These are the two outstanding general fea- 
tures to be noted within the period named. Behind 
this development the first general cause of the in- 
creased use of carbon paper has been the remarkable 
development of the typewriter business throughout 
the world and the almost universal custom of preserv- 
ing carbon copies of letters, documents, etc., written 
on the typewriter. The method is as quick as the 
letter itself and requires scarcely any additional labor. 
This alone would have supplied a very large volume 
for the makers of carbon papers alone. Of course, 
the universality of the typewriter furnishes the prin- 
cipal demand for typewriter ribbons. Then there are 
the other machines which require ribbons, such as 
duplicating machines, certain types of dating stamps, 
adding-listing machines, etc., all of which take toll of 
the industry and help to swell an amazing demand. 
The development also of bookkeeping machines has 
had its influence upon the demand for carbonized 
sheets, additional ribbons, etc. All this is quite apart 
from the very considerable increase in the demand for 


pencil carbons used in sales books, autographic regis- 
ters, and the like. 

The conditions which the ribbon and carbon industry 
have had to meet have been most exacting with the 
result that manufacturers have had to give intensive 
study and careful laboratory experiment to the pro- 
duction of their various lines. In adapting their prod- 
ucts to other devices than the typewriter and the 
bookkeeping machine, manufacturers have also learned 
many things, all of which knowledge combined has 
made for better and better goods. Manufacturers 
have had to re-study the whole problem of production 
and to get an understanding of the different features 
of the work to which each special kind of product is 
adapted. The net result is that today we find that 
the ribbon and carbon business involves a considerable 
number of important manufacturers whose lines are 
variously branded, but whose products are fairly 
uniform in quality, reliability and adaptability to dif- 
ferent kinds of work. We enjoy today a higher 
quality of product in the ribbon and carbon field than 
ever before in history. 

A technician would discover many changes in the 
manufacturing processes, many improvements in ma- 
chinery and much additional knowledge stored away 
in the records of manufacturers’ laboratories. 
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During the war when it was impossible to import 
aniline dyes, ribbon and carbon manufacturers were 
embarrassed for a time, but the condition soon righted 
itself through the production of such products here, 
and, following the end of the war, the re-establishment 
of the German aniline dye industry. 

There have been certain developments in the im- 
provement of fabrics for ribbons and a succesful silk 
ribbon has come upon the market in the last twenty- 
five years. 

Within this period of twenty-five years there have 
been a number of experiments with re-inking ma- 
chines, renewing solutions, saturating boxes, etc. For 
three or four years the saturating box was an idea to 
conjure with. Half a dozen or more groups attempted 
this apparently easy and obvious way of making type- 
writer ribbons. Nothing could be simpler—just run a 
spool of un-inked ribbon through the right kind of a 
solution and between a couple of little rollers, perhaps, 
to remove the excess of ink, and, presto!—there was 
a typewriter ribbon. But always, for some reason, 
there was something lacking in the results of such 
processes. Clearly, if the results were equal to those 
produced by the ribbon factories, the latter would 
either have to buy up the patents or discontinue making 
ribbons. But none of the manufacturers have found 
it necessary to adopt either alternative. 

Apparatus containing solutions for renewing dupli- 
cating machine ribbons and typewriter ribbons was also 
developed, producing fair results on the former where 
printing is done by pressure, but not being satisfactory 
with typewriter ribbons, where the fabric, under the 
repeated blows of the type on the platen, tends to 
flatten down, wear out and lose its absorptive qualities. 

One inventor produced a renewing apparatus to be 
attached to the typewriting machine in such a way 


O°& 


@® The proverb, “time is money,” is so familiar as to 
be almost trite. This is especially true of the United 
States, probably because it is here that exhaustive time 
studies of industrial and commercial operations first 
came into extensive use. That several other coun- 
tries are no whit behind us in their appreciation of 
the money value of time is attested by the fact that our 
friends across the sea pay, if anything, greater tribute 
than we to the man who, probably more than any other 
individual, taught the business world the value of even 
the fractional part of a second—Frederick W. Taylor. 
In Europe, Taylor’s disciples have within the past 
twenty-five years become almost a cult. There is not 
a major European language which does not have a 
form of the word, “Taylorism,’ with which prac- 
tically all readers of business and industrial publica- 
tions are familiar. One wonders whether a certain 
New Testament passage about prophets and _ their 
home countries might not be apropos in this connection. 

A generation ago time and motion studies were prac- 
tically unknown. The business world was still to dis- 
cover that, by making every minute count, working 
hours might be shortened and yet production increased. 
The measuring of time is a mechanical process and 
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that the ribbon would pass through it on each trip 
trom spool to spool during the operation of the ma- 
chine. The results were not as successful as the 
inventor hoped they would be. 


One man conceived the idea of a heated cylinder for 
softening and redistributing the coating on used carbon 
sheets. This plan apparently also left something to be 
desired. 

As one of the developments of the last twenty-five 
years we have carbonless paper and carbonless cards. 
These employ the principle of using for the sheet on 
which the copy is to appear a dark-blue paper stock 
overlaid with a thin white film of wax-like substance. 
Carbonless index cards are coated in the same way, 
but the cardboard or bristol board from which they are 
made is dark blue on only one face, that to which the 
white film is applied. Sheet or card is put in the type- 
writer with a plain sheet or letterhead, the coated side 
of the carbonless sheet being in contact with the back 
of the sheet which receives the original. The impact 
of the type on the top sheet cuts through the white 
coating of the carbonless sheet beneath, exposing the 
dark colored sub-surface in the form of typewritten 
characters. The carbonless sheet or card thus becomes 
the duplicate copy. 

Nothing that is bought for office use gives a bigger 
return on the investment than the typewriter ribbon 
and sheet of carbon paper; and when the ink with 
which they are impregnated thins out and impressions 
become faint we may be sure that these good servants 
have given a full and sufficient measure of value, and 
that no recoating or re-inking process will restore them 
to their original usefulness, for not only has the orig- 
inal ink been used, but the fibers are worn and 
flattened by the beating of the types, whereby much of 
their strength and absorptive qualities have been lost. 


the devices which have been invented to measure and 
record time are many. While there has not been in 
the past twenty-five years any essentially new approach 
to the problem of time recording for business purposes, 
there have been many mechanical improvements in 
time-recording mechanisms. Of these developments 
we can mention but a few, because of space limitations. 

For our present purpose, time-recording devices 
may be placed arbitrarily in two groups, time record- 
ers and time stamps. The time stamp is to office 
workers probably the more familiar of the two. 

The simplest of all time stamps is the rubber stamp 
device which indicates by means of an arrow head 
pointing to a certain part of a circle the time a docu- 
ment was received or sent out. Part of the stamp re- 
volves, so that the arrow may be made to point to any 
desired time indication on the circle. Within the circle 
usually appear the name of the department or firm, 
and the date. For the latter indication movable rubber 
types are used. 

Then there is the time stamp which consists of a 
self-contained clock and a printing mechanism. The 
watch or clock is hand wound. 

Next there are electrically-operated time stamps. 
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These either have master clocks and operate inde- 
pendently of other instruments, or else they have sec- 
ondary clocks which move with the one master clock 
which controls all the time-recording devices in the 
system. 

Both key-wound and electrical time stamps make 
either a circular imprint, similar to that of the rubber 
stamp device, or a linear imprint which shows in 
figures the time the stamp was operated and in addi- 
tion the day of the week, date, and firm or department 
name. 

The value of time-stamping documents was recog- 
nized even when office forces numbered but a few 
people; but it was not until staffs grew so large that 
the office manager or time-keeper could no longer 
readily observe the comings and goings of all the office 
employees that the need for mechanical recording of 
employees’ time was felt in offices. However, so great 
has business growth been during the past twenty-five 
years that today many offices have more employees 
than constituted the entire force of large industrial 
establishments forty years ago, when the employees’ 
time recorder was invented by W. L. Bundy. 

Bundy had been manufacturing watchmen’s clocks 
and constructed the first time recorder as the result of 
a suggestion made by a manufacturer who had about 
150 workmen, a large force for that period, and 
desired some machine for recording employees’ time. 
The Bundy machine was called a key recorder, because 
each workman had an individual key which he inserted 
in the mechanism and thus indicated bis time by means 
of holes which the machine punched in a paper disk. 


Many types and styles of time-recording mechanisms 
have appeared since the advent of the Bundy key re- 
corder, and time recorders have been brought to a 
high state of mechanical efficiency and reliability. The 
excellent performance of time recorders and the rapid 
increase in the numbers of persons employed by indi- 
vidual firms have extended the usefulness of time- 
recording mechanisms far beyond their first application 
in industrial establishments, and time recorders are 
today used in all departments of commerce, industry, 
and even the professions. 

Employees’ time records, aside frem their primary 
purpose, have a salutary effect, even though an ac- 
curate check of the number of hours worked is not 
required for payroll purposes. Increased strength of 
such effect is given time clocks thro’igh the two-color 
ribbon device, an invention of the past twenty-five 
years. Two-color ribbon recorders show automatically 
in red all off-time punches, such ag late “ins,” early 
“outs,” and over-time. 

Many other mechanical improvements have been 
made in the two general types of titne recorders, card 
and dial. 

Card recorders have been provid2d with automatic 
shifting devices which so adjust the mechanism that an 
employee need only put his card in the receptacle and 
pull a lever, without attention to the day of the week 
or column for the day. So, for instance, one shifting 
device automatically changes the setting of the ma- 
chine at, say 10:30 a. m., from “morning—in” to 
“noon—out,” and so on throughout the day. Where 
employees arrive and depart at virious hours, as in 
some department stores, there are machines which ev- 
ery fifteen minutes automatically alternate between 
“in” and “out”; the assumption b2ing that in no case 
will the period between punches be less than fifteen 
minutes for any individual. Anofter card recorder in- 
vention of the past twenty-five yars is the automatic 


abutment, or vertical placing of t'te card receiver, usu- 
ally for the day of the week. 

In the dial time recorder wit): its improved space 
finder, the problem of shifting from “in” to “out” and 
vice versa is handled automatically with great facility. 
With dial recorders in use, employees may come and 
go as frequently as necessary, yet by means of an im- 
proved space finder each punch f the recording lever 
is automatically registered in a n:w column. Dial ma- 
chines use for the time record a sheet of paper mount- 
ed on a drum which revolves wich the actuating lever. 
The employee simply turns the arm to his number and 
punches. The record sheet carries a complete record 
of the comings and goings of all employees using that 
clock. Each sheet covers a week or a longer period. 

Time recorders have been of inestimable help to 
time-keepers and accountants, not only for finding to- 
tal time but also, with some machines, time on each 
job. A recently developed machine goes still further 
in that it computes and records for each job any com- 
bination of the following data: Elapsed time, money 
value of the time, and burden or overhead in dollars 
and cents. The employee’s number is also stamped 
with each impression. The cards on which these data 
are recorded may be punched for use in tabulating 
machine accounting systems. 

The heart of every time-recording system is its 
time-keeping devices. These are of two general types: 
Independent clocks in each instrument and clocks 
which operate as part of a common electrical system. 
Self-contained clocks are either spring wound or elec- 
trically operated. Electrical clock systems provide for 
the same time indication for every instrument in the 
system: Wall clocks, desk clocks, employees’ time re- 
corders, job recorders, time stamps, and program de- 
vices. 

One kind of electrical clock system uses a master 
clock and as many secondary clocks as desired. The 
master clock sends out once every minute an impulse 
which, through a simple electro-magnetic mechanism 
in each of the secondary devices, advances the time in- 
dications for all the devices instantaneously and simul- 
taneously. In systems of this type one very important 
improvement has been developed within the past dec- 
ade—the automatic time correcting device. That some 
such provision is desirable may readily be concluded 
from the electro-mechanical nature of secondary clock 
systems. They like all mechanical devices sometimes 
do not function perfectly. Occasionally, because of 
unforeseen variations in the electrical current or for ~ 
other reasons, one secondary may at some time fail 
to respond to the impulse, with the result that the 
clock will be one minute slow. Another clock may 
advance two minutes instead of one. It was to take 
care of such rare irregularities that the automatic time 
corrector was developed. Once each hour the correc- 
tor automatically advances any clock which may be 
slow and retards the secondary which may be fast; so 
that all the clocks in the system start each hour in per- 
fect time. 

A distinct type of electrical time control has come 
into use within less than a decade. In this new system 
each clock is an individual unit and is run by a small 
motor operating on alternating current from the house 
system. The speed of the motor is determined by the 
number of cycles or alternations per second in the 
power line. At the power station is a controlling de- 
vice which maintains the frequency of all current im- 
pulse and hence the time indications on all the clocks 
connected to that line. 

(Survey of Products Continued on Page 49) 








In the Beginning 


Being Something About the Ideas Which 


Brought This Journal Into Being and Some- 
thing About the Development of Its Usefulness 


to the Industry a 


George H. Patterson, a typewrit- 
er demonstrator and salesman, was 
the founder of this journal. In the 
former capacity at a time, twenty- 
five or thirty years ago, when dem- 
onstration was more essential than 
it is today when the writing machine 
is accepted by the business world, 
Mr. Patterson gained considerable 
eminence in the field. Not only was 
he an expert typist who could show 
the full possibilities of the machine 
as far as the standard of output was 
concerned, but he was something of 
an artist in executing designs and 
figures with the various characters 
on the keys. He was the first to do 
portraiture on the typewriter, his 
outstanding accomplishment in that 
respect being a portrait of Major 
McKinley made during the cam- 
paign which resulted in Mr. McKin- 
ley’s election to the presidency of 
the United States. The portrait was 
made with the period key and was 
a striking likeness. The novelty of 
the idea led to its reproduction in 
many daily newspapers and brought 
Mr. Patterson considerable public- 
ity. 

In his work Mr. Patterson trav- 
eled over this country and made one 
trip to Europe. For two years of 
his travels he carried with him the 
dummy of a little publication which 
he purposed to issue as The Type- 
writer [rade Journal. He explained 
the object of the journal to his 
friends and acquaintances and re- 
ceived encouragement everywhere. 
In a pocket loose leaf book now in 
the company archives, he entered 
the names of the firms he called 
upon at home and abroad. These 
became the first subscribers to the 
publication. 


George H. Patterson was an im- 


PATTERSON 


GEORGE H 


pressive personality, prolific of 
ideas and with initiative and indus- 
try plus. He was an enthusiast for 
office equipment and at a time when 
there was little if any consideration 
of mutuality of interest between the 
producers of the various products 
tor office uses, he visioned a coor- 
dinated industry and started a 
movement to achieve it. 

In June, 1904, Mr. Patterson is- 
sued at 52 Duane street, New York, 
the first number of his little publica- 
tion under the title, The Typewriter 
Trade Journal. He used the words 
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“Office System” as a sub-title. On 
the cover was the statement that the 
journal was to cover the interests of 
typewriters, ribbons and carbons, 
duplicators, desks and cabinets, card 
index systems, loose leat systems, 
paper and supplies, specialties, add- 
ing machines and graphophones. 
The field of his subscribers, an- 
nounced on the same cover, included 
inventors, manufacturers, proprie- 
tors, managers, salesmen, repair 
men, agents, dealers, stationers, the 
buyer. 

In the September number the sub- 
title on the cover was accentuated 
by a background of color. In the 
October number this sub-title was 
enlarged. In the February number 
the size of the main title was re- 
duced and the sub-title increased to 
the former size of the main title 
and a conspicuous line added, “per- 
taining to modern office appli- 
ances.” In the May, 1905, num- 
ber, which was the last of Volume 
One, and which completed the year, 
the publication was issued under the 
name of Office Appliances. Thus 
the founder worked out the plan ar- 
ranged at the outset to first estab- 
lish the journal in the typewriter 
field, which was the basic unit in 
the machinery division, and come 
gradually to the title that included 
all products the production and dis- 
tribution of which were destined to 
compose an industrial entity in of- 
fice equipment. 

In May, 1905, Mr. Patterson took 
his first partner in the enterprise, 
E. C. Thurnau, moved the publica- 
tion offices to Chicago and enlarged 
the journal to its present dimen- 
sions. 

E. C. Thurnau was one of the 
most capable and energetic young 
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men in the advertising field in the 
Middle West. His experience and 
his contacts had given him a high 
conception of the possibilities of the 
office equipment industry. Under 
the partnership a new service for 
the journal was developed. It 
gained headway, increased its use- 
fulness and advanced its prestige. 

In 1907, difference of opinion on 
policies and plans led to a breach 
between the partners and Mr. Thur- 
nau’s interest and a part of Mr. Pat- 
terson’s interest were purchased by 
the present management. 

The present editor had for twelve 
years been connected with the 
American Stationer (recently* ab- 
sorbed by Office Appliances) and 
other Lockwood journals, for which 
he conducted a western publication 
office in Chicago. His high regard 
for the stationery division of the 
industry and his enthusiasm for its 
future possibilities dovetailed into 
Mr. Patterson’s ideas for the coor- 
dination of the parts and for the 
promotion of interest in the indus- 
try as an entity. 

The stationery division of the 
business was at once given more 
prominence and the mutual depend- 
ence between it and the other divi- 
sions more accentuated. Coopera- 
tion and organization were urged 
and proper contacts between the di- 
visions recommended. 


Mr. Patterson died in March, 
1908, before his visions for the in- 
dustry became a reality and before 
the journal had achieved his hopes. 
But not before he could perceive 
that his dream would one day come 
true. 

Under the present management 
for more than twenty years, the 
journal has continued, ever stress- 
ing the importance of the industry 
it serves and urging a higher con- 
ception of its function in the world 
of business. Commenting upon the 
journal’s influence in that respect, 
Mr. Thomas Dixon, a few years 
ago when president of the British 
Office Appliances Trades Associa- 
tion, wrote: 

“You will be interested to know that 
your journal, ‘Office Appliances,’ in 
addition to fully reporting the doings 
of the Office Appliance Trades 
throughout the world, is a source of 
inspiration to each of us on account of 





*The publications which have been 
absorbed by Office Appliances dur- 
ing the twenty-five years of its his- 
tory are, in the order of their acqui- 
sition: The Office, The National 
Stationer, Business Equipment Jour- 
nal (Inland Stationer), and American 
Stationer & Office Manager. (The 
American Stationer had previously 
absorbed The Office Outfitter and 
The Office Manager.) 


its voluminous size, which is far great- 
er than anything we publish in this 
country. It seems to impress upon us 
the magnitude of our trade and the 
far greater extent to which it is car- 
ried on in America than in our own 
country. Your journal always sug- 
gests the ‘Big Idea.’” 

Nearly twenty years ago the jour- 
nal set out to develop the sale of 
office furniture in the commercial 
stationery store. Ninety per cent 
of the product was then distributed 
through household furniture deal- 
ers. There were a few office fur- 
niture dealers. A few stationers 
handled some pieces and a few 
made occasional sales from the cata- 
logues of the manufacturers. 

The arguments presented in fa- 
vor of opening office furniture de- 
partments in stationery stores were: 


That office furniture has nothing 
in common with household furni- 
ture; that many articles of furni- 
ture are a part of a business sys- 
tem—the filing cabinet, for exam- 
ple—and that office furniture sales 
are to be made principally by the 
sale of systems; that office furni- 
ture is purchased by business men 
and should be sold where other 
things for office use are supplied ; 
that the stationer’s representative, 
calling upon his prospects and cus- 
tomers for other lines, is the first 
to know where new equipment will 
be required and where old equip- 
ment should be replaced. It was 
urged that the systems and machin- 
ery being developed for office use 
increase the demand for office fur- 
niture; that such furniture should 
be supplied to the user by the seller 
of the system and the other office 
utilities; that the household furni- 
ture store, having no interest in 
systems and office equipment gener- 
ally, is not prepared to enter into 
the more intensive cultivation neces- 
sary for the successful distribution 
of new articles, and that if commer- 
cial stationers did not respond to 
the opportunity, new stores might 
be opened in which non-competing 
lines of office furniture would be 
grouped for sale to users, with other 
products for the office. 

Objection was made at first to the 
amount of space required to handle 
a line of furniture. The attitude 
generally may be indicated by a sin- 
gle example. The late Charles Bell- 
man, head of the Franklin Printing 
and Engraving Company of Toledo, 
and for two years president of the 
National Stationers’ Association, 
was approached by a representative 
of Office Appliances upon the sub- 
ject. He took his visitor to the 
second floor of the old store. He 
commented upon the number of 
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items there and said that to handle 
a line of office furniture would re- 
quire the entire floor. It was sug- 
gested by his caller that a good 
many of the items on that floor had 
been moved there because of their 
infrequent sale and that while the 
entire floor would be required for 
a proper showing that the net profit 
at the end of the year would be 
greater than was involved in the 
items then displayed. A year and a 
half later, when the same repre- 
sentative was paying his respects to 
Mr. Bellman, he was invited up the 
same stairway by Mr. Bellman, to 
the second floor, and there shown 
a line of office furniture, with this 
comment, “Well, how does this suit 
you?” 

A large number of other dealers 
being impressed with what was be- 
ing published in the journal about 
the desirability of office furniture 
in the stationery store, opened de- 
partments for its sale. 


In the outset of Office Appli- 
ances’ campaign for the new chan- 
nels of distribution the leading jour- 
nal in the furniture field took issue 
on the reasons advanced for its sale 
in the new quarter. Friendly de- 
bate of the matter was conducted 
in the two publications. But the 
flow was soon started in the new 
direction and within a few years of- 
fice furniture was not only contrib- 
uting to the progress of the major 
percentage of the commercial sta- 
tionery houses but was also advanc- 
ing the prestige of these concerns 
as the business man’s office supply 
headquarters. 

While urging the opportunity pre- 
sented by office furniture, the jour- 
nal took up the advocacy of ma- 
chinery and other office utilities in 
the commercial stationery store. 


A few dealers were handling ma- 
chines of various types with good 
results. One machine which was 
distributed entirely through dealers 
was proving a great asset to those 
fortunate enough to secure the 
agency. That machine, developed 
in mechanical principle and to 
broader function, has become an in- 
creasingly valuable factor. 


Experiments made with some of 
the smaller machines encouraged 
dealers for larger ventures and 
gradually machines for nearly every 
purpose found their way into some 
stores, while here and there machin- 
ery was grouped in a special depart- 
ment. 

The influence of office furniture, 
machines and other office utilities 
has brought about a great change in 
the stationery business during the 
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years—a change in appearance of 
the stores; in their atmosphere ; in 
selling methods; in methods of 
stockkeeping and control, and in 
many minor particulars. 

Fifteen years ago a friend in 
Ohio wrote that he used to resent 
a bit the intimation in the journal 
that the term “stationery” was in- 
adequate to the business. His con- 
cern was “stationery” by tradition. 
He clung to that, he said. But when 
he moved into a new store all the 
signs on the windows and on the 
building referred to office equip- 


ment. The term “stationery” and 
every other instrumentality that 
N the walls of this office as 


these words are written is a 
framed photograph of Francis E. 
Van Buskirk, and at the bottom of 
the picture is a fading typewritten 
line—“The Man Who Inspired It” 
—written by George Patterson, 
founder of this journal. The pho- 
tograph was taken more than twen- 
tv-five years ago, when Mr. Van 
Buskirk, now vice-president and di- 
rector of the L. C. Smith and 
Corona Typewriters, Incorporated, 
was manager of the Chicago branch 
of the Remington Typewriter Com- 
pany. It was his association with 
“Van,” one of those who foresaw 
the influence of the writing ma- 
chine, that caused “Pat” to vision 
Office Appliances and bring it into 
being. 


* * x 


We always wished we had a pho- 
tograph of “Pat” when he reached 
for that first Underwood contract 
and received instead from J. E 
Neahr a check for a thousand dol- 
lars, which paid for a couple of 
years’ advertising in advance. Man! 
Man! And the till at publication 
headquarters as empty as a pint flask 
at the end of a longshoreman’s 
picnic ! 

aa . - 





In that first number—June, 1904 
—there were some items of per- 
sonal news that stimulate reflection. 
F’rinstance : 

J. A. White was then manager 
of the Chicago office of the F. S. 
Webster Company; had held that 
position for several years and holds 
it today. We guess that Mr. White 
is the dean of the office equipment 
industry in Chicago. 
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brought publicity to their business 
in the community expressed the 
same thought. “We're convinced,” 
he wrote. 

The service bureau of Office Ap- 
pliances, a department unique in 
trade journal publishing and with 
which manufacturers at home and 
dealers in nearly every country are 
familiar, is a development of Mr. 
Patterson’s work in that direction 
during the first three years of his 
publication. 

With many of his first subscrib- 
ers Mr. Patterson was personally 
acquainted. And to make his little 
journal useful in every way he un- 


The First Number 


l'urther to emphasize the fact that 
l’. S. Webster men are noted for 
“staying put,” we observe here that 
Howard Pierce, whose name ap- 
pears in the first issue of this jour- 
nal, was then a salesman for the 
Webster Chicago office and has held 
that position ever since. 

And now comes our good friend, 
Parker Drake—then R. Parker 
Drake—who was mentioned as hav- 
ing disposed of his interests in the 
National Office Supply House at 
Detroit that spring, returning to his 
former position as road salesman 
for the Densmore Typewriter Com- 
pany. Today he heads the estab- 
lishment of Parker Drake  Ltd., 
london, distributors of office ma- 
chinery and equipment in Great 
Britain. 

And, too—twenty-five years ago 
we find William C. Kreul and E. M. 
Kidder representing the Oliver 
Typewriter Company in Milwau- 
kee. Today Mr. Kreul heads the 
company bearing his name—a lead- 
ing distributor of office machines 
and equipment in Wisconsin. 

* * * 








Some of the outstanding news 
items not personal included a re- 
port that the Royal Typewriter 
Company had incorported for one 
million dollars and planned to be- 
gin the manufacture of a visible 
typewriter on completion of the or- 
ganization. * * * The Elliott-Fisher 
Company was considering the con- 
solidation of its plants at Cleveland 
and Harrisburg, Pa. Soon after the 
consolidation was effected at the lat- 
ter place. * * * Announcement of 
the first annual typewriter and office 
furniture exhibition—the first busi- 
ness show—appeared in the first is- 
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dertook many missions. Was a 
sales or repair man looking for a 
job? Did a manufacturer have an 
opening for a representative? Was 
there a new line for which dealers 
were wanted? In all such cases Mr. 
Patterson had a recommendation to 
make. Moreover, keenly alive to 
the trends of the business, he urged 
interest in the coordinated industry 
he could see as a certainty of the 
future. So what Mr. Patterson did 
in personal service for his subscrib- 
ers was, as the business grew, de- 
veloped into a service department 
which expanded with the industry 
through the years. 


sue. The exposition was held in 
December, 1904, at Madison Square 
Garden, New York City. From 
that show the National Pusiness 
Exposition is lineally descended. 

* + . 


In that first number—tiny indeed 
by comparison with later issues—a 
fair number of advertisements ap- 
peared, including the following con- 
cerns, all but one of which are still 
with us. 

Underwood Typewriter Company 
—one page; Hammond Typewriter 
Company (now The _ Varityper, 
Inc.) one page; F. S. Webster Com- 
pany, one page; Mittag & Volger, 
Inc., one-half page; Felix F. Daus 
Duplicator Company (now Corpo- 
ration), one-quarter page, and the 
A. H. Andrews Company, one- 
eighth page. The last named con- 
cern now functions as a dealer, but 
was then offering to the trade a steel 
wire typewriter chair. All but two 
of the companies mentioned have 
not missed advertising in Office Ap- 
pliances a single issue since the 
journal started. There were sev- 
eral other advertisements, but they 
included concerns not now in ex- 
istence. 

* ” +. 

In that first number we find that 
Syracuse—not the ancient Sicilian 
city founded by the Corinthians— 
but our own Syracuse, N. Y., was 
the center of the typewriter indus- 
try twenty-five years ago, for there 
were located the factories of no less 
than five typewriter companies—the 
Smith Premier, L. C. Smith & 
Brothers, Monarch, E. C. Stearns 
& Company, and Yetman Telegraph 
Typewriter. But twenty-five years 
have wrought changes, as those who 





and had as its object the bet 
terment of the 
shorthand writers 
ists 





48 OFFICE APPLIANCES TWENTY-FIFTH ANNIVERSARY 


know the industry are well aware. 
*‘* * 

It was supposed that a Prince 
Albert coat and a silk hat were a 
part of the necessary regalia of 
salesmen calling on customers 
abroad, and our first issue so stated. 
Since then styles have changed. 

* * * 

In that first number we presented 
a picture of a new factory in course 
of erection by the L. C. Smith & 
Bros. Typewriter Company at 
Syracuse. 

* * * 


Mention was made of the Lotter- 
hand typewriter adding machine, for 
which Nelson A. Miller, president 





On the frontispiece is a picture 
of one of Colonel Hammond’s fa- 
mous coaching parties, reproduced 
on this page. 

At the very top of the first news 
column who should greet us but our 
old friends, Fielder & Allen of At- 


lanta, Ivan Allen-Marshall Com- 
pany. They were Oliver agents 
then, Ivan having completed his 


novitiate down in Dalton, Ga., car- 
rying his sample machine from of- 
fice to office. He developed his 
muscle and his powers of persua- 
sion. When he got behind his 
Georgia accent and started a dem- 
onstration, it is said that the birds 
came down out of the trees and sat 
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as president of the National Asso- 
ciation and the recipient of other 
distinctions. He is the same vigor- 
ous, healthy chap, with only a trace 
of frost about the dome to register 
the message of the years. 

In scanning that July issue of 
1904 we discover that George E. 
Dyson had charge of the Mittag & 
Volger exhibit of typewriter sup- 
plies at the St. Louis exposition. 
George was the company’s St. Louis 
manager then, and he remains to- 
day in charge of the M. and V. of- 
fice. More power to him! May 
he live to be a hundred! 

We have noted the presence in 
the first number of a _ typewriter 
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MISS ELSIE DIEHL a THE LATE JAMES B. HAMMOND, owner of the Hammond 
stenographer of the early Typewriter Company, host to his ward, Miss Barston, and a first woman to receive a salary 
Ser ol a eas te ae group of the company’s executives and wives in a coaching a 2 SS 
August, 1904, number. Miss arty. Mr. Hammond gave many such coaching parties for his ber) Mre Saunders operated 
Diehl organized a “Stenog co-workers. It was the custom to leave the factory at East the No. 1 Remington. She was 
raphers’ and Typewriters’ Sixty—ninth street almost every Saturday afternoon in summer, secretary of the National Asso- 
Union of New York,” which weather permitting, making trips to various sections of in ciation of Audubon Societies 
was affiliated with the Amer- terest in and about New York City. The coach, loaded to ca- and was associated with the 
ican Federation of Labor, pacity, was drawn by four high-stepping horses, Colonel Ham secretary of an insurance com- 

pany. In celebration of her 


condition of 

and typ 

in New York City and 
environs. 


of the Adding Machine Company 
of Detroit, had just secured the 
manufacturing rights for his com- 
pany. 

* > * 

We can imagine—indeed, we 
know—that that first issue was a 
source of profound satisfaction to 
George Patterson. For two years 
he had carried the dummy, and the 
first number represented the fruit 
of that labor. It was small, ‘tis 
true, but it was a creditable affair, 
particularly so for a beginning, and 
it foreshadowed a future of fine 
service. 

We had thought to stop this re- 
view with the first issue, but the 
second issue beckons too persua- 
sively. Positively we shall stop 
there—perhaps! Not even Circe 
shall lure us farther. Also—per- 
haps—(we never encountered her). 
And so 


mond himself handling the reins 
Hammond's 
another meal later in the day.—(Reproduced from the July, 1904 


hotel, the hampers of the coach were 


number.) 


on all the window sills. By and by 
he outgrew Dalton and went up to 
the big town—and we all know what 
he did to Atlanta—the place has 
never been the same since! They 
sentenced him to the state senate of 
Georgia and his constituents kept 
him there until he refused to be 
backed into the shafts any more. 
And the stationers twice made him 
president of the National Associa- 
tion. 

We turn a page and lo! Another 
old friend greets us—none other 
than Ed. Sell of E. H. Sell & Com- 
pany, Columbus, Ohio. We find 
that they are selling L. C. Smith & 
Bros. typewriters, having secured 
the agency for that territory. 
Mebbe the idea of stationers han- 
dling office machines isn’t so very 
new after all. Ed. and his associates 
have prospered, and he has received 
honors from his fellow stationers, 


Stopping for lunch at Colonel 
filled for 


in 1905, she was presented with 
a gold watch by the Remington 
Company, suitably inscribed 


chair advertisement—a metal chair 
at that. The same advertisement 
appeared in the July issue along 
with an increasing number of office 
machinery advertisements. A swing- 
ing typewriter stand was announced 
in the September number and sev- 
eral succeeding issues, also a type- 
writer chair by the Davis Chair 
Company of Marysville, Ohio. 
All these advertisements, perhaps, 
formed a psychological background 
for the first full-page desk adver- 
tisement to appear in the pages of 
this journal—that of the Macey- 
Wernicke Company, Ltd., of Grand 
Rapids, Mich., predecessors of the 
Macey Company of today. This 
advertisement appeared in the issue 
of December, 1904. 

And here endeth this particular 
chapter—not because succeeding is- 
sues lack interest, but because we 
must stop somewhere. 


SAUNDERS, the 


thirtieth anniversary as a typist 
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@©@ Addressing machines may be said to be in a 
group of their own among office machines. While they 
unquestionably belong in the “quantity production” 
class in that they perform over and over again at 
high speed the mechanical act of imprinting, they 
may also be included in another general class of office 
machines, those which perform operations that require 
considerable mental effort, attention, and discrimina- 
tion when done manually. This latter function will 
be discussed more fully later in this article. 

The addressing machine was, of course, well estab- 
lished as an office machine twenty-five years ago. At 
the St. Louis fair in 1904 three different makes of ad- 
dressing machines received awards of merit, and in 
the latter part of the ninetenth century several ma- 
chines had been invented to perform mechanically the 
tedious work of repeatedly writing by hand or on the 
typewriter certain names and addresses each time post 
cards, letters, or statements were to be sent to a list. 


But the addressing machines of today are more 
highly specialized than were those of a quarter of a 
century ago. Many mechanical improvements have 
been made in them, their scope has been extended, and 
their use has become almost universal between the 
time the first issue of Office Appliances was published 
and today. The intervening period has demonstrated 
in ever more convincing manner the soundness of the 
basic principles established by the first inventors of 
successful addressing machines. The addressing ma- 
chine of the present is still vitally dependent on the lit- 
tle device which carries the record of the name and ad- 
dress—the stencil or plate in which is cut or stamped 
the text to be imprinted. These stencils or plates are 
still made either of a strong paper in a cardboard 
frame or of metal with embossed characters. 


There are today addressing machines suited to the 
needs of every business, whether large or small—from 
small, hand-operated models to machines driven by 
electric motor and capable of producing thousands 
upon thousands of imprints a day. To attempt to list 
all the functions of addressing machines in addition to 
printing names and addresses would require more 
space than could practically be devoted to the subject 
here. Suffice it to say that the repeated writing 
of data of an individualized character with intervals 
between imprints can usually be done best by means 
of an addressing machine. A few suggestions for 
uses of addressing machines in addition to their pri- 
mary purposes are: Making up payroll sheets, heading 
bills and statements, making up lists of names and ad- 
dresses ; heading form letters, etc. 

Perhaps the most important development in address- 
ing machines since they were first invented is the auto- 
matic selector, which was perfected about fifteen years 
ago. In using the early addressing machines it de- 
volved upon the operator to watch the stencils as they 
passed through the machine and to skip such names 
and addresses as might not be desired in that particular 
“run.” It was to relieve the operator of this task 
and to make certain that there would be imprinted 
only those names and addresses which were intended 
to be used, that the automatic selecting device was in- 
vented. 

The use of the automatic selector requires no change 
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in the fundamental order in which the stencils are filed 
—alphabetical, geographical, etc. Yet the automatic se- 
lector permits the writing of each stencil in any one 
or any combination of an infinite variety of possible 
listings. A few of the more common bases for such 
classifications are: Expiration date, business or occu- 
pation, sales division, geographical location, etc. More- 
over, each stencil after being passed through the ma- 
— goes back to its proper relative position in the 
ist. 


Automatic selector systems require a mechanical 
record on each stencil and an attachment which con- 
trols the imprinting mechanism in accordance with the 
mechanical record on the stencil or plate. The group 
or groups in which a name and address belong are in- 
dicated in the case of the metal address plate by means 
of metal tabs, and with the paper or parchment sten- 
cil by means of punch-holes in the cardboard frame. 

To secure imprints of all the stencils representing 
names coming within a certain group or combination 
of groups, it is necessary only to set the selector device 
accordingly—the work of a minute or two at the ut- 
most—and the machine automatically selects the sten- 
cils which belong in the desired group and passes by 
those which are not required. Thus the automatic se- 
lector transforms a file of address plates into a record 
which, while filed according to a basic order, can be 
cross-indexed to any practical extent desired. 

So the automatic selector addressing machine of 
today does everything which can be done in hand ad- 
speed and accuracy which are beyond the possibilities 
of hand addressing. 

From the standpoint of administration, there has 
been during the past twenty-five years among the com- 
panies manufacturing addressing machines a tendency 
to combine into two groups; one of these consisting 
of manufacturers whose machines use the parchment 
stencil and the other of those whose systems are based 
on the metal address plate. As a result, there are to- 
day in the United States only two companies manu- 
facturing complete lines of addressing machines for 
office use. They are the Addressograph Company 
and The Elliott Addressing Machine Company. Two 
important combinations have been announced within 
a period of a little more than a year. In these mergers 
were represented the three successful addressing ma- 
chines which won prizes at the St. Louis exposition 
in 1904, and also one other excellent machine. A lit- 
tle more than a year ago announcement was made of 
the merging of the (Belknap) Rapid Addressing Com- 
pany and The Elliott Addressing Machine Company, 
under the name of the latter. Thus were combined the 
two outstanding exponents of the use of parchment 
stencils for addressing machines. In the metal ad- 
dress plate group, the Addressograph Company, the 
leading manufacturer of metal plate adressing ma- 
chines, recently acquired Speedaumat Addressing Ma- 
chinery, Inc. Speedaumat addressing and mailing 
machines have for many years been prominent in the 
newspaper and magazine publishing field. The first 
Speedaumats designed especially for general office use 
were placed on the market several years ago and have 
given excellent account of themselves. 


A new machine which may be placed in the metal 
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addressing plate group is the hand-operated addresser 
recently announced by The American Multigraph 
Sales Company. The addressing plates for this ma- 
chine may be used interchangeably on the Multigraph 
for “filling in” and on the addresser. 

Between the paper stencil and metal plate types of 
addressing machines there is a difference in the man- 
ner of inking which arises from the character of the 
address plates. Machines of the parchment stencil 
class use a fluid ink which is forced through the sten- 
cil. Metal plate addressing machines use a ribbon or 
inked fabric pad for inking the raised characters of the 
address plate 
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@©®@ Nothing in the office equipment industry has been 
developed to a higher point of service and efficiency 
than the duplicating machine. It is not the intention to 
write a history of these interesting devices, but merely 
to refer briefly to the developments which have come 
about during the last twenty-five years. 

Five processes are employed—stencils, metal types, 
zinc plates, the offset, and the composition processes, 
the last being first in chronological order. 

The outstanding developments in the duplicating field 
are found in the achievements attained with the stencil 
duplicators and metal type duplicators. The former 
started with a flat bed device and soon evolved into the 
rotary type of which the Neostyle and the Mimeograph 
were the first representatives, the Mimeograph remain- 
ing today, greatly refined and improved and with its 
special stencil, a leader in its field. The possibilities in 
this division have been here worked out to include the 
reduplication not only of letters and circulars, but office 
forms, drawings, maps, etc., in such colors as the user 
may wish. The highly developed rotary machines are 
operated by hand or electric power, the latter being 
completely automatic in operation, inking the stencil, 
feeding the paper and discharging the finished sheets 
slip-sheeted at the rate of several thousand per hour 
without attention except to start the mechanism. When 
the paper runs out or a defective sheet clogs the feed, 
the power is automatically shut off. 

Not only has this mechanism been improved with 
respect to the mechanical part, but a factor of still 
greater importance is the change in the stencil sheets, 
which during twenty-five vears have evolved from the 
original waxed stencil sheet employed by A. B. Dick 
to the Dermatype stencil and then to the highly efficient 
dry stencil now in universal use. The wax stencil and 
its successor form the foundation upon which the great 
business in stencil duplicating machines has been built. 

The original stencil machine, while it had its start 
more than forty years ago, found its greatest applica- 
tion in the last quarter century. The young man who 
developed means of duplicating lumber lists practically 
worked out a new art in the use of stencils and paved 
the way for subsequent developments. 
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A third type of addressing machine has for obvious 
reasons not been treated in this discussion, those ma- 
chines which print from linotype slugs the mailing 
strips used by some printers and publishers. 

That addressing machines have in the past twenty- 
five years made for themselves a place foremost among 
office machines is an unquestioned fact. If one would 
gain a faint conception of what the addressing ma- 
chine today means to the business world, try to visual- 
ize what would happen if any particular business house 
were suddenly faced by the problem of attempting to 
perform manually what the firm’s addressing machines 
are now doing for it mechanically. 


We come now to the metal type duplicators, in which 
there are two classes—flat bed and rotary. Develop- 
ment in the rotary type in twenty-five years has its 
highest expression in the Multigraph, which, despite 
many refinements and additions, retains the basic idea 
with which it started—that of a drum holding a type 
carrier and rotating on an axis. It has an automatic 
inking arrangement, the paper passing between the 
inked type and a roller somewhat after the principle 
of a rotary printing press. In the course of the last 
twenty-five years this machine has been brought to a 
high degree of efficiency. It will print either through 
a ribbon or by a direct inking process. It may be op- 
erated by hand or motor, turning out work of perfect 
uniformity at high speed. Many supplementary devices 
have been worked out which add greatly to the field 
of performance to which the machine is adapted. One 
supplementary machine sets individual type in chan- 
nels, each forming a line of matter ready to be slipped 
into the machine. Another more recent auxiliary ma- 
chine—the Keyboard Compotype—operated by a motor 
and a typewriter-style keyboard, embosses thin quar- 
ter-inch strips of aluminum drawn from a roll, auto- 
matically cutting off at the right length when the end 
of the line is reached, automatically placing the line in 
correct relation with others and returning the mechan- 
ism to the starting point ready for the next line. 


The highest development of the flat bed machine is 
found in the Multicolor Press originally produced by 
the Lisenby Manufacturing Company of Fresno, Calli- 
fornia, but recently purchased by the Addressograph 
Company of Chicago. The present owners renamed 
the machine the D4 Dupligraph. This machine is sold 
with the ingenious and efficient Graphotype which em- 
bosses on metal plates the matter to be duplicated. 
These plates are eight and three-eighths inches wide 
and eight lines deep. When embossed, the several sec- 
tions are butted together laterally on the flat bed of 
the duplicating machine and clamped in position. Pro- 
vision is made for the use of individual type faces 
where desired. 


The offset process is another development of the 
duplicating machine industry. A leading example is 
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the Rotaprint of German origin, sponsored by Reiner’s 
Rotaprint, Inc., of New York City. 

The composition type of duplicator is the oldest type 
basically in the duplicating machine field. Composition 
or clay originally used in flat receptacles evoluted into 
the gelatin film process. This film being pliable and 
quite tough, it is made into bands or rolls several feet 
long adapted to ingenious machines which rapidly per- 
form the work of reproduction. The invention and 
refinement of such machines are among developments 
which have come about in the last twenty-five years. 
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@© Twenty-five years ago the blank book dom- 
inated the field of books of account. Then other 
types of record keeping equipment began to dispute the 
supremacy of the bound book. That these newer sys- 
tems have been successes there is no gainsaying. 
Vertical card files, loose leaf, and visible card records 
have proved their superiority for many purposes and 
have fairly earned the position they now occupy in the 
office equipment field. 

Abroad, bound books as a whole still dominate, 


partly because of custom and partly on account of 
legal restrictions against other forms of keeping 
records. However, the newer systems are rapidly in- 
creasing in public favor abroad and will in time no 
doubt replace bound books in many cases. 


Yet even in the United States blank books have by 
no means been displaced. A recent analysis of the 
purchases of a group of large firms showed that of the 
total amount of money spent yearly by these firms for 
books used in accounting systems the total for blank 
books of various kinds approximates the total for 
loose leaf books of account and machine posting 
devices and supplies. 

Many types of blank books show yearly increases 
in sales volumes. In the face of the competition of 
other forms of record keeping blank books are in 
many cases still preferred, or run a close second in 
preference, for records of the following types: Cash 
receipts, cash disbursements, private journal, notes re- 
ceivable and payable, check registers, general journal, 
and trial balance books. Bound books are also popular 
for columnar distributions and printed form records. 
In general, bound books have advantages in the keep- 
ing of records in which a prime consideration is the 
chronological order of transactions or occurrences. 


Expenditures for blank books, we have seen, repre- 
sent a surprising proportion of the account book pur- 
chases of many large concerns; but medium-sized and 
smaller firms use bound books to even greater extent 
proportionately. In this various factors play a part. 
Among them are economy, convenience, and personal 
preference. Many blank books are still sold today 
solely because of custom and personal preference, in 
some instances despite the fact that some other type 
of equipment might serve the purpose better. Sales 
of this class include certain public records and whole 


The most highly developed machine of this type is that 
made by Ditto, Inc., of Chicago. 

In order to describe clearly the different machines 
mentioned we have been obliged to name several of the 
manufacturers. We include below the names of sev- 
eral of the other manufacturers who have made con- 
tributions to the duplicating machine art: 

Underwood Typewriter Company, New York, N. Y.; 
Felix F. Daus Duplicator Company, New York; J. F. 
Durkin, Pittsburgh, Pa.; Heyer Duplicator Company, 
Chicago, and The Rotospeed Company, Dayton, Ohio 
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accounting systems of concerns which though they 
adhere strongly to practices which are considered as 
of the past nevertheless do a considerable volume of 
business. But, no matter what the reasons assigned 
for the fact, blank books are still a highly important 
factor in the office equipment trade. 


There are today being made and sold in the United 
States bound ledgers and journals as beautiful as those 
of former years. Though machinery is used to a 
greater extent now than twenty-five years ago in the 
making of these ornate volumes, much of the work 
on them is still done by hand and they manifest the 
pride of the skilled craftsman in the practice of his 
handicraft. In material and construction these books 
differ but little from those of a generation ago. 


The trend in blank books, however, has been away 
from the elaborate sheepskin and morocco hand-made 
bindings toward the medium-priced half-leather bound 
books. The use of up-to-date machinery makes pos- 
sible excellent values in the medium and cheaper 
grades of bound books. Bound memorandum and note 
books, for instance, are now made by automatic ma- 
chines. Machinery enters in a lesser degree into the 
making of canvas-covered and half-leather bound 
books of account. The prices of blank books may in 
general be said to vary inversely with the extent to 
which machinery is used in their manufacture. 


Some idea of the scope of blank book manufactur- 
ing today may be gotten from the fact that several 
manufacturers each make more than 4,000 distinct 
stock blank book items. 

Besides school note books and memorandum books 
there are several other classes of blank books which 
are manufactured in large quantities. Among them 
are bank pass books, investment registers, and delivery 
wagon books. In some sections of the country there 
are still used the once familiar charge purchase books 
in which the grocer and the butcher made pencilled 
entries to confront father on pay day or when he sold 
part of his crop or herd. 

Of the various types of equipment for keeping 
records each has its advantages for certain purposes. 
When requirements are carefully analyzed and the 
equipment suited to the situation, it becomes evident 
that blank books still play a very important part in the 
business scheme. 
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@® When Antoninus was asked to adjudicate the 
cause of a complainant whose ship had been rammed 
by another vessel in the harbor, the Emperor replied 
to the effect that he admitted his supreme jJurisdic- 
tion over affairs on land but declined to extend his 
authority over the sea, which already had a competent 
body of law, based on precedent, and the means to ad- 
minister it. The subject of inks is not generally con- 
sidered as one involving admiralty jurisdiction, not- 
withstanding the jokes current in Chicago twenty-five 
years ago to the effect that local inkmakers would never 
lack their most important raw material as long as Lake 
Michigan continued to function as a fresh water 
inland sea. 

It is not, however, intended to analyze the ingre- 
dients of ink—a task for the technician—nor to write 
a history of this important product which for centuries 
has been one of the foundation supports of the sta- 
tionery business. It is desired only to sketch the im- 
portant developments which have come about in the 
preparation and distribution of inks and adhesives dur- 
ing the quarter century just passed; to note some of 
the newer products insofar as their general application 
is concerned and perhaps to touch upon certain im- 
provements in processes which have been generally 
adopted by manufacturers during that period. 

There have been within comparatively recent years 
marked improvements in labels and packages, and users 
have been offered inks and adhesives in a variety of 
sizes, the containers being so attractively shaped and 
labeled as to make them suitable as a part of the writing 
equipment of desk or boudoir, and this without mate- 
rial addition to the cost. Today the ink and adhesive 
display in the up-to-date stationery store is one of the 
most attractive and colorful spots in the establishment. 


The growth of other means of writing the vast 
amount of correspondence and other record work which 
goes on today all over the world has by no means put 
the ink manufacturers out of business, for the product 
is still necessary today as in the past, both in the office 
and the home, in hotels, banks and commercial houses 
and on trains and ships, from earth to air, everywhere 
the human race maintains an authentic record of its 
multifarious activities. It is safe to say that more ink 
is consumed today and more and different kinds of 
adhesive than ever before in history, this increased con- 
sumption resulting from the fact that industry itself is 
diversified and the transactions are enormously multi- 
plied not only by reason of greatly increased popula- 
tion but because of the many more things the individual 
regards as necessary or desirable. Furthermore, a far 
greater proportion of individuals are educated today 
than in other centuries and so are familiar with the use 
of the pen. Many, too, who have access to the writing 
machine and use it for serious work, employ the pen 
for many things for which the machine is not so well 
adapted. Notwithstanding the wide use of bookkeep- 
ing machines in large establishments, there are thou- 
sands upon thousands of companies whose daily trans- 
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actions are not large enough to warrant the expense of 
a machine bookkeeping system and here also the pen 
is the accepted instrument of record. 

Such changes in the manufacture and distribution 
of ink as have come about in the last twenty-five years 
have followed the development of other means of rec- 
ord making. It is likely that the manufacture of 
copying inks, for instance, has not increased in the 
same proportion as the use of fountain pen inks, 
writing fluids, etc. Time was when letters were pen- 
written with cupying ink and copied into the letter 
book. That time has very largely gone by, the carbon 
copy and the vertical file having largely taken the place 
of the letter copying press. Inks in various colors, 
blue, green, purple and red, are used for specific pur- 
poses and even to satisfy the whims of users. Red 
inks, of course, are chiefly used by bookkeepers along 
with a durable quality of blue-black ink. 

Practically all of the standard processes for the 
manufacture of time-resisting inks were known twenty- 
five years ago, since which time there has been some 
advance in the art of blending and mixing and some 
improvement in the production of durable inks by other 
chemicals than by means of the old established prod- 
ucts. The prevailing use of fountain pens has brought 
out certain so-called fountain pen inks adapted par- 
ticularly for use in such writing instruments. These 
inks are for the most part permanent, free flowing and 
do not leave a sediment if the pen is freely used and 
reasonably well cared for. They are to be had in black 
writing black and blue turning to black, also in other 
colors, and are gotten out by various ink manufacturers 
as well as two or three fountain pen companies. Ink 
manufacturers, we believe, are not willing to agree that 
fountain pen inks are necessarily any better than or 
materially different from popular writing fluids manu- 
factured by themselves. 

A leading ink manufacturer has suggested that the 
increased use of color in ink which has come about in 
the last twenty-five years may be due to the prevailing 
use of the fountain pen, which, owing to its feeding 
mechanism, supplies as a rule less ink to the point than 
the steel pen, producing a different type of line best 
emphasized by a vigorous color in the ink. While ap- 
proving the black and blue-black writing fluids, he is 
inclined to deplore the use of other colors, except red, 
which answers specific purposes. And perhaps here is 
as good a place as any to state that in the trade, ink 
is specifically a writing medium which remains the same 
color as it was when written, while writing fluid is one 
which writes one color and changes to another on ex- 
posure to the air. 

From time to time the matter of alleged indelibility 
of certain inks comes up. It is exceedingly doubtful if 
any ink will resist all chemicals. It has been found 
that an acid-proof ink will not resist alkali and that an 
ink with an acid base is not proof against acids. How- 
ever, some of those inks are vigorous enough after 
having dried to resist dissolution almost to the point of 
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destroying the paper on which the characters are 
written. 

The business of manufacturing inks is, of course, 
very old and not all the concerns which went into the 
ink making business since the revolution are in exist- 
ence today; in fact, we know of none that can trace its 
history back to the times of Washington. However, 
there are companies in this field which are more than 
seventy years of age and their names are among the 
outstanding houses in the office equipment industry. 
One American ink concern had its origin more than a 
hundred years ago. 

Adhesives 


There have been some changes by way of new goods 
offered on the market during the last twenty-five years. 
The manufacture of library paste goes back, of course, 
much farther than that, but there have been changes 
in containers and improved packages, as well as certain 
improvements in the product. The use of collapsible 


tubes has had some vogue in the last generation and, 
indeed, one of the principal houses in the office equip- 
ment industry making a wide line of specialties, even 
including office furniture, had its inception in the manu- 
facture of commercial paste put up in collapsible brush 
tubes. This implied a somewhat softer paste than that 
furn:-hed in the usual library paste jars. Since the 
beginning of the twenty-five year period there have 
been changes and improvements in water wells used in 
paste jars. The industry has advanced in the produc- 
tion of pastes with better keeping qualities than the 
early paste, and two or three of the better known 
manufacturers have brought out under trade mark 
labels special pastes which do not require additional 
water to make them available for instant use. There 
are special pastes and glues of recent origin which have 
received attention from time to time in this and other 
publications. These pastes each fulfill a purpose and 
have been found to be practical and well within the 
claims of their sponsors. 


DATING AND NUMBERING 
DEVICES 
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@© The articles with which we shall deal under this 
head may not seem individually important; yet to- 
gether they constitute a large and profitable part of 
the business of many office equipment dealers. One 
successful manufacturer (at least) and jobber of de- 
vices of this kind makes a specialty of studying for 
dealers the marking device problems of customers and 
suggesting plans and systems which the dealer can 
present to his prospect with the necessary marking and 
numbering devices. 


Twenty-five years ago rubber stamp daters were 
already in general use. Since then their popularity 
has continually increased. The ubiquity of the rubber 
stamp dater perhaps tends to make us lose sight of the 
fact that it is, in spite of its simplicity, a cleverly 
planned and constructed device. But, excellent as 
dating stamps were twenty-five years ago, there has 
been progress in the field since then. Metal pulleys 
have been substituted for wooden ones, for instance. 
However, the most important development in dating 
stamps is the use of metal types on wheels in place 
of rubber characters on bands. The metal type dating 
stamp offers increased durability, better alignment of 
type, and more clearly defined impressions. Metal 
type dating stamps, too, provide for the stamping of 
any date in a century or, with some stamps, in a 
millenium. This range is made possible by “splitting” 
the year rows. That is, instead of having but one 
band for the years, as in the case of most rubber stamp 
daters, the metal type dating stamp uses either two or 
three type wheels for the year. The two-wheel model! 
covers a century and carries on one wheel the first 
three figures for each decade in the century, the other 
wheel carrying the last figure of the date. The three- 
wheel all metal dater uses one wheel for each of the 
centuries in a thousand years and the other two wheels 
show the last two figures of the year indication. 

Several special types of metal dating stamps have 
also been developed. These is the diminutive ledger 
and library dating stamp which makes an impression 
only half an inch wide. The average dating stamp im- 
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pression is twice as wide. Then there is the all metal 
counterpart of the rubber stamp which carries in addi- 
tion to the date several fixed lines of words with such 
data as the firm name, department, disposition of the 
document, and so on. 


When the first issue of Office Appliances was pub- 
lished all metal numbering machines were coming into 
general office use. Since that time numbering ma- 
chines also have been refined and developed. Twenty- 
five years ago three-movement numbering machines 
took care of the requirements of practically all users 
of numbering machines for office purposes. The three 
common numbering machine movements are: Con- 
secutive, duplicate, and repeat. Today there are, in 
comparison with the three-movement machines, num- 
bering machines with as many as fourteen movements, 
and these modern multiple numbering machines are as 
compact as their predecessors with much smaller ca- 
pacity. The fourteen-movement numbering machine 
prints the same number as many as thirteen times 
before automatically setting the next number. 


The device which controls the setting of the machine 
for particular movements is simple to operate; more 
so than the setting devices of some other types of 
numbering machines. The indicator or movement- 
setting device of multiple-movement machines has a 
small dial around which the various movements are 
indicated by engraved white characters against a black 
background. In the center of the dial is a knurled 
knob with a pointer which is set for the movement 
desired. In addition the indicator has an automatically 
moving, circular scale which shows how many impres- 
sions of a number have been made. If the user of 
the machine should make a mistake in stamping, he 
may at any time before the next number comes into 
position reset the machine so that it will repeat the 
entire run of the number. 


In numerical capacity, too, numbering machines have 
been improved. The numbering machines of twenty- 
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tions 


listed here have come in 


to being 


— 


a 


STATIONERY 


National 


The National Stationers Association. 

President, Charles M. Marshall, Ivan 
Allen-Marshall Company, Atlanta, Ga.; 
General Manager, Charles P. Garvin, 
§23-525 Investment building, Washing- 
ton, D. ¢ 


Wholesale Stationers’ Association of 
the U. §.—President, A. L. Salomon, 


\. L. Salomon & Company, New York, 
N Y.; Secretary-treasurer, H ( 
Whittemore, 1741 West Eleventh 
strect, Brooklyn 
District 

Capitol District.—President, Kenneth 
Gallien, Stetson-Fisk, Inc., Albany, N 
Y.; Secretary, Edwin Hourigan, W. H 
Smith Paper Company, Albany 

Colorado.—Chairman, George Math 
eson, P. O. Box 960, Denver, Colo 

Connecticut Valley—President, 
James E. Feeley, Springfield Office 
Supply Company, Springfield, Mass.; 


Eddy, E. A. Kramer 


>ecretary A. 


Company, New Haven, Conn 

Pacific Northwest.—President, Pal 
Clark, Clark’s Book Store, Walla 
Walla, Wash Secretary, Ralph Ortel, 
Shaw-Borden Company, Spokane, 
Wash 

Rhode Island.—Secretary, Wallace 
Atwell, Preston & Rounds Company, 


Providence 


Southern California.—Chairman ex 
ecutive committee, William F. Johns 
ton, Schwabacher-Frey Stationery 
Company Angeles; Secretary 
treasurer, G. H. Pockels, 704 South 
Spring street, Los Angeles 


Los 


Local 
Baltimore, Md.—President, Earle C 
Richardson, 19 East Baltimore street; 
Secretary, F. H. Holthaus, 118 West 


Fayette street 

*Boston, Mass.—President, George 
W. Pratt, J. L. Fairbanks Company; 
Secretary-treasurer, H. R. Bennett, 
William M. L. McAdams 

Buffalo, N. Y.—President, Frank W 
Hoole; Secretary, Irwin S. Besser, Bes 
ser 's, Inc 


Memphis, Tenn.—President, E. H 
Clarke, E. H. Clarke & Brother: Sec- 
retary, A. Jarratt Taylor, S. C. Toof & 


Company 
Midtown Stationers of New York. 
President, J. M. Appelbaum, Atlas 
Printers, Inc.; Secretary, Sol Wasser- 
man, Waterman Stationery Company, 

Inc 


Mohawk Valley.—President, Charles 
V. Sinisgalli, Utica Office Supply Com 
pany, Utica, N. Y.; Secretary, Freder- 
ick L. Grant, Grant’s Book Shop, 
Utica, N. Y. 

Montreal, Canada. 
Pennycook, Thomas \ 
Secretary-treasurer, O. H 
O. H. Manning & Company 

New Orleans, La.—Secretary, 
A. Berger, Balter building. 


New York, N. Y.—President, Louis 


President, W. S 
Bell, Ltd.; 
Manning, 


Frank 


C. Geils, Corlies, Macy & Company, 
Inc.; Secretary, William C. Siegert, 
William C. Siegert, Inc 

Northeastern Pennsylvania. — Presi 


dent, E. S. Fiske, Wilkes-Barre Penna.; 
Secretary, Owen B. Ash, Deemer & 
Company, Scranton, Penna. 


Philadelphia, Penna.—President, 
Francis B. Irwin, James Hogan Com 
pany, Ltd., Secretary, George Wust 
ner, 509 Chestnut street 

Richmond, Va.— President. 1. A 
Schwartz: Secretary, C. C. Gee, Vir 


ginia Stationery Company, In 


San Francisco, Calif.— President, B 
M. Carlisle, A. Carlisle & Company; 
secretary, Elton Wood, 621 Under 
wood building 

Seattle, Wash.—Chairman, Mr. Ter 
ry, Seattle Office Equipment Company 

*Stationers & Publishers’ Board of 
Trade.— President, W. C. Horn, W. C 
Horn & Bro. Company; Secretary- 
treasurer, Gordon Cameron, Park 
Murray building, New York 

Stationers’ Square Club.—President, 
Louis Tavernier, 200 Fifth avenue; 
Secretary, Mortimer Libien, 920 Eighth 
avenue, New York, N. Y¥ 

Commercial Stationers of Toronto. 
President, J. S. Luckett, Luckett Loose 
Leaf, Ltd.; Secretary-treasurer, N. S 
Cuthbert, 11 King street, W. Toronto 


Regional Governors 


District No. Groom, 


1.—Samuel B 


Thomas Groom & Company, Boston, 
Mass. 

District No. 2.—F. D. Sargent, 
Franklin D. Sargent, Albany N. Y. 
District No. 3.—John G. Hullett, 
Baltimore Office Supply Company, 
Baltimore, Md. 

District No. 4.—John D. Hanson, 


Perry & Buckley Company, New Or- 
leans, La 


District No. 5.—Edward L. Little, 
Wabash Cabinet Company, Wabash, 
Indiana. 

District No. 6.—A. R. Skibbe, Asso- 
ciated Stationers’ Supply Company, 


Chicago, Ill 


INDUSTRY 


With the exception of the organizations marked with a star (* 
within the past twenty-five years. 


the organtiza- 


District No. 7.—Cliff Cody, C. F. 


Cody Company, Dubuque, lowa. 

District No. 8—Ernest R. Hazel, 
Lockwood-Hazel Printing & Station- 
ery Company, Atchison, Kans. 


District No. 9.—E. Clifton Wilson, 


Wilson Stationery & Printing Com- 
pany, Houston, Tex. 

District No. 10.—F red B. Abernathy, 
C. F. Hoeckel Blank Book & Litho- 


graphing Company, Denver, Colo. 

District No. 11.—E. J. Chapman, 
Helwig-Chapman Company, Portland, 
Oregon. 

District No. 12.—M. §S 
Neuner Corporation, Los 
California. 

District No. 13.—]J. S$ 
ett Loose Leaf, Ltd . 
Canada 


Thomas, 
Angeles, 


Luckett, Luck- 
Toronto, Ont., 


Booksellers and Stationers 
Illinois 


President, C. H. Marquis, Blooming- 


ton, Ill.; Secretary-treasurer, E. A. 
Nickols, Springfield, IIL. 
Kansas 
President, Phil M. Anderson, New- 
ton; Secretary, F. G. Orr, Wichita, 
Kans 


MACHINERY 


National 


Office Equipment Manufacturers’ In- 
stitute.— President, Clement Ehret, In 
ternational Business Machines Cor- 
poration, New York, N. Y.; Secretary- 
treasurer, H. R. Russell, Remington 
Rand Business Service, Inc., 374 Broad- 
way, New York 


TYPEWRITERS 
National 


President, H. F. Sanderson, El Do- 
rado, Ark.; Secretary, P. E. Kinnisten, 
7600 Prairie avenue, Chicago, III. 


Local 


Boston, Mass.—President, O. E. 
Bergstrom, New England Adding Ma- 
chine Company; Secretary, W. S. 
Davison, Office Appliance Company. 

Chicago, Ill. — President, Elmer 
Young, Young Typewriter Company; 
Secretary-treasurer, P. E. Kinnisten, 
7600 Prairie avenue, Chicago, IIL. 

Cleveland, Ohio.— President, Leo M. 
Adler, Cleveland Calculating School. 

Pittsburgh, Penna.—Secretary, Fred 
Houck, American Typewriter Com- 
pany. 
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San Francisco, . Calif.—President, 
C. E. F. Russ, Royal Typewriter 
Company, Inc.; Secretary-treasurer, 
Lester F. Secor, Guarantee Typewriter 
Company, San Francisco, California. 

Seattle, Wash.—President, L. M. 
Dixon, L. C. Smith & Corona Type- 
writers Inc.; Secretary, E. N. Phelan, 
Retail Trade Bureau. 


FURNITURE 
National 


Associated Office Furniture Manu- 
facturers.—President, D. A. Raggio, 
The Clemetsen Company, Chicago; 
Manager, J. Arthur Whitworth, 801 
Michigan Trust Building, Grand Rap- 
ids, Mich 

Steel Furniture Manufacturers.— 
President, O. A. Wilkerson, The Globe- 
Wernicke Company, Cincinnati; Sec- 
retary, J. D. M. Phillips, Union Trust 
building, Cleveland. 

Desk Manufacturers Institute.—Sec- 
retary, J. Arthur Whitworth, 801 
Michigan Trust building, Grand Rap- 
ids, Mich 

Local 

Evansville, Ind.—President, W. C 
Bieneman, Imperial Desk Company; 
Secretary, John C. Keller, Furniture 
Building 


CARBONS AND 
RIBBONS 


National 
Carbon & Ribbon Exchange—Pres 


ident, S. A. Neidich, Neidich Process 
Company, Burlington, N. J.; Secre- 
tary, S. W. Mifflin, 500 Stock Exchange 
building, Philadelphia, Penna. 


GREETING CARDS 
National 


Greeting Card Association. — Presi 
dent, George E. Milner, 23 Lafayette 
street, Brooklyn; Secretary-treasurer, 
R. W. Hicks, 354 Fourth avenue, New 
York. 


PAPER AND PAPER 
PRODUCTS 


National 


*Writing Paper Manufacturers’ As- 
sociation.—President, D. K. Brown, 
Neenah Paper Company, Neenah, 
Wis.; Secretary-treasurer, E. H. Nay- 
lor, 44 Vernon street, Springfield, Mass. 


OFFICE APPLIANCE 
MANAGERS 


Local 


Atlanta, Ga.—President, Joe P. Fa- 
gan, Remington Rand Company; Sec- 
retary-treasurer, E. F. Valentine, Gen- 
eral Office Equipment Corporation. 

Chicago, Ill—President, A. E. Black- 
stone, Dictaphone Sales Corporation; 
Secretary-treasurer, W. P. Hoy, Am- 
berg File & Index Company. 

Cincinnati, Ohio.—President, C. H. 
Smith, Transo Envelope Company; 
Secretary-treasurer, M.S. Walsh, A. B. 
Dick Company. 

New York, N. Y.-——-President, C. R. 
Fox, Dictaphone Sales Corporation; 
Secretary-treasurer, C. F. Price, Rem- 
ington Rand Business Service. 

Philadelphia, Penna.—President, J. 
B. Jones, L. C. Smith & Corona Type- 
writers Inc.; Secretary-treasurer, B. L. 
MacChesney, Tabulating Machine 
Company. 


Pittsburgh, Penna.—President, Ed- 
ward H. Jones, L. C. Smith & Corona 
Typewriters Inc.; Secretary-treasurer, 
Philip S. Beese, Loose Leaf System & 
Supply Company, Inc. 

Portland, Me.—President, A. N. 
Kitchen, Underwood Typewriter Com- 
pany; Secretary-treasurer, Willard 
Foss, Roberts Office Supply Company. 


TRAVELERS 


Central 


President, Carl L. Kaufman, Moore 
Push-Pin Company, Chicago; Secre- 
tary, Harry Balch, Quality Park En- 
velope Company, Chicago. 

Midwest 

President, K. H. Kiesel, The Car- 
ter’s Ink Company, Madison, Wis.; 
Secretary, F. M. O’Connor, Irving-Pitt 
Manufacturing Company, Kansas City, 
Missouri. 

New England 

President, William Driscoll, The 
Carter’s Ink Company; Recording Sec- 
retary, Robert W. Myers, Eaton, Crane 
& Pike Company, Pittsfield, Mass. 

Northwest 

President, Fred C. Schaefer, Sanford 
Manufacturing Company, Chicago; 
Secretary, A. R. Skibbe, Associated 
Stationers’ Supply Company, Chicago. 
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APELA CLUBS 


National 


President, A. L. Barber, Dongaghey 
building, Little Rock Ark.; Secretary- 
treasurer, Frank Eaton, Exchange 
Bank building, Little Rock. 


Local 


Dallas, Tex. — President, Joe T. 
Allen of Ernst and Ernst; Secretary, 
Sylvan Jarrett, United Autographic 
Register Company. 

Little Rock, Ark.—President, Robert 
E. Wait, Arkansas Bankers’ Associa- 
tion; Secretary, W. P. Gruenberg, 
Globe Stamp and Seal Company. 

Oklahoma City, Okla.—President, 
Early A. Dean, Burroughs Adding Ma- 
chine Company; Secretary-treasurer, 
Albert W. Cory, Wolf & Company. 

Wichita, Kans.—Secretary, Carl Gin- 
zel, 921 Union National Bank building. 


Miscellaneous 


Pace Makers’ Club, Peoria, IllL— 
President, Walter J. Cashman, Busi- 
ness Equipment Company; Secretary, 
E. V. Siebenthal, “Comptometer” Com- 
pany. 

Hub Club.—President, L. E. White, 
Royal Typewriter Company, Inc.; Sec- 
retary, W. M. Black, Do/More Chair 
Company, St. Louis, Mo. 


STAMP MANUFACTURERS 


National 


President, H. A. Evers, Henry A. 
Evers Company, Providence, R. L.; 
Managing Secretary, James QO. Cor- 
bett, 803 Fulton building, Pittsburgh, 
Pennsylvania 


Local 


Baltimore, Md.— President, A. Kauf- 
man, 213 East Fayette street; Secre- 
tary, H. Curlander, 310 East Baltimore 
street 

Chicago, IlL—President, Charles L. 
Safford; Secretary-treasurer, Roy L 
Melind, 362 West Chicago avenue. 

Detro:t, Mich.— President, Verne 
Sorge, Acme Stamp Company. 

New York, N. Y.—President, G. M. 
Ness, Jr., 61 Fulton street; Secretary, 
George E. Becker, 26 East Thirteenth 
street. 

Philadelphia, Penna.—President, R. 
W. Shindler, 234 Arch street; Secre- 
tary, Edward E. Sedgley, 24 North 
Sixth street. 

Portland, Ore.—President, C. H. Jor- 
dan, Kilham Printing & Stationery 
Company; Secretary, Otto Hillrud, 247 
Washington street. 

St. Louis, Mo.—President, R. H. 
Ploeger, Grimm Stamp & Badge Com- 
pany; Secretary, H. G. Mesloh, Steiner 
Engraving & Badge Company. 


District Governors and Secre- 
taries 


District 1—Governor, R. E. Ginn, 
James H. Matthews & Company, Pitts- 
burgh; Secretary, L. J. Reilly, Detroit 
& Regal Rubber Stamp Company, 
Detroit. 

District No. 2.—Governor, Harry 
Jonas, American Stamp Manufactur- 
ing Company, New York, N. Y.; Sec- 
retary, Adolph Gottscho, 316 Green- 
wich street, New York. 


District No. 3.—Governor, FE. M. 
Mellgren, St. Paul Stamp Works, St. 
Paul, Minn.; Secretary, George Rous- 
sopoulos, Northwestern Stamp Works, 
St. Paul. 

District No. 4.—Governor, Harry 
Schweizer, Charles K. Schweizer Com- 
pany, St. Louis, Mo.; Secretary, T. W. 
Kisker, Banner Rubber Stamp & Seal 
Company, St. Louis, Mo. 


District No. 5.—Governor, H. L. Bit- 
ter, Parker Stamp Works, Hartford, 
Conn.; Secretary, Fred Whittaker, 
Craven-Whittaker Company, Provi- 
dence. 

District No. 6.—Governor, George 
Pettet, Superior Manufacturing Com- 
pany, Toronto, Canada; Secretary, H. 
R. Rayner, Charles W. Mack, Toronto, 
Ontario. 

District No. 7.—Governor, A. T. 
Partridge, Pacific Coast Stamp Works, 
Seattle, Wash.; Secretary, E. J. Garri- 
son, Tacoma Rubber Stamp Company, 
Tacoma, Wash. 

District No. 8.—Governor, Sig Pels, 
Moise-Klinkner Company, San Fran- 
cisco, Calif.; Secretary, P. L. Haworth 
Los Angeles Rubber Stamp Company, 
Los Angeles, Calif. 

District No. 9.—Governor, Richard 
L. Lamb, Lamb Seal & Stencil Com- 
pany, Washington, D. C.; Secretary, 
Robert H. Hay, Hay Rubber Stamp 
Company, Washington, D. C. 

District No. 10.—Governor, W. P. 
Southwell, San Antonio Rubber Stamp 
Company, San Antonio, Tex.; Secre- 
tary, J. R. Richardson, Houston Stamp 
& Stencil Company, Houston. 

District No. 11.—Governor, Carl G. 
Dury, George C. Dury Company, 
Nashville, Tenn.; Secretary, R. C. Me- 
Coy, Southern Stamp & Stencil Com- 
pany, Atlanta, Ga. 
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and Numbering Machines—Continued from 
page 53.) 

five years ago were rarely, if ever, required in greater 

than six-number capacity, or up to 1,000,000. Today 

sales of eight-figure machines numbering up to 100,- 

000,000 are far from uncommon. 

Another improvement in numbering machines is the 
visible indicator which shows in plain figures the next 
number to be printed. 

A recent development in numbering machines is the 
use of handles with color effects, in line with the 


(Dating 


TRE 


oe 


@© There are dull days in Italy, as elsewhere—days 
when clouds pack the heavens and pile their apol- 
calyptic shapes between earth and sun. Looking out 
through the small leaded panes of his window, the 
great Master beheld in the rolling, lightning-shot 
masses, a vision of glories past and tragedies to come. 
Turning to his easel, he picked up a pencil blended of 
lead and antimony and rapidly outlined upon the taut 
canvas the figures of a mighty group—a picture which, 
when completed in its strength of line and glory of 
color, outranked all other masterpieces of religious 
symbolism. Thus in the language he knew best did 
Michelangelo limn one of the tremendous works which 
became the marvels of later generations. 

We present no guarantee of the literal truth of the 
incident related. It might have so happened. The 
law of suggestion works in mysterious ways. 

The term “lead pencil” survives from the time when 
pencils were made of lead. It is said that graphite 
was known in the sixteenth century, but was not plen- 
tifully produced. In a later century extensive graph- 
ite mines were discovered at Barrowdale, England, and 
these mines until exhausted produced nearly all the 
graphite used for pencil manufacture. At first the 
rods of graphite were sawed out and pressed into the 
wood. Conte, a Frenchman, powdered the graphite 
and put it together with a binding material producing 
the graphite part of the pencil substantially as it is 
now. He did not follow up his invention, and the 
Germans took it up. To Germany probably belongs 
the credit of working out the idea of the pencil in its 
present form. 

We note a greater volume in the sale of wooden 
pencils from year to year in past decades. Much pro- 
gress has been made in improving the quality of leads, 
particularly in the field of uniform and more reliable 
grading. “In other words,” says a leading pencil 
manufacturer, “likening the seventeen degrees of 
hardness of lead to notes on a scale of music, the spac- 
ing is very much more reliable, generally speaking, 
than it was even five or six years ago, and a discord 
in grading is the rare exception.” Improvement has 
also been noticeable since the war in leads for the 
cheaper grades of pencils. 

In the last two decades packages have been made 
more substantial and both packages and pencils have 
been made more attractive. It is of interest to know 
that the only polishes used for pencils in the early part 
of the present century were black, natural and maroon. 
Now we have every color and shade of the rainbow, 


FEFAD PENCIL 
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present vogue for color in office and the home. 

Registers for tallying have in the past decade con- 
stantly been coming into wider use in offices for such 
purposes as checking telephone calls and machine pro- 
duction. Tally registers either number consecutively 
up to capacity and start over again or they have set- 
back devices which permit the user to begin each tally 
with zero. 

Numbering machines and dating stamps offer profit 
possibilities which no wide-awake commercial stationer 
can afford to overlook. 


as well as fancy mottled effects and other color com- 
binations. 

The colored pencil is being more and more used in 
the field of art than it was formerly, and now ranks 
with oil paints, water colors and charcoal as one of the 
important media in this line of human activity. An 
interesting innovation in the field of colored pencils is 
one which can be used as a colored pencil and also as 
a painting medium, the paint being incorporated in the 
“lead” of the pencil. In the development of demand 
for colored pencils, thin leads in colors and thin lead 
colored pencils have been a no inconsiderable factor. 

Red cedar was at one time exclusively used for pen- 
cils. Now the so-called “incense cedar” is being used 
largely. The wonderful developments which have tak- 
en place in the treatment and staining of woods have 
made it possibe to use certain kinds of wood for the 
making of pencils that, until recently, could not be 
used for this purpose. The invention and application 
of this process is of quite recent date. 

Another leading pencil manufacturer adds that it 
is now possible for most pencil makers to cut, season 
and treat their cedar in California, so that the user 
of the pencils gets wood always of the same cutting 
speed, or practically so. This is important, since near- 
ly all modern offices now use pencil sharpeners. Be- 
fore the war only the natural cedar was used and no 
way was known to make certain that it would reach 
the consumer in the same condition in which it left 
the factory. 

This manufacturer deplores the tendency among 
large consumers to insist on imprint pencils. He sug- 
gests that dealers should make every effort to encour- 
age the sale of branded goods, and let the manufac- 
turer stand behind his products. 

In the last twenty-five years there have been im- 
provements in the application of rubber tips. Many 
years ago rubber tipped pencils were not known, and 
it has only been within the last few decades that rub- 
ber tips have been as universally used as now. A re- 
cent development brought out by a prominent manu- 
facturer is the patented clamp tip eraser, which en- 
ables the user to adjust the rubber as it wears down 
and to renew it when exhausted. One producer, alive, 
perhaps, to some of the too-prevalent diversions of a 
part of the population, recently produced a pencil tip 
combining an eraser and a bottle opener! 


Another development of recent years is the making 
of leads of different grades for the ever-pointed pen- 
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cils of the propelling lead type. These small leads 
now are to be had in black and colors and in several 
degrees of hardness. 


During the war, at the instance of the United States 
government, an economy campaign was put on in the 
lead pencil industry and a committee composed of the 
leading pencil manufacturers with a government ad- 
visor went through the multiude of different brands 
of pencils with a view to eliminating unnecessary 
grades. This committee did a fine piece of work, ma- 
terially reducing the number of pencils, similar in qual- 
ity and performance, but sold under different names, 
thus simplifying factory problems and dealer prob- 
lems as well for the grades retained covered every nec- 
essary pencil requirement. Since the war there has 
seemed again to be a tendency toward diversity of 
brands, types and labels. However, one of the fore- 
most American pencil houses is now putting on a vig- 
orous campaign to teach dealers that it is not necessary 
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TYPEWRITER 


@® The devices included under the general head of 
typewriter accessories are, naturally, all direct out- 
growths of the use of the typewriter. The importance 
of the industry of manufacturing and distributing 
typewriter accessories is more readily apparent when 
one considers that under this head come also type- 
writer ribbons and carbon papers, to which a separate 
article has been devoted in this section. 

The devices mentioned in the following paragraphs 
are either products of the past twenty-five years or 
have become generally popular during that period. 
Space permits only a reference to each type of device. 
The range of this subject of typewriter accessories 
makes it seem not improbable that, in spite of careful 
consideration of the subject, we have inadvertently 
omitted some products which should have been in- 
cluded under this heading. 


Typewriter Vibration Absorbers 


Sometimes a typewriter support acts as a sounding 
board for the transmission of vibrations caused by 
the impacts of the typebars and carriage move- 
ments. To lessen the transmission of sounds inci- 
dental to the operation of typewriters has been the 
object of scores of devices. Many of them were 
failures commercially; others still continue in public 
favor. 

Typewriter shock absorbers must not cause the 
typewriter to sway when in use and yet must provide 
sufficient resiliency and vertical play to hinder the 
transmission of vibrations of the typewriter support. 
Often the rubber feet which come with the typewriter 
are considered sufficient for the purpose. In many 
instances, however, great improvement is noticed when 
some additional vibration-deadening device is installed. 
These are made of rubber, felt, and metal springs in 
various combinations. Some devices of this type 
permit the typewriter to be moved back and forth 
readily, as conditions require. 


Key Cushions 


The purpose of cushion key-covers is to provide a 
resilient striking surface for the finger tips of the type- 
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to carry such a diversified range of styles, but that all 
pencil needs can be met with a reasonable number 
each suited to some special requirement. 


The making of paper-covered pencils is one of the 
features of comparatively recent years although their 
manufacture goes back farther than the last quarter 
of a century. These paper pencils are made in several 
different grades and colors and in various degrees of 
hardness. 

Considerable development has taken place in win- 
dow and counter displays, packages, etc., some very 
striking and handsome effects being produced by the 
manufacturer, all tending to create an interest in pen- 
cils and their proper selection to suit the purpose of 
the user. Education, indeed, along this line has been 
beneficial to the pencil industry as a whole and will 
continue to result in better considered business and a 
more profitable selection of stock to suit the needs of 
customers. 


oe 


ACCESSORIES 


writer operator. Many key cushions have semi-soft 
rubber tops fastened in metal sleeves which fit over 
the typewriter keys. Some are made entirely of 
rubber. One make has tops of a fairly hard composi- 
tion ; resiliency is supplied by small coil springs. 

An objection sometimes raised against key cushions 
was that the designating characters on them became 
illegible too soon. This former shortcoming has been 
nullified by the gradual and complete elimination of 
“sight” typists. Many operators today use blank 
cushions and most of them pay little attention to 
whether the characters on cushions and keys corre- 
spond. Then, too, manufacturing processes have been 
improved so that the designations on key cushions 
remain legible longer. 


Type-Cleaning Fluids 


The demand for neater typewritten work grows 
constantly. Employers expect from typists the clean- 
cut impressions which any machine in fairly good con- 
dition is capable of producing with a good ribbon. 
Hence, it is no longer considered sufficient occasionally 
to pin-prick and brush the type and at long intervals, 
perhaps, to wash them with alcohol, benzine, or a 
similar liquid. 

The appearance of the work turned out by typists 
has been improved by manufacturers of type-cleaning 
fluids in that, first, they have through intensive adver- 
tising and sales efforts placed their type-cleaners in 
almost all offices, where the very presence of the bottle 
is an incentive to the use of its contents. Then a really 
clever bit of psychological appeal has been made in 
imparting an attractive odor to type-cleansing fluids. 


Platen Twirlers 


The time spent in putting a single sheet of paper 
into the typewriter seems negligible; it probably is 
when the typewriting takes up the full sheet. But in 
writing short communications, addressing envelopes, 
writing cards, and similar work, almost as much time 
may be spent in preparing to write as is used in actual 
writing. Getting ready to typewrite is, in a sense, 
unproductive effort which should be reduced to a 
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minimum. That is the object for which platen twirlers 
are intended. These twirlers fit over the platen knobs 
of the typewriter and have the effect of slightly in- 
creasing the diameter of the knob, thus giving greater 
leverage. Platen twirlers are made of semi-soft 
rubber; therefore they afford a comfortable yet firm 
gripping surface. 

The number of platen twirlers sold by commercial 
Stationers and dealers in typewriter accessories testifies 
to the popularity of the device among typists. 


Production Counters 


One of the first mechanical devices used to check 
the amount of work produced by typists was called a 
word counter and operated from the space bar of the 
typewriter. The theory is that the number of spaces 
between words represents the number of words 
written, since extra space strokes between sentences 


are compensated by words which begin lines and 
therefore require no space stroke before them. How- 
ever, space-bar counters offer a temptation which 


makes some countercheck almost a necessity. 

Another type of production counter made by several 
manufacturers works with the escapement and thus 
counts every system which offers less 
temptation than that of the space-bar counter. 

Perhaps the fairest and most reliable system of 
measuring typewriter production is the use of scales 
by means of which are calculated the number of spaces 
to the line and the number of lines on each sheet. Such 
scales are usually printed on celluloid. 





Erasers 
Errors in typewriting are usually annoying to the 


STEEL 


oe 


years and more the steel pen 
increasingly formidable rival, 
daily receiving new recruits. Re- 
inforcements under new banners are coming up to 
attack the ramparts held by the steel pen. Fountain 
pens, with many millions of dollars in capital, their 
hosts captained by able advertising and sales managers 
commanding hundreds of trained salesmen, backed by 
the resources of perfectly equipped factories and 
laboratories where expert chemists and other tech- 
nicians test every substance and process, are assailing 
the strongholds so long and so bravely defended. New 
sizes, types and colors to attract the most casual eye 
are daily sapping the walls, while, not content with the 
direct attack, the besiegers are executing an enveloping 
movement in which they assail every established post- 
tion—the home, the office and the school. Already in 
possession of the pockets and handbags of pen users, 
the 
well. 
In the face of such an attack it is not surprising that 
the steel pen has lost some ground, but, oddly enough, 
so terrific an attack has by no means succeeded alto- 
gether, and the steel pen shares with the fountain pen 
every use except the one the former never had—the 
pocket of the user! The steel pen has so well held its 
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fountain pen now seeks possession of the desk ; 
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typist, not only because they cause interruptions, but 
also because they involve what seems waste effort. 
That a good eraser is necessary to remove even newly- 
made impressions when a high- -grade typewriter ribbon 
has been used is not surprising, for such records have 
an astonishing degree of permanence. The ink is 
driven into the fabric of the paper by the impact of 
the type and after a short time will withstand severe 
tests by acid fumes, ink eradicators, heat, light, mois- 
ture, and other destructive agents. 


The resistive power of typewriting is probably the 
challenge which was responsible for some of the me- 
chanical erasing devices which were placed on the 
market during the past twenty-five years. Several of 
these devices used the principle of a circular erasing 
wheel which had a flexible connection with the source 
of power; in one device a crank and gear and in an- 
other a small electric motor. Perhaps because typists 
now have a higher percentage of accuracy there seems 
to be today little demand for erasing machines. 


The most popular typewriter erasers are still the 
familiar circular and polygonal forms. A _ variation 
in these is the laminated eraser with pencil-erasing 
material on the two faces and typewriter eraser in the 
center, after the manner of a sandwich. The type- 
writer eraser has also been equipped either with a flat 
metal hook for hanging the eraser on the typewriter 
or with a small brush for cleaning from the paper the 
dust left by erasures, or with both hook and brush. 


A distinct type of ink and typewriter eraser which 
was placed on the market about a decade ago was 
made of strands of spun glass. 


oe 


DENS 


ground that it has produced a growing business 
throughout the years, though there has been no in- 


crease in the number of the principal manufacturers, 
who include the Esterbrook Steel Pen Manufacturing 
Company, Camden, N. J., pioneers in the American 
field; Turner & Harrison of Philadelphia; The C. 
Howard Hunt Pen Company, Camden, N. J.; Miller 
Brothers of Meriden, Conn., and the Eagle Pencil 
Company of New York City. The well-known and 
widely-used Spencerian pen is made by Perry & Com- 
pany of Birmingham, England, and distributed by the 
Spencerian Pen Company of New York City. 

In the last quarter century there have been no out- 
standing changes in steel pens which long have been 
so nearly perfect as writing instruments. There have, 
however, been some special nibs brought out of com- 
paratively recent years. These include the ball, bowl 
or oval point so well liked for its smooth-writing 
qualities, while some years ago a measure of popu- 
larity was achieved by a pen which doubled over above 
and beneath the point, providing a receptacle for con- 
siderable ink at one dip. There are also several other 
developments of this idea. The most recent application 


of the ink reservoir idea is the Dipaday pen of 
the Sengbusch Self-Closing Inkstand Company of 
Milwaukee. 
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oe DENCIL SHARPENERS oe 


@@ The graphite pencil, although comparatively a 
newcomer among implements for writing by hand, is 
today probably used by a greater number of individ- 
uals than has been any other writing instrument since 
men first began to record their ideas. This was true 
twenty-five years ago, when the fountain pen was com- 
ing into vogue and the first modern types of mechan- 
ical pencils had not yet been invented. Then the 
graphite pencil was supreme as a writing instrument 
carried in the pocket and no properly-equipped desk 
was without its assortment of wooden “lead” pencils. 

These were the conditions under which the modern 
pencil sharpening machine had its beginnings as a 
successor to the penknife and the little sharpening de- 
vices which many school children still carry in their 
pencil boxes. Indeed, the first pencil sharpening ma- 
chines of twenty-odd years ago might be called me- 
chanical penknives for they used three or more knife 
blades set radially on the end of a shaft and pencil 
sharpeners of this type still find wide sale. 

The introduction of milling cutters was a great step 
forward toward the type of pencil sharpener most 
widely used today. The milling cutter is a cylinder 
around which the cutting edges run spirally in the 
manner of screw threads. 

Even the very early pencil sharpening machines had 
an adequate receptacle for pencil shavings; which was 
an advantage over previous types of pencil sharpening 
devices. The receptacle was usually a drawer which 
one pulled out to see whether it was full. Pencil 
sharpeners with a drawer-type chip receptacle are still 
sold extensively. 

Soon there came the transparent celluloid shavings 


receptacle which surrounds the cutters and shows at 
all times how nearly full of chips it is. The celluloid 
receptacle not only added utilitarian value to the pen- 
cil sharpener but also enhanced its appearance. ‘This 
attractiveness was developed further when about a 
decade ago there were brought out the first machines 
with receptacles of celluloid finished in various striking 
colors. A still further extension of the application of 
color to pencil sharpeners was made about a year ago 
when there were placed on the market machines with 
frames and handles enameled in colors to match the 
celluloid chip receptacles. 


Among the other mechanical improvements which 
have been made in pencil sharpening machines since 
they were introduced are: The automatic feed; de- 
vices for securing any type of point which one desires, 
from extremely fine to blunt; electric motor drive, and 
devices to provide for the accommodation of pencils 
and crayons of various diameters. 

Although pencil sharpeners have been brought to a 
high degree of mechanical excellence, prices now cover 
so wide a range that no one need be without so use- 
ful a device. As a matter of fact, pencil sharpening 
machines have not only conquered the office but have 
also in large numbers invaded schools and homes. 


Thus, pencil sharpening machines have been im- 
proved from year to year since they first came on the 
market and the graphite pencil, in spite of its many 
rivals, now sells in larger numbers than at any time 
in its history; so that we have here another illustra- 
tion of the mutual interdependence and development 
of branches of the office equipment industry. 


co AUTOMATIC COBY HOLDERS ° 


@® Devices for holding in an upright position steno- 
graphic notes and other matter to be typewritten are 
as old as the typewriter itself. Many of the early 
devices had some mechanical means of indicating the 
line of copy to be written. The modern automatic 
copyholder and line finder which has made its appear- 
ance during the past twenty-five years is a refinement 
of the principles of earlier copyholding devices. 

The present day copyholder is designed to require 
a minimum of effort on the part of the typist. The 
device which moves the line indicator is located at 
the side of the typewriter keyboard; the copyholder is 
in back of and above the typewriter so that the portion 


of the text being copied or transcribed is directly in 
front of and on the same plane as the eyes of the 
operator. This placing of the copy tends to encourage 
the typist to sit in a natural position for typewriting 
because she is not required to turn her head or body 
to see the copy. 

To make copying still easier for the operator there 
has been embodied in the automatic copyholder the 
principle of moving the copy while the indicator re- 
mains stationary, so that the line of vision is always 
in a horizontal plane. The indicator on the automatic 
copyholder may be adjusted so as to accommodate any 
spacing between lines. 
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@© The history of scales is lost in the mists of an- 
tiquity. One ancient reference to which will 
readily occur to our readers as having been made sev- 
eral thousand years ago is that in the story of Bel- 
shazzar’s feast and the handwriting on the wall: 
“Thou are weighed in the balances and found want- 
ing!” And since men so early in their history studied 
the making ot scales, it is not surprising that the pres- 
ent-day scales which have the highest degree of de- 
pendability for general purposes are those which are 
based on a principle discovered milleniums ago. Spring 
scales, while of much more recent origin than scales 
of the balance type, have likewise proved their prac- 
ticability during long years of hard use. 


scales 


Scales of both types have long been used in offices. 
The first postal scales were of the beam type but spring 
postal scales are now widely used. The fact that the 
postal scale of today must weigh accurately to the 
fraction of an ounce is an illustration of the value 
which modern business places upon stopping small 
leaks. Repeated instances of putting two cents post- 
age too much on one letter and too little postage on 
another amount in the aggregate to considerable ex- 
pense and annoyance and constitute an item well worth 
consideration. 


The man who a century or so ago sent a letter hun- 
dreds of miles and paid perhaps twenty-five cents for 
the privilege thought that he was getting a bargain— 
and he was. But he mailed letters only occasionally. 
The modern business man must watch even the pen- 
nies carefully if he is to succeed under the highly com- 
petitive conditions of the day. The postal scale is one 
of the valuable office devices which has for its purpose 
economies in office practice. 

Postal scales were in use in offices during the lat- 
ter part of the nineteenth century and the mechanisms 
of the successful office scales of today differ but slight- 


+ GUMMED TARE 


@@ Gummed tape is one of the smaller items of the 
commercial stationery store stock which has never- 
theless become an important factor in store sales. The 
extensive use of gum tape for fastening packages is a 
development of the past decade. In some cases gum 
tape is quicker, surer, and more economical than string. 
tape keep the roll tape in a 
holder of one sort or another. There are on the market 
several types of gum tape machines. They are of vari- 
ous capacities and speeds. Some are very simple devices 
automatic machines. There 


Most users of gum 


and others are ingenious 
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ly from those of the first postal scales. The greatest 
development in postal scales in the past quarter of a 
century has been in a new application of them. It was 
brought about by the inauguration of the parcel post 
system less than twenty years ago. The members of 
congress who framed and passed the enabling legisla- 
tion upon which the parcel post system was founded 
were—probably unwittingly—the instruments for giv- 
ing a tremendous new impetus to an industry almost 
as old as time. 

The popularity of the parcel post system immediate- 
ly opened to manufacturers of scales a wide market 
in the possibility of sales to offices which before then 
had used only scales of one or two-pound capacity for 
weighing first, second and third class mail matter. 
Many packages which formerly would have been sent 
by express were now being mailed. Business houses 
recognized the advantage of buying scales of larger 
capacity than those designed primarily for weighing 
the smaller pieces of mail; since, under the new sys- 
tem, packages might be weighed in the office, the prop- 
er postage affixed, and the package gotten on its way 
immediately. 

It was not long before there arose a demand for 
scales which would in addition to weighing a package 
also show the postage required for the particular zone 
to which the package was going. This led to there 
being placed on the market a number of types of com- 
puting parcel post scales of various mechanical prin- 
ciples. Most of these automatic scales have since been 
withdrawn from the market. However, there are still 
several manufacturers whose lines include either or 
both computing and non-computing parcel post scales 
as well as scales for weighing first, second and third 
class mail matter. And, as year by year increasing 
numbers of packages are handled by the post office, 
the parcel post scale becomes ever a more important 
factor in the life of the industry. 


AND MACHINES seo 


are low-priced hand-operated devices which hold the 
roll of tape, provide a means of moistening in on a 
roller in a water bath, and have a metal edge for tear- 
ing the length of tape from the roll. Then there are 
other machines which measure and deliver a certain 
length of moistened tape with each pressure of the feed 
bar. Still other machines are almost entirely auto- 
matic in operation. They may be set for any desired 
length of tape by means of a pointer arm on a dial. 
Setting an electric motor in operation causes the ma- 
chine automatically to deliver properly moistened 
lengths of tape. 
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as AUTOMATIC BENCILS oe 


@© One of the little things which has had a tremen- 
dous influence upon the field within the past quarter 
century, within the past fifteen years indeed, is the 
standard size propelling pencil. It was the invention 
of C. R. Keeran of Bloomington, Ill. The inspiration 
for the invention came, if our memory serves us right, 
from the small gold pencils attached to ladies’ watch 
chains which were more or less popular forty or fifty 
years ago. 

In 1837 S. Maycock & Company, 35 City Hall place, 
New York, issued a copper coin on which was stamped 
the advertisement of the company for the Everpointed 
pencil case, the case being the holder proper of the 
lead. These pencil cases were probably a type of the 
small size propelling holders which furnished the in- 
spiration to Mr. Keeran, who was the first to make 
application of the idea to standard size pencils, under 
the name of *Eversharp. 





*Mr. Keeran is also the inventor of two or three other pro- 
pelling pencils now on the market. 


The idea of the pencil always ready to write clicked 
in the public mind and gained immediate popularity. 
Other manufacturers entered the field and there soon 
appeared on the market a great variety of propelling 
pencils. Many new materials were introduced in their 
manufacture. 


An extensive array of colors and designs were 
shown. The upper vest pocket in the majority of 
men soon displayed a new pencil of some description, 
representing an investment from fifteen cents to as 
many dollars. Persons who would have objected to 
the price of ten cents for a good pencil of the old 
kind apparently put no limit on the price they were 
willing to pay for the new. (Note: Being as old- 
fashioned as a ramrod and a powder horn we still cling 
to graphite in the wood.) 


It is interesting to observe that notwithstanding the 
popularity of the mechanical pencils, the manufacturers 
of the older types have enjoyed an increasing business. 


ce )6PABPER FASTENING DEVICES 


@©® For the more important data concerning busi- 
ness, men do not depend on their memories—they want 
“it down in black and white,” and it is the typewriter 
which, as a rule, gives form to records of transac- 
tions. The filing cabinet houses them after they have 
been written. Filing has in the past twenty-five years 
become an art. But in recognizing the important parts 
played by the typewriter and the filing cabinet we 
sometimes overlook the little device which keeps corre- 
lated documents together and on which efficient filing 
is so greatly dependent. A group of papers lacking 
one or more sheets can be productive of no end of 
trouble, delay, and expense. It is the unobtrusive 
paper clip, or staple, or other means of fastening, 
which prevents such occurrences. Increasing recogni- 
tion of the importance of keeping related documents 
together has during the past quarter of a century led 
to the invention of several new types of paper fasten- 
ing devices and to constantly increasing sales of the 
older kinds of fasteners. 

An ingenious yet simple type of paper fastening de- 
vice which has come into widespread use in the past 
quarter of a century is the “prong” fastener. Essen- 
tially it consists of a narrow, flat piece of metal with 
two arms or prongs bent up at the ends at right angles. 
These prongs, usually about three inches apart, are 
passed upward through two punch holes in the papers, 


folded toward each other, and secured. Before the 
arms are folded down a washer is placed over them. 
This washer is used to compress the sheets and also 
to secure the prongs. The folded prongs hold the com- 
pressor plate in position, thus protecting the papers 
from tearing at the punch holes. A particularly use- 
ful application of prong fasteners is their incorpora- 
tion in file folders, providing a sturdy and serviceable 
binding for the contents of the folder and yet permit- 
ting almost instant removal or insertion of documents. 


Of the well-known wire and flat-metal paper clips 
little more need be said here than that of these many 
forms have appeared in the past twenty-five years. 
For the greater part, however, wire — clips have 
been of a few standardized shapes. Improvements in 
this particular field have been in the machines for 
manufacturing clips rather than in any outstanding de- 
velopments in the clips themselves. 

One of the most popular types of paper-fastening 
devices has long been the stapling machine, which has 
a magazine of staples in U form. These staples are 
either separate and pushed one by one frcm a sheath 
or else they are punched in gang and sheared from the 
strip by the same movement which fastens the staple 
in the paper. Several new makes of paper-stapling 
machines have been placed on the market during the 

(Continued on Page 64) 
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MISS ROSE L. FRITZ, 
First winner of the 
Office Appliances Sil- 
ver Trophy which car- 
ried with it the title 


“World’s Champion 


Miss Fritz toured the 
country with the tro- 
phy, giving demonstra- 
tions of her typing 
speed, and later taking 
the cup abroad and 
making a tour of 

Central Europe. 


In 1875 William T. Adams, 
whose pen name was Oliver Optic, 
wrote a letter commending the No. 
1 Remington. Mr. Adams said, 
After this experience of 
ten days, I find that I can write, 
with this apparatus, about two- 
thirds as fast as I can with a pen; 
and though I am a rapid writer, I 
confidently expect to be able to put 
more words on paper, before many 
weeks, with this machine than | 
ever could with a pen in the same 
time.”” Mr. Adams’ statement 1s 
representative of the attitude of the 
time toward speed in typewriting. 

By contrast we mention two per- 
formances of about forty years lat- 
er: In 1916 Miss lritz 
wrote in open contest at the rate of 
118 words a minute for fifteen min- 
utes without an error of any kind. 
\ year later George L. Hossfield 
won the amateur championship with 
a record of 145 net words per min 
ute for thirty minutes. During that 
contest Mr. Hossfield for a period 
of more than four minutes turned 
out perfect copy at the rate of 152 
words a minute. These two in 
stances are of exceptional 
but they illustrate what can be done 
with the typewriter by an expert 

In the early days of the typewrit- 
er spectacular performances played 
a part by focusing the attention of 
the public upon the possibilities of 
the machine. In the contests held 
prior to 1907 speed and endurance 
were the principal factors. There 
were twenty-four hour contests in 
three-hour relays and contests last- 
ing four hours, two hours, and one 
hour. There were also “blindfold” 
contests and other tests. Transcrip- 
tions on the typewriter were from 
direct dictation, stenographic notes, 
and typewritten or printed copy. 

The earliest contests consisted of 
writing the same sentence over and 
over as many times as possible in a 
given period. A special prize was 
awarded to the typist who, regard- 
less of correctness, wrote the sen- 


Rose l se 


course 
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tence the greatest number of times. 
In all the contests prior to 1907 pen- 
alties for errors were slight. These 
contests demonstrated the possibili- 
ties of writing machines but fur- 
nished little inspiration toward gen- 
eral efficiency. 

It was in 1907 that the new note 
of accuracy as well as speed was in- 
troduced into typewriter contests 
largely through the efforts of 
George H. Patterson, founder of 
Office Appliances. Mr. Patterson 
had from the beginning been inter- 
ested in the idea of typewriter con- 
tests. In 1906 he had donated for 
Office Appliances a small cup which 
carried with it the title of champion 
of America. 

George Patterson's idea was that 
the typewriter contests should result 
in the writing of more and better 
letters in the daily work of the busi- 
ness office ; in a higher standard and 
better pay for the profession. The 
November, 1906, issue of Office 
Appliances advocated world’s cham- 
pionship contests. Practical steps 
were taken to put Mr. Patterson’s 
ideas into execution. Conferences 
were held with the proprietors of 
the leading commercial schools of 
the country. Mr. Patterson’s ideas 
met with hearty response. New 
plans were formulated for the con- 
tests and new rules adopted. 

Under the auspices of Office Ap- 
pliances funds were raised for a 
tangible token to be awarded win- 
ners of world’s championship con- 
tests. In August, 1907, a cup 
known as the $1,000 Office Appli- 
ance Trophy was purchased with 
funds donated by the following com- 
panies: Columbia Typewriter Man- 
ufacturing Company, A. B. Dick 
Company, Elliott-Fisher Company, 
Fox Typewriter Company, Ham- 
mond Typewriter Company, Kee- 
Lox Manufacturing Company ; Mit- 
tag & Volger, Inc.; Monarch Type- 
writer Company, Remington Type- 
writer Company, Royal Typewriter 
Company, Secor Typewriter Com- 
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Company, E. C. Stearns & Com- 
pany, Underwood Typewriter Com- 
pany, Smith Premier Typewriter 
Company; and the Business Show 
Company, which contributed $500 
of the $1,105 raised for the cup 

In September, 1907, the interna- 
tional typewriter championship con- 
test was held for the first time at 
Madison Square Garden, New 
York City, under the supervision of 
Office Appliances. The Office Ap- 
pliances silver trophy was awarded 
to Miss Rose L. Fritz, who wrote 
at the rate of eighty-seven net 
words a minute. This contest em- 
phasized the new note of speed 
with accuracy by the imposition of 
a penalty of five words for each 
error. 

The success of Mr. Patterson's 
plans exceeded even his hopes for 
them. The records which were 
made in this first international con- 
test and in subsequent contests were 
set up in commercial — schools 
throughout the country as marks 
for which students might strive. 
George Patterson’s idea of using the 
contests to elevate the standards for 
typewriting in the average office 
have resulted just as he anticipated, 
though he did not live to see the full 
fruition of his plans. 

In March, 1908, George H. Pat- 
terson died, leaving the present edi- 
tor of Office Appliances to carry 
on the work. Much of the detail 
of the typewriter contests fell upon 
J. N. Kimball, long an enthusiast 
for speedy and accurate typing. 

For about eighteen years from 
the inception of the international 
contests they were held in connec- 
tion with business shows, nine years 
under the supervision of Office 
Appliances and nine years more un- 
der that of the business show com- 
pany. These eighteen years wit- 
nessed the expansion of the contests 
to a point where the National Busi- 
ness Show Company and Office 
Appliances felt that the typewriter 
contests had outgrown both organ- 
izations and had reached the stage 
when they should be held independ- 
ently of the business expositions 
and in a building by themselves 
where ample provision could be 
made for placing the large number 
of contestants and the audience. 

Accordingly in September, 1925, 
Office Appliances announced that 
the National Business Show Com- 
pany and Office Appliances had de- 
cided to withdraw from the super- 
vision of the contests and that the 
Office Appliances silver trophy was 
also to be withdrawn from competi- 
tion. The cup was placed in the 
custody of the Underwood Type- 
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J. N. KIMBALL, 


Who as manager of the type- 
writing contests, has devoted 
more time and effort than any- 
one else to the development of 
speed with accuracy in typing. 


writer Company, since for eighteen 
successive years the trophy had been 
won by Underwood operators. The 
last name engraved on the silver 
plate of the trophy is that of Albert 
Tangora who in 1924 won the in- 
ternational championship at 147 net 
words per minute, the highest record 
which had been made. 

Since 1925 J. N. Kimball has 
been in full charge of the contests. 
In October, 1925, Mr. Kimball do- 
nated a new world’s championship 
trophy in the form of a bronze tab- 
let thirty-five inches high, with sym- 
bolical figures in bas-relief and panel 
strips for the names of the winners 
of world’s championship contests. 

Mr. Kimball has for twenty-two 
years been an indefatigable worker 
in the cause of better typewriting. 
He has managed the world’s cham- 
pionship typewriter contests for the 
past nineteen years and for the last 





ALBERT TANGORA, 


Present holder of the title, 
“World’s Champion Typist.” 
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fourteen years has devoted his en- 
tire time to the work. 

During these years three classes 
of typewriter contests have been de- 
veloped—professional, amateur, and 
novice. The length of the contests 
for each class respectively are: one 
hour, thirty minutes, and fifteen 
minutes. About a decade ago still 
greater emphasis was given to accu- 
racy by increasing the penalty for 
mistakes to ten words for each 
error. Despite this heavy penaliza- 
tion of errors, records of above 130 
net words a minute for one hour's 
typewriting have been the rule in 
the professional contests. 

As George H. Patterson planned, 
the spirit of speed with accuracy 
has been brought home to the stu- 
dents of commercial schools 
throughout the United States and 
the Dominion of Canada. Every 
year hundreds of commercial school 
contests are held. From the win- 
ners of these school contests are 
chosen the operators who partici- 
pate in the annual novice champion- 
ship contests. 


At the last championship contests 
held at Sacramento, Calif., on Sep- 
tember 25, 1928, eighteen of the 
novice participants wrote seventy or 
more net words per minute, a rec- 
ord which had never previously 
been made. The winning novice 
wrote eighty-seven words per min- 
ute, net. This, incidentally, was 
the speed at which Miss Rose L. 
Fritz won the first international 
professional contest in 1907. The 
copy for the first contest and for 
several succeeding ones was more 
difficult than that used later. Also, 
Miss Fritz wrote for one hour as 
compared with the fifteen minutes 
of the novice test. However, the 
penalty for each error then was five 
words as against the present penalty 
of ten words. 

The contest established by Mr. 
Patterson inspired other typewriter 
contests having the same object, the 
promoting of speed with accuracy. 
A number of such events have been 
staged in different parts of the 
country by the Remington, Royal, 
L. C. Smith and Corona Typewrit- 
ers, Inc., and Woodstock Type- 
writer Companies. All such con- 
tests have had an influence in devel- 
oping better and speedier typing. 

These novice records are indeed 
remarkable, especially for begin- 
ners working under the trying con- 
ditions of a public performance. 

Great indeed has been the prog- 
ress made in the past twenty-odd 
years in speed and accuracy in type- 
writing, “and it doth not yet appear 
what we shall be.” 
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(Paper Fastening Devices—Continued from Page 61) 


past twenty-five years and the manufacturers who 
were first in the field years ago are today selling more 
stapling machines than ever. 

A distinct type of office stapling machine made its 
appearance about a decade ago. This machine makes 
its own staples from a spool of wire, performing with 
one stroke of the actuating arm four operations: 
Forming the staple, cutting it from the roll of wire, 
pushing it through the papers, and turning down the 
legs of the staple. 

Another interesting type of paper fastener was 
brought out several years ago. This device pins papers 
together. The pins are in gang when placed in the 
magazine and the machine cuts them off as required. 
The pins may later be used as ordinary office pins. 

Eyeletting punches have for forty years or more 
been popular as paper-fastening devices. The most 
generally used fastener of this type is the hand punch, 
used both for punching a hole through the papers to 
be fastened together and for clinching the metal eye- 
let in the hole. There has, however, been placed on 
the market within the past two decades an automatic 
office eyeletting machine. This device has a magazine 
in which a large supply of eyelets is placed. With one 


oe 


@© The use of bank checks has increased enormously 
during the past quarter century. Thousands upon 
thousands of new accounts, both business and personal, 
have been opened with the banks and general pros- 
perity has served to multiply the number of checks 
used by business concerns. 

This increased use of checks has stimulated the 
ingenuity of inventors and manufacturers and as a 
result there are today used many certifiers, cancellers, 
endorsers, and signers, besides check writers and check 
protectors. The first two of the devices mentioned 
are used almost exclusively by banks. 

Certifying devices imprint across the face of checks 
and similar documents the certification or acceptance 
data. 

In banks with large accumulations of checks ma- 
chines for cancelling paid checks have replaced rubber 
stamps for the purpose, thus saving individual opera- 
tions and the likelihood of error. The perforating 
cancelling machine may be used to cancel a number of 
checks at one time and the removal of cancellation 
marks is made so difficult as to be almost impossible. 

There are two other types of check-handling ma- 
chines both of which have a place in large business 
establishments as well as in banks. One of these is 
the check endorser. Motor-driven check endorsing 
machines make it possible to stamp endorsements on 
large numbers of checks in much shorter time than is 
required in hand-stamping methods. In one type of 
endorser a pile of checks may be placed at one time. 
The machine automatically feeds the checks, endorses 
each one, and stacks them in their original order. An- 
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stroke of a lever, the automatic eyeletting machine 
punches the hole, and clinches the eyelet after passing 
it through the hole. 

Perhaps the outstanding development in paper fas- 
tening devices during the past quarter of a century is 
the “clipless” paper fastener. The term, “clipless,” has 
come into general use as a designation for the type of 
paper fastening device which makes out of the docu- 
ments themselves the means of fastening them togeth- 
er. The principle on which this type of fastener op- 
erates is that of cutting, in the sheets to be fastened 
together, a tongue which is folded back and inserted 
into a slit. The process of punching, folding, and se- 
curing this tongue is performed by a single stroke of 
the actuating arm of the device. The shape of the fas- 
tening varies with the products of the several manu- 
facturers of such fasteners. The advantage of clip- 
less paper fastening devices is that they make an eco- 
nomical fastening which is secure for all ordinary pur- 
poses and yet permits separating the sheets without 
tearing the paper. 

So, we perceive in paper fastening machines and 
devices another important industry which has been 
built up as a result of the coming of the typewriter 
into the business world. 


oe 


other type of endorser is frequently used in connection 
with an adding machine. As the checks are listed on 
the adding machine they are dropped in turn into the 
endorser. The machine aligns the check if it has been 
dropped in obliquely, endorses it, and places it in its 
proper order in the pile of endorsed checks. 

Another class of check-handling machines used in 
many large offices consists of machines which sign 
checks in multiple. Check-signing machines began to 
come into general use in the present century. In the 
past decade they have been used extensively for the 
signing of payroll and dividend checks, stock and bond 
certificates, etc. 

One type of check-signing devices permits the 
writing of a number of signatures at one time by means 
of fountain pens in gang. There are models which 
write as many as twenty signatures at one operation 
and others which make as few as five signatures at one 
time. The signer uses a master pen the motions of 
which all the other pens follow faithfully. But little 
more effort is required than is used with one fountain 
pen, because of the balance and minimum friction of 
these check signers. When a sheet of checks has been 
signed, the turning of a crank removes the signed 
sheet and places it in order on a pile and by the same 
motion feeds a new sheet into position for signing. 
There is a small portable check signer which affixes 
signatures to five checks at one time. One of the 
higher capacity check signing machines of this type 
has been used for the signing of as many as 31,000 
checks in one day by one man. 

The most recently announced type of machine for 
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signing checks in quantities reproduces signatures at 
the rate of 7,500 per hour through a process resembling 
offset lithography. For additional protection, the ma- 
chine also imprints in connection with the signature a 
photograph of the signer, a picture of a building, or 
any other distinctive design or picture desired. The 
machine is motor-driven and is entirely foot-controlled, 
leaving the operator’s hands free for the insertion of 
the sheets of six checks each. Lastly, the machine 
cuts the checks apart and stacks them in numerical 
order. Two separate locks controlled by different keys 


aa EXNVELOBPE OBDENERS 


@® The developments of the past twenty-five years 
in envelope opening machines have been in the direc- 
tion of the improvement of results from the machine 
rather than in its essential mechanical principles, which 
today are the same as they were a quarter of a century 
ago. The successful envelope opening machine of 
today employs, as did most of its predecessors, the 
principle of shaving a thin strip from the edge of the 
envelope. One of the machines which appeared on 
the market during this period employed the principle 
of opening envelopes by the abrasive action of an 
emery-coated, rapidly moving belt run by an electric 
motor. That machine apparently was not commercial. 
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and a device which registers each check signed guard 
against unauthorized use of the machine. 

Check-handling machines of the types we have men- 
tioned are of manifest advantage to business houses 
and they have enabled banks to facilitate operations in 
the checking process. Some of these machines, check 
signers for instance, may be said to have increased the 
use of checks. Signing checks for a large payroll, for 
example, might without check-signing machines be so 
slow a process as to discourage the use of checks for 
the purpose. 


The type of opener which by its survival has proved 
its practicability is that which shaves the edge of the 
envelope. For that purpose the circular knife in a 
housing has been tried in various forms in the past 
twenty-five years and one of the two present-day 
successful machines cuts by means of small rapidly- 
revolving circular knives. The other has a thin steel 
cylinder which by means of longtitudinal spiral shear- 
ing edges shaves the edge of the envelope. The nicety 
of adjustment of cutting mechanism and guides in 
these machines practically eliminates the possibility of 
injuring the contents of envelopes in opening them. 


oe TABULATING MACHINES oe 


@© The first use of tabulating machines furnishes an 
instance of reversal of the usual priority in the em- 
ployment of office machines. Ordinarily government 
offices install an office machine only after it has dem- 
onstrated its usefulness and reliability in business 
offices. The tabulating machine, however, is an excep- 
tion to this seeming rule, in that it is one of the few 
office mechanisms which were designed and developed 
in their early stages for the use of the United States 
government and later found their way into the bus- 
iness world. 

A few months less than twenty-five years ago Office 
Appliances published an item to the effect that the 
Tabulating Machine Company, of Washington, D. C., 
had just made arrangements for the manufacture of 
tabulating machines on a commercial scale. That ma- 
chine was the Hollerith, the invention of Dr. Herman 
Hollerith, who designed and built his first machines 
for use in tabulating the reports of United States 
census bureau enumerators. It was not long before 
business and industry became aware of the possibilities 


of the new tabulating machine and commercial appli- 
cations of it were made. 

Although refinements have been added to tabulating 
machines and their capacity has been increased, they 
today retain the essential principles of design and op- 
eration which were characteristic of the machines of 
twenty-odd years ago. 

Tabulating-accounting machine systems employ three 
machine units: A punch, which is used to record data 
by means of holes punched in numbered positions on 
a card; a sorting machine, and the accumulator. The 
latter unit is supplied in two types; one of these shows 
totals and the other lists and prints both items and 
totals. 

Several years after the invention of the Hollerith 
tabulating machine there appeared the Powers account- 
ing machine, the invention of James Powers. The 
history of the Powers machine, in its transition from 
a machine designed for the census bureau to an out- 
standing machine of the business world, has been 
similar to the story of the Hollerith tabulating machine. 
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@©© Metal coins, scholars tell us, were used by prac- 
tically all of the civilized nations and have 
been throughout history a favorite medium of ex- 
change. It is therefore not surprising that at the be- 
ginning of this century there were machines for sort- 
ing, counting and wrapping coins. Some of these ma- 
chines performed quite satisfactorily the work for 
which they were intended and have been installed in 
banks, mints, department stores, and other institutions 
which handle large amounts of specie. During the 
past twenty-five years there have been in this class of 
coin-handling machines a number of mechanical im- 
provements and there are today available dependable 
machines which perform efficiently either one or more 
of the following operations in the handling of coins: 
Sorting ; discarding worn, bent, and otherwise imper- 


ancient 


fect coins; counting and registering, wrapping and 
bagging. Such machines, however, are not adapted 


for economical use in the average office. 

There is a second type of coin-handling machine 
which is an office machine used in many different lines 
of business both for making up payrolls and making 
change. It is the automatic change-maker. Change- 
makers have been on the market for about a decade. 
Their ancestor is the coin tray, a product of the pres- 
ent century. Some models of coin trays had a coin- 
ejecting lever by means of which coins were pushed 
out from the bottom of the pile into the hand of the 
operator or into a receptacle. The coin-holders used 


RUBBER 


@® On “the little lowly rubber stamp,” everywhere 
present, there has been built in the past quarter of 
a century an important industry, one which has an 
excellent trade association numering among its mem- 
bers some of the outstanding firms and individuals in 
the office equipment field. Many commercial sta- 
tioners do a considerable business in the rubber stamp 
departments which they have established in connection 
with their other lines and the number of firms which 
specialize in the making of rubber stamps is legion. 

Rubber stamp dating devices, which have come into 
world-wide use, are treated by themselves in another 
column. 

Rubber stamps in general seemed twenty-five years 
ago to be so nearly perfect from the user’s standpoint 
as to leave little room for improvement. Yet rubber 
stamps in general have developed in the past quarter 
century. Manufacturing processes have been im- 
proved. Self-inking rubber stamps have steadily 
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by street car conductors in some cities are a develop- 
ment of the coin tray. 

The change-maker, although distantly related to the 
coin tray, is so big a development that it may be called 
a new machine. The change-making machine has a 
keyboard which is mechanically connected with a re- 
ceptacle holding piles of coins separated according to 
their denominations. To pay out change it is neces- 
sary only to depress the proper keys. 

Keyboard change-makers are of two types. With 
the first type the operator presses keys corresponding 
to the coins which are required for change. A second 
type of change making machine goes still further and 
relieves the cashier of the work of computing the 
amount of change. With this latter type of automatic 
change-making machine the operator, knowing the 
amount of the sale, depresses the key which indicates 
that amount and the machine automatically computes 
and delivers the correct coin change. 

The popularity of coin-handling machines in general 
and change-making machines in particular is one of 
the results of the phenomenal increase in commercial 
transactions in the past twenty-five years and especial- 
ly during the past decade. Speed has become an in- 
creasingly important factor from the standpoint of 
both purchaser and seller. Yet accuracy in handling 
money is no less necessary today than when time did 
not seem so valuable a factor. And coin-handling ma- 
chines not only facilitate specie transactions but also 
satisfy the fundamental requirement of accuracy. 


oe 


STAMBS 


widened their sphere of usefulness together with other 
rubber stamps. 

A minor yet valuable improvement in the making of 
rubber stamps is in the “index” or copy of the impres- 
sion which identifies the stamp. Instead of using a 
fac-simile of the impression stamped on a piece of 
paper and glued to the stamp as was customary twenty- 
five years ago, we have today the impression printed 
on white celluloid. When a paper index is used it is 
inserted in a metal holder with a transparent celluloid 
window. Then, too, indexes are now placed on that 
side of the stamp which faces the user, rather than on 
the top of the wood block which holds the rubber die. 


Recently a new material has entered the rubber 
stamp field with the use of bakelite for handles and 
mouldings. 

One of the new applications to which rubber stamps 
have been put has resulted from the institution of air 
mail service by the United States government. There 
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has been placed on the market a self-inking rubber 
stamp which imprints in two colors the indication re- 
quired by postal authorities on air mail envelopes. 
The words, “via air mail,” are stamped in capital letters 
about one-half inch high. The distinguishing red, 
white, and blue band motif of the air mail is carried 
out by imprinting the upper parts of the letters in blue 
and the lower parts in red, with a blank band across 
the middle of the legend. This blank band of the im- 
pression coincides with a metal strip which separates 
the red and blue pads of the self-inker. 

Another compartively recent development in the rub- 
ber stamp field is the use of rubber stamps for marking 
tracings for blue-printing. Since ordinary stamping 
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ink does not give an impression which is suitable for 
blue-printing, there was developed an opaque stamping 
ink, so that many routine markings which were for- 
merly laboriously inked in on tracings by hand may 
now be rubber-stamped. 

The fact that rubber stamps are to be found in every 
office proves that they are far from being a minor 
factor in the office equipment industry. The universal 
use of rubber stamps testifies to how essential they are 
to modern business. Every office worker sub-consciously 
at least recognizes the time and labor-saving attributes 
of the rubber stamp, for one needs only to write the 
same words or group of figures several times to think, 
“We ought to get a stamp for this.” 


+ EXNVELOBE SEALING MACHINES oo 


@© The envelope sealer is one of the many office 
machines which has followed as a direct result of the 
influences of the typewriter on the business world. 
Ever-increasing volumes of correspondence empha- 
sized the need of more expeditious handling of out- 
going mail, and during the early part of the present 
century many inventors experimented with the object 
of producing efficient envelope sealing machines. Dur- 
ing the first decade or so after Office Appliances began 
publication there were placed on the market a number 
of types and models of envelope sealers. 

Activities along this line were no doubt due to the 
manifest need for means of avoiding congestion of 
outgoing mail during the busiest part of the business 
day. The conditions in many offices were that corre- 
spondents and typists were throughout the day busily 
turning out the letters on which the firm’s business 
was so largely dependent. Then at the very last step 
in the process, even though the correspondence was 
otherwise ready for the mails, it was delayed, some- 
times hours, while office boys sealed and stamped 
letters by hand. 

It was to remedy such conditions that the envelope 
sealing machine came into being during the past 
twenty-five years, and it has demonstrated beyond a 
doubt its capability to lift the burden of end-of-the-day 
mail congestion. Give an office boy an efficient ma- 
chine and sealing envelopes becomes to him an attrac- 
tive operation rather than a mere drudgery, since there 
are few boys who are not interested in things me- 
chanical. The electrically-operated envelope sealer still 
further lightens the task. 

Secause of this lifting of a large part of the burden 
of envelope sealing and the greater speed at which 
the machine does its work, letters are sealed and 
stamped in smaller lots at various times during the day 
instead of being allowed to accumulate until just 
before closing time. 

As a result, too, the envelope sealer helps postal 
clerks to cut down the evening peak load of outgoing 
mail at the post office and, distributing the burden 
more evenly during the day, enables the post office to 
handle mail more expeditiously, thus still further bene- 
fiting users of the mails. 


Of the envelope sealing machines which were 
brought out twenty or so years ago, several are still 
being manufactured and sold. Most of these early 
machines which are still on the market have under- 
gone considerable development, but there is still at 
least one successful envelope sealer which differs but 
slightly in construction from what it was two decades 
ago, yet it does its work as well as any machine of its 
type. 

While most of the early envelope sealers were hand- 
operated, some of them were electrically-driven. 
Hence practically all of the envelope sealing machines 
which are today on the market are the results of a 
quarter of a century of experiment and developments. 
The user, therefore, has a choice of several machines 
and models which seal efficiently and economically 
either small or large numbers of envelopes. 

A noteworthy development of envelope sealing ma- 
chines during the past fifteen years is that there have 
been successfully incorporated in them mechanisms for 
affixing and counting postage stamps, the attachment 
being used particularly with electric-power machines. 

A new type of envelope sealing machine which was 
introduced at the 1927 business exposition in New 
York combined with sealing several other functions. 
The machine weighed, stamped, sealed, and counted 
envelopes, automatically calculating the proper postage 
for each letter according to its weight. A switch- 
control made it possible to perform any one operation 
or combination of functions, such as either stamping 
or sealing alone or both stamping and sealing. 

During the past ten years there has come into use 
a new type of sealing machine which has as part of 
its mechanism an attachment for imprinting on the 
envelope the requisite permit mail indicia in cases 
where postage stamps are not used. The attachments 
provide for the handling of the two general classes of 
permit mail matter, first class metered mail and ordi- 
nary permit mail of other classes. 

Truly the envelope sealing machine has in the past 
quarter century become a most useful servant of the 
business man and stands ready to do its part in help- 
ing to get mail out on time. 
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@© Twenty-five years ago the typewriter, the du- 
plicating machine, and direct-mail advertising cam- 
paigns began to pour out editions of thousands and 
even millions of facsimile letters and other pieces 
of mail matter. To get these to the post office as soon 
as possible was of course highly desirable; so there 
arose a demand for folding machines which would 
economically handle letters and circulars. Thus it is 
that since the publication of the first edition of Office 
Appliances the folding machine has become also an 
office machine, having previously been used almost ex- 
clusively by printers and publishers. 

Increasing activities on the part of facsimile-letter 
shops and the advertising mailing departments of large 
business houses a quarter century ago opened to manu- 
facturers of folding machines a market for machines 
designed especially to fold sheets smaller than those 
used for magazines, catalogues, and the larger prod- 
ucts of the commercial printing press. 

Accordingly, the time-tested principles of folding 
machines for printers’ use were applied by folding 
machine manufacturers in the designing of smaller and 
simpler machines intended primarily for office use. In 
response to this demand duplicating machine manu- 
facturers also entered the folding machine field and 
several duplicator manufacturers either acquired and 
improved existing folders or designed new machines. 
These new folders were added to duplicator lines and 
distributed through the same sales organizations. 

The highly-developed modern office folding ma- 
chine is capable of making all the folds required for 
office mail matter and has in addition the advantage 
of simplicity in construction and operation, so that 
the training of competent operators has become a com- 
paratively easy matter. 

This simplification of design and operation has had 


oe 


@S One of the developments of the past twenty-five 
years is the stenographic machine, which is somewhat 
a misnomer in view of the fact that machines of 
this type do not use stenographic symbols to represent 
sounds but the letters of the alphabet singly or in 
groups. Of several stenographic machines which have 
been placed on the market during the past quarter of 
a century, the Stenotype is the survivor. It was first 
manufactured at Owensboro, Ky., then at Indianapolis, 
and is now manufactured and sold by the La Salle Ex- 
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a reflex effect on folding machines in general; hence 
there are today in use in many print shops folding ma- 
chines which were first designed for office purposes. 
These machines having proved their worth through 
years of satisfactory service in offices have now been 
adapted to more complicated folding operations. 

Folding machines in general may be said to employ 
one or more of three methods of folding. One of these 
is that of pushing the fold from the inside—by means 
of a thin, flat strip of metal, or “knife’’—to the creas- 
ing rollers which complete the fold. Another method 
approximates the manual operation by means of wings 
or meta! hands. In a third method the sheet is 
“buckled” or pushed into loop form against a stop 
and then the fold is flattened by creasing rollers. 

Machines embodying the foregoing principles of 
mechanical folding have been made so efficient that 
they can be used to perform every folding operation 
required in offices. The problem of folding large 
quantities of personally addressed letters and other 
mail is expeditiously handled by means of an accordion 
fold, which places the heading of the folded sheet so 
that it faces outward. Thus the heading may readily 
be compared with the addressed envelope, or a window 
envelope may be used. Another advantage of the ac- 
cordion fold is that it facilitates the collating of sheets 
which belong together but have been folded separately, 
as, for instance, form letters of more than one sheet. 
There are also office folding machines which fold com- 
munications consisting of a number of sheets fastened 
together. 

Folding, then, is another of the operations of which 
office workers have in the past twenty-five years been 
relieved by efficient machines, leaving the worker more 
time to exercise his most valuable function—construc- 
tive thought. 





tension University, Chicago, by whom it was purchased. 

The advantages claimed for the stenographic ma- 
chine are that operators can be trained in a shorter 
time than is required for proficiency in shorthand and 
that anyone familiar with the code can read the notes 
of anyone else who uses the same system. The lat- 
ter feature has given the stenographic machine certain 
advantages in court reporting and in the preparation 
of verbatim reports of speeches and proceedings. The 
principal advantage is that while one operator is tak- 
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ing notes another can be transcribing a previous part 
of the notes from a portion of the strip which has been 
torn from the roll of paper used on stenographic ma- 
chines for the recording of dictation. 

The fact that in America only one stenographic ma- 
chine survives is due in part to contemporaneous de- 
velopments in other means for recording dictation and 
in part also to conditions inherent in the requirements 
of business dictation. While it is an advantage to the 
stenographer to spend as little time as possible in train- 
ing herself to the point where she is able to take busi- 
ness dictation and to even greater speed, it is a well- 
known fact that business correspondence is ordinarily 
dictated at comparatively low speed, at a rate which is 
achieved by many stenographers a month or two be- 
fore they complete their courses. So that the possi- 
bility of speeds greater than the ordinary rate for busi- 
ness dictation is in many cases of no practical advan- 
tage. In cases in which it is an advantage to be able 
to write at higher rates of speed on the stenographic 
machine the operator must also be proficient in the 
use of the typewriter to show a tangible gain in the 


amount of typewritten work turned out, which is, aft- 
er all, the test of a stenographer’s productiveness. 

Both prior to and since the introduction of the 
stenographic machine in America there have been sys- 
tems of taking dictation in code on the ordinary type- 
writer and one inventor a number of years ago de- 
signed a special typewriter for the same purpose, a 
machine which differed from other typewriters prin- 
cipally in that it had fewer characters and parts. Dur- 
ing the period of the development of the stenographic 
machine in America enormous strides were being made 
in the adaptation of the phonograph to the purposes of 
business dictation, and the present efficiency of the 
dictating machine and its widespread use are indica- 
tive of its capabilities in serving the business man 
well to the extent of almost pre-empting the field of 
machines for dictating. 

Two French stenographic machines have for a num- 
ber of years held their own on the European market 
—the Patron (Grandjean) and the Stenophile (Bi- 
vort). 


6 REBUILT TYPEWRITERS oe 


@©@ The most conspicuous accomplishment in the field 
of the rebuilt typewriter during the past twenty-five 
years is the elevation of the business to a position of 
importance second only to the manufacture of the new 
machines. 

The significance of the rebuilt typewriter as a factor 
in the market is made apparent by the fact that re- 
placements in which used machines function consti- 
tute more than fifty per cent of the sales of new ma- 
chines and represent in average a substantial percent- 
age of the selling price. In this situation the type- 
writer rebuilder, taking the “trade ins” and restoring 
them as nearly as possible to their former condition, 
enables the manufacturer of the new machines to cap- 
italize their economic value. 

There are, naturally, many machines that are too 
much worn for any attempt at restoration. For these 
the “trade in” allowance is very small, covering only 
what may be salvaged in frame and parts. Some ma- 
chines, less worn, can be repaired and made to serve 
for certain uses. 

3ut the major number of machines traded in for 
various reasons have an intrinsic value that approaches 
the uncollated component parts of a new typewriter. 
Upon machines of this class in particular, and upon 
the business practices followed by the leading con- 
cerns, the business has advanced to an important po- 
sition with great prestige during the past quarter cen- 
tury. 

The business had its roots in the enterprise of in- 
dividual typewriter repair men who “fixed up” used 
typewriters and offered them for resale. Prior to 
twenty-five years ago there were a few concerns which 
did a general rebuilding business, although the ma- 
chines were not put through the processes now fol- 
lowed by the leading operators. Before 1904 the 
sources of supply of machines worthy of rebuilding 
were not as great as they have been in more recent 
years. Business houses used their machines for longer 


terms, partly because many typewriters were given less 
daily use at that time and partly because of the uni- 
versal practice of getting a fuller measure of value 
out of things generally. Twenty years ago there be- 
gan a more intensive sales cultivation by manufac- 
turers. New machines and machines with certain de- 
sirable attachments began to replace the machines in 
use in constantly increasing numbers. 

With the stabilization of the business which re- 
sulted from mutual interdependence of manufacturer 
and rebuilder, the rebuilding industry reached a high 
degree of efficiency. Rebuilding became in reality re- 
manufacturing; used machines were completely dis- 
mantled, worn parts were discarded, enameled and 
nickeled parts were given a new finish, and the ma- 
chine was rebuilt by the same processes the manu- 
facturers used in making new machines. The conse- 
quent excellence of typewriters rebuilt according to 
the new standards secured for them an assured posi- 
tion in the typewriter field and they found a ready 
market not only in America but also abroad, and their 
high degree of value was universally conceded. This 
excellence of quality also opened a new field for the 
dealers, who were enabled to sell rebuilt machines even 
in competition with new typewriters. 

One of the evidences of the great growth of the in- 
dustry as a result of the rebuilders having an assured 
source of supply in the manufacturer, was specializa- 
tion in the makes of typewriters rebuilt; so that there 
are today a number of rebuilders who handle one make 
of typewriter to the exclusion of all others. 

The difficulties which rebuilders prior to twenty-five 
years ago sometimes experienced in getting parts from 
manufacturers led to the growth of the typewriter sup- 
ply house which has in stock parts, tools, and supplies 
for all common typewriters and for some machines 
which are no longer on the market. 

The high place which rebuilt typewriters won for 

(Turn to Page 73, Please) 
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Government Offices Transformed 
in Quarter Century by 
Modern Equipment 
Written Expressly for Office Appliances 


se 


S OUR the country for the outstanding example of 
the transformation that a quarter of a century may 
work in business installations, and you will come back 
to Washington, D. C., for the prize demonstration. 
The executive offices of the U. S. Government have 
afforded, over the past two and a half decades, the one 


by Waldon Fawcett 
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equipment had its modest representation. But, by and 
large, the general layout of office utilities in the Federal 
Departments and independent establishments was hope- 
lessly antiquated. All of which has, naturally, only 
given opportunity for a more graphic reformation and 
modernization. 
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best panorama of progress in office outfitting. In part, 
the magnitude of the object lesson has been responsible 
for its impressiveness. Uncle Sam operates, in his 
head offices in the District of Columbia and in branch 
offices throughout the country, and overseas, the big- 
gest business establishment in the world. 

What, more than anything else, however, renders the 
transformation at Washington dramatic is the span of 
the evolution in little more than a quarter century. It 
is no exaggeration to say that Uncle Sam turned into 
the 20th century distinctly behind the procession in the 
matter of business administrative facilities. To be 
sure, the offices at Washington could muster a few of 
every model of business mechanism that had appeared. 
Each invention and discovery in time- and labor-saving 
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Awakening of the Government to the responsibilities 
of its destiny as a world power, following the Spanish- 
American War, started the modernization of the exec- 
utive offices at the capital. In due course came the 
World War with its tremendous increase in the every- 
day load upon the office machinery of the Government 
and a consequent insistence upon full complements of 
office aids. But, after all what, more than anything 
else, has operated to prod Uncle Sam on his lagging 
office practices and make him get into step with the 
commercial procession has been the creation within the 
Government of agencies that have operated directly and 
indirectly to junk the junk and conform to modern 
ideals in replacement. 

The Bureau of Efficiency which was established some 
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years ago may be said to have made a beginning in this 
work of reform. Then came the General Supply Com- 
mittee with its facilities for centralized purchase or 
cooperative outfitting on the part of the departments. 
The U. S. Bureau of Standards, once it had found its 
stride, chipped in with enlightening tests of business 
equipment—for example, the practical fire tests of safe 
cabinets and fire-resisting office furniture. Latterly 
came the U. S. Bureau of the Budget and in its train 
a group of Federal coordinating agencies such as the 
Federal Purchasing Board, the Federal Specifications 
Board and the Interdepartmental Board on Simplified 
Office Procedure. The influence of these several units 
upon office equipment policy has been constant and 
far reaching. 

Above all other consequences of coordination in the 
Government’s scattered and loosely-bound plant was 
the conversion of the whole vast organization to the 
ideals of standardization and simplification. A person 
who was not a witness of the mess would scarcely 
believe the state of chaos and confusion in office equip- 
ment that existed in the Government offices a quarter 
of a century ago, before any of the modernizing influ- 
ences began to work. There was, to begin with, a 
hopeless lack of uniformity. In certain spots there will 
always be less consistency in Uncle Sam’s office fur- 
nishings than in the corresponding strongholds of pri- 
vate business. Each successive President, each new 
appointee to a Cabinet, or near-Cabinet position, etc., 


-but that there was a woeful lack of up-to-dateness. 
For example, Uncle Sam clung to wood furniture long 
after the commercial world had come to realize that 
metal furniture had a distinct place in the economic 
scheme. Worse yet, so many of the appointments in 
the Government offices were of the home-made or 
make-shift variety. Sometimes this primativeness was 
a downright menace. For example, the situation at 
the U. S. Patent Office where, for years, the invaluable 
archives of American invention were given no protec- 
tion on open wooden shelves. 

Thanks to the missionary work of the agencies above 
mentioned and the support of Herbert Hoover’s pet 
subsidiary at the Department of Commerce—the Di- 
vision of Simplified Practice—the Government began 
the grand housecleaning. It is yet going on, but grati- 
fying progress has been made. Not only has Uncle 
Sam bought, year by year, increasing quantities of the 
best equipment that the commercial market affords, but 
Federal experts have been detailed to attack office and 
statistical problems in an inventive spirit. Evidence of 
the constructive results of this policy are seen in the 
ingenious statistical machines (card punches, tabulat- 
ing machines, etc.) which have been invented for the 
U. S. Census and for such special tasks as money order 
bookeeping at the Post Office Department. 

The latter-day spirit of Government allegiance to 
progress in office outfitting is well illustrated by the 
situation with respect to office furniture. In the old 
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is indulged in any desire to refurnish his private work- 
ing quarters after his own heart. Hence a hodge- 
podge in high places. But that was not the worst of it. 

In the old days the sad picture was made up of the 
disparity in the general run of Government office fit- 
tings. It was not merely that every known make and 
every known vintage of office equipment was repre- 
sented—often with a hopeless jumble in a single office 


days there was no studied, pre-arranged purchase policy 
and the sky-line of filing cabinets in the average Gov- 
ernment office was all peaks and angles. As a cure, 
the Government succeeded, after many struggles, in 
evolving its own specifications for much-used items, 
such as the four-drawer filing cabinets. Not only have 
manufacturers built to Government specifications for 
the Government, but several firms in the trade have 
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adopted the Government specifications for their regu- 
lar commercial models. In return, Uncle Sam allows 
any manufacturer of office furniture free use of the 
inventions which have been made in this field by Fed- 
eral specialists and which are patented in the name of 
the Government. 

Bound up with the selective phases of Governmental 
policies on office equipment is the purchasing policy of 
Uncle Sam. Some members of the business equipment 
community may be ready to declare that these purchas- 
ing policies have been a hobble upon Governmental 
progress in the past. If so, there is hope. For, thanks 
to action by Congress in February, we are now coming 
to the climax of a long-drawn shake-up of Federal 
purchasing policy. It is worth passing comment in this 
connection that, with all the expanding needs of the 
Government, there has never been taken seriously any 
suggestion that Uncle Sam undertake the manufacture 
of any needed office equipment or supplies, other than 
scratch pads, calendars, and other items that may be 
turned out at the Government Printing Office. Indeed, 
there is a bloc in Congress which insists, in season and 
out, that Uncle Sam should even get out of the stamped 
envelope business 

From the time of the organization of the General 
Supply Committee, made up of representatives of the 
several departments and separate bureaus, Uncle Sam 
began to lump his purchases of office equipment. 
Massed buying has until very recently been conducted 
wholly on what are termed running contracts covering 
annual commitments. Under this plan, competitive 
bids are invited at yearly intervals and successful bid- 
ders take on contracts to supply the awarded items at 
the accepted price at any time specified and in any 
quantity demanded. ‘The plan has been a big improve- 
ment over the old unscientific methods of piece-meal 
purchases for the Government, but it has the objection 
that it is pretty costly to Uncle Sam, because of the 
exceptional service demanded. 

lo begin with, an office outfitter, in order to deliver 
in small quantities at the beck and call of the Govern- 
ment, must virtually conduct a retail business or at 
least a warehousing service at Washington. Worse 
yet, the contractor must charge Uncle Sam a good stiff 
price in order to protect himself, via an ample margin 
of safety, against fluctuations in the market price of 
his commodity during the year for which he stands 
committed. Finally, with payments of the several in- 
voices made by the respective departments to which 
the goods were delivered, it always fell out that some 
branches of the Government proved to be disgracefully 
slow pay. And contractors had to take this hazard 
into their calculations when naming an “open stock” 
price for a year. 

Uncle Sam’s awakening came with an investigation, 
some time ago, as to just what his antiquated method 
of buying office equipment and supplies was costing 
him. It found that the Government was out of 
hundreds of thousands of dollars a year in con- 
not conforming to the trend of modern 
‘I market.” Specifically it 


was 
pocket 
sequence oO! 
business to “buy close to the 
was ascertained that on the single item of rubber bands 
there was a bulge of $5,600 a vear over the price at 
which the goods would have been obtainable under a 
system which did not require the office outfitter to 
insure himself against price jumps. In lines such as 
impression paper, erasers, library paste, etc., the yearly 
contract prices were 20 to 26 per cent above the quo- 
tations that would be obtainable for short-span trans- 


actions 
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This revelation of waste or extravagance determined 
the Government to get away from the running contract 


system and adopt a basis of “definite quantity” or 


“fixed quantity” purchases for all important office 
items. Under the routine now being introduced, 
instead of each department purchasing separately 


throughout a fiscal year, under contracts entered into 
by the General Supply Committee for the use of all 
executive offices in Washington, the departments and 
establishments are now sending to the General Supply 
Committee, each quarter, specific statements of quanti- 
ties required of the various items. ‘These quantities 
are consolidated into invitations for immediate award 
and delivery. 

The new plan has proven a boon both to Govern- 
ment buyers and to sellers of office equipment. In its 
present try-out stage it has been resorted to for pur- 
chases aggregating $1,500,000 a year, out of Uncle 
Sam’s grand total annual purchases of $8,000,000. But 
certain additional facilities are needed to make the 
short-span buying 100 per cent effective. To provide 
these is the purpose of the enabling law, known as the 
Wood Act, which was approved by the last Congress 
and which will doubtless be followed, in the present 
Congress, by an appropriation of the money needed to 
carry out the project. 

A feature of the new deal is the plan for the estab- 
lishment in Washington of an Interdepartmental Ware- 
house which will clear purchases of office equipment 
for all branches of the Government. A yet more 
notable innovation will be the setting up a revolving 
fund, for which it is hoped that Congress will vote 
not less than $400,000. ‘The purpose of this pool is to 
pay all sellers promptly and to pay them in lump sums 
for all the goods furnished, regardless of destination. 
As matters have stood, during the experimental period, 
“fixed quantity” purchase has worked well enough in 
bunching orders and putting the buying on a current- 
price basis, but sellers have had to look to the respec- 
tive participating buyers for the slices of their money. 
This has impeded payment and tremendously multi- 
plied the paper work, as many as 15 or 20 sets of 
vouchers being involved in the break-up of a single 
shipment of office staples. Furthermore, some of the 
Government services are, as ever, chronically slow in 
paying their bills. When Congress sets up the revolv- 
ing fund under the administration of the General Sup- 
ply Committee all this will be changed. The Supply 
Committee will make payments for supplies bought in 
definite quantities immediately after the goods have 
been delivered and inspected. 

While the Government has a long-standing tradition 
of conservatism to overcome, it has shown, with the 
passing years, a growing willingness to try out innova- 
tions in office equipment and to give each improvement 
a hearing. In his field service, particularly, Uncle Sam 
has fallen hard for the portable typewriter. Dictation 
machines may not be as numerous in Government offices 
as in some other sections of the business world, but 
there is a generous sprinkling. A feature of Uncle 
Sam’s vaunted $50,000,000 building program will be a 
hall of archives with facilities for the permanent stor- 
age of records that need the utmost in protection trom 
fire. With that will come opportunity for polishing up 
the filing systems in many offices. Indeed, this daring 
plunge which is to, at one swoop, provide homes for 
the Government departments and bureaus that have 
been in rented quarters, will necessitate what will 
amount to the greatest single adventure of all history 
in expansion of office equipment. 
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(Rebuilt Typewriters—Continued from Page 69) 


themselves in the business world led to questionable 
practices on the part of a few used machine concerns 
whose product, while of good appearance, was not al- 
ways what it was represented to be. Today, however, 
the terms used to describe typewriters other than new 
have strictly defined meanings which govern the sales 
transactions of all first-class typewriter concerns and 
which have the approval of both rebuilders and manu- 
facturers. 

Several months ago there was held at Cleveland, O., 
a conference attended by representatives of typewriter 
manufacturers, rebuilders, and dealers from all parts 
of the United States. By special invitation there were 
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present two official representatives of the Federal 
Trade Commission, one of whom acted as chairman. 
Resolutions were adopted placing on record the defi- 
nitions of the words, “rebuilt” and “overhauled,” 
which have for many years been generally accepted in 
the typewriter trade. The resolutions further declared 
that misuse of the terms for the purpose of effecting 
a sale constituted unfair trade practice. Official sanc- 
tion of the spirit of the resolutions was given by the 
representatives of the Federal Trade Commission. It 
was stated that misuse of the terms as defined might 
when proved be made the basis for an injunction 
against such unfair trade practice; followed, if nec- 
essary, by court action in the event of further continu- 
ance of the practice. 


co )60l MAKING RECORDS VISIBLE <¢¢ 


@© The advent of card index files and loose leaf 
systems a generation ago constituted decided advances 
in record keeping. They made the important contribu- 
tion of flexibility in the keeping of records. The past 
two decades have witnessed stil! further forward 
strides in the development of visibility of file cards and 
loose leaf sheets. Visible card record equipment made 
its appearance on the market less than twenty years 
ago and visible loose leaf systems about a decade 
ago. Their growth commercially has been almost 
phenomenal. 

The first step toward visible card filing came in the 
last decade of the nineteenth century with the inven- 
tion of single-line visible reference devices, which con- 
sisted of frames with flanges on the sides for holding 
strips of cardboard or paper. This type of device was 
followed about twenty years ago by one- and two-line 
visible reference equipment with sheaths or flat tubes 
of celluloid in which the strips of cardboard are in- 
serted and special designations indicated by various 
colors of celluloid. One line visible systems are used 
extensively for mailing lists, telephone information, 
credit authorization, cross indexes, and_ similar 
purposes. 

One-line visible reference systems are valuable for 
many purposes. However, it is what is known as the 
“posting” type of visible card records which has the 
widest field of application. Visible card filing systems 
permit the use of all standard and many special sizes 
of cards. Usually a hinge device renders both sides 
of each card usable with facility. The cards are over- 
lapped, leaving visible the guide line of each card. 
With many devices a simple motion of one finger 
exposes either face of any card for reference or the 
entering of information. Al! visible card systems have 
devices which preserve the proper overlap and hold 
the cards in their panel or frame. One of the first 
systems was that of die-cutting slits in the cards in 
such form as to allow the cards to catch in each other, 
remain properly spaced, and provide lips to catch on 
the frame. Die cut cards of this type permit the im- 
mediate insertion of a card at any point or the removal 
of a card and closing of the space left by taking the 
card out of the file. 

There are several other methods of hanging the 
cards in the panel. Among others are pockets of 


various kinds and metal hinges which have clips for 
holding the cards. These card-holding devices are re- 
movable and serve the double purpose of fastening the 
holder in the panel and maintaining the proper spacing 
for visibility. 

The forms of containers for the frames are also of 
several types. The panels may be filed horizontally 
in cabinets, vertically in straight-track or rotary 
holders, and in book-form holders. The latest develop- 
ment is the filing of panels vertically in drawers. Ref- 
erence to any panel without removing it from the 
drawer is made possible by a special kind of drawer, 
of which the front may be tilted forward and the 
follower-block backward in one pull. This provides a 
space in front of the panel being used, the panel being 
tilted backward to give ready vision. 

Visible card files permit the use of a number of 
methods of indicating classifications. Among these are 
celluloid covering strips and metal signals of various 
colors and pen, pencil, or rubber-stamped marks of 
various shapes and colors. Then, too, different posi- 
tions of markers or markings may be used to indicate 
certain facts. 

Ten years ago the visible reference idea, having 
established itself in the card index field, entered, also, 
the realm of loose leaf devices. The first visible sheet 
loose leaf device is still being manufactured and sold 
today, under the trade name of “visualizer.” In the 
past decade a number of other loose leaf manufac- 
turers have entered into this particular field and there 
are now available several visible sheet devices of merit. 

Visible sheet equipment facilitates the finding of 
certain sheets and the posting of information or 
making it available because of the overlap and visible 
guide line features. All of the methods of signaling 
and marking which are ordinarily used with visible 
card files may be employed in visible sheet loose leaf 
equipment. 

Binders are of either the ring or prong type. 
Twenty-five or thirty sheets with visible guide lines 
are ordinarily contained in one visible group. If 
sheets of lesser height than ordinary are used the 
number of sheets in a section is increased. The usual 
visible margin is three-eighths of an inch or the stand- 
ard double-line typewriter space. 
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In the ring binder type of visible sheet equipment 
the rings open in sections of three or four each. In 
the prong binder all the prongs are opened with one 
motion. This type of binder prevents the sheets from 
slipping out even when the prongs are open. 

To put a new sheet in a visible type prong binder 
requires that all the sheets at and above the position 
in which the new sheet will come be moved up one 
position. The removal of a sheet necessitates the 
closing up of the space left by the removal. The 
moving of sheets incident to providing place for a new 
account or closing up the space left by taking out an 
old account sheet is in some cases done entirely by 
hand and in other instances by the use of mechanical 
aids. One manufacturer supplies for this purpose a 
grasping device like a thin pair of pliers, with long 
Jaws in which a number of sheets may be kept in order 
while being transposed. 

\nother manufacturer makes a binder with an 
integral shifting device. The left-hand set of prongs 
may in one motion be shifted a position below normal. 
In inserting a new sheet the movable prongs are first 
shifted down. Then all the sheets to be moved up are 
turned over to the left. The new sheet is now put in 
its proper place on the right-hand side, the shift raised 
to normal, and the shifted sheets put back over on the 
right-hand side one position higher than before. 

In taking out an old sheet shifting and throwing the 
leaves over are reversed; that. is, sheets which are to 
be moved down are thrown over on the movable prongs 
before the shift device is used. 

Visible sheet loose leaf equipment offers in certain 
cases, in addition to the visibility feature, advantages 
in space, capacity, weight, and facility of operation. 

It is interesting to note that during the period of 
the development of visible card filing systems there 
have also been placed on the market several mechan- 
ical devices which have for their primary object ac- 
cessibility to cards of the familiar vertical file type, 
rather than visibility of cards as the term is now 
applied. Such mechanical systems may be called card 
finders. They afford comprehensive cross-indexing 
and require for the purpose only a single set of cards. 
The cards are usually filed in a certain order, but some 
mechanical systems make it possible to find a card no 
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@®@ Among the happy features of today’s distribution 
and sale of check protectors as compared with the 
attitude prevailing twenty-five and more years ago 
are the advanced and advancing ethical standards of 
the business. The sale of these valuable and interest- 
ing devices is now conducted quite uniformly on a 
higher plane than ever before, with the result that 
efforts are concentrated upon the things in the bus- 
iness which make for real progress. 

The invention and perfection of machines to pre- 
vent the raising of checks is part of the age-old war 
on crime and criminals, whose ingenuity has kept step 
with the complications incident to the development of 
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matter where it has been filed in the drawer. Card 
finding systems contribute visibility to the extent that 
the guide lines of all the cards in a certain classifica- 
tion may be brought into view at the same time. 

Mechanical card-finding systems are of two types, 
those in which the cards are raised mechanically and 
that in which the card drawer is turned upside down 
permitting the desired cards to protrude. 

Devices of the first type are basically dependent on 
projections in positions corresponding to classifications. 
A rod or lever is provided for each position and 
moving the rod pushes up all the cards which have at 
the bottom corresponding projections. Filing positions 
are designated numerically, alphabetically, or accord- 
ing to subjects. Several of these devices had in front 
of each drawer an integral keyboard. One system uses 
a keyboard device which looks like an adding machine 
and moves on a track under the drawers so that it may 
be placed beneath any drawer in the unit or battery 
of drawers. An electric motor furnishes the power 
for raising the cards. 

A second general type of card-finding system is rep- 
resented by the Findex. The special cards used in 
the Findex system have regular horizontal and vertical 
rows of punch holes which indicate filing positions. 
The classifications under which a card belongs are 
designated by vertical slots extending the respective 
position holes about five-eighths of an inch below the 
horizontal rows in which the holes are located. In the 
front wall of the card drawer are holes corresponding 
to the positions on the cards. To find all the cards of 
a classification rods are passed through the appropriate 
holes in the front of the drawer and through the cards. 
The drawer is then turned upside down and the cards 
which have been slotted at the positions of the classi- 
fication fall the length of the slot. Another rod is 
passed through holes provided for the purpose so that 
the selected cards remain in offset position when the 
drawer is righted. 

While mechanical card-finding systems have had a 
somewhat checkered career, visible card files and 
visible sheet !oose leaf equipment have been outstand- 
ing commercial successes almost from their inseption 
and they today play a highly important part in the 
office equipment field. 
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modern commerce. In an earlier day, when payments 
by check were neither so numerous nor so important 
as they are today, simple perforating machines which 
punched in series of perforations the requisite letters 
and figures through the amount line were usually suffi- 
cient to deter criminal activities through check-raising. 
But as the number and size of checking accounts in- 
creased, abler criminals seeking big hauls found ways 
of filling the perforations, raising the amounts and 
putting in new perforations to correspond to the 
raised amounts. The victim had no recourse. 

The urgent need of more effective means of check 
protection was recognized by inventors prior to the 
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beginning of the present century, but no solution that 
seemed to meet the difficulty was reached until 1899, 
when a machine was invented embodying an idea 
which proved to be the starting point of most of the 
subsequent efforts along the line of check protection. 
The initial machine of the modern type embossed the 
check with a “Not Over’ line and the necesary signs 
and figures, at the same time forcing acid-proof ink 
into the paper. A little later the machine embossed 
and shredded the paper, making it still more difficult 
for the criminal to effect changes that would not an- 
nounce themselves even to casual scrutiny. 


Outstanding Developments 


Modern check protectors are the result of evolution 
from the original small embossing or shredding ma- 
chine to the more rapid and versatile hand-operated 
and power-operated machines, the later capable of a 
large volume of work in a short time. 

Some modern machines provide for writing the 
complete check, writing and protecting at the same 
time, the process involving everything but the signa- 
ture of the maker. 

One machine crimps the name of the payee and 
writes and protects the amount diagonally. 

Another prints and protects the amount in numerals 
and perforates an uninked design over the name of the 
payee. 

\ recently announced checkwriter imprints at one 
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stroke two orders of the amount designation. The 
words, “Two Hundred,” for instance, are written 
with one stroke, instead of in two operations. The 
time and labor-saving attributes of such a check- 
writer are evident. 

But small or large, whatever the make or design, 
the basic shredding idea is paramount and offers suffi- 
cient protection in the majority of cases which do not 
tempt criminals of the greatest skill in document 
alteration. 

Not the least important outgrowth of the intensive 
study and experiment which have gone into the art of 
check protection is the dual development of the ma- 
chine and a type of safety paper invented a decade or 
so ago which betrays unmistakably any attempt at 
alteration by means of chemical or mechanical erasures. 
The use of the paper alone will not, of course, prevent 
pen alterations, but in connection with the check pro- 
tecting machine a check is produced that is so difficult 
to raise that one or more of the manufacturers guar- 
antee checks so made against tampering, and accom- 
pany their guarantee with an insurance policy. 

The manufacture of check protectors and machines 
which write and protect checks at the same time forms 
an important part of the office equipment industry— 
one which in the last quarter century has won place 
and honor as a leading factor in the protection of the 
public against the depredations of a subtly dangerous 
type of criminal. 


oe DESK ACCESSORIES oe 


@@ Every desk is a workshop. At desks are done 
the executive’s planning and workers’ executing of 
those plans. Since most of the productive work of 
the office is performed at desks, it is not surprising that 
there have been brought out or more highly developed 
during the past twenty-five years scores, yes hundreds, 
of devices for desk use. So many of these are there 
that an attempt merely to list types rather than to 
name makes and brands of desk accessories wil! prob- 
ably fail to include some devices. lf any important 
desk accessories have been omitted from the following 
paragraphs, it is not because we have not tried hard to 
include all the better-known types of desk devices. 
* * * 

Twenty-five years ago chair pads and cushions were 
considered a luxury; today they are necessities. They 
are made of felt, sponge rubber, leather, vegetable 
fiber, sheet rubber; alone or in combinations. 

Desk distributors of the vertical and radial types 
were practically unknown a quarter of a century ago. 
Today they are common. 

Working files which lie flat, are visibly indexed, and 
give immediate access to any group of papers without 
disturbing any other group are also a product of this 
period and have firmly established themselves as valu- 
able desk accessories. 

Steel desk drawer stationery files with movable par- 
titions have come to stay. 

Furniture protecting devices of several kinds have 
become more and more common. There are desk 
corner protectors, sliding shoes for chairs and other 


furniture, cups which keep desks and tables in posi- 
tion, and desk pads of various kinds. 

The glass desk pad seems to have been a particularly 
happy thought. It protects the desk, furnishes a 
smooth writing surface, and a convenient place for 
filing information which is frequently desired. 

Then there are desk pads made of a number of 
other materials such as leather, rubber, linoleum, be- 
sides cardboard and similar materials. A note of 
variety in shape has been introduced in these desk pads ; 
curved outlines have become more common. Color 
schemes and combinations seem to cover every taste. 

In desk lamps, too, the esthetic appeal seems con- 
stantly to become more pronounced, without any sac- 
rifice of illuminating efficiency. 

Inkstand bases and desk sets perhaps have become 
more ornate than any other desk equipment. Onyx, 
marble, glass, rubber, wood, and other materials have 
been used to make sets with a strong color appeal and 
in attractive shapes. With them have come statuettes 
in color, in black, and in white. 

Fountain pen desk sets, introduced only a few years 
ago and now so widely used, are covered in an article 
on fountain pens on another page of this section. 

Memorandum devices with rolls of paper, with pads, 
or with loose sheets have appeared in a vast array. 

Daily and weekly calendar memorandum pads have 
become indispensable. Recently a combination desk 
fountain pen and calendar memorandum pad made its 
appearance on the market. 

Self-closing and other ink-conserving inkstands have 
every year established themselves more firmly in the 
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held. Self-closing inkstands have a spherical or cyl- 
indrical float which tends to prevent evaporation when 
the ink is not being used and between dips of the pen. 
Several types of inkwells have apertures only small 
enough to admit a pen. Therefore they present a very 
small surface of the ink to the air and greatly reduce 
losses from evaporation. 

Glass desk trays made their appearance on the 
market a decade or two ago; and wire desk trays have 
taken their place along with the time-honored wood 
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CASE 


@@ A stirring chapter in the history of American 


industry could be written around the cash register. 
It is said that the idea of a machine for registering 
cash receipts had its origin in 1879, when a retail 


merchant, James Ritty, on a steamship bound for 
Europe observed a dial which recorded the revolutions 
of the propeller shaft. On his return Mr. Ritty and his 
brother collaborated in building a cash registering ma- 
chine. John H. Patterson, another retail merchant, 
saw great possibilities in the idea, suggested improve- 
ments in the machine and set mechanics at work to 
carry them out. Patterson thoroughly understood the 
essential principles of retail merchandising. His con- 
nection with the cash register also disclosed his re- 
markable executive ability, and it was he who gave 
to the machine its initial and greatest impetus. His 
mind encompassed the main outlines of the manufac- 
ture, development and marketing of the machine. He 
organized The National Cash Register Company, and 
until his death a few years ago, was the dominant fig- 
ure in this division of the office equipment industry 
Mr. Patterson had advanced ideas on factory manage- 
ment, the treatment of employees, training of sales- 
men, improvement of working conditions, effect of 
surroundings on health and output, etc., and pioneered 
in adapting his ideas at the company’s central factory 
in Dayton, Ohio. This factory soon became a focal 
point for manufacturers in other industries 
light on management problems and the relation of so- 
cial and environmental conditions to production and 
distribution. Mr. Patterson was a practical humani- 
tarian as well as an outstanding industrial genius. 

\n interesting attribute of most basic inventions is 
the potential wealth they create. They open doors 
through which men can envision a part of the future 
Hardly any machine is fully perfected in its first 
. Its performance is limited. It is given a name, 
and then promptly starts 
The spirit of 


seeking 


model 
such as the Cash Register 
to outgrow the origina! specifications. 
prophecy is silent at the christening. 
The first cash registers recorded only cash sales. 
They were designated as paper roll machines, the 
paper being ruled in columns each representing a 
denomination. Striking the keys of the 
used holes to be punched in the different 


monetary 


machine c 
columns according to denominations on the keys. To 
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tray on the desks of many office workers of this day. 

Vulcanized fiber and expanded metal waste baskets 
have won great favor. 

Desk clocks in ornamental shapes have become more 
generally used with the spreading vogue for beauty as 
well as utility in office equipment. Then, too, there 
have been several ingenious appointment clocks which 
could be set so that they would announce times for ap- 
pointments and other times of which the man at the 
desk wished to be reminded. 


estimate the day’s receipts from the holes punched in 
the several columns was a simple matter. 

By 1904, however, the cash register had been great- 
ly developed, taking on many refinements which ex- 
tended its scope and increased its value to merchants. 
But even then the field of the machine was limited 
compared to the performance of machines of the pres- 
ent. In the year referred to the largest company pro- 
ducing cash registers sold about 60,000 machines an- 
nually. Today the output of this company is much 
greater, not only in the number of machines sold but 
in the value of the product. The same may be said of 
other concerns producing machines of this type. 

Recent Outstanding Developments 

By 1904 the foundation principles of the cash reg- 
ister had been established and many of its collateral 
uses were being developed. In the past twenty-five 
years the machine has donned seven-league boots, 
passing into fields of usefulness certainly never 
dreamed of in the philosophy of the gentleman who 
watched the dial recording the propeller revolutions. 
Today the merchant who wants the fullest daily rec- 
ords of his business can get very nearly everything he 
requires from the manifold records provided by his 
cash register, except a perpetual inventory. Assuming 
that he has an up-to-date machine of maximum versa- 
tility, he may have a record of cash and charge trans- 
actions, sums received on account and money paid out. 
Each record may be classified as to departments and 
individuals, with totals in the different divisions. Rec- 
ords are made in duplicate. Machines are available to 
perform detail and receipt printing; total printing; 
multiple accumulation total printing, and detail print- 
ing. But simpler types of non-printing cash registers 
may be had. 

Adding machine cash drawer registers 
velopment of the art—may be so combined with credit 
registers that individual accounts are instantly and 
automatically visible. The full automatic type brings 
the credit file immediately into operative position. 

Another type consists of an automatic adding ma- 
chine cash register on a steel cabinet containing draw- 
ers operated by the mechanism on top. A steel cur- 
tain with locking arrangement covers the drawers 
when they are not in use. There are also machines 
which make records in duplicate, listing items on one 
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copy and cross-tabulating by departments on another 

It is hardly necessary to attempt a description of 
every type of machine which is classified as a cash or 
credit register. There are several hundred lines of 
business, most of which require machines for making 
special types of records. It is sufficient to say that 
a merchant in whatever line may have a cash and 
credit register that will fit his needs and supply him 
records which, if carefully analyzed, will point the 
way to prosperous solvency. 

The most recent outstanding news event in the cash 
register field is the purchase of the Ellis Adding Type- 
writer Company of Newark, N. J., by The National 
Cash Register Company. The products of the two 
companies used together offer a complete accounting 
system for mecantile establishments. 

In the cash register field, manufacturing this type 
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of machine principally, there are four leading con- 
cerns. 

Five concerns produce adding machine cash regis- 
ters, which are either single or duplicate printers. 
Practically the same concerns, with the addition of 
another, produce the combination adding machine cash 
and credit registers. 

It is not to be assumed that each concern always 
continues to make only that type with which it start- 
ed. Efforts not only to improve the lines, but to branch 
out, exert constant pressure, so that fields often over- 
lap and litigation occasionally results. 

During the past generation inventors have found 
the cash register an interesting subject. Several com- 
panies not now in existence have had their day, and 
some have been absorbed and one or two have fallen 
by the wayside. 


<6 AUTOGRABPHIC REGISTERS oe 


@®@ The developments of the past twenty-five years 
in the autographic register field have consisted both 
of mechanical improvements and of a constantly more 
efficient application of autographic register principles 
to office uses. Meanwhile autographic registers have 
not only held but have greatly improved their position 
among retail storekeepers. 

The autographic register grew out of the familiar 
duplicate sales-book. While autographic registers 
perform mechanically most of the functions of sales- 
books, the latter have by no means been supplanted ; 
on the contrary, they are today being sold in greater 
numbers than ever. It is to be expected that auto- 
graphic registers and sales-books should advance side 
by side, since each under certain conditions offers defi- 
nite advantages. The autographic register cannot, of 
course, be carried around like a sales-book; yet in 
many cases portability does not come into considera- 
tion but the efficiency features of the autographic reg- 
ister do play a part. Wherever more than an original 
and one copy of the record of a transaction are de- 
sirable, autographic registers make it possible to se- 
cure: Perfect alignment of all forms, mechanical ad- 
vancement to writing position, a number of clear car- 
bon copies, and automatic interleaving of forms and 
carbons by means of continuous sheets of carbon paper 
which run transversely between the forms from one 
roller to another. 

Among the important mechanical improvements in 
autographic registers during the past quarter cen- 
tury has been the perfection of mechanisms controll- 
ing feed and alignment. The fact that the autographic 
register provides for commercially perfect alignment 
of form has largely been responsible for making the 
device the valuable office machine it is today. One of 
the means for securing alignment is the use of punch 
holes in the forms, either at the top of each form or 
along the sides. In alignment the feed mechanism plays 
an important part. Present day autographic registers 
feed and align forms automatically by means of a 
crank, each turn of which advances the forms a cer- 


tain distance. The operator of the early autographic 
registers pulled the sheets into position for writing. 
Automatic crank feed and alignment are developments 
of the past two and a half decades. 

The basic autographic register principle of feeding 
forms from a roll still works successfully today, and 
the continuous sheet of hundreds of forms is still an 
essential feature of all applications of autographic reg- 
isters. A comparatively recent variant of the continu- 
ous sheet idea is the supply of forms folded flat rather 
than rolled. 

One function of autographic registers which has 
been developed within the past decade is that of auto- 
matically retaining in the register one or more copies 
for record purposes and delivering such copies as are 
to go to the second party to the transaction. Of this 
type of register there has recently been brought out a 
model which retains the original record—often this is 
a signed receipt—and delivers a carbon copy or copies. 
The originals are automatically filed in regular order 
in the register and may later be transferred to a perma- 
nent file. 

While retail stores were among the first business 
houses to use the autographic register, its principles 
have long been applied with equal success to almost 
every conceivable field of commercial, industrial, and 
professional activity. Among the early office uses of 
autographic registers was the making out of bills of 
lading, express receipts, and shipping and delivery 
memoranda. Rapid progress was made in the applica- 
tion of the autographic register to wholesaling and 
manufacturing. In addition to former uses new fields 
were opened in the purchasing department, production 
and cost departments, and in the billing department. In 
short, wherever bills or other business records in du- 
plicate were made out by hand, the autographic regis- 
ter came with its promise of a greater degree of effi- 
ciency than could otherwise be attained. 

In the application of the autographic register to 
office procedure, the greatest development from the 
standpoint of its possibilities came less than a decade 
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ago in the adaptation of autographic register principles 
to machine billing and form writing \ll that manu- 
facturers had learned in a generation about mechan- 
ical feeding and alignment of forms was applied to ad- 
vantage in the development of highly-efficient attach- 
ments tor billing machines such as the Underwood and 
Elliott-Fisher. The billing machine manufacturers and 
autographic register manufacturers are today cO-Op- 
erating im installations of machines with autographic 
register supply and feeding of forms. Although the 
development is a recent one, autographic register com- 
panies are doing a tremendous business in attachments 
and supples tor billing machines. 

With autographic register attachments and suitably 


oe 


@® We are prone to take for granted the things we 
use with never a thought of the planning and labor 
necessary to produce them. As long as machines con 
tinue to function satisfactorily we give little thought 
to the problems which inventors and manufacturers had 
to solve in creating them. <A good illustration is the 
stamp afhxer, which we today accept as an established 
office tool. We assume it to be a simple mechanical 
device, yet, when we consider the history of stamp 
affixing devices, we find in their very simplicity only 
greater cause for appreciation of the ingenious manner 
in which stamp afxer manufacturers have in the past 
twenty-five years solved the many problems arising 
from early attempts to affix postage stamps mechan- 
ically. 

Stamp affixers must, with one stroke of the plunger, 
advance the stamp the required distance ; apply just the 
right amount of moisture; cut the stamp from the roll; 
afhx it and also count and record it. The mechanisms 
which perform those operations must continue to func- 
tion uninterruptedly in spite of many variations in 
atmospheric conditions and their effects on the stamps 
Paper contracts and expands with 
the weather. Heat and cold, humidity and the lack 
of it have their effects on the condition of postage 
stamps. [ven the static electricity which is sometimes 
formed in paper must be taken into account. 

Another consideration in the operation of stamp 
affixers is the state of the rolls of stamps as they come 
from the postoffice. While absolute uniformity is im- 
possible, the stamps which the postal department is 
today supplying are as nearly uniform from year to 
year as is humanly possible. Yet there are variations. 
however slight, in the tightness of rolling, the adhesive 
properties of the gum on the backs of the stamps, and 
the position of the perforations. For these conditions, 
t the perfectly functioning stamp afhxer must pro- 


the machine uses 


vide 

[here were also problems of a different character 
which the pioneers in the field had to solve. Some of 
these difficulties pertained to the distribution of the 
machines. Stamp affixers were designed to feed stamps 
from rolls and the postal department did not at that 
time supply stamps so put up. So stamp affixer man- 
ufacturers bought from the government unperforated 
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printed forms it is possible to make on a billing ma- 
chine as many as fifteen good copies and an original, 
all in perfect alignment even though the forms be of 
different widths. Any standard weight and quality of 
paper may be used for printing the forms and, of 
course, sheets of different colors are usually used to 
distinguish copies for various departments and pur- 
poses 

Thus we see that during the past twenty-five years 
the autographic register has demonstrated beyond 
question the value of its principles in increasing office 
efficiency and in the production of both hand-written 
and machine-written records of transactions. 


sheets of stamps. ‘hese they cut into strips and put 
up in roll form for use in their machines. Then a new 
difficulty arose because of the postal regulation which 
requires that stamps in large quantities must be pur- 
chased from the postoffice in whose territory they are 
to be used. This requirement made it practically im- 
possible for manufacturers of stamp affixers to supply 
these specially-rolled stamps for use in territories other 
than the city in which the stamps were purchased and 
put up in coils. 

In due time, however, the postal authorities were 
won over to the conviction that stamp affixers had come 
to stay and that they had become a public necessity well 
worth encouragement. Since that time the government 
has kept in stock rolls of stamps for various types of 
stamp affixers. 

Side by side there have developed two distinct types 
of stamp affixers—those which are part of combined 
envelope-sealing and stamp-affiixing machines, and the 
portable device which affixes stamps. Most of the prob- 
lems mentioned presented themselvs alike in the case of 
both types of machines. The larger type of machine 
was the first to make its appearance on the market. 
ven some of the earliest sealers and stampers were 
electrically operated. There was, however, a field for a 
hand-operated stamp affixer which could be used profit- 
ably in offices of any size, even the smallest. Some of 
the earliest hand stamp affixers were desk models which 
weighed several pounds. but it soon became apparent 
that for a hand-operated stamp affixer it was prefer- 
able to be able to carry the device readily from desk 
to desk. 

How well portable stamp afhxer manufacturers have 
solved their peculiar problems is manifest in the mod- 
ern device ot the type which takes up less desk space 
than an ordinary ink stand or mucilage jar and weighs 
only one pound. And that little device performs all 
the five distinct operations common to all stamp affixers 
and yet stands up under the continuous rough usage 
which hand stamp affixers receive. 

The stamp affixer of today is a valuable office 
servant, and an interesting machine, too, to him who 
considers it in the light of the difficulties which manu- 
facturers had to surmount before it could be brought 
to its present standard. 
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@® Paper is one of the office requisites to which the 
average executive formerly gave little consideration in 
spite of its importance. But during the past quarter 
century there has been a marked increase in the demand 
for higher grade papers for all office purposes. In 
this movement the greatest single factor has perhaps 
been intensive advertising of quality papers to the user 
of stationery as well as to the printer. It is only about 
20 years ago that paper manufacturers and distributors 
began in earnest to preach to the using public the gos- 
pel of better paper. The campaign has been effective. 
Today many buyers of letterheads and other printed 
matter express a preference for or specify some par- 
ticular brand of paper. 

Business prosperity and the economy of wise spend- 
ing have both been factors in the tendency of the past 
twenty-five years toward the use of better grades of 
paper for all office purposes. With better paper have 
also come better printing of office stationery and greater 
demand for lithographed, offset and engraved letter- 
heads and other printed matter used in offices. 

With the greater development of commerce there 
came into being an appreciation of the importance of 
new factors in correspondence. Paper that was simply 
a carrier—merely a vehicle for imparting messages in 
written or typewritten form—no longer sufficed. Cor- 
respondence paper must, now express quality—an at- 
tribute desirable in itself, and necessary in satisfactorily 
taking the fine engraving and the high-class printing 
now demanded by up-to-date business organizations. 
lurthermore, there is a “feel,” snap and firmness to 
a fine sheet of paper that its poorer relation never can 
possess. Good paper has come to stay in business, pro- 
fessional and social usage. 

Letters are often the only contact which an organ- 
ization has with those with whom it doves business. 
There is as much reason why letters should present a 
pleasing, high-class appearance as that the men who 
represent the house should be properly appareled and 
neat of person. We had almost said there is more 
reason for the first-grade letterhead and sheet, because 
letters go everywhere and stand as the direct represen- 
tatives of the house. 

The idea has been carried still further and has been 
applied profitably to documents which are usually seen 
only by employes and executives of the firm. Carbon 
copies of correspondence, for instance, are today more 
commonly made on a good quality of thin paper than 
on the cheap sheets which were generally considered 
satisfactory twenty-five years ago. Business executives 
now usually take into account the fact that file copies 
are kept for reference purposes and that there is no 
telling when a carbon copy of a document may assume 
great importance. At such a time much may depend 
on the legibility and good condition of the file copy. 
A poor second sheet may not effectively withstand the 
handling to which file copies of correspondence are 
often subjected. It may also deteriorate considerably 
from the action of air, heat and light. The heat of a 
fire not intense enough to destroy a filing cabinet will 
cause poor second sheets to fall apart. A good second 
sheet usually withstands such heat. 
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The cheaper carbon copy sheets tend to make a file 
look ill-kept. A good quality of thin sheet “stands up” 
under erasing, folding and repeated handling. Other 
considerations which have made good qualities of thin 
sheets popular for filing purposes are that they save 
space and weigh less than cheap second sheets. Thin 
papers, as compared with the cheaper second sheets, 
weigh about half as much and take up only one-third 
or even half as much filing space. The saving in floor 
space, rent, and filing equipment and supplies not only 
offsets the slightly higher first cost of thin papers, but 
sometimes pays profits on the investment. 

Frequently thin papers are printed for file copy 
sheets, inter-office correspondence sheets and various 
other office forms. A good thin sheet is easily handled 
in being printed and keeps down to a minimum losses 
by spoilage because of the character of the paper stock. 

Wherever minimum space and weight are considera- 
tions, thin papers offer advantages. 

In mimeograph papers there have been a number of 
developments. Today much more is required of dupli- 
cating machine papers than was demanded twenty-five 
years ago. Then the comparatively low rate at which 
sheets were run through the machine permitted the use 
of almost any sheet with a fair capacity for absorption 
of ink. But the high speeds at which modern elec- 
trically-operated duplicating machines turn out work 
and the demand for better looking paper now have 
made the manufacturing of mimeograph paper as care- 
ful a process as the making of bond papers. Indeed, 
several types of mimeograph sheets have at first glance 
every appearance of being high-quality writing paper, 
and yet they have the absorbent properties required for 
their particular class of work. One type of mimeo- 
graph paper which has been developed has a high de- 
gree of absorption and yet is suitable for pen and ink 
signatures. 

The general problem which makers of duplicating 
machine papers have had to solve is the making of 
papers with maximum absorbing powers and the most 
attractive possible appearance. Business houses today 
usually take considerable pride in the appearance of 
communications which they send out, whether individ- 
ual or form letters. Yet duplicating machines on the 
average are now run at much greater speeds than a 
number of years ago. These developments present 
somewhat conflicting requirements to manufacturers of 
duplicating machine papers. Nevertheless they have 
admirably solved their problems and there are today 
a number of types and grades of duplicating machine 
papers to take care of the needs of users. 

Other developments of the past quarter century in 
the realm of paper used in offices are: 

The increasing use of business correspondence size 
sheets because of the popularity of the portable type- 
writer. 

The use of large quantities of paper for listing add- 
ing machine rolls. 

Fancy paper wrappers and packages for office sup- 
plies have become more and more popular. 

In the last twenty-five years sulphite paper boxes 
and other containers have come more extensively on 
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the market for filing and storage purposes, being strong, 
convenient and inexpensive. 

The use of No. 10 and other long envelopes which 
require only two folds of a letter has increased appre- 
ciably. In this development duplicating machines, fold- 
ing machines, and the window envelope idea have been 
tactors. 

Mailing envelopes and filing envelopes of tough, 
leather-like stocks are now in greater demand than ever 
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before since the art of paper making was discovered. 
High grade paper is now used to such an extent for 
making greeting cards that greeting card stock rivals 
or exceeds in value that used for social stationery. 
Recently there has been brought out an elegant ivory 
finish paper used for distinctive business announce- 
ments and greetings. This paper in the finer grades 
is run through the calendering machines as many as 
eighteen times. : 


e+ DOSTAL FRANKING MACHINES ++ 


@® It is not quite twenty-five years ago that the 
United States post office first established the permit 
mail system. It applied, however, only to third-class 
mail, such as catalogues and similar printed matter. A 
few years after the institution of the permit system a 
man who had recently been postmaster at Chicago 
formed in that city a company to perfect, manufacture 
and sell a machine which had been invented by em- 
ployees of the post office and which was to make pos- 
sible extension of the advantages of permit mail to 
letters and other first-class matter. This increase in 
the scope of post office operations required an act of 
congress and it was only after a number of years of 
effort on the part of persons interested in franking ma- 
chines that the necessary legislation was enacted. So 
that it was less than ten years ago that the post office 
authorized the franking of first-class mail matter by 
business concerns and provided that machines for the 
purpose should have the approval of the postal 
authorities 

Present day franking or permit mail machines are 
of two types, non-metering and metering. 

The non-metering machine seals and imprints, or 
only imprints, mail which is weighed in bulk at the 
post office, the postal authorities accepting the mailer’s 
count upon comparison between the weight 
mailed and the average weight of the individual piece 
of mail matter. Before the advent of the franking 
machine the indicia for this class of mail matter were 
imprinted exclusively by means of either the printing 
press or an attachment to certain addressing machines. 
Franking machines of either the non-metering or 
metering types will seal the envelope, print the permit 
indicia, and count the pieces 

The postage meter for first-class mail matter has in 
less than a decade made such great and rapid strides 
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@@ A decade ago there seemed to be a machine or 
device for performing every mailing operation except 
that of inserting enclosures in envelopes, and this 
seemed to defy the ingenuity of inventors. 


as an office machine as to place its progress in the class 
of business romances. More than ten years had passed 
before government approval of the postage metering 
machine could be secured, but as soon as lega! for- 
malities had been satisfied, the franking machine almost 
immediately established its place in the business world, 
for it provided economies of time and money not only 
for the user, but also for the post office, as will be 
readily seen from the following brief outline of its 
features. 

The postage meter, in one operation, seals, stamps, 
dates, postmarks, cancels, and counts envelopes of all 
current sizes and of thicknesses up to three-eighths of 
an inch. The letters are then sent to the post office 
and, after sorting, are immediately on the way to their 
various destinations. Thus there are performed by 
this machine in the business office several operations 
which formerly were the duty of the post office— 
arranging the envelopes so that they all face one way, 
canceling stamps and affixing the post mark which 
shows the time of mailing, the date and the post office. 
This leaves for postal clerks only the operations of 
sorting and bagging. Then, too, the postal department 
saves the expense of paper, printing, and distribution 
of an equivalent number of postage stamps; since the 
metering device is set by the post office for a certain 
number of imprints, for which the user pays in ad- 
vance what an equivalent number of stamps would 
cost. The meter shows the number of imprints used 
and the number remaining to the mailer’s credit. 
When the machine has made the number of imprints 
for which it has been set, it locks automatically and 
can be reset for further use only by the post office 
authorities. 

These, then, are the more important reasons for the 
remarkable progress of the postal franking machine 
within the last decade. 
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MACHINES 


During the past twenty-five years the trade press 
has several times announced the appearance of insert- 
ing machines, but until recently attempts at manu- 
facturing wholly practical machines of this type failed 
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of complete success. One machine shown several 
years ago was designed to gather enclosures, fold them 
within a letter, insert them in an envelope and seal 
the envelope. This machine required about four 
square yards of floor space and seems never to have 
reached commercial production. Several other insert- 
ing machines likewise did not get beyond the experi- 
mental stage. 

It is interesting in view of what went before that 
there should have appeared on the market two years 
ago at almost the same time two inserting machines 
which perform their function successfully and are be- 
ing quite extensively sold. 

One of these machines is of the unit type, that is, 
the enclosure magazines are units which may be added 
to or taken away. (Three or four enclosure units 
cover the requirements of most users.) This machine 
has a speed of 3,000 stuffed and sealed envelopes per 
hour, regardless of the number of enclosures. The 
manufacturers of the machine have striven for sim- 
plicity in general design and adjustments, so that un- 
skilled help may be used in operating the machine. 

The other of the two inserting machines we have 
mentioned is manufactured in models which take care 
of as many as eight enclosures. In addition to énclos- 
ing and sealing, this machine performs several other 


operations. It may be equipped with a stamp affixing 
mechanism or with a device for imprinting permit 
mail indicia. It also counts the envelopes which have 
been put through the machine. Perhaps the most 
interesting feature of this inserting machine is that it 
has a sensitive automatic control device which stops 
the machine before sealing an envelope which has too 
few or too many enclosures. A speed of from 3,000 
to 3,600 envelopes per hour is possible with this ma- 
chine. 

Both of the inserting and mailing machines which 
have been described are motor driven and will accom- 
modate all envelopes up to size number ten, which 
measures about 91% by 4% inches. 

Public utility companies which mail each month per- 
haps a million bills with enclosures are among the 
users of these new inserting and mailing machines. 
Banks, associations, and similar institutions have also 
found it profitable to install them. 

And so the inserting machine may be said to be the 
newest member of the office equipment family, and 
a lusty youngster it seems to be. Machines and devices 
have now apparently been applied to almost every 
office operation except thinking, and some office ma- 
chines seem to come uncannily close even to that. 


OFFICE COMMUNICATING 
SYSTEMS 


@® Several types of inter-communicating systems 
designed particularly for office use have been developed 
in the last twenty-five years. Among these are house 
systems independent of public telephone lines, permit- 
ting immediate response to outside calls. Internal 
telephone systems are of two general kinds—push- 
button and dial. 

The most highly developed push-button telephones 
require only the pressing of a key to select and ring 
automatically the station with which communication is 
desired. Each instrument is connected by direct wire 
with each of the other stations in the system. With 
direct wire systems, it is not practical to increase in- 
definitely the number of stations in the system. There- 
fore, where a large number of stations are necessary 
the second general type is preferred. 

Dial telephone systems have no limit as to the num- 
ber of stations, other than the number of permutations 
of dial positions. The automatic inter-connecting 
equipment of dial systems gives immediate access to 
any station which is not in use. 

With dial systems there is available equipment which 
makes it possible for a number of persons to hold a 
telephone conference. The most recent development 
in dial-operated inter-communicating systems is an 
automatic connection board which can be operated eco- 
nomically with only a few stations. 

As an adjunct to telephone systems for office use, 
the last two decades have seen the development of bell 
and light signaling systems which indicate to persons 
away from their desks when they are wanted on the 
‘phone. 

A distinct type of interior telephone has come into 
use in the past twenty-five years. On the official’s 
desk or on a stand near by is a neat cabinet slightly 
larger than a cigar box. It contains the master sta- 


oe 


tion. A microphone transmits messages spoken several 
feet away from the instrument through a receiver of 
the loud speaker type. If the incoming message is of 
a private character, a small receiver may be lifted from 
a hook, thus automatically switching off the loud 
speaker. 

Near or on the desks of persons whom the executive 
may wish to reach are instruments called sub-stations. 
These differ from the master station mainly in that 
they do not have the loud speaker feature. 

When the executive wishes to call a sub-station he 
presses the key designating that station. At the sub- 
station a bell rings and a lamp signal indicates the 
origin of the call. 

Calls coming in to the master station from sub- 
stations are indicated by a buzzing sound and also by a 
visual signal given by a shutter behind a small circular 
window, showing the station from which the call is 
coming. If the executive does not wish to answer at 
the time, he switches off the buzzer, thus notifying 
the caller that the executive is busy. 

Unsuccessful attempts to reach either the master sta- 
tion or sub-stations are recorded by the visual signals 
which remain in place as automatic memoranda. The 
exchange of confidential messages in a whisper is made 
possible by the microphone transmitters of both master 
stations and sub-stations. 

An outstanding feature of these systems is that an 
executive may, without moving from his desk, hold 
conferences with as many of his subordinates as he 
desires. Not only the executive’s words, but also those 
coming from sub-stations through the loud speaker are 
transmitted by the master microphone to all the con- 
ferees. However, the person who controls the line can 
at all times prevent “listening in” by unauthorized 
persons. 
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Any station in the system may call any other, and 
if no answer is received the visual signal remains to 
identify the call. 

Chree general types of interior telephones have been 
mentioned. A common characteristic of all of them 
is that they permit simultaneously as many conversa- 
tions as there are pairs of lines, no conversation inter- 
fering with the others. 

Written Messages Sent 

The office communicating systems heretofore de- 

scribed transmit voices. There is another class of 

communicating systems which send written 
messages. While the principles of the system have 
been in use for more than a quarter of a century, they 


; 


electrical 


have been widely applied to general office use only 
since the first issue of Office Appliances was published 
One system noiselessly transmits hand-written mes 


sages Over wires connecting stations which may be many 
miles apart or in adjoining rooms. The sending instru 
ment has a metal stylus which is used like a pencil 
[he stylus leaves no written impression, but is me- 
chanically and electrically connected with writing arms 
in both sending and receiving instruments. These 
arms, which are equipped with pens, duplicate exactly 
the movements of the stylus, thus recording the mes 
on paper at both ends of the line. 

newcomer into the field of office 
machines which transmits typewritten 
messages to receiving typewriters a few feet or hun- 


sage 


\ comparative 


is a device 
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dreds of miles away. Telegraph companies have for 
many years used the system for the transmission of 
telegraphs. Only in the past few years, however, 
have its principles been applied to office uses in com- 
mercial and industrial establishments. The two gen- 
eral kinds of instruments are the combined sending and 
receiving and the receiving only. 

The sending instrument perforates a tape which is 
used to transmit electrical impulses corresponding to 
the characters of the message. 

The receiving typewriter is predominantly mechanical 
in its action. The current from the incoming wire acts 
mly as a selector in tripping small levers which provide 
interferences against a shaft revolved by an electric 
motor, the shaft transmitting the power for operating 
the receiving typewriter. 

\ny number of receiving instruments may be used 
with a single transmitter. 

One other type of electrical devices which may be 
included under the head of communicating systems is 
what are known as program systems, used for sending 
simultaneous signals to various departments at certain 
Program systems consist of a 


predetermined times. 
electrically with the signal 


special clock connected 
levices 

Looking back over the past twenty-five years in office 
communication, it is evident that inventors and manu- 
facturers of office communicating systems have kept 
pace with their fellow inventors in advancing standards 


of office efficiency. 


MISCELLANEOUS DEVICES <¢ 


© How impossible it would be to present a review of all the items in a 


commercial stationery stock is evident. 
We have tried to select for mention devices 


carries 14,000 different items. 


A widely known wholesale stationer 


which may be termed key products, regretting that the inclusion of all is a 


ohysical impossibility. 


The majority of these items which enter into the composition of the in- 


dustry are essential factors in the business office. 


Many of them are im- 


portant cogs without which neither machines nor systems would properly 


function 


A large number of other items attend major products as accessories. 
hese supply an important service and contribute a substantial percentage of 


the total volume of business to the industry. 
Then there is a vast number of items, little tools of business, without 


which the routine work of office 


would be 


slowed up—hundreds of such 


“tools” which eliminate resistance and speed processes. 
\round these several classifications come such things as paper fasteners, 


staplers—board clips—arch files 
tacks—push pins—signals—shears 
baskets—eyeletting machines 
expanding envelopes—blotters 
chair cushions—cash boxes 
titions—envelope openers 

baskets—ink erasers 


pads 


would reduce the record of business to chaos. 
rregate a considerable number of items outstanding in the miscellany. 


‘ 
~ 


—distributors—calendars 
coin 
telephone brackets—ink wells 
lamps—blotter pads—brushes 
-crayons 
telephone arms and brackets 
mucilage bottles 
a list that reaches to thousands. 
There are the filing systems which if suddenly taken out of commission 


—rulers—thumb 
fasteners—waste 
paper files 
book rings 


wrappers—paper 


compasses—copy baths—drawer par- 
eye shields—waste 
moisteners—oil cans—pins—stamp 


\ll necessary—all important. 


Supplies for these systems ag 


Vital 


to business these filing supplies, and profitable to distributors 
In the stocks of many of the commercial stationery stores are carried 


as many as three or 
for service to the business office. 


four thousand items 


the great majority of which are 
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HE history of the business 

show encompassed within the 
past twenty-five years is a record 
of development. At first the very 
word “show” carried with it certain 
implications of which the manage- 
ment regarded itself as bound to 
take notice. There must be music 
and entertainment; there must be 
refreshment; there must be things 
of interest outside the main purpose 
of the show to draw the crowds and 
sustain the interest of the people. 
It was a “show”; people came to 
learn something about modern office 
equipment and incidentally to be en- 
tertained. Exhibitors were numer- 
ous and for the most part were well 
pleased. It was believed in all good 
faith and sincerity that a “business 
show” could not draw a good at- 
tendance without a lot of extraneous 
and unrelated features, including a 
fine band of many pieces, a vocalist 
and perhaps a vaudeville team occa- 
sionally. Before long, however, it 
began to be evident that the enter- 
tainment features added nothing of 
practical value to the exhibition and 
that the exhibitors found it ex- 
tremely difficult to hold the atten- 
tion of a prospective customer for 
an adding machine, for instance, 
when the orchestra broke into a 
lively march or the most recent star 
in musical comedy began to warble 
from the balcony. 

So, soon after Frank E. Tupper 
had taken over the show, all enter- 
tainment was discontinued and the 
show was put strictly on the basis 
of an exhibition of office equipment. 
It has been found that where there 
is real instruction to be obtained 
promising advantage sensible peo- 
ple do not have to be entertained. 
They come in satisfactory numbers 
for the sake of the exposition’s 
practical features, and because of 
their interest and generally high 
standing in the community, they are 
the most desirable class who could 
possibly attend. 

Other features which distinguish 
the modern business exposition 
from the “shows” of an earlier day 
include the entire absence of con- 
cessions for the vending of pop, 
lemonade, popcorn, candy, etc. The 
space which would be taken by such 
concessionaires can be profitably 
used for more serious purposes. 

The business show management, 
although insisting that unrelated 
features be omitted, has shown a 
growing appreciation for beauty in 
booth decoration. In latter-day bus- 
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The 
Business 
Show 


Through 
25 Years 
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iness expositions all booths are of 
uniform style in exterior trim, leav- 
ing the occupant to exercise his own 
good taste in the installation of his 
products and floral and other deco- 
rations. The result is that there is 
a pleasing uniformity of plan, with 
a lively variety which instantly at- 
tracts the interest of visitors. 


A Bit of History 


The first annual Typewriter and 
Office Furniture Exhibition to be 
held in the United States took place 
in Madison Square Garden, New 
York City, December 12, 13 and 14, 
1904. It was given under the di- 
rection of F. W. Payne and Harry 
A. Cochrane, who for six months 
before the show opened had _ re- 
ceived the encouragement and sup- 
port of The Typewriter Trade 
Journal (later OrFIcE APPLIANCES) 
and its able founder and editor, 
George H. Patterson, whose almost 
prophetic vision pictured the future 
of the office equipment industry and 
foresaw something of the uses of 
the business show idea as a means 





F. E. TUPPER 


of advancing popular conceptions 
of the value of modern office ma- 
chines and their relation to the de- 
velopment of industry. 


It was Mr. Patterson who per- 
ceived the value of typewriting con- 
tests as a feature of the business 
show and who, with characteristic 
energy, espoused the plan which re- 
sulted in the creation of the famous 
Thousand Dollar Silver Trophy, 
the temporary possession of which 
was for many years the coveted 
goal of professional speed typists. 

At the first business show in the 
old Madison Square Garden, New 
York, there were nearly one hun- 
dred exhibitors whose products cov- 
ered almost the entire field of office 
equipment. 


In March, 1905, Payne and Coch- 
rane put on a week’s business show 
at the Coliseum in Chicago, where 
more than eighty exhibitors demon- 
strated their products. 


The two shows mentioned were 
so successful that it was decided to 
incorporate a business show com- 
pany, and accordingly, the Business 
System Show Company was organ- 
ized in the spring of 1905 for 
$5,000 by Fred W. Payne, Harry 
A. Cochrane and John J. Schwartz. 


At the close of the seventh na- 
tional business show in Madison 
Square Garden in October, 1907, 
Mr. Payne sold his stock in the 
company to Mr. Cochrane, who as- 
sumed control of the New York and 
Chicago shows, appointing A. L. 
Fierlein as business manager. About 
this time Mr. Payne was promoting 
a business show at Atlanta, Geor- 
gia, which was held in April, 1908. 

Following the Chicago business 
show in the spring of 1909, Mr. 
Fierlein bought out Mr. Cochrane 
and became president of the organi- 
zation, then known as the National 
Business Show Company. Mr. 
Fierlein died in November, 1928. 
In May, 1910, L. H. Mory was 
made treasurer and manager, and 
soon afterwards Frank E. Tupper 
resigned as eastern manager of 
Orrice APPLIANCES and joined the 
show company, later purchasing the 
interests of Mr. Fierlein. The or- 
ganization now consists of Frank 
E. Tupper, president; his son, Ed- 
win O. Tupper, secretary; Charles 
H. Hunter, Chicago manager, and 
Waldo T. Tupper, Western man- 
ager. Business expositions are held 
in New York, Chicago, Los Angeles 
and San Francisco. 
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N THE occasion of the twen- 

ty-fifth anniversary of Office 
Appliances it is appropriate that 
some reference be made to the jour- 
nals in this field which have done so 
much to advance the office equip- 
ment industry abroad. Several of 
these publications originated prior 
to twenty-five years ago. 

In France there are several jour- 
nals devoted to the interests of this 
industry. These include Mon Bu- 
reau, which was founded in 1909; 
was conducted for a number of 
year by G. and M. Ravisse, and is 
now edited and published by Ed- 
mond Langlois & Cie. La Revue 
du Bureau, another strong and en- 
terprising French office equipment 
journal, is now in its twenty-third 
year and is edited by Chevalier Al- 
bert J. Navarre, who is famous for 
his progressive work in the field of 
office systems and equipment. 

In England The British Stationer, 
now in its tenth volume, has done 
yeoman in this division of 
the industry. It maintains close 
connections with national organiza- 
tions not only in the field of station- 
ery, in which it is the official organ 
of the Stationers’ Association of 
Great Britain and Ireland, but in the 
division of office machinery and of- 
fice equipment generally. The Brit- 
ish Stationer is brilliantly edited by 
\. E. Owen-Jones, well known both 
here and in other lands, and is pub- 
lished by F. W. Bridges, Ltd., of 
London 

\nother British journal in the 
field of office machinery and exports 
is the International Export Review. 

In Germany the Papier Zeitung 
celebrated its fiftieth anniversary, 
issuing on that occasion a splendid 
jubilee number. The founder of 
that journal, Carl Hofmann, had be- 
come an expert in the paper trade. 
He went to the United States to 
study paper manufacturing, and on 
his return to Germany explained the 
progress of the American paper 
making industries. He published 
several books and became renowned 
on account of his broad knowledge 
of paper-making. In 1867 he 

the paper manufactur 
ing plant of The Public Ledger of 
Philadelphia at Elkton, Maryland. 
He founded the Papier Zeitung in 
1876. This was the first German 
trade paper to deal with office appli- 


service 


was 


manager of 


ances. The Remington typewriter 
was described and illustrated in 
1877, having already received men 


tion the previous year. The journal 
still publishes news concerning the 
office equipment industry. The pub- 
lishers have issued several books 
dealing with office machines 


APPLIANCES TWENTY-FIFTH 


Office 
Equipment 
Journals 
Abroad 


POPP PP PP PPP POOP 


Burghagens Zeitschrift fur Bur- 
obedarf was founded in 1898 by 
John Burghagen. It was first 
published under another name— 
Schreibmaschinen Zeitung—and was 
the first trade paper to be especially 
devoted to the typewriter trade and 
other office equipment. The pub- 
lisher issued a special handbook in 
six languages defining technical ex- 
pressions used in connection with 
typewriters and other machines. Re- 
cently Mr. PBurghagen issued a 
dealer paper called Buro Organisa- 
tion. 

The Buro-Bedarf Rundschau was 
founded in 1908 by Fredrich von 
Schack, Berlin-Charlottenburg. It 
is published weekly and has become 
well known in Germany and in other 
German-speaking countries. Mr. 
von Schack published a book on 
typewriters and other office ma- 
chines about twenty years ago. He 
has been connected with other activ- 
ities in the trade for many years. 

In 1912 another German trade 
paper was founded called Die Buro 
Industrie. This is the official paper 
of the Reichsverband of the Ger- 
man Buro Industrie and of the Ger 
man calculating machine manufac- 


turers. The paper is issued fort- 
nightly and is published by the 
Union Deutsche Verlagsanstalt at 


Berlin and Stuttgart. They recently 
issued a special handbook on type- 
writers, calculating machines and 
office devices generally. Other work 
stands to their credit. 

Other German papers which touch 
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the industry at some points are: 

Reischsverbands Nachrichten, Ber- 
lin, in its eighth year; Wochen- 
schrift fur Papier, Berlin, in its 
forty-fifth year; Das System, Ber- 
lin, founded several years ago; 
Zeitschrift fur Organisation, Berlin, 
in its third year, and Papier-Welt, 
in its sixth year, Possneck, Saxe- 
Meiningen, Germany. 

Belgium has an excellent office 
equipment journal in La Vie au 
Bureau, published by G. Havois & 
Cie, Brussels, and edited by Cam. 
Lambert. This publication is in its 
eighth year. 

From Rotterdam, Holland, comes 
that fine journal, the Administrative 
Arbeid, founded six and a half 
years ago. 

From Vienna, Austria, come the 
Papier und Schreibwaren Zeitung, 
founded thirty-five years ago, and 
the Anzeiger fur Papier un Schreib- 
waren, founded forty years ago— 
both excellent and authoritative 
journals. 

At Prague, Czechoslovakia, we 
find a well-edited magazine called 
Das Neue Bureau, founded five and 
a half years ago as “Kancelar.” 

L’Ufficio Moderno is an interest- 
ing office equipment journal founded 
almost two decades ago at Milan, 
Italy. 

From Johannesburg, South 
\frica, comes the South African 
Stationery Trades Journal, official 
organ of the Transvaal Stationers’ 
\ssociation. Another Johannesburg 


publication is the South African 
Printer and Stationer, devoted to 
printing and the manufacturing 


stationer. Australia and New Zea- 
land are represented by an excel- 
lent journal known by the some- 
what formidable title, The Book- 
sellers, Stationers and Fancy Goods 
Journal of Australia and New 
Zealand. It was founded eight 
and a half years ago and is pub- 
lished at Melbourne. In Canada we 
find The Bookseller and Stationer 
and Office Equipment Journal of 
Toronto—a widely esteemed publi- 
cation which has_ been issued 
monthly since 1884. 

Finally, from Japan comes the 
Bungu-Kai, published in Japanese 
and English by Fukui & Company, 
Limited, of Osaka—a paper that 
carries brisk and pithy comment and 
advertising announcements. 

From the foregoing it is evident 
that the world is well served with 
office equipment journals. The pub- 
lications named are conducted on a 
plane of dignity appropriate to the 
field they serve. We leave our 
valued contemporaries in the United 
States to speak for themselves. 
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MR ARTHUR GUTHKE 


Ber_tin-NEUKOLLN 


1Q? 
10TH Aprit, 1929 


Mr. Evan JouNson 
f Off Appliances 


It gives me much pleasure to 
submit to you congratulations to 
OFFICE APPLIANCES upon 
its 25th anniversary, and in con- 
nection therewith the heartiest 
greetings to all American dealers 
and manufacturers of the trade, 
especially to the executive com 
mittee of the National Associa 
tion of Stationers of the U.S.A.., 
on behalf of the members of the 
German National Association of | 
Stationers (Reichsbund Deut- | 
scher Papier-und Schreibwaren- 
hindler e.V.). 


ad : 
Best wishes for future pros 


peru \ . 











MR. CHARLES MARSHALL 


ATLANTA, GEORGIA 


May Ist, 1929. 


MR. ARTHUR GUTHKE 


President German National Association 


f Stationers 


I have been shown your cordial 
message of good will to the 
National Stationers Association 
of the U. S. A. through the 
editor of OFFICE APPLI- 
ANCES. 

In the name of the organiza- 
tion, of which I have the honor 
to be president, I express our 
genuine appreciation of ‘your 
message, the sentiment of which 
is sincerely reciprocated. 

The stationery business gains 
in prestige and importance | 
through the years. Germany 
has contributed to its advance- 
ment. 


Sincerely yours, 


Cuartes M. MarsHarr 


President National Stationers Association of the U.S.A 


Good will is one of the two fairest and most frag- 
rant flowers in life’s garden; the other one is love. 
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FROM MANY 
LANDS 


Some Old Friends Look Back 
and Survey the Progress of the 
Industry During the Past 


Quarter Century 
O82 


FRANCE 


By Charles Mamet, President, La Compagnie Real, 
Paris, France, and Honorary President of the 
Chambre Syndicale de la Mecanographie 


The dealers—true pioneers—worked indefatigably to 
lemonstrate the advantages of typewriting over hand- 


| | )W splendid has been the course of our industry 
in the twenty-five years which have passed since 





the auspicious beginnings of the office equipment trade 
in France! Yet, absorbed as we are in the intense 
activities of the present, and in preparations for a 
still greater and more fortunate future, it is to be 
doubted whether or not we would have paused to 
reflect on the tremendous tasks which have been ac- 
complished had it not been for the initiative of Office 
Appliances in asking us to cast a glance backward 
along the way we have come and to set down as best 
we can in brief compass the story of the beginnings 


ind the development of the office equip- 


ment industry in France 
Let us, then, go back in thought: 
Nineteen hundred and four!—an epic 
period, this! The only office machine 


which counted at that time was the type- 
writer, represented in force by the Rem- 
ington, Underwood, Smith Premier, Yost, 
Bar-Lock, Caligraph, Blickens- 
derfer, Densmore, Hammond, Empire, 
Pittsburgh, Fox, Jewett, Williams and 
several German machines. 

The task of the typewriter man was 
difficult ; competition was appalling, for 
it was necessary first to convince the pros- 
pective purchaser of the advantages of 
using a typewriter and then to fix his 
choice on some particular make, each 
model presenting different mechanical 
features. It is readily conceivable that 
the prospect, who, to begin with, had but 
little faith in the utility of writing ma- 
chines generally, should find himself em- 
barrassed in attempting to choose one 
from among so many, none of which had 
then fully proved themselves. 


Oliver, 








writing. Apostles in truth, they sincerely extolled the 
merits of the machines they represented. “Twas a 
tremendous task, indeed, though simply stated: To 
persuade business men to substitute for writing by 
hand—an immemorial habit—a process of mechanical 
writing which offered legibility, rapidity, and many 
luplicate copies of what was thus written. 

The duplicator and the calculating machine had not 
then become important enough to be the objects of 
specialized commercial enterprises. 

Nineteen hundred and four! Well does the writer 
remember the time, for he had just be- 
gun his connection with the industry 
Epic period it was! Debit balances as a 
reward for intense cultivative efforts! 
Scant commissions for dealers! The 
manufacture of office equipment in France 
an industry then unborn! 





And now, the Year of Our Lord, Nine- 
teen twenty-nine! 

Behind us lie twenty-five years of sac- 
rifice and untiring efforts. Yet it is not 
to our activities alone that the enormous 
present development of the office equip- 
ment industry in France is due. The 
world war, by causing a shortage of per- 
sonnel in offices, provided a great stim- 
ulus, because it imposed upon offices effi- 
ciency of organization and the mechan- 
ization of all possible office procedure. 
Office machines were also the beneficiaries 
of import licenses, which, during the war, 
were granted only to articles which the 
Government recognized as indispensable. 

Here is a succint statement of what 
has been accomplished in France: 

Foreign manufacturers, particularly 
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American concerns, are well represented in france 
und still dominate the market. However, French home 
industry today produces typewriters, calculating ma- 
chines, addressing machines, stenographic machines, 
stencil and type duplicators, ribbons, carbons, wood and 
metal office furniture, time recording systems, signal 
systems, postal franking machines, envelope opening 
machines, loose leaf books, paper machines, etc. 

The capital invested in these enterprises increases 
every day. The personnel—management, technical 
staffs, salesmen—who administer all these enterprises, 
because of the valuable contributions they make in 
perfecting office machines and in achieving progress 
in working methods. 

No longer are balances on the debit side. More and 
more powerful grow the trade organizations which 
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champion the interests of our industry in its dealings 
with the public. Special legislation passed at our re- 
quest affords advantages and protection to the trade. 
Every year important office equipment expositions are 
held. Meritorious works on organization have been 
published, and there are several magazines which to- 
gether constitute an interesting French trade press. 

The business of the office equipment trade is today 
greatly facilitated because of the fact that customers, 
for the greater part, are constantly seeking to improve 
their organizations. Our trade today enjoys the respect 
and consideration which rightly belongs to it by reason 
of its importance, and, above all, by reason of the part 
which the office equipment trade plays in developing, 
through efficiency in organization, the commercial and 
industrial affairs of our country. 


BRAZIL 


¢ ‘© GIVE in detail the develop- nisantiietin 
‘nts in the office equipment F 
ment in the omce equipme By Chas. H. Pratt, President, 
Casa Pratt, Inc., Rio de 


Janiero, Brazil 


field in Brazil in the past quarter 
century would take more space than 
you would probably want to give 
this phase of the subject. But there 
have been developments, many of 
them, and they have come during 





matter of office equipment. For us 


and interests of those with whom we 
deal. We have tried, we think suc- 
cessfully, to apply the principle of 
fair play in three directions: Giv- 
ing our customers all and more than 
we have promised; recognizing and 
rewarding the efforts of our sales- 
men and other employees ; according 


our stay here. Perhaps the easiest 
way of illustrating what progress 
there has been in the use of office 
equipment in Prazil is to compare 
conditions when we came here with 
those of today. We can go back in 
memory almost but not quite twen- 
ty-five years. The few years short 
of a quarter century will, I assume, 
make little difference for your pur- 


the past twenty-two years in Brazil 
are pleasant to look back upon. We 
have had obstacles, of course, and 
among them has been the difficult 
though gratifying task of educating 
as much of the public as we could 
reach in the use of time and labor- 
saving office equipment. But we 
have built our business on the foun- 
dation of considering the viewpoints 


to our competitors the fair treat- 
ment we expect them to give us. 
And in the light of what has been 
achieved the retrospect is a pleasant 
one. 

We have given you an epitome of 
conditions twenty-two years ago and 
today. A few details of present 
conditions in Brazil may be of in- 
terest to your readers. In general 


pose. Incidentally, [ am sure you 
will pardon the personal vein in 
which this article is written. A man 
usually thinks of a subject in terms 
of his own experiences, you know. 

The writer came to Brazil in 1907 
to sell American office appliances 
and started in business with three 
salesmen and an office boy. In those 
days letters were written with a pen 
and copied by means of a letter- 
press. Correspondence was filed in 
pasteboard boxes. Typewritten doc- 
uments had no legal standing. Add- 
ing machines, addressing machines, 
and duplicating machines were un- 
known. 

Today Casa Pratt (The House of 
Pratt) employs more than 500 men. 
It has fourteen branch stores in 
Brazil and a New York office at 
501 Fifth avenue. We have opened 
about thirty business schools. Our 
sales for 1928 were a little more 


than $3,000,000. 
These facts are ample evidence 
that Brazil has progressed in the 
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business conditions in Brazil are 
somewhat better than they were a 
short time ago, but there is still 
among business men some uncer- 
tainty as to the future. This uncer- 
tainty is in large part due to the 
foreign debt which the present gov- 
ecnment inherited from its prede- 
cessors. The present government is 
conservative and economical and has 
somewhat succeeded in stabilizing 
the exchange rate. Yet interest 
payments on Brazil’s enormous for- 
eign debt present a financial prob- 
lem of no mean proportions and un- 
til it has been conclusively demon- 
strated that these interest payments 
can be met the credit of the gov- 
ernment and the value of its cur- 
rency cannot be said to be out of 
danger. 

Fiscal conditions have, of course, 
—~ a direct effect on business. Uncer- 
Kg tainty as to the financial status of 
the government adds to the risks in 
the office equipment business as well 
as others. Typewriters, adding ma- 
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chines, and similar appliances are 
sold on monthly payments and the 
buyer agrees to pay in paper cur- 
rency a stipulated amount at stated 
times during a period of from six 
to twelve months. The dealer or 
agent buys his machines in dollars 
and sells the machines on long terms 
at prices quoted in Brazilian cur- 
How the seller will come out 
in the transaction depends on 
whether or not Brazilian currency 
is worth as much when the payments 
fall due as it was when the contract 


rency. 


was signed. 

Brazil offers a good market for 
typewriters but distribution is ex- 
pensive. The people who are able 
to read and write, and are there- 
fore possible prospects for the sale 
of typewriters, are located very 
largely in the cities and towns and 
the towns are widely separated. 
Brazil has about 31,000,000 inhabi- 
tants, but many of them cannot read 
or write. So that the extent of our 
population is not representative of 
the possibilities of selling typewrit- 
ers in comparison with proportions 
which might be used in the United 
Perhaps a fair estimate of 
market would 


| 


States: 


the tvpewriter here 


N SOME respects Portugal pre 
| sents an interesting field for the 
attention of producers of office ma- 
chines and equipment outside the 
territorial limits of this republic and 
While Portugal is not 


a virgin field for the exploitation of 


its ct yf mies 


these devices. the use of them is still 


stages. It has been 


in 1tSs younger 


hardly more than twenty vears 
since certain offices and commercial 
houses started using the riter 
Che 


machines 1n 
increased is evidence that the writ 


type 
fact that the number of these 


use here has steadily, 
ing machine is appreciated 

We 
time to time with unsettled and ad 
conditions the outlines of 
which are familiar to students of 
the history of our times, yet despite 


have been confronted from 


verse 


doubt and discouragement, there 
have been moments when one 
sensed that a field does exist for 


the general use of all sorts of office 
In the United States and 
intense 


devices. 
other countries which enjoy 


and ever-widening commercial activ- 
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be that our possibilities are about 
equal from a population standpoint 
to those of Massachusetts with its 
4,000,000 people, except that our 
prospects are scattered over a ter- 
ritory which is as large as the entire 
United States and its territories and 
possessions, with the exception of 
Alaska. 

In Brazil there are represented 
seventeen different makes of type- 
writers, both American and Euro- 
pean in origin. We take a pardon- 
able pride in the fact that the sales 
of Remington typewriters exceed 
those of any other make and that 
our sales of the Remington have in- 


creased approximately twenty per 
cent each year for the past five 
years. The Royal and Underwood 


organizations here are also doing 
considerable business. European 
machines, however, are offering 
strong competition, particularly Ger- 
man and Italian machines. There 
are many Italians in Brazil and the 
agents of the Italian government 
urge upon their compatriots the pa- 
triotic duty to buy only Italian ma- 
chines. The total number of type- 
writers imported into Prazil from 


ORTUGA 


By Carlos Dunkel, Oporto 
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all sources in 1928 was about 10,000. 

Among the more actively repre- 
sented American adding machines 
are the Burroughs and the Dalton. 
Various bookkeeping machines and 
European calculating machines are 
sold; the field for these, however, 
seems to be limited. In cash regis- 
ters the National is in the lead with 
the Remington register as the only 
visible competitor. Check protectors 
are used mainly in banks, since busi- 
ness firms do not commonly use 
checks. Addressing machines and 
duplicating machines are sold in 
moderate quantities, but are stead- 
ily increasing in popularity. 

As to office furniture: The im- 
portation of wood furniture is made 
almost impossible because of the 
high import duty and the fact that 
a fine quality of wood furniture is 
manufactured locally. Steel furni- 
ture, however, is sold in appreciable 
volume in spite of the fact that it 
is subject to duties of from 60 per 
cent to 150 per cent. Fifteen years 
ago steel furniture was unknown 
here. Today we sell more steel fur- 
niture in a week than we did during 
the entire first year after we intro- 
duced it in this country. 


ity the office equipment business is 
an entity—it has self-consciousness 

it tends to coalesce and form so- 
associations which co- 


cieties and 


operate with each other for the 


good of all. The benefits of such 


activities, while not always im- 


mediately visible, are nevertheless 
enormous, for they put behind rep- 
utable producers a weight of senti- 
and a wealth of 


ment experience 


such as they could obtain in no 
other way. 

During the last twenty or twenty- 
Portugal have 
been confronted with basic prob- 
lems involving the vital welfare of 
our country. Citizens have been 
able to concentrate attention upon 
little more than the immediate exi- 
gencies—the securitv and stabiliza- 
tion of government; the fostering 
of agriculture; the establishment of 
exports; the encouragement of new 
factories and industries, and the 
advancement of our commerce in a 
world of giants under conditions of 
rapid communication and transpor- 


five years we of 
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tation never before conceived in the 
mind of man. Our problems have 
not been easy of solution, but one 
by one they are being conquered and 
the day is certainly not far distant 
when the commercial and profes- 
sional people of Portugal will be as 
alert as any to utilize all of those 
devices which multiply the hands of 
workers. 

Under the conditions outlined it 
is not easy to predict how long the 
market for office machines and 
equipment will remain in its present 
condition. But already we note that 
little by little people are beginning 
to realize the desirability of office 
reforms. A sure indication of this 
growing appreciation of up-to-date 
office equipment is to be found in 


WENTY-FIVE years ago Rou- 

mania, like a number of other 
European countries, had practically 
none of the machines and devices 
which constitute such an important 
part of modern office equipment. It 
is true that some small beginnings 
had been made, but practically all 
of the progress along this line has 
come during the past quarter cen- 
tury. But the standards for meas- 
uring progress in the extent to 
which office equipment is used 
should not be the same for Rou- 
mania, of whose population so large 
a part is agricultural, as for a coun- 
try which is predominantly indus- 
trial. 


Roumania, nevertheless, has ad- 
vanced steadily in the use of modern 
office equipment and labor-saving 
devices. In this movement the type- 
writer has been a pioneer. Today 
all firms of any importance have not 
only typewriters but also adding, 
calculating, and bookkeeping ma- 
chines. We have, of course, the 
supplies, accessories, furniture, and 
other equipment which are the nat- 
ural outgrowths of the use of office 
machines. Yes, Roumania has ad- 
vanced considerably from the days 
when pens and pencils, writing 
paper and bound books of account 
were the chief articles of office 
equipment. 

There is one important develop- 
ment of the past twenty-five years 
which I think should receive more 
attention from American manufac- 


the fact that the state itself has 
adopted the typewriter for the typ- 
ing of official documents heretofore 
written out in handwriting. 

Portugal possesses great African 
colonies which one day, no doubt, 
will be a good market with large 
possibilities, but up to the present 
these colonies are hardly to be con- 
sidered with regard to the use of 
office equipment, because such trade 
as there is in the hands of big 
companies which often buy what 
they require in Lisbon, Oporto or 
elsewhere. 

As the money of Portugal has 
depreciated in the last fourteen 
years to about one-twentieth of its 
normal value, the reader will read- 
ily understand that office devices, in 


OUMANI 


By Arthur Guth, Manager, Office 
Equipment Company, Oradea, 
Roumania 


Note.—The main purpose of 
these article is to recount the devel- 
opments of the industry during the 
past twenty-five years. Mr. Guth 
has, however, brought out several 
points which affect the present and 
future development of business in 
Roumania and we therefore publish 
his comments. 
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the face also of high duties, are by 
no means cheap auxiliaries and that 
the demand is not very brisk, al- 
though we may be quite willing to 
follow as far as we can the argu- 
ment that the office machine is an 
investment and not an expense. In 
many instances buyers have con- 
tented themselves with the less ex- 
pensive devices made chiefly in Ger- 
many. 

At present there are no organi- 
zations in this country which pro- 
duce office equipment, except those 
producing office furniture of wood. 
There are concerns which deal in 
steel furniture and appliances, but 
no big trade has so far been pos- 
sible owing to the high duties pre- 
vailing on imported goods. 


turers. That is that, especially 
since the great war, Roumania has 
become a highly important factor 
territorially and in the size of its 
population and must be considered 
as an entity in any sales campaign ; 
not as a secondary part of a general 
agency plan. Of this I shall say 
more further on in this article. 


In area and population Roumania 
approximates the New England 
States and the state of New York 
combined. About 80 per cent of 
our population is rural. While only 
20 per cent of the population of 
Roumania is urban, they are a pro- 
gressive minority and use many 
modern office equipment articles. 
The offices of the larger lumber, oil, 
mining, and manufacturing organ- 
izations offer a particularly prom- 
ising field for the sale of time-sav- 
ing office equipment, as do also the 
government utilities. 


The basic activities of Roumania 
are agriculture and the production 
of oil and lumber. Roumania is one 
of the most fertile countries in Eu- 
rope and has long been noted for 
its production of cereals, especially 
wheat and corn, of which we nor- 
mally export large quantities. Our 
country is the largest producer of 
crude petroleum in Europe with the 
exception of Russia and 95 per cent 
of the oil is refined in this country. 
Other important activities are live- 
stock raising, coal mining, natural 
gas production, and miscellaneous 
manufacturing. During the years 
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from 1922 to 1927 Roumania’s for- 
eign trade has shown a favorable 
balance each year except 1925 when 
imports slightly exceeded exports. 
lhe figures for 1928 were not avail 
le when this was written. 


al 
(he foregoing facts are given to 
show what splendid opportunities 
the Roumanian market offers today 
to manufacturers who are willing to 
study the market and to formulate 
their export policy according to con- 
thev are today. Several 

German manufacturers of adding 
calculating and bookkeeping ma- 
chines do a big business in this coun- 
try Thev have, of course, the ad- 
vantage of being closer to this coun- 
wraphically, but the reason 
uecess lies more in their 
appreciation of the requirements of 
the market than in their location and 
the quality of their products. There 
are several American manutacturers 
office equipment who are export- 
ing profitably to Roumania. But 
there should be more American of- 
fice equipment articles sold here. 
[The quality of American office 
equipment is often superior to that 
produeed in other countries. Intel- 
ligent practices in connection with 
the high quality of these products 
would result in greatly increased 
business in the Roumanian market. 


ditions as 


(ry ge 


for their suc 


Up to the beginning of February 
of this year, the dealer’s problems 
had been greatly complicated by the 
fact that the rate of exchange had 
not been stabilized although it had 
remained steady for about half a 
vear at about 167 lei. to the dollar, 
so that the leu was worth about 0.6 
of acent. At the beginning of Feb- 
ruary the kingdom of Roumania 
authorized a stabilization and devel- 
opment loan of $101,000,000 of 
which about $10,000,000 was almost 
subscribed in the 
United States, the balance being 
taken by various European coun- 
tries. The resulting stabilization of 
the leu at the figure at which it had 
been for a number of months pre- 
viously had a favorable effect in that 
this country were 

Before the loan 
the dealer who wished to borrow 
money to run his business had to 
pay between 18 and 28 per cent per 
annum as interest. The interest 
rates we hope will soon be back to 


immediately 


rates in 
reduced. 


interest 
slightly 


normal 

Under the conditions prevailing 
previous to the stabilization loan and 
to some extent still present, it was 
inadvisable tor a dealer to attempt 
business with bor- 
rowed money. Another difficulty is 
that \merican manufacturers 


to expand his 


some 
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The genius of in- 
ventors and manufac- 
turers in many coun- 
the 


mechanical 


tries has given 
W OT l d 
marvels for system and 
savings but from the 
faith, initiative, 
thusiasm and 
prise of distributors in 
every land has 
much of the progress 
of the office equipment 
industry. 
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sell to their dealers on a cash basis 
or on very short terms. This made 
it almost impossible for the dealer 
to grant his customers the credit 
they wished and to which they 
should be entitled. High interest 
on borrowed capital and high sales 
costs thus either made it impossible 
to do business or left so little profit 
for the dealer as to effectually dis- 
courage business expansion. While 
monetary stabilization has had a cer- 
tain salutary effect there still re- 
mains much room for improvement 
and the American manufacturer can 
contribute greatly toward this end. 

In one particular exporters of 
\merican office equipment could 
with little effort and perhaps no sac- 
rifice of profits greatly stimulate 
their trade with Roumania, and if 
[ devote considerable space to this 
particular matter it is because I 
know its importance. I speak of 
trying to sell in Roumania through 
a general agency located in some 
other country. Many if not most 
American office equipment manu fac- 
turers are guilty of this practice. 
harmful to both themselves and the 
Roumanian dealer who handles their 


products. 
The general agency of the type 
[ have mentioned is a survival of 
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pre-war times. In the days of the 
Austro-Hungarian empire a general 
agency in Austria-Hungary may 
have had advantages, but today the 
representative in Vienna, or Buda- 
Pest has absolutely no influence 
upon trade in Roumania whose pop- 
ulation is perhaps four times that 
of the neighboring country in which 
the American manufacturer places 
his general agency for Roumania. 
To illustrate the point I refer to the 


sales of two American typewriter 
manutacturing companies whose 
products are both excellent. The 


manufacturer who sells through a 
general agent in a neighboring coun- 
try disposes of from twenty to forty 
machines a month in this territory 
The other manufacturer has a direct 
contact with the Roumanian market 
and sells about 250 machines a 
month largely because he is selling 
directly to this country. Sacrificing 
90 per cent of possible sales is a 
high price to pay for failing to keep 
up with changing conditions. 

eign to Roumania seems especially 
unjust when one considers that this 
general representative with little or 
no work and investment often makes 
a larger profit than the dealer in 
Roumania with his labor, invest- 
ment risk, and high sales costs. 
Then, too, intelligent and capable 
salesmen here as elsewhere demand 
and are entitled to compensation 
commensurate with their value. But 
a dealer cannot afford to hire com- 
petent salesmen if a general agency 
in some other country gets the lion’s 
share of the manufacturer’s dis- 
count. 


The general agency in a state for- 


There is one other way in which 
American manufacturers can help 
their dealers in other countries and 
specifically in Roumania and that is 
by letting dealers have on consign- 
ment sufficient stocks to permit the 
placing of machines on trial with 
prospective purchasers, and trials in 
the field of office machines are an 
exceedingly important factor in 
sales. 

Since the war Roumania has been 
making rapid strides economically. 
Commerce and industry are grow- 
ing day by day. Millions of dollars 
of the stabilization and development 
loan are being spent to improve and 
extend the state railways of the 
country and for other public works. 
These business and industrial devel- 
opments and growth offer a splen- 
did opportunity for American office 
equipment in Roumania and manu- 
facturers who intelligently take ad- 
vantage of this opportunity will reap 
fitting rewards. 
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GREAT. BRITAIN 


N THE last twenty-five years the 

office appliance trade in Great 
Britain has made great strides and 
much progress. The history of the 
office appliance trade in this coun- 
try is very largely my own experi- 
ence during the twenty-five and a 
half years I have had the privilege 
of serving my company. 

Twenty-five years ago in this 
country, although in the light of 
present-day conditions it seems 
strange, there were many business 
offices in Great Pritain which did 
not even possess a typewriter, and 
to go back a little further in my 
own career, | can remember as a 
boy in the business thirty-four years 
ago when it was part of my duty 
to carry for one of the salesmen 
connected with the company by 
whom I was then employed a Yost 
typewriter and how often in those 
days I was stopped in the streets of 
Edinburgh by many people with the 
question “Is that a typewriter ?” and 
there and then had to open up the 
box which contained it and explain 
on the street the use of what was 
in those days a weird and wonder- 
ful machine! 

Twenty-five years ago vertical 
filing and card indexing systems and 
the appliances in use for the con- 
duct of such systems were in their 
infancy in this country, and the 
heroic firms who at that time un- 
dertook the sale of such appliances 
had a long and difficult field to 
plough. Calculating machines, add- 
ing machines and cheque-writers at 
that date were practically unknown. 
Dictating machines, if I remember 
rightly, had not even been heard of 
and many other appliances in uni- 
versal use here today had not at 
that time appeared on the horizon 
of the business world. Up to the 
time of the outbreak of the great 
war the field of office appliances 
had widened considerably and a few 
business exhibitions had been held 
in this country previous to 1914 
with admirable results for those en- 
gaged in the office appliance indus- 
try in Great Britain. The greater 
development of the industry, how- 
ever, has undoubtedly taken place 
since the termination of the great 
war, and today there are few offices 
in this country which are not 


By Mr. J. Reid Adam, Sales Con- 
troller for Kenrick & Jefferson, 
Ltd., West Bromwich, England, 
a Fellow of the Incorporated 
Sales Managers’ Association of 
the United Kingdom and Chair- 
man of the British Direct Mail 
Advertising Association. 


equipped with the latest models of 
typewriters, adding machines, cal- 
culating machines, mail opening ma- 
chines, machines for improved 
methods in billing and a thousand 
and one other excellent appliances 
which are at the command of the 
business man who wishes to make 
progress and who, in fact, cannot 
make adequate progress unless his 
business is properly equipped with 
these appliances. 

The attitude of the business man 
to office appliances and office ma- 
chinery has, particularly in the last 
fifteen years, completely changed, 
and he will be a bold man who 
would dare voice the opinion that 
without their aid he could even re- 
main satisfactorily in business at 


all. 
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There is in this country the Office 
Appliance Trades Association of 
Great Britain and Ireland which has 
done magnificent work for its mem- 
bers who are engaged in the indus- 
try. Since 1922 exhibitions have 
been held at the following centers: 


Opened by Place Date 


Mr. Gordon Selfridge....London 1922 
The Rt. Hon. The Lord Mayor of 


Manchester ........Manchester 1922 
Viscount Burnham, C. H..London 1923 
Viscountess Rhondda...... Cardiff 1923 
The Rt. Hon. Neville Chamberlain, 

EE EP London 1924 


4 
The Lord Provost of Glasgow.... 

pecds bocce enue s Lenn Glasgow 1924 
Leed Kyfenmt .....ccccess London 1925 
Sir Charles Hyde, O. B. E....... 

uke aeeveenel sae Birmingham 1925 
Sir Percy Woodhouse (President 

of the Chamber of Commerce) 

ry Wa Manchester 1926 
Sir Woodman Burbidge, C. B. E. 

oe se chokes aca London 1926 
Sir Philip Cunliffe Lister (Presi- 

dent of the Board of Trade) 

> 0 ode eublak kina eleeies London 1927 


The Rt. Hon. The Lord Mayor 


of Newcastle......... Newcastle 1927 
The Rt. Hon. The Lord Riddell 
eh dbo 402 aianie London 1928 


Mr. Hird (General Manager of 
one of the big Scottish banks) 
Pe ee: Fie Meee Glasgow 1928 


Lord Mayor of London..London 1929 


From this it will be seen how the 
interest in office appliances must of 
necessity have developed, and the 
names of the openers of these ex- 
hibitions in many cases are names 
of individuals of internationl repu- 
tation. This shows surely that the 
office appliance industry in Great 
Britain is one of dominating impor- 
tance, and its activities have placed 
the office appliance industry firmly 
and securely on the map of British 
business. The attendance at the last 
exhibition held in London in 1929 
showed an increase of 300 per cent 
on the first exhibition, and that in 
itself is sufficient indication of the 
interest which the business com- 
munity takes in the activities of the 
office appliances trade. 

The outlook in Great Britain, not- 
withstanding any reports which the 
readers of this journal may see to 
the contrary regarding general trade 
conditions, is good. The British 
business man is above all things 








92 OFFICE 


thorough, and he is now thoroughly 
awake to the necessity of installing 
in his offices the proper machinery 
for the conduct of his business. The 
old-time argument against the adop- 
tion of proper office appliances in 
this country is now almost entirely 
eradicated, and the selling of office 
appliances is today an easier prop- 
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osition in Great Britain than it ever 
was. 
sé «#£ 

We should like to offer to you 
our congratulations on the 25th An- 
niversary of the founding of your 
admirable journal, and to express 
the hope in all sincerity that its pub- 
lication will be continued for many, 
many years to come. No journal 
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Jule, 


comes to this office which is read 
with greater pleasure, interest and 
educative instruction than Office 
Appliances. We have been sub- 
scribers for many years and we can- 
not adequately express the value we 
have received from it. With all 
good wishes. Yours sincerely, Ken- 
rick & Jefferson, Ltd., J. Reid 
Adam, Sales Controller. 


CZECHOSLOVAKIA 


Note—The people of the Czecho- 
slovak republic are a highly homo- 
geneous group which under the 
Austro-Hungarian empire had been 
separated into two groups by the 


political division between Austria 
and Hungary In Austria they 
were called Czechs (Bohemians) 
and im Hungary, Slovaks. How- 


ever, the two are practically identi- 
cal as to race, language and customs. 
Even under the days of the empire 
the Bohemians were known as one 
of the most intelligent and progres- 


Sive og) oup \ of people wn central 
Europe 

Since the establishment of the 
republic the Czecho-slovaks have 


given the world a remarkable exam- 
ple of political co-ordination, stabil- 
ication of their currency, and eco- 
nomic progress. In the building of 
the structure of the new republic 
the United States, as Mr. Fleischer 
intimates, has by example played a 
part, in that many of the leaders of 
the republic had visited the United 
States or had received training here. 
Among them is Thomas Masarvk 
who was on the faculty of the Uni- 
versity of Chicago and who has ren- 
dered such excellent service as pres- 
ident of the republic. In the Czecho- 


slovakian governmental and _ eco- 
momic organization may be seen 
many traces of the influence of 


American ideas on the leaders of the 
republic Thus the popularity of 
American office methods and equip- 
ment in Czechoslovakia afford a 
splendid opportunity to the manu- 
facturer who is willing to give the 
market the attention it deserves. 


Mi: /RE than thirty years ago, in 
1897 to be exact, our firm, 


L. & G. Halphen, began the sale of 
office machines in what was then 
Austria-Hungary. We may now 


confess that prospects for the -le- 


By Bruno B. Fleischer, Manager, 
L. & G. Halphen, Prague 


velopment of the sale of office equip- 
ment in our territory then seeme: 
exceedingly limited We were the 
first firm to specialize in the sale of 
this type of equipment and the ob- 
stacles which we as pioneers had to 
surmount are known to all who are 
familiar with conditions at that time. 

We were not sparing in money 
spent for advertising and we gave 
close personal attention to installa- 
tions of machines and devices and 
to keeping them in service. Never- 


theless, it seemed that the leading 
won 


firms were not to be over to 











an appreciation of the tremendous 
advantages of the use of office ma- 
chines and of systematizing business 
procedure. The disappointments 
which our firm faced during those 
times were many and it was only 
the pioneering spirit of the founders 
of the firm that prevented their be- 
coming completely discouraged. But 
their untiring activity and boundless 
energy triumphed and after a time 
bore fruit in evidences of steady 
progress. Shortly before the out- 
break of the war office equipment 
was marching, irresistibly it seemed, 
toward its rightful place in the busi- 
ness scheme and progressive firms 
gave unmistakable evidences of hav- 
ing been converted to the modern 
psychology of business systems and 
equipment. 

Then came the war. The impor- 
tation of American machines be- 
came impossible, German office ma- 
chines factories were engaged in the 
manufacture of munitions of war, 
and the lone industry of making of- 
fice equipment perished for lack of 
raw materials. But let us draw the 
curtain over that scene. 


And then came the year 1918 and 
with it the dissolution of the old 
order and the establishment of the 
republic of Czechoslovakia. From 
the very outset it was plainly to be 
seen that the new government was 
based on a foundation of modern 
progressiveness and that its leaders 
had learned well the lessons of sci- 


entific business organization fur- 
nished us across the Atlantic. The 
advantages of modern business 


equipment were applied in all de- 
partments of the government so that 
the new state might be established 
on a firm business basis. 


The natural outcome of this spirit 
of the new order was that the office 
equipment industry in this country 
lived to witness such an awakening 
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as had not been dreamed to be pos- 
sible by people in the business. The 
sales of office appliances were actu- 
ally bewildering to veterans in 
the field. Typewriters, figuratively 
speaking, were snatched from the 
hands of dealers as fast as stocks 
could be procured. Likewise cal- 
culating machines, adding machines, 
and all kinds of office equipment 
down to the smallest articles were 
disposed of in astonishing quanti- 
ties. Not a dealer in the field but 
achieved excellent results. 

Quantity sales were made not only 
to government departments but also 
to the larger industrial enterprises. 
Industrial leaders recognized the 
iact they could not lag behind the 
procession but must fall in step with 
the new business tempo. 

Thus it was that the office equip- 
ment industry here began to march 
on the upward path which has led 
it to the glorious heights which it 
has today achieved. The industry 
of the country has developed enor- 
mously since the war and demands 
upon it have forced it again and 
again to increase its manufacturing, 
distributing, and administrative fa- 
cilities. Along with the general eco- 
nomic development of the period 
there was intense activity in build- 
ing and in equipment of new struc- 
tures, which was in turn reflected in 
engaging to full capacity the indus- 
tries involved in the movement. 

It was only natural that the busi- 
ness prosperity of the times at- 
tracted to the field firms and indi- 
viduals who either overestimated the 


ULGARIA is the youngest and 
the smallest free state in the 
Balkan Peninsula. Its modern his- 
tory dates from half a century ago 
when it shook off the Turkish yoke. 
Agriculture is the main source of 
wealth of the country, industry be- 
ing still in its infancy. Therefore, 
we cannot boast of any outstanding 
developments and achievements in 
the office equipment industry dur- 
ing the past twenty-five years. 

Not a single office equipment ma- 
chine is manufactured in this coun- 
try, and even a great percentage of 
office supplies and accessories have 
to be imported from foreign coun- 
tries. 

Due to the high protective tariff 
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possibilit:es of profits or anticipated 
being ° .e to make fortunes with- 
out effort; so that there sprang up 
over-night a host of firms which 
undertook to deal in office machines 
and devices. As might be expected, 
such individuals rapidly disappeared 
from the scene as soon as the tide 
of prosperity began to recede. To- 
day there still remain to look back 
upon a record of successful activ- 
ities only those firms which were 
from the very beginning operated 
on a sound business basis. 

But such great prosperity could 
not have continued indefinitely and 
it is not to be wondered at that there 
came a period of comparative quiet- 
ness in which, as stated above, the 
fates allowed to disappear unstable 
newcomers and mushroom enter- 
prises. The years from 1919 to 
1923 may be described as having 
been all-embracingly profitable 
times, while the three following 
years represent the downward swing 
of the pendulum. But now, after 
a quiet period, the sales curve again 
shows an upward turn and the office 
equipment business may be said to 
be in thoroughly satisfactory condi- 
tion. 

Typewriters and allied American 
products have long been favorites 
here. Calculating machines too may 
be said to have an unbroken tenure 
as conquerors of public demand. In 
this distribution of office machines 
the leading German manufacturers 
in the field have participated with 
American companies making office 
machines. The demand for adding 


ULGARI 


By Constantine M. Dimitroff, 
Manufacturers’ Representative, 
Sliven, Bulgaria 





on one hand, and to the heavy trans- 
portation costs on the other, only 
one branch of the office equipment 
industry has made some progress in 
this country—the wooden office fur- 
niture industry. Desks, chairs, 
tables and filing cabinets are now 
being manufactured in the country, 
and no importer of foreign wooden 
office furniture can compete with 
the local products. Again, because 
of the high transportation costs and 
heavy import duty, steel office fur- 
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machines is constantly growing and 
there is today no large business en- 
terprise which would consider oper- 
ating without the mechanical office 
aids which have so convincingly 
proved their efficiency. 

Among the recent developments 
in the field is a marked demand for 
bookkeeping machines which is 
everywhere strongly manifesting it- 
self. To be frank, it appears that 
this demand is largely the result of 
the efforts of German manufactur- 
ers who, because they are our neigh- 
bors, have certain advantages. 

In addition to office machines, 
other office equipment like type- 
writer ribbons, carbon paper, pen- 
cil sharpeners, duplicators, and the 
like have found favor and are dis- 
tributed widely in various qualities 
and grades. 

Last year we celebrated the tenth 
anniversary of the establishment of 
the republic and newspapers and 
trade periodicals everywhere pub- 
lished articles giving in retrospect 
views of the progress which the 
country has made. Our office equip- 
ment industry too has progressed, 
and we in the republic of Czecho- 
slovakia have before us a_ thor- 
oughly developed market for office 
equipment which, it is admitted on 
all sides, promises the best of pros- 
pects for the future. Finally, it is 
the general opinion that we have 
not yet reached the peak of our 
activities in the sale of office equip- 
ment and that in the days to come 
still greater things are to be ex- 
pected. 


niture is practically not imported 
into Bulgaria. 

There is only one factory for 
manufacturing wooden pencils, the 
cedar being imported from Amer- 
ica. As office supplies, I may men- 
tion inks, adhesives and sealing-wax 
of low price which are being man- 
ufactured in this country. 

As there is not much to be said 
regarding the developments and 
achievements in the office equip- 
ment industry in Bulgaria, I shall 
have to portray the progress made 
during the last twenty-five years in 
the sale of office equipment appli- 
ances and supplies. 

All over the world agricultural 
countries have been the last to adopt 
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the modern business idea, and to 
introduce up-to-date office equip- 


ment appliances, and such has been 
the case in Bulgaria. 

Although the machine will do 
many things better than the man 
will, and do them more quickly and 
with perfection, our business men 
do not wholly recognize yet what an 
important tool, for example, a type- 
writer is. Managers factories 
and offices are not very eager to get 
the and most practical office 
equipment appliance available in 
order to save time, labor and fa- 
tigue. 


of 


best 


But, on the other hand, we 
must remember that it is necessity 
that creates demand. The volume 
of general business in this country 
is not of such an importance as to 
warrant the use of all modern office 
equipment appliances. Besides, Bul- 
garia will never consume as large a 
volume of office appliances as a 
state in America having the same 
population as Bulgaria, because the 
Bulgarians have not the same buy- 
ing power, and the same general 
distribution of prosperity and 
wealth per individual as the Amer- 
icans. It is necessary to analyze 
what classes of people compose the 
population of a country and see if 
all office equipment products are re- 
garded by the inhabitants as essen- 
tials in their every day’s business. 
Bulgaria has a population of about 
five millions, but it does not mean 
that every inhabitant either needs 
or will buy a typewriter, or calcu- 
lating machine or a fountain pen, as 
about four-fifths of the population 
consists Of peasants. 


Here I have to point out a fact 
which impedes in general the sales 
of office equipment appliances and 
supplies. Salesmanship, the new 
technique of selling, and the study 
of the buyer’s requirements are not 
known in this country. The distrib- 
utor, the dealer sit behind their 
counters and are waiting for the 
buyer to come and ask them whether 


they have such and such office 
equipment machine or office sup- 
plies and accessories to sell him. 


Even the agent of a new model of a 
typewriter or a new office machine 
never takes the trouble of going to 
the office of the prospect to demon- 
strate his machine. 

The first and largest consumers 
of office appliances and supplies in 
Bulgaria have been the Government 
departments. It was about twenty- 
five years ago when a dozen or two 
of the oldest American blind type- 
writers appeared on the Bulgarian 
market and were bought by the 
Government departments. T he 
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\rmy and municipal governments 
come second in importance as buyers 
of office equipment appliances and 
supplies. In third place come the 
banks and insurance companies as 
consumers of office equipment ma- 
chines. It took quite a long time 
before the private companies and 
business men began to buy type- 
writers and other office equipment 
machines. Since the portable type 
writer made its first bow on the 
Bulgarian market, and especially 
the 4-bank one, there has been a 
demand for it from all be- 
cause of its low price. 


sides 


The American typwriter is made 
of better materials, is more efficient 
and lasting, has a much prettier ap- 
pearance and not much higher in 
price than the German typewriter, 
but the proximity of the German 
market, the ease of transportation, 
the extending of credits and the 
knowledge of the language have 
given the German manufacturers a 
decided advantage over their Amer- 
ican competitors, and in the sale of 
typewriters in this country the Ger- 
man manufacturer has conquered 
the lion’s share. Almost all Ameri- 
can standard typewriters are repre- 
sented in Bulgaria, but all have a 
very limited sale. 

sookkeeping 


typewriters and 
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loose leaf bookkeeping supplies 
have no use in this country because 
the laws on the subject are an im- 
pediment. Only “rubricated”’ bound 
water press tissue paper copy books 
can be used for commercial corre- 
spondence, as carbon copies cannot 
be presented as evidence in any 
court of justice. 

With the exception of some Gov- 
ernment offices and banks as buyers, 
adding and calculating machines 
and check protectors are not used 
in this country, as the volume of 
business of the private companies 
and individuals does not warrant 
their use. Addressing machines, 
dictating machines, envelope sealing 
machines, letter opening machines 
and stamp affixers are not known 
at all in Bulgaria. Fountain pens 
and mechanical pencils are just put- 
ting in their appearance, but they 
are of very inferior quality and of 
German make. Although German 
ribbons and carbon papers are of 
lower quality than the American 
products, they have conquered the 
field in Bulgaria because of the 
proximity of the market and the 
credits which the German manufac- 
turers are extending to the dealers. 

In order that the American man- 
ufacturer seeking export trade and 
producing goods suitable for for- 
eign markets should be in a position 
to successfully compete for his share 
of the office equipment business, he 
must not be handicapped any longer 
by lack of transportation accommo- 
dations and of facilities for the 
transaction of financial affairs. Due 
attention has to be paid also to mail- 
ing facilities, including the excel- 
lent opportunities for opening up 
trade afforded by the parcel post, 
especially with far distant countries. 

In conclusion I will say that dur- 
ing the period reviewed business in 
the office equipment trade has been 
slow in Bulgaria because of the 
general business conditions brought 
about by the wars since 1912 
(Balkan war and European war), 
and after the wars by the heavy 
load of reparations which the coun- 
try has to pay. 

The economic prosperity in this 
country entirely depends upon the 
general political situation, and we 
are confident that Bulgaria will pass 
through her period of trial safely, 
as the Bulgarians are endowed with 


unlimited patience and are steady 
and hard workers. 
There are some clouds on the 


horizon, but we firmly believe they 
will soon break, and then we can 
look forward to successful years of 
business. 
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Y HIGH esteem for Office 
M Appliances makes it a pleasure 
to comply with the request that | 
tell something of the development 
of the office equipment industry in 
Poland during the past twenty-five 
years. 

I write from the standpoint of 
a dealer who has been in the field 
for the past twenty-seven years 
here. When I look back over that 
period and the development of 
Poland in the matter of office equip- 
ment, it is a pleasure to feel that I 
have had a part in it. Since my 
personal experiences are typical of 
those of other dealers and throw a 
direct light on conditions in Poland 
a quarter of a century ago and now, 
I am taking the liberty of telling the 
story in a personal vein. 

At the beginning of the present 
century I was in another line of 
business. However, my attention 
was drawn to what had been accom- 
plished in the office equipment field 
in America and after a study of the 
subject I became convinced that 
Poland offered great possibilities of 
development along modern office 
equipment field via the typewriter. 
At that time typewriters were so 
scarce here as to be considered curi- 
osities. 

Frankly, my object was not at 
that time and is not now to make a 
fortune. The satisfaction which I 
have gotten from my work in this 
field cannot be measured in dollars 
and cents. I have through all these 
years considered myself a mission- 
ary preaching the gospel of office 
work made easier and more expedi- 
tious by means of office machines 
and devices. I have kept in touch 
with and studied the various devel- 
opments in office equipment and 
have passed on to the public what 
I have learned of better methods 
and machines for the office. 

Selling typewriters in Poland in 
1902 was work. It was an achieve- 
ment to convince the owner of a 
firm or the office manager that he 
would profit by writing his letters 
with a typewriter instead of in pen 
and ink. As for adding machines, 
they were completely out of the 
question. 

My experience in introducing 
typewriters here and the spectacular 
performances which I was forced 





POLAND 


By Ludwik Aksman, Krakow, 
Poland 





to adopt are in many respects par- 
allel to what occurred in the United 
States a quarter of a century before, 
when typewriters were being intro- 
duced. Other pioneer typewriter 
dealers in Poland were faced by the 
same conditions as I. 

Before I closed a sale with a man 
in those days I usually had to spend 
several days in his office writing on 
the machine to demonstrate that 
typing was easier and quicker than 
writing by hand, and this procedure 
was necessary for several years after 
[ began in the business. After I 
had placed several machines, sales 
became much easier because | could 
use as references people who had 
bought typewriters and were satis- 
fied with them. 

One of the plans which I used 
may seem somewhat extreme to one 
who is not familiar with the almost 
bizarre schemes which were used to 
popularize the typewriter in its early 
days in America. But my plan 
worked time and time again and 
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that is perhaps the only justification 
it needs. 

After I had sold my first type- 
writer in a town and a few weeks 
had elapsed to give the owner time 
to become attached to the machine, 
I was prepared for the prospect who 
hedged at the price of the type- 
writer even after I had convinced 
him by demonstration and argument 
that he would profit by buying the 
machine. My response was, “That 
machine is worth four times the 
price I am asking for it and I am 
ready to demonstrate the fact to 
you if you will allow me to use your 
telephone.” Permission was usually 
granted. I then asked the prospect 
to listen in on the line with a sec- 
ond receiver while I ‘phoned to a 
man to whom I had sold a type- 
writer a few weeks before. The 
conversation to which my prospect 
listened usually ran something like 
this : 

“Hello! Is this Mr. X?” 

“Yes, this is he.” 

“This is Aksman speaking, Mr. 
X. How much was it you paid for 
the typewriter you bought of me 
several weeks ago?” 

“Why, $130!” 

“Thank you. Well, I have a 
proposition to make to you. I shall 
give you immediately $600 in cash 
for the typewriter on the one con- 
dition that you give me your word 
of honor not to buy another machine 
in its stead.” 

“No, my dear sir, $600 is a large 
sum of money, but even at that fig- 
ure I am not willing to give the type- 
writer back to you under the con- 
ditions you set.” 

Such a conversation was almost 
invariably convincing to the pros- 
pect who without further hesitancy 
gave me his order for the type- 
writer. Many, many times I used 
successfully the plan I have just 
outlined. 

I have given you somewhat in de- 
tail a picture of the attitude toward 
office equipment here in Poland a 
quarter of a century ago—offices 
without even a typewriter, let alone 
other office machines and equip- 
ment. And in the period interven- 
ing between then and now Poland 
has become an eager market for 
practically all forms of modern of- 
fice equipment. Our commerce and 
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industry have, especially since the 
war, shown great progress, with 
modernization as a keynote of our 
activities. The office managers of 
the Poland of today are of the wide- 
awake, well informed type who un- 
derstand the value of business ma- 
chines and systems and the profits 
which result from their use. 

In this forward movement of 
Poland a big factor has been our 
having become again a powerful na- 
tion, racially and geographically a 
unit, instead of, as before 1918, 
separated by the laws and boun 
dries of three different countries. 
Poland of today is not content to 
march anywhere except in the very 
front ranks of progress 


world, 
Nowhere is the value of 
highly appreciated than in the busi- 
ness offices of this Empire. People 
now realize the superiority of me- 


as developed a speed sense. 
time more 


chanical methods of doing things 
the exactness of the results pro- 
duced by machines, and the time 
and labor they save 


in India the sales re- 


\ccording! 
ccording!|\ 


sistance has considerably diminished, 
and there is greater willingness to 
the latest office machines 


interest 


investigate 
and 
is shown in new systems. 


devices, and increased 


[wenty-five years ago even the 
typewriter was not widely known 
in India, because typewriters were 
very expensive, while labor was 
very cheap. Put in the course of 
time machine writing has taken the 
place of writing by hand, so that 
the typewriter has become a neces- 
sity. 

Portable tvpew riters are becom- 
ing increasingly popular, especially 


among the smaller business con- 
However, the tendency is 


portable machines on easy 


cerns. 
to buy 
payment terms rather than for cash 

But the demand for standard ma- 
chines is also increasing. Until re- 
cently the entire typewriter busi- 
ness of India was in the hands of 
American manufacturers; but with 
the entry of British, French and 
German manufacturers into the In- 


iD) RING the last quarter cen- 
tury India, like the rest of the 
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The demand for modern office 
equipment here is great and is con- 
stantly increasing. I take the lib- 
erty of interjecting here the state- 
ment that, judging by the letters 
which I receive from America, the 
manufacturers of your country have 
an inadequate knowledge of actual 
conditions here. I assure them that 
co-operation with dealers and agents 
in Poland can be made to pay divi- 
dends. American office equipment 
is greatly sought after. We look 
on America as the mother country 
of typewriters and modern office 
equipment in general. This attitude 
of ours American manufacturers 
should cultivate by giving the Polish 
market the consideration it merits. 


INDIA 


By A. S. Parelker, Manager, P. S. 
Warden and Company, Bombay 


dian market, competition is becom- 
ing keen. German manufacturers 
especially are working hard to re- 
capture the trade they lost during 
the great war. American manufac- 
turers appear to be rather conserva- 
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This applies, too, to other importing 
countries. 

I must not close without saying 
that Office Appliances deserves a 
great deal of credit for the develop- 
ment of the office equipment busi- 
ness in Poland. The magazine has 
given us dealers many valuable sug- 
gestions and has kept us posted by 
acting as an exchange for informa- 
tion and ideas concerning the use 
and sale of office equipment. 

My closing thought is a wish that 
in 1954 Office Appliances may pub- 
lish another anniversary issue, giv- 
ing at that time the developments of 
the office equipment industry dur- 
ing the preceding fifty vears. What 
a story that will be! 


tive. The time has come, in my 
opinion, when American manufac- 
turers would do well to take stock 
of the situation and to show in- 
creased interest in the sale of their 
products in this country. 

What has been said of typewriters 
and their progress in India holds 
true in many respects of other of- 
fice appliances. Calculating ma- 
chines, for instance, are becoming 
of rapidly increasing importance in 
the Indian market and will be ere 
long a sine qua non in every busi- 
ness office worthy of the name. 

In this connection I offer the ob- 
servation that the progress of India 
and general trade conditions here 
should be taken into consideration 
by some of the well known Ameri- 
can manufacturers of adding and 
calculating machines which have not 
been adapted to the Indian cur- 
rency, which is not based upon the 
decimal system. 

The demand for the latest time 
and labor saving office devices and 
systems in India may reasonably be 
expected to increase steadily, for 
business men here are anxious to 
adopt the latest ideas. The process 
is facilitated by constant inter- 
change of personal communication 
between Europe and India. A large 
number of Indian merchants and 
princes pay regular visits to Eng- 
land and the European continent and 
likewise large numbers of European 
traders visit India every year. Thus 
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we are kept in touch with what the 
world has to offer in modern office 
systems and methods, and— 

The business men of the new 
India are progressive. 


* * * 


Note—Mr. Parelker has given 
Office Appliances leave to supple- 
ment his article with information 
concerning his country gleaned from 
other sources. Accordingly we ap- 
pend a few of the points touched 
upon in some of the many articles 
which this journal has published 
about conditions in India during the 
last twenty-five years. Some of the 
conditions set forth by previous 
writers have disappeared; others 
have been greatly modified, and 
some few have undergone little 
change in the years which have in- 
tervened between an earlier period 
and the present. 


* * ~ 


Twenty-five years ago the popu- 
lation of India was approximately 
three times that of the United 
States. Only ten per cent of this 
population was urban. Compared 
to American and European com- 
munities the buying power of the 
people was low, wages were small 
and the babu (clerk) could be hired 
for a few cents a day. Habits and 


i > GIVE a proper idea of the 
development of the introduction 
of office appliances into Siam it is 
necessary to first outline some im- 
portant national developments to 
show how new this country is. 
Bangkok, the capital, was not 
founded till 1782. The Southern 
railroad line connecting Bangkok 
with Penang was not opened to 
traffic till 1918. The east and west 
banks of the River Chow Phya, 
along whose fertile banks Bangkok 
is situated some eighteen miles from 
the sea, were not bridged till Jan- 
uary 1, 1927. The State Railway 
line running north was only opened 
in 1897, and the Royal Railways to 
the east connecting the French bor- 
der making direct connection with 
Angor Wat and Saigon possible, 
was only opened in 1926. These 
State improvements indicate the re- 
cent rapid development of the com- 


customs born of a tropical climate 
prescribed shorter business hours 
and less of the activity prevailing 
in colder countries. Conservatism 
ruled. To stimulate interest in a 
typewriter, carrying it from office 
to office in tropical heat, was a ter- 
rific test of dogged endurance. But 
traveling and canvassing had to be 
done despite heat, long jumps, car- 
riage hire, hotel bills, advertising 
and other expenses, which, small as 
to individual items, loomed large in 
the aggregate. 

For the introduction of modern 
office efficiency in India much credit 
must go to the British government, 
which, in the latter years of the 
nineteenth century, established com- 
mercial schools for natives, the 
courses covering commercial corre- 
spondence, accountancy, shorthand, 
typewriting, and card index and 
vertical filing. Evening classes were 
provided for those who were obliged 
to work during the day, and before 
long the influence of these excellent 
schools began to be felt in all the 
commercial centers of India. 

The government purchased large 
quantities of equipment for use in 
its offices, including not only gov- 
ernmental offices proper, but those 
of railroads, posts, telegraphs, med- 
ical institutions, commercial schools, 
research institutions, etc. 


SIAM 


By Dr. Geo. B. McFarland, Pro- 
prietor of Remington and 
Smith Premier Agency, 
Bangkok, Siam 





mercial life and we know that the 
latest developments in office equip- 
ment must keep pace with all this 
external progress. Especially is this 
true where the written language is 
as difficult as is the Siamese, being 
composed of delicately made letters 
with over and under the line vowel 
marks so that the need of a type- 
writer was imperative. This was 
accomplished in 1892 when the first 
shipment of seventeen Smith Pre- 
mier typewriters fitted with the 
Siamese character arrived from the 
factory in Syracuse. This was the 
work of Samuel Edwin H. McFar- 
land who was not a mechanic but 
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The use of the typewriter in 
India was at first handicapped by 
the fact that practically no machines 
were provided with vernacular char- 
acters. Native languages thus could 
not be typewritten. This trouble 
has been remedied in the course of 
years, until now the writing ma- 
chine is in use by native firms all 
over India. 

The use of adding and calculating 
machines in India has _ followed 
about the same course of expansion 
as that of the typewriter. These 
machines came later, and com 
menced to be imported in earnest 
about two decades ago. Their use 
is now rapidly increasing. 

Twenty years ago the cash regis- 
ter made its initial appearance in 
India. After a stern battle, it over- 
came tradition and its use is grow- 
ing. 

Great Britain and the United 
States hold the market in ribbons 
and carbons, with Germany an ac- 
tive competitor. 

Climatic conditions and cost of 
freight militated against the general 
acceptance of American office fur- 
niture in India, where native woods 
are more acceptable and native arti- 
sans are competent. Steel office 
furniture, however, finds a market 
where price is not the determining 
factor. 


Damrong, the Minister of Educa- 
tion. He felt that in order to keep 
up with the other improvements 
some more rapid means of writing, 
other than the laborious long hand, 
had to be found. After spending 
some months at the Syracuse fac- 
tory where he designed Siamese type, 
which are today considered standard, 
he fitted them to the double key- 
board Smith Premier machine. The 
double keyboard is supplanted else- 
where today by the shift typewriter 
but still continues its popularity here 
owing to the fact that in the Siamese 
language each letter of the whole 84 
characters is different and it is dif, 
ficult to learn combinations of un- 
related letters as is of necessity the 
case with the shift-key machines. 
Another great advantage of the 
Smith Premier with its rock shaft 
actuating the type bars is that, with 


private secretary to H. R. H. Prince a simple movement of a peg, the let- 
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ter can be made dead, i. e., not actu- 
ating the moving mechanism of the 
platen; this makes it possible to 
strike the vowel marks making the 


imprint either under or over the 
line but without needing to back 
space. This arrangement is impos- 


sible to accomplish in some makes 
yf typewriters and very difficult in 
thers. 

With the advent of the typewriter 


ame typewriter papers and car- 
ons, supplanting the old tedious 
copy books, which today are found 


as curiosities in the archives of busi- 
ness cffices and the government de- 
partments. With the advent of the 
carbon paper the great advantage 
and time saving in the routine work 
soon became manifest and naturally 
pened up a new field undreamed of 
by the ordinary clerk whose duty 
it was to transcribe laborously a 
locument, carrying its corrections 
und erasures in order to make it ab- 
solutely like the original. The great 
advantage was where 
some ten or eleven sheets of carbon 
copies could be made in addition to 
the original copy. One of the ob- 
jections to the later shift-key ma- 
chines and the touch method is that 
not enough force can be put into 
the type bar to make a legible im- 
pression through all these layers of 
paper. There have been 
known where a clerk, endeavoring 
to accomplish this on a delicate ma- 
chine has broken the type bar in his 
effort to come up to the 
standard he had set the old 
Smith Premier. His reasoning was 
that if it were possible. on the old 
make of machines it should be 
equally possible or more so on the 
and if not, then the new was 
| 
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his is one reason why the mod- 
ern shift-key machine is not popu- 
lar, another is that the combinations 
on each key must be memorized and 
thought taken to make the shift. 
Since the alphabet has 
nothing corresponding to the small 
“b” and cap. “B,” the Siamese shift- 
key machine results in combinations 
like “A” and “M”—or “P” and “G” 
on one type bar Time can only 
solve this difficulty but the safest 
prophecy is that the single keyboard, 
one letter for every key-top, will 
be popular some years to come. 
Under these circumstances the argu- 
ments for the touch method and 
speed as points of advantage in the 
new makes of typewriters fall upon 
deaf ears. As a race of people, the 
Siamese are very fond of the new 
continually changing from first one 
to another but this is not the case 
with their typewriters. The writer 


Siamese 
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knows of one man who had one of 
the original shipment of No. 1 
Smith Premier Siamese typewriters 
made in 1892 still in active use after 
thirty-six vears though having had 
it repaired many times during this 
long period of service. Another 
case might be cited of a lawyer who 
after graduating from the local law 
school purchased a No. 4 Smith Pre- 
mier Siamese typewriter as part of 
his office equipment. It has made 
him what he is; he would not think 
of parting with the machine that 
has made him rich, even though he 
has had many a motor car in the 
same time. 

Office desks and typewriter tables 
with the easy office chairs having 
spring backs naturally followed: in 
their first days these were consid- 
ered luxurious and a wonder but 
are very common now. No office is 
considered complete now without 
them but, owing to the climate, ve- 
neered furniture is out of the ques- 
tion and solid oak is prohibitive on 
account of freight as well as initial 
costs—so office furniture of recent 
designs are made by local carpen- 
ters who use the teak which is 
weather-proof and white-ant-proof 

two most important elements to be 
considered in selecting furniture for 
Siam. 

Following the No. 4 Smith Pre- 
mier Siamese typewriter came the 
No. 10 Siamese double keyboard. 
This proved a happy advance for 
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the office as the typewritten page 
was visible and in all other respects 
the machine measured up to the 
local requirements, being today con- 
sidered almost as good as the No. 
4 or 5 Smith Premier typewriter ; 
many are in active use. But the 
common complaint is that they do 
not stand up against the heavy usage 
as well as the No. 4’s and 5’s for 
the type bar mechanism is more deli- 
cate and therefore more likely to get 
out of order. With these two 
models of typewriters and _ their 
varying lengths of platens all gov- 
ernment offices of the capital and 
outlying country-seats, police offices, 
courts and the private offices of all 
business firms are equipped. Thus 
it is possible to keep pace with the 
ever increasing clerical work that 
the progress of this little absolute 
monarchy is making. Entirely un- 
expected to the inventor, his type- 
writer has revolutionized the office 
and was even instrumental in chang- 
ing the language. This was brought 
about by his eliminating from the 
keyboard of his first machines for 
want of space, a letter which was 
seldom used and for which another 
could be substituted. Today this 
letter is never used in the long hand 
written documents. 

Following the typewriter came 
the adding and calculating machine 

an effort to supplant the easy 
though inaccurate abacus of Chi- 
nese introduction. This came into 
use in Siam through the numerous 
Chinese merchants and trade men, 
needing something to do their cal- 
culating—especially addition. The 
Sundstrand was the first modern 
machine to be introduced but was su- 
perseded by the Dalton that has held 
the market and is today helping 
many a weary brain to do its work. 
The first of these machines were 
wonders in the eyes of the people. 
Like the remark made about the 
cable cars by an oriental, “No 
pushie, no pullie all same go like 
hellie.” These machines were sup- 
posed to shelter some form of spirit 
that would do all the mental cal- 
culating and bring out the correct 
result. But as nothing could be 
found in the shape of a shrine in- 
side, the wonder was still more con- 
vincing and the Dalton adding and 
calculating machine stands supreme 
in admiration and efficiency. Many 
incredible ones are now convinced 
and accept the wonders of the ma- 
chines, admitting it far goes ahead 
of the old style with the abacus. 
Thus little by little proficiency is 
working into the offices of both gov- 
ernment and business firms. 

With the accession of the present 
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king to the throne, there came a 
new era in the business life of Siam. 
Greater efficiency in official and pri- 
vate life is the aim. This has been 
reflected in the demand for up-to- 
the-minute business equipment—not 


HIRTY years ago this house 
was established to supply Jap- 
anese business with modern of- 
fice equipment. We were among 
the first, if not the very first, to 
introduce and distribute in Japan 
the modern systems and equip- 
ment which make for higher of- 
fice efficiency. Thus the writer 
has personally and_ intimately 
passed through and been a part 
of Japan’s development from a 
country with practically no mod- 
ern office equipment to a nation 
which uses in its business oftices 
every machine, device, and sys- 
tem which the world offers and 
which is usable to advantage un- 
der the conditions which obtain 
here. 
Had I had such a subject as this 
to write upon six years ago, I 
could have supplied exact details 
and statistics on the develop- 
ments in the use of office. equip- 
ment in Japan during the previ- 
us quarter of a century. But 
untortunately most of my rec- 
ords and information, which ‘had 
been gathered over a period of 
two and a half decades, were de- 
stroyed in the terrible earthquake 
of 1923. Therefore, I shall in this 
article neither bore the reader 
with statistics nor risk an at- 
tempt at making from memory 
detailed statements which might 
not be exact. However, develop- 
ments in Japan cannot perhaps 
be better summarized than by the 
idea presented in the last sen- 
tence of the previous paragraph. 
Japan has within the present 
century become one of the fore- 
most industrial nations of the 
world. It has been ready and 
willing to adopt modern methods 
as fast as they have made their 
appearance. One of the most im- 
portant factors in the spread of 
modern office equipment not only 
in Japan, but throughout the 


only typewriters, calculating ma- 
chines and good-looking furniture, 
but also filing cabinets and filing 
equipment, safes, fountain pens and 
eversharp pencils, duplicating ma- 
chines, dating machines, etc., etc. 


JAPAN 


By Teijiro Kurosawa, Tokio, 
Japan 





world. has been the remarkable 
progress of transportation and 
other means of communication 
in the past quarter century. It is 
this closer contact between na- 
tions that has made international 
trade today as easy and simple 
as was trade within national 
boundaries twenty-five years ago. 
Thus. nearly everything new in 
business equipment in the United 
States has come to Japan freely 
and with little loss of time, and 
Japanese business men have had 
the progressiveness and foresight 
to make the best possible use of 
whatever the world in general 
and the United States in particu- 
lar have offered. 


In short, what was strange and 
rate here twenty-five years ago 
has become ordinary and abund- 
ant today, and the efficiency and 
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The next few years should see a 
tremendous advance along the line 
of installation of office equipment. 
The foundation stones have been 
laid; the super-structure is rising 
daily. 


economy resulting from the use 
of up-to-date office equipment 
are acknowledged as necessary 
for the progressive business es- 
tablishment. However, this state- 
ment must not be taken to mean 
that office equipment require- 
ments in this country are iden- 
tical with those of the United 
States. On the contrary, Japan's 
office equipment needs are in 
many respects unique and it is 
only by careful study of Japan’s 
national peculiarities that one can 
properly understand the signifi- 
cance of the country’s exports and 
imports. 


To illustrate: Perhaps the mos 
important part of modern busi- 
ness is correspondence which, of 
course, involves the use of the 
language of the country. Hence 
the typewriter most commonly 
used in a country must write the 
language of the country and 
therefore has points of difference 
from typewriters for writing 
other languages. This is particu- 
larly true of Japan and the Jap- 
anese language, which differs 
fundamentally from English and 
other European languages. In our 
language we use several thou- 
sand ideographic characters, as 
well as forty-eight letters of the 
phonetic alphabet (Kana). The 
ideographic characters were 
brought to Japan from China 
about 1,600 years ago; most of 
them have lost their original 
sound, but retain their individual 
meaning, and those characters in 
combination with our own Kana, 
or phonetic alphabet, are always 
emploved in our domestic corre- 
spondence. Thus, American type- 
writers are used only for inter- 
national correspondence, the 
typewriters for our own home 
correspondence being quite dif- 
ferent. They were invented and 
produced some twenty years ago 
to write about 2,000 ideographic 
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characters in combination with 
the Kana, and machines of this 
kind are in popular use today. 

There has been a movement to 
adopt the Romaji or Roman char- 
acters for writing Japanese, but 
the general adoption of the Ro- 
maji not appear to be im- 
minent. 

In the case of the adding ma- 
chine we find another peculiarity 
in the requirements of the Jap- 
anese market. Considering the 
progress and prosperity of the 
nation, it would seem that Japan 
does not import many adding ma- 
chines. The reason is the soro- 
ban, or Japanese abacus. Every 
Japanese child learns in the ele- 
mentary how to calcu- 
late by means of the abacus. So 


does 


schools 


HE SWITZERLAND of to- 

day, the Helvetia of Julius Cae- 
sar’s time, is in many respects a 
unique country. In its attitude to- 
ward modern office equipment, too, 
Switzerland has perhaps been more 
eager than most of the other Euro- 
pean countries. It may be that this 
can be understood better in the 
light of some general facts about the 
country. 


A glance at a map of the world 


will show how proportionately 
small Switzerland really is. But 
the political and economic role 


played in the world’s history by 
Switzerland is certainly out of all 
proportion to the small area of the 
country. 

If |] 
which above all others accounts for 
Switzerland’s position the 
her 
people—clever, sane-minded, 
and peaceful. For centuries that 
people governed itself. The 
country’s destinies have not been 
bound up with the whims and 
vagaries of dynasties. | not 
go into detail as to the political his- 
tory of Switzerland. As to the 
spirit of the Swiss people, I leave 
with the reader the pictures con- 
jured up in his mind by such names 
as “Bellum Helveticum,” William 
Tell, and Arnold von Winkelried. 
this 


were to assign one reason 
among 
nations, that reason would be: 


own 


has 


need 


For the purpose of article 


children and adults turn natur- 
ally to the counting frame with 
its beads whenever a problem in 
arithmetic is to be solved, and all 
are able to multiply and divide 
as well as add and subtract on 
this convenient and easily-oper- 
ated abacus. 

In the manufacture of station- 
ery and office equipment and sup- 
plies in general Japan has pro- 
gressed by leaps and bounds in 
the past twenty-five years. To- 
day a considerable amount of of- 
fice equipment is made in Japan 
to meet her own particular needs 
and also to supply other markets 
of the East. 

Yet, our importation of office 
equipment has also increased tre- 
mendously and there now comes 


ITZERLA 





By Henry Michel, Henry Michel 
& Co., Zurich, Switzerland 


we may pass over the part played 
in Switzerland’s economic life by 
the enormous tourist trade which is 
every year attracted here by the 
marvelous scenic beauties and cli- 
matic advantages of the country. 


It is in its industrial aspects that 
really 


Switzerland is remarkable. 


i ss . 
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into this country in a year about 
thirty times as much office equip- 
ment as was imported twenty- 
five years ago. The United States, 
of course, heads the list of im- 
porters into Japan. 

The facts and data presented 
in this article are more than 
mere business statistics and ob- 
servations. They are an indica- 
tion of how rapidly the nations 
are becoming interdependent 
through international trade. The 
realization of this interdepend- 
ence and the spirit of mutual as- 
sistance which grows from that 
realization play an important 
role in bringing about that frank 
friendship on which real peace 
and prosperity among the na- 
tions must rest. 


Since Switzerland has none of the 
raw materials which are so impor- 
tant to a manufacturing country, all 
raw materials must be imported 
and that is an important factor in 
the expense of finished products. 
There was only one way in which 
Switzerland could attain a positioz 
of prominence in the world’s mar- 
kets and that was through the qual- 
ity of her products. To import raw 
materials and manufacture them in- 
to products which are not only high 
in quality, but also able to compete 
on a price basis with countries hav- 
ing much greater natural advantages 
required utmost efficiency in man- 





ufacturing plants and processes as 
well as great skill upon the part of 
workers. One example of the high 
standards of Swiss industry is the 
making of watches. In few fields, 
if anv, are skill and accuracy of 
higher importance than in the mak- 


ing of watches. Had Switzerland’s 


products not been of such high 
quality that they can hardly be 
beaten, the country would never 


have been able to compete as suc- 
cessfully as she has in the world’s 
markets. 

I shall not attempt to tell just 
when during the past twenty-five 
years each new office machine and 
article of office equipment made its 
appearance in Switzerland. That 
phase of the subject can perhaps 
best be covered by the general state- 
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ment that here sooner than in many 
other countries manufacturers rec- 
ognized the fact that an organiza- 
tion is greatly handicapped unless 
it has an efficient office as well as an 
efficient plant. It was but a little 
step in reasoning from the general 
to the specific that brought Swiss 
industry to a realization that the 
most efficient office is that which has 
the best equipment in addition to 
the best office workers, and that the 
best equipped manufacturing plant 
must fall far short of reaping the 
benefits of its equipment if the 
efficiency of its office equipment 
does not keep step with the high 
standards of the factory. What I 
have told the reader of the general 
character and standing of Swiss in- 
dustry makes it evident that mod- 
ern office equipment would find a 
ready and even eager market here. 

An important chapter in Switzer- 
land’s economic history was written 
during and after the great war. In 
this almost cataclysmic period, too, 
Switzerland occupied a unique po- 
sition. Surrounded by combatant 
nations, Switzerland nevertheless 
continued politically and industrially 
on its calm and peaceful path. Her 
industrial efficiency and political iso- 
lation from the perilous intricacies 
so often present in European di- 
plomacy stood Switzerland in good 
stead during the war. Post-war de- 
flation and world-wide industrial 
crises seemed to leave Switzerland 
almost untouched. The best testi- 
mony to the stability of Swiss in- 
dustry during and after the war is 
the high exchange value of the 
country’s money, often at a _pre- 
mium on the world’s money market 
and today still the highest in the 
world. 

The war and post-war interna- 
tional competition played no small 
part in emphasizing the need for 
office efficiency and the equipment 
which makes it possible, although, 
as I have previously stated, Swiss 
industry and commerce had long 
ago learned the lesson of office 
efficiency. 

Let me give you two sidelights on 
the Swiss attitude toward efficient 
office equipment as illustrated by 
two incidents in my own personal 
experience. The first incident took 
place many years ago, the second 
quite recently. I tell the stories 
just as they happened and the 
reader may draw his own conclu- 
sions : 

_ Once when I visited a colleague 
in the trade I encountered in my 
friend’s office a clumsy-looking man, 
a typical farmer of the Bernese 
Oberland Alps, as his heavy, nail- 
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—~s 
The office machine facili- 
tates business ; it promotes 
accuracy; it substitutes 
speed for drudgery. It 
soon saves its price and, 
therefore, contributes to 
profits a real and substan- 
tial sum. The buyer of a 
machine that suits his 
business makes an invest- 
ment the returns on 
which restore the capital 
and continue the inter- 
est. To sell things which 
promote efficiency and es- 
tablish economy is a sat- 
isfaction and a privilege. 


ad 




















studded, mountain-climber’s shoes 
proclaimed him. I came just as the 
rugged visitor was with his big, 
strong hand shaking the hand of my 
friend, the dealer in office machines. 
After the visitor had departed, I 
attempted to console my friend with 
a word of mutual pity that dealers 
are so often forced by business and 
social courtesy to waste so much 
valuable time with people who are 
not in the slightest prospects for a 
purchase. 

“That’s not the case here,” was 
my friend’s rejoinder. 

“You don’t mean to say that he 
is a prospect!” 

“More than that—he is a good 
customer.” 

“Now I wonder,” said I, “what 
office machines a man like our 
friend who has just departed would 
buy.” 

“That man,” was my friend’s re- 
sponse, “has a saw mill somewhere 
in the Alps. Last year he bought 
from me at a price of more than 
$600 an electrically-driven multiply- 
ing machine of the latest type. And 
today he has ordered another one.” 

Needless to say, I learned my 
lesson. 

I relate the second incident 
chiefly to exemplify a change of 
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attitude toward the office equipment 
salesman. 

At the close of the last office 
appliance exposition held in Basle 
in October, 1928, a leading person- 
age in the directorate of a bank said 
to me: “This show has been for 
many of us a revelation. Until now 
we have been perhaps too prone to 
consider the purchase of an office 
appliance as a matter of minor im- 
portance, like the buying of stock 
items such as paper and typewriter 
ribbons, and we left the job en- 
tirely in the hands of our purchas- 
ing department. Now will you 
please instruct your salesmen that 
when they call on us in the future 
they are to ask for the managing 
director? We know now that the 
buying of the right office equipment 
is a job of the highest importance 
and we want to watch it ourselves.” 

That business show, by the way, 
if considered only from the stand- 
point of the number of visitors 
might have been deemed by the un- 
initiated a failure. As a matter of 
fact, the exposition was a decided 
success, because of the quality of 
the visitors. Leading figures in 
governmental and public institutions 
and the managing directors of 
banks, manufacturing plants, mills, 
etc., took the time to watch demon- 
strations of the latest and most up- 
to-date office machines and other 
equipment. Among these American 
products held a prominent place. I 
know of a bank which sent several 
hundred of its employes to the show 
and afterwards ordered each of 
these employes to make to the man- 
ager a report telling what improve- 
ments each employe would suggest 
in the organization and equipment 
of the bank’s offices. 

Yes, in Switzerland the equipment 
of the office is today considered a 
very important matter. The office 
equipment salesman, provided he is 
of the right kind, is no longer 
treated as an unbidden visitor. He 
is considered as an expert in office 
efficiency and his advice is wel- 
comed. 

None of my readers will be sur- 
prised when I add that Office Ap- 
pliances is a magazine that is read 
with pleasure and profit by every- 
body in Switzerland who is inter- 
ested in office efficiency, and that 
Office Appliances has done much 
to create the prominent position 
which the office equipment trade oc- 
cupies here. 

In closing let me say to Ameri- 
can manufacturers whose products 
have not yet been introduced here 
that Switzerland is a market well 
worth investigating. 
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HOLLAND 


HAT developments have there 

been in the office equipment 
business in Holland during the past 
twenty-hve years’ (ne answer to 
that question is that there was in 
Holland a quarter of a century ago 
no office equipment business in the 
sense in which we have come to un- 
derstand the term; hence the trade 
is almost entirely a product of the 
period during which your magazine 
has been published. Indeed, I would 
not be misrepresenting the facts if 
I stated that Office Appliances has 
been a big factor in creating in Hol- 
land the profession of selling mod- 
ern office equipment. 

As one of the first office equip- 
ment dealers in the Netherlands, we 
have -witnessed the beginning and 
the growth of public demand for 
improved office systems and equip- 
ment. In line with that growth we 
have added new office equipment 
devices to our stocks when there 
was sufficient public demand for 
them, or when we were reasonably 
certain that such a demand could be 
cultivated. 

Until about twenty-five years ago 
the industry in Holland consisted 
principally of such commercial sta- 
tionery as blank books, legal forms, 
ink, maps, paper, envelopes and 
other items common to stationery 
stocks of the period. 

The advent of the modern type- 
writer about 1907 was instrumental 
in bringing about the change from 
old ways to new, hastening a ten- 
dency even then apparent among 
men of business in Holland to seek 
for better and quicker ways of per- 
forming office work. This growing 
interest in office efficiency was re- 
flected by the widening range of 
equipment which began to appear 
on the market—an activity which 
has maintained a steady growth even 
down to the present day. Ina few 
vears after the advent of the type- 
writer the Holland business man 
was able to purchase locally, besides 
writing machines, such office requi- 
sites as bookkeeping machines, loose 
leaf systems, copying machines, 
duplicating machines, addressing 
machines, card cabinets and other 
office furniture, and in later years, 
office furniture of steel. 


By Jan de Flines, Managing 
Director of Blikman & Sar- 
torius, Amsterdam, Holland 


With the dawning of a new day 
in the office equipment business 
came the necessity for new methods 
by the dealers, many of whom estab- 
lished departments for the sale and 
installation of modern office appli- 
ances. 

Selling methods, too, had to be 
adapted to the spirit of the new in- 
dustry. Theretofore dealers had 
been content to sell customers what 
they demanded and but little more. 
But with the advent of efficiency 
machines and equipment the day of 
new selling methods dawned. Men 
had to be especially trained. They 
became salesmen, not merely takers 
of orders, for they often had to 
urge customers to buy what they 
ought to have, but of the efficiency 
of which the customers knew noth- 
ing. The salesmen had to become 
systems experts, understanding the 
business of the customer and the 
application of systems, machines and 
devices to the business. They had 














to be able to prove the economy of 
the new methods and the wasteful- 
ness of the old, and to demonstrate 
that the new devices are an invest- 
ment, not an expense. 

Later the leading dealers special- 
ized farther, dividing their office 
equipment lines into departments, 
each with its manager and its trained 
salesmen. Road men were sent out 
to cover territory which offered the 
likelihood of suitable returns for 
pioneer effort. Before long the en- 
tire country was reached by ener- 
getic, well-informed men working 
either from a central headquarters 
or from some branch establishment 
of the main store. 

While this story in the main may 
not be unlike the development of the 
office equipment industry in the 
United States, a better appreciation 
of the significance of the facts re- 
lated may be had by recalling that 
practically all the developments 
came about within less than twenty- 
five years, and represent the birth 
and the development of the office 
equipment industry in one of the 
most progressive countries of Eu- 
rope—a country world-renowned 
for hundreds of years for the extent 
and variety of its commerce. 

A word here may be apropos as 
to the equipment which is in espe- 
cial demand in Holland today: 
Bookkeeping machines are used in 
a surprisingly large number of of- 
fices, and the smaller calculating 
machines are also in great favor. 
Small listing-adding machines are 
particularly in demand. Steel of- 
fice furniture is becoming constantly 
more popular, so much so that in 
many cases it wins out over wood 
furniture. While the sale of steel 
desks has not reached the propor- 
tions it will doubtless assume later, 
steel files and shelving are in very 
considerable demand. 

Our own experience in the sale 
of modern office equipment has been 
similar to that of other large deal- 
ers. As you know, the house with 
which I have the honor to be con- 
nected had its origin in the final 
years of the seventeenth century, 
and has preserved a continuous ex- 
istence down to the present time. 
As vou may well imagine, it has not 
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prospered by taking rash chances, 
neither has it won its position by 
an ultra-conservatism which refuses 
to see the handwriting of progress 
on the wall of the future. The facts 


T GIVES me great pleasure to 

comply with your request to de- 
scribe my impressions on the devel- 
opment of the German office appli- 
ance trade. Regrettably, | cannot 
report very much that is gratifying, 
as we stand just at present here in 
Germany right under the effects of 
the crushing consequences wrought 
by the unfortunate world war. As 
long as the world’s history is able 
to report it has been found that the 
one defeated in a war has to suffer 
under its consequences for many 
years after, but what is now going 
on here in Germany is almost equal 
to destruction up to white-bleeding. 
For this reason it will be visible 
that few novelties in the field of 
office appliances are now here 
placed upon the market. The lack 
of capital and the necessity of do- 
ing business on long credit-terms, 
forbids in itself to run great risks, 
which have generally to be taken 
into account with any novelty at 
first. We are consequently mainly 
restricted to the improvement of the 
existing and very noteworthy re- 
sults have been obtained here in 
this respect. The typewriter and 
calculating machine industry, the 
production of many folding appara- 
tus, addressing machines and other 
office machinery command a very 
high standing in their respective 
special fields, and have gained with 
their products an unrestricted rec- 
ognition at home and abroad. With 
particular joy I can state that the 
idea of an internationa! merchan- 
dise-exchange is once more meeting 
with the greatest interest for years 
past. We are, however, aware, how 
much necessary it is for the future 
of Germany to place its industry 
and commerce once more upon a 
broad international basis, which of 
course necessitates a corresponding 
accommodation of such foreign 
firms, seeking in Germany a sales 
field for their products. This grow- 
ing perception of a mutual depen- 
dency upon one another is adapted 
to create in time a better atmos- 
phere for all concerned. It can 
anyhow be stated, that the Ameri- 


related in the foregoing paragraphs 
are substantially the history of our 
own experience in office equipment 
during the last quarter century, as 
well as the experience of other 
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Present Condition of the Office 
Appliance Industry in Germany 


By Frederich von Schack 





Mr. von Schack, for many years 
editor of a widely known, enterpris- 
ing trade journal, BUROBEDARF 
RUNDSCHAU, ts known to many 
of our readers. His knowledge of 
conditions affecting the office equip- 
ment industry in Germany is the 
result of studious consideration. 
We have long valued Mr. von 
Schack’s opinion, whose interesting 
observations we present to our 
readers. 


can office appliance industry does 
no longer find Germany a field 
blocked for their sales. The fact 
that German products are under 
equal quality and capacity given 
preference by Germans, is self-un- 
derstood! An honest, but sharp 
competition will therefore be here 
decisive for the success, but honest 
competition means progress! 

It can generally be stated that 














MR. VON SCHACK 
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prominent houses which have won 
success in helping to bring this in- 
fant among industries to its de- 
servedly lofty eminence in the serv- 
ice of the world. 


the German office appliance indus- 
try is though within a smaller cir- 
cle more and more composed of bet- 
ter consolidated professional firms. 
The time of the inflation, produced 
in the after-war period and so ex- 
traordinarily disastrous for Ger- 
many, has brought into the office ap- 
pliance trade a large number of 
elements not fit into the circle of 
serious merchants. But time will 
here also do its work, and those ad- 
ventures will disappear once more 
from our field. It will now have 
to be proved, whether a business is 
established upon a solid and proper 
basis. It must be admitted, that 
many bankruptcies and _ failures 
have occurred in the German office 
appliance line, but this lamentable 
period will be instrumental to make 
our industry once more sound. It is 
at present more than ever impera- 
tive to examine customers as to 
their respectability and credit-ca- 
pacity, but it will be found that a 
very large stock of professional 
man exists who carry their business 
on upon the ancient trade princi- 
ples, and we shall gladly renounce 
the rest of the pseudonymous mer- 
chants. 

If we speak about the develop- 
ment of the German office appli- 
ance industry looking backward, it 
must be remembered that in course 
of years a closer association of pro- 
fessiona! colleagues into unions has 
been developed, whereby a very 
considerable influence is being ex- 
erted upon the development of the 
profession as a whole. I do not wish 
to go into details on the value of 
such unions, but I may be permit- 
ted to state that the power and good 
influence of such professional un- 
ions is here greatly over estimated. 
The mere outward appearance of 
associations of the professional col- 
leagues stands regrettably often in 
gross contradiction with the inner 
discord. Consequently we are meet- 
ing everywhere with a regrettable 
disunion and on no account a per- 
fect union inside of the respective 
professional groups. Just those 
outsiders, who base their opinion 
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often thereupon, that the demands 
made upon them by their associa- 
tions go far beyond the aim re- 
quired for the commonness, pro- 
duce a permanent unrest within the 
business-life. It is therefore always 
a dangerous matter if a union at- 
tempts to exert its influence in the 
field of fixing prices for the prod- 
ucts of its members. Disunion in- 
side of a certain professional group 
often produces combat and _ this 
combat, in which a German proftes- 
sional vividly takes part, 
means progress. 


press 


Contrary to factories in the U 
S. A., very few special typewriter 
factories, comparatively, are found 
in Germany. Most of the known 
typewriter factories manufacture 
besides typewriters, sewing ma- 
chines, bicycles, motor wheels, etc. 
In the calculating machine indus- 
try, specializing is carried into ef- 
fect better. In the circle of dealers, 
pure special shops for office ma- 
chines are likewise rare. 


\ special chapter is the lack of a 
sufficient new generation in the Ger- 
nan office appliance trade. Slight 


WENTY-FIVE years ago mod- 

ern office equipment was prac- 
tically non-existent in Greece and 
there was therefore no commercial 
stationery and office appliances busi- 
ness here. In fact, it was not until 
about fifteen years ago that the of- 
fice equipment business really began 
in Greece. First came typewriters 
and cash registers. These were later 
followed by calculating machines, 
bookkeeping machines, check pro- 
tectors, filing cabinets, etc. Since 
Greece does not manufacture office 
equipment we must import what we 
use and eighty per cent of our of- 
fice equipment imports are of Amer- 
ican origin. The fact that Euro- 
pean products, in spite of cheaper 
prices and often more favorable 
terms, constitute only about twenty 
per cent of our office equipments 
imports is due to the popularity of 
\merican office equipment because 
of its high quality and general su- 
periority over equipment made in 
European countries. 

\lmost all the well-known Ameri- 
can office equipment manufacturers 
are represented in Greece. Among 


attempts have been made on the 
part of trade associations to mend 
matters, but the result is hardly 
worth mentioning. 


I have very often had an oppor- 
tunity to discuss with American 
professional men the actual topic, 
“service to the customer.” As im- 
portant as it is, not only to sell an 
office machine, but also to take care 
permanently that this machine 1s be- 
ing properly utilized so that the cus- 
tomer has his pleasure and his 
benefit from it, this idea appears to 
have taken little root with the ma- 
jority of German dealers. This 
condition will however be under- 
stood, if it is considered how hard 
the German office appliance dealer 
has to fight for his existance and 
can therefore only attend to posi- 
tive work. 


It can be mentioned as a pleasing 
fact, that the state and municipal 
authorities show an ever growing 
great interest in the development 
of modern office organization of 
their department. It is astonishing 
how little has been left of the for- 
mer cumbersome official bureau- 


GREECE 


By E. Trakas, The Office Appli- 
ances Company, Athens, 
Greece 


others there are: Remington, Royal, 
L. CC. Smith, Underwood, and 
Woodstock typewriters ; Burroughs, 
Marchant, and Monroe calculating 
machines; Edison-Dick mimeo- 
graph ; National cash register ; Todd 
Protectographs ; and office furniture 
manufactured by the Art Metal 
Construction Company, the Shaw- 








We regret that a pho- 
tograph of Mr. Trakas 


was not available. 
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cracy. A fresh breeze blows. Mr. 
Actuary is being aroused officially 
and is an educated and most mod- 
ern department official. The au- 
thorities have started special 
courses for their officials, in order 
to have them instructed in all fields 
of modern office requirements by 
special experts. Our modern work- 
ing methods are rapidly introduced 
into the offices of the state and 
municipal authorities. The differ- 
ence in the present official percep- 
tion is, in this direction, enormous 
between yesterday and today. 

Regarding the standing of the of- 
fice appliance trade in Germany, it 
may conclusively be said: The will 
to enliven business is great, but the 
way is, in consideration of the gen- 
eral economical conditions, very 
hard! Germany is one of the most 
eligible countries of the world and 
the methods for opening the great 
sales territories have therefore to 
be carefully selected. A sick eco- 
nomical body is in question, which 
is approaching convalescence and 
predestined to get strong and pow- 
erful once more. 


—Frederich v. Schack. 


Walker Company, Terrell’s Equip- 
ment Company, and Yawman and 
Erbe Manufacturing Company. 

Progress in the use of office 
equipment in Greece in only fifteen 
years may be summed up in the de- 
velopment from practically nothing 
to the point where such firms as 
those we have mentioned find it 
profitable to maintain agencies here. 
In spite of this imposing array of 
names, however, the present and 
future possibilities for the use of 
office equipment must be measured 
not by American standards but by 
the actual situation in Greece. There 
are big possibilities for American 
office equipment here if American 
manufacturers proceed intelligently 
to exploit the Greek market accord- 
ing to the methods demanded by 
conditions in the country itself. 

At the present time we are some- 
what handicapped by the financial 
situation of the country, but the 
future is “rosy.” 

The principal buyers of office 
equipment in Greece are the banks 
and larger firms. Incidentally, some 
of these banks from the standpoint 
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of organization, equipment, and 
methods compare favorably with 
American banking concerns. From 
the dealer’s or distributor’s view- 
point the banks and larger firms of- 
fer a particularly attractive field not 
only because they recognize the 
value of modern office equipment 
but also because they pay cash for 
what they buy. The smaller firms 
and stores, on the other hand, cling 
tenaciously to older methods and 
equipment. The limit of the mod- 
ern equipment which they buy seems 
to be a typewriter or a cash register 
and with these they seem content to 
carry on their business. Not only 
do these smaller firms for the most 
part refuse to expend any consid- 
erable amount of money to modern- 
ize their office procedure, but they 
insist on monthly terms for what 
they do buy. From this compari- 
son between the two classes of firms 
it is obvious why dealers and agents 
cultivate the business of the larger 
institutions and companies. 

But the sales possibilities of the 
smaller concerns should also be cul- 
tivated and I feel that American 
office equipment manufacturers 
could help us in increasing appre- 
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ciably the sale of equipment to 
smaller firms in Greece. The so- 
lution, I am convinced, lies largely 
in the oft-discussed question of 
terms to the agent or distributor. 
The prevailing terms of payment for 
goods imported from America are 
cash in advance or against bill of 
lading. It seems to me that without 
any great hardship to American 
manufacturers they could allow their 
agents, if trustworthy, sixty to 
ninety days credit. On such terms 
there would inevitably be more busi- 
ness for the manufacturer, enough 
increase in fact to pay for any in- 
convenience to which the manufac- 
turer might be put by reason of ex- 
tending terms. 


Dealers and agents in this country 
do not usually have large working 
capital. The extension of two or 
three months’ credit by the manu- 
facturer would make it possible for 
the agent to allow his smaller cus- 
tomers the long term payments lack- 
ing which they would be unable to 
buy. 


Some foreign concerns repre- 
sented here allow their agents cred- 
its such as we have mentioned or 
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even ship on consignment. Were 
such terms more general both manu- 
facturer and agent would benefit. 
We are agents for The National 
Cash Register Company here. The 
terms on which we import are such 
that we have paid for the machines 
before we have them in stock. Yet 
we allow our customers to pay for 
their machines in twelve monthly in- 
stalments. The same statements ap- 
ply to other companies which we 
represent in this country, and other 
Greek office equipment firms are in 
the same boat as we. Nevertheless, 
we feel that if manufacturers al- 
lowed us better terms their sales 
here would be appreciably increased. 


In spite of the note of protest 
which it seemed almost impossible 
to omit from a discussion of the 
office equipment business in Greece, 
our prospects for the future are 
very favorable. We look forward 
to an encouraging volume of busi- 
ness. Our country has recovered 
from the depressing effects which 
persisted so long after the war and 
is now reorganizing and adopting 
modern business methods. The fu- 
ture for the office equipment busi- 
ness in Greece is promising. 


A DISAPPOINTMENT 


OME unfulfilled promises and some failures to respond to requests account for 
A . ° . 
the absence of quarter century surveys of the industry in several countries. 


This occasions us considerable regret. 


We should like to have presented the 


surveys, the portraits of our friends, and the mingled flags of our countries. 


Great progress has been made in the industry in Italy, Spain, Austria, Nor- 
way. Sweden, Denmark, Finland, Dutch East Indies, South Africa, Australia, 
Cuba, Central America and the other countries of the South American continent. 
In Egypt this industry has steadily advanced, while certain commercial centers of 
Asia Minor have shown increased receptiveness to machines for certain purposes. 
In Russia, where great progress had been made in industry before the World 
War, there has been a loss of ground, but a material re-advance is to be noted 


during the last few years. 


It is a disappointment that our survey of the industry over twenty-five years 
is not all-embracing, but the outlines which are presented may be taken as gener- 


ally indicative of the conditions elsewhere. 


It is evident that the office equipment 


industry has made a tremendous advance and is now in a great forward move- 


ment throughout the world. 
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OFFICE ECONOMY—THE OLD AND NEW SYSTEMS 





How Things Have Changed.—By P. B. Prior, Sydney, Australia 


N BUSINESS Time is not an old man with whiskers. 

He is cross, somewhat confusing one admits, be- 
tween Nurmi, and the winner of a grand steeplechase, 
and a short wireless wave. He is always treading on 
his own heels. His speed increases. Every day he 
breaks new records. Today he is almost racing him- 
self. The problem is how to catch him. 

Do you remember those kind, rosy-cheeked, morning- 
coated old commercial gentlemen who used to drive 
into the city in a barouche or a carriage or something 
else behind a horse fifty years ago? You don't, of 
course, but they did it. They used to come in about 10 
or halt-past 10, beaming around them, and wondering 
if Smithkins had worked out the details of that deal 
with Fitzpomperly last month. 

Smithkins was sitting up on a high stool when he 
entered, squeak, squeaking away at a titanic book with 
a spluttering pen. The office boy, looking rather as 
though he had just been dried in an oven, was licking 
at stamps, like a lizard trying to catch flies. He was 
a terribly thirsty boy, necessarily. Near him was 
Bilkinson, the accounts clerk. He had spent five years 
becoming sufficiently quick at figures. It was said that 
he could find the quotient of 1754,369 and 134,94376 
in two minutes. Receding into the dim background of 
the office were tier upon tier of clerks, all squeaking 
assiduously, like hungry birds. 

When the old gentleman asked about the Fitzpom- 
perly deal, Smithkins looked hurt. As though anyone 
could expect a man to work a thing like that in five 
minutes. Anybody’d think the money would run away. 
And now that they'd started this new-fangled idea of 
making out the balances once every two weeks, he 
never had a minute to himself. Who ever heard of 
Fortnightly balances, indeed. They’d 
want daily ones soon. He squeaked savagely. 

There was a great deal of running about in that 
office. When the old gentleman wanted anyone he 
pulled his bell rope or put his head round the door and 
sang out. Then Dumble would go in to take a letter. 
When he returned he sat down, screwed up his mouth, 
and squeaked for half an hour, making a fair copy. 
There was a vast stampede, and a terrific rustle of 
turning pages when the old gentleman wanted some 
information. Sometimes he got it, sometimes he 
didn’t 


such nonsense ? 


Late in the afternoon they commenced to arrange 
the mail. It was a trying time for the little boy. His 
tongue became positively red hot. He looked drier and 
drier. Out of sympathy you wanted to pour a bucket 
ot water over him. Then they removed the ledgers to 
the safe somewhere down in the cavernous cellars. 
They were tremendous, flattening tomes, those ledgers. 
When occasionally they slipped off the desk on to a 
small ofhce boy Smithkins shook his head sadly, and 
sent round a subscription list and bought a wreath of 
white peach blossoms, symbolizing youth cut off in its 
prime 

Well, that was fifty vears ago. If you went into a 
really modern office now you wouldn’t find a dry little 
boy licking stamps; you wouldn’t see vast ledgers, like 
slabs of stone out of the Pyramids; you wouldn't hear 
pens squeaking or find Smithkins or Bilkinson adding 
up huge columns of figures. In fact, if vou spent half 


an hour there—among the groaning statistical ma- 
chines, the mechanical bookkeepers, the automatic 
stamp lickers, envelope folders, letter writers, addresso- 
graphs, the dictaphone, the order recorders, and the 
million and one other gadgets designed to wring an- 
other few minutes out of every hour and make 
Croesus seem like a moderately prosperous salesman 
of matches and bootlaces—you would feel that it wasn’t 
such a wonderful thing to be a human being after all. 

Here, for example, is a duplicating machine. It 
types and signs 3,000 letters per hour, and addresses 
and stamps the envelopes. It is a very subtle machine. 
For example, you would never know that the letters it 
sends you were not typewritten to you personally, for 
in some places the type is heavy, in others light, accord- 
ing, it seems, to the vagaries of a typist. It is a far 
call to the clerk who made a fair copperplate with a 
squeaking pen. 

Of course, nobody licks stamps. A franking machine 
prints the stamp on to the envelope, and a meter, sealed 
by the Post Office, registers the number of printings. 
On that the business pays the Post Office. Cash reg- 
isters are not new, of course, but there are cash reg- 
isters which register cash, issue receipts, and distribute 
the money to different funds. 

There is another delightful contrivance which repro- 
duces your writing anywhere up to a thousand or so 
miles away. If you want to order a box of candies 
and half a dozen boots for the left foot from Mr. 
Bombleton, gentlemen’s provider, he invites you to 
write the order on tablet form. Instantaneously a 
pencil copies your writing in the factory any distance 
away. You can’t escape your own writing. More- 
over, it saves a colossal amount of running about, re- 
writing, fussing with carbons, and eliminates the possi- 
bility of mistakes. They use the telautograph in places 
like Niagara, where you couldn’t make yourself heard 
on a telephone. 

The sums which the expert, Mr. Bilkinson, used to 
work out in two minutes a little machine works out 
16 to 20 to the minute. The important thing about 
these is that they turn junior clerks into expert figure 
clerks. They save checking and a lot of painful, soul- 
desiccating labor. At a certain railway center in New 
South Wales trains were weighed to determine how 
many engines would be necessary to carry the load. It 
was a long job. The trucks were dragged across a 
weighbridge one by one, and a clerk called the weight 
to a second clerk, who entered the figures and calcu- 
lated the tare. When fifteen or twenty trucks had 
passed the job began to look formidable. Then the 
train shunted out of the station and waited for fifteen 
or twenty minutes, while the clerks added up the fig- 
ures and made several complex calculations and checked 
them over. A bright business expert suggested a sta- 
tistical machine. It adds, subtracts, multiplies, divides, 
and works out decimals as smoothly and rapidly as 
alligators swallow young nigger boys. The clerk 
called the weights, the operator tapped them out on the 
machine, and half a second after the last truck had left 
the weighbridge the weight of the train was revealed 
on the dials of the machine. And there was no need 
to check it. The balances which used to seem so irk- 

(Continued on page 111.) 
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—In the division to which you will 
proceed with the turn of this page, 
is contained the current matter for the 
month, the Annual Special Office Furniture 
Section, unusually interesting and valuable and, 
what is of equal importance to all else 


| — “— THE ADVERTISEMENTS. 
In a long line ending with the last page of the 
cover, these advertisements portray a proces- 
sional pageant of the manufactures 
around which, principally, center 
the activities of the office equip- 
ment industry. The products which, 
in the main, have made possible the suc- 
cessful business of dealers and agents; the 
utilities with which the world’s business office 
has been vitalized. os —_ a ot 


A knowledge of the products, whether the indi- 
vidual sells all of them or not, is advantageous. 
“Knowledge is power”. To have infor- 
| mation to impart upon occasion is to 
: be prepared for opportunity. 
Aside from their informative value, 
many of these advertisements will afford in- 
spiration to the advertising department. Some of 
| them are impressive examples of the best in modern 
. advertising designing. Among them will be found 
the work of some of the best talent in leading agencies. 
Never has such an array of office utilities been 
displayed in one place as are represented in 
these advertisements. Here one can increase 
one’s information of the established 
products and learn something of 
: value about the new things. We 
recommend these advertisements 


END OF DETOUR | to the thoughtful attention of all.— 
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EDITORIAL 





Our Cover Design 
k hope that our friends get as snappy a reaction 
to the cover design as we got when the artist 
submitted his first crude sketch. 
ur old friend Mercury (we always liked his Greek 
name Hermes more) symbolizing the present giant in- 
dustry views the inconsequential modernistic figure 
symbolizing the old office upon the expanding require- 
ments of which the office equipment industry has been 
built 
<--> 
Manufacturers Abroad 
| \WOULD have been a great satisfaction if our out- 
line of the development of the office equipment in- 
dustry could have included some definite identification 


of articles produced abroad. Manufacturers there have 


made outstanding contribution to the progress of the 
industry. The distributors of these products have 
shared in the upbuilding of the industry and the ad- 


vancement of its prestige 

Che chief object of our survey is, as expressed else- 
where, to impress those engaged in the production and 
distribution of office equipment with the important fact 
that it is an industrial entity, second to none in impor- 
tance in the business world. With a better developed 
industry consciousness and a higher appreciation of the 
function of the products in business everywhere, the 
industry will press forward to greater achievements 

<--> 
Dealers Abroad 

N READING the surveys of the past twenty-five 

year period that have come to us from abroad for 
the anniversary issue of Office Appliances we are im- 
pressed with the important part which the dealers in 
other lands have taken in the advancement of the in- 
dustry as a whole. 

Since the United States pioneered the field in type- 
and led in the production, if not in the inven- 


writers 

tion, of other time and labor saving devices for the 
office, it followed that the bulk of such products for 
use in other lands came from this country. Export 


terms were practically non-existent. Cash with order 
or cash against documents was the rule, but notwith- 
standing these hard conditions, agents and dealers 
abroad took up the work distribution with rare re- 
sponsiveness and enthusiasm, making progress by sheer 
dogged energy and perseverance backed by a faith and 
intelligence that crushed barriers and moved mountains 
of conservatism. Handicapped by the lack of national 
advertising in their respective countries and confronted 
by absence of suitable terms of purchase, while at the 
same time they were obliged to extend long terms of 
credit to their customers, according to customs obtain 
ing abroad, these brave and persevering men mar- 
shalled their resources and achieved success. With the 
spirit of the pioneers they conquered all obstacles and 
while building their own business, helped to elevate the 


standards of the industry 


<---> 
Appreciation 
|‘ [TS completion this number hardly suggests the 
umount of work extended over many months put 


into its production. A staggering lot of data was re- 
quired from which to extract the material essential for 
our purpose. 

Simple as they many articles were 
eral times rewritten before the cabalistic “O. K.” en- 
titled them to storage in the safe in the packet marked 


may appear, sev- 


“ready for type.” And despite the amount of care 
given them we are painfully cognizant of many 


shortcomings. 

But the production of the number has been a rich 
We have learned much about the field in 
which we labor. And more than a little about our- 
selves; what and where are our weak spots. By the 
possession of which knowledge we shall improve. 

The finest thing that has come from the experience, 
however, is the measure of good will expressed in the 
willingness of so many to help make the number what 
it ought to be. All who participated in any way will, 
we feel sure, share our satisfaction in the knowledge 
that with their support and co-operation the object has 
been achieved. 

We may be permitted to say that in what we set out 
to do we were not actuated by motives of selfishness, 
but with a genuine desire to benefit the industry by 
extending knowledge of its solidarity and to present it 
in a new perspective with a clearer understanding of its 
realities. 

This we consider has been accomplished. He who 
goes through this number will have a broader concep- 
tion of the office equipment industry and what it 
stands for. 

To those friends who have put the seal of their 
approval upon the journal in printed statements and 
those who have been so generous in good wishes for 
the anniversary and for all good will of which 
Office Appliances has been the _ recipient upon 
this occasion and through the years we are deeply 
grateful. It impels the determination to express our 
appreciation in terms of service to advance the industry 
with which it is our good fortune to be connected. 

<*> 
A Word for the Contact Men 

N THE developments of the last twenty-five years 

the men who have made the contacts—who have 
put into effect the progressive policies originated in 
executive offices—are the salesmen. On another 
page is an article by W. D. M. Simmons on Modern 
Sales Technique. Mr. Simmons, the advertising 
manager of the Underwood Typewriter Company, 
has given an able, closely reasoned article on the 
development of modern sales policy. He has cov- 
ered the subject, and we can do no more here than 
to pass on a word of appreciation for those men 
who have kept up with the tide of events, guiding 
each his craft into safe anchorage. 

The old-time drummer is extinct. The modern 
salesman is a business ambassador who realizes that 
he must give before he can take, and that selling 
implies a mutuality of interest which must benefit 
both parties, else no sale should ensue. 

<8 > 
This Industry of Ours 
66 H JES’ growed,” said Topsy. Without inti- 
mating that the commercial stationery busi- 


experience. 





ness is the Topsy of modern industry, we admit 
cheerfully that it has “growed.” A few days after 
the Horder organization opened its new office 


building on Franklin street, Chicago, a visitor came 
in—he was one of many—and viewed the beautiful 
marble foyer, noted the swift elevators, gazed upon 
the up-to-date stock and the mechanical arrange- 
ment for handling and shipping, and took in the 
beautifully finished, quiet executive offices on the 
sixth floor, and said: “My, my! I had no idea that 
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the stationery business would support such a splen- 
did establishment!” 

There are many people who have never gotten 
beyond the time of Charles Dickens in their under- 
standing of the stationery business. “The stationer? 
Oh, yes—er—he sells pens and pencils and—ah— 
paper you know.” 

We have been asked, “Just what is your business? 
I understand you publish a paper or a magazine, but 
just what one?” 

' “We publish a journal called ‘Office Appli- 
ances’ !” 

“Oh, yes, yes. Well—ah—” 

“It covers the office equipment field,” we offer 
by way of elucidation. 

“Yes—just so,” replies the interlocutor. “But is 
that field large enough really to support a maga- 
zine all by itself?” 


Mr. Evan Johnson, 
Editor of O fice Appliances, 
Chicago, Illinois, U. S. A.: 


“Yes, indeed,” we explain. “The commercial sta- 
tionery business alone involves several thousand 
totally different items, while most stationers now 
go in for the handling of certain office machines, 
supplies for the larger machines, such as type- 
writers, bookkeeping machines, etc., and handle 
office furniture on a large scale. The industry is 
so important, in fact, that we publish monthly a 
journal of 250 pages. And we are but one of three 
or four publications in the field. 

“Goodness !” exclaimed the questioner. “I had no 
idea the office equipment business was anything 
like that.” 

And so, gentles all, what’s the use of keeping 
it a secret? We are all engaged in a big job. Let 
us get down to it—or up to it—and make it bigger 
and better, every day in every way. And let us 
tell the world! 


GOOD WISHES AND GOOD WILL 





—__. —_—__—1_—_# 


Berlin-Charlottenburg, Germany, 
May 6, 1929 


On accasion of the twenty-fifth anniversary of your trade paper, it 


gives us great pleasure if you will kindly convey heartiest greetings to the 
Office Equipment Manufacturers’ Institute of the U.S. A., as we are all 
in the field to make the world’s success speed by our trade instruments 
cchich may lead to mutual benefits and to the strengthening of friendship 
between men and nations. 
With many good wishes for future cordial sentiments, 
Yours sincerely, 

Special Executive Committee, 

German National Association 

of Office Appliance Manufacturers, 

: W. Leonards, Secretary. 

- — = | —— 








New York, N. Y., U.S. A., 
May 25, 1929 
Special Executive Committee, 
German National Association 
of Office Appliance Manufacturers, 
W’. Leonards, Secretary, 
Berlin-Charlottenburg, Germany: 

] have read with interest and gratification your cordial message sent 
through the editor of Office Appliances to the Office Equipment Manufac- 
turers Institute of the U. S. A., and as president of that organization, in 
its name and on behalf of every member thereof, I wish heartily to recip- 
rocate your good wishes, and to express the hope that our two great re- 
publics will continue to advance in prosperity and in that spirit of mutual 
respect and esteem which should mark the relations of nations as well as 
of individuals. 

Fraternally yours, 
Clement Ehret, President, 
Office Equipment Manufacturers 
Institute of the U.S. A. 





—- — - . 
MUTUAL GOOD WILL RESOLVES MANY DIFFICULTIES 








110 





MODERN TECHNIQUE IN SELLING 


A Discussion of Modern Selling Methods as Contrasted with Those of Earlier Periods.— 
By W. D. M. Simmons, Underwood Typewriter Company 


Nott 


Ing WY 


ing has come about as a result of developments in the industry. 


In the following article Mr. Simmons presents modern selling technique in an original and convinc- 
He gives a clear resume of the facts and a scholarly analysis of principles. 


( hanged technique in sell- 


No longer do we force our products on the 


customer; but we try to improve them, to make them more useful and to search out those prospects who can use 


our machines with profit to themselves. 


By perfection of proan ts and methods we seek to place the prospect 


in a situation where he becomes the buyer on his own initiative, salesmen acting as advisers so that the customer 


may obtain the advantages which we insist our machines shall give. 


manufacturers. 
We advise 
centration 


N HIS recent book, “Frontiers of Trade,” Dr. Julius 

Klein, for many years the head of the Bureau of 
l‘oreign and Domestic Commerce at Washington, says: 

“The talk of return to pre-war normalcy is but idle 
chatter. Though the levels of 1913 have been reached 
and in some cases passed, the struggle in the course of 
that attainment has evolved entirely new methods, new 
conditions and new results which have made utterly 
impossible any reversion to the industrial medievalism 
of the pre-war years.” 

New methods, new conditions, new results. And not 
the least among them, by any means, a new concep 
both in its relation to the market and 
itself. 


tion of selling, 
to the industry 

here are not wanting, of course, prophets of woe 
and professional alarmists who see in the new condi 
tions only the symptoms of a coming industrial crisis 
(in the one hand they see what they think is a wild 
orgy of mass production, controlled only by the impulse 
to turn out an ever greater volume of product; and on 
the other, an equally unrestrained “high 
pressure salesmanship,” striving desperately to force a 
reluctant market to absorb this ever increasing volume. 
easy enough to 
even proximate 


orgy of 


Given such simple conditions, it 1s 
foresee disaster in the ultimate or 
saturation of the market, and the conclusion (granting 
the premise) is logical enough. 

What these observers fail to detect, however, 1s the 
fact that the crisis they are so confidently predicting 1s 
an ex post facto crisis: a cataclysm that has come and 
gone. It arrived considerably in ad- 
vance of their calculations, in the late 
fall of 1920, and it is mainly in the 
years that followed that the new 
methods and new conditions referred 
to by Dr. Klein were evolved. The 
fault with most of the critics of mod- 
ern industrialism is that they so uni- 
formly fail to perceive this fact, and 
tacitly assume that still 
groping in the twilight of “industrial 
medievalism.”’ 


business is 


“High pressure salesmanship” is a 
name to conjure with, to be sure; but 
it is highly important to know ex- 
actly what you mean by it. To as- 
sume that it still means what it meant 
in 1913 or 1920 is to overlook what 
is probably the most important evolu- 
tion in recent business history. 


Modern selling is certainly no less 





Such ts the ideal of modern office equipment 


the reader to spend the short time necessary to peruse Mr. Simmons’ article with attentive con- 


iggressive than it was in those far-off years before the 
Battle of the Marne; it is no less spirited and no less 
persistent. It still uses the vocabulary derived from 
the battlefield, and outwardly its attributes have not 
measurably been changed. But its aggressiveness, its 
spirit and its persistence are directed with a different 
ultimate object in view, and its relations—both to the 
market and to the industry—have so changed as hardly 
to be recognized by a sales manager of the old-time 
slave-driving and slave-driven type. That type of sales 
manager already belongs to ancient history, though 
those who judge selling only by such externals as are 
visible from a study window or a college classroom 
may have some difficulty in perceiving it. 


Che history of selling, if the term is permissible, 
divides itself readily enough into three periods. First, 
the period of market conquest, when the object was to 
exclude all rivals by virtue of a monopoly, sustained 
if necessary by force of arms. Thence ensued the era 
of market exploitation, when the public was visualized 
in terms of the fat-livered geese of the Pyrennes that 
are fed with a ram-rod; the period which ultimately 
gave birth to the “high pressure salesmanship” that 
the critics talk about. The third period, which is 
marked by the development of the modern technique 
in selling, may reasonably be called the period of 
market conservation. We may take considerable pride, 


| think, in the fact that concerns in the office appliance 
industry 
wisdom of 


were among the leaders in perceiving the 
such a policy and in demonstrating its 
effectiveness. 

I use the term “market conserva- 
tion” advisedly, because there are few 
major industries today in which the 
leading producers are not consciously 
endeavoring to build up their mar- 
kets, rather than to exhaust and sat- 
urate them. The effort is to adapt 
the product most closely to the spe- 
cial requirements and special condi- 
tions, and to promote the acceptance 
of new ideas which will increase the 
welfare and the prosperity of the 
market. The idea of a selling organi- 
zation under the lash of an urgent 
necessity to dispose of the pyramided 
output of a production department 
gone wild belongs in the same pigeon- 
hole with Louis XV’s_ writ of 
monopoly in the sale of Canadian 
beaver pelts, or Hannibal's march 
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across Europe to crush the commercial rivalry of the 
upstart Roman Republic. 


Modern technique in selling bears the same relation- 
ship to the old system of market exploitation that 
scientific agriculture bears to the pioneer squatter who 
settled on a quarter-section of new land, exhausted its 
fertility, and moved on to another location. The fer- 
tility of land under wise and prudent cultivation is 
exhaustless, and modern sales administration has 
learned that the same principle may be applied to a 
market. 

The selling policies of the leaders in all but a very 
few industries today are based upon this principle of 
conservation and cultivation for the future as well as 
for the present moment. For the leaders of modern 
industry are broad-visioned and far-sighted enough to 
know that their own future profits (indeed, their own 
future survival) depend inexorably upon the continu- 
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ing growth and development (in a word, the pros- 
perity) of the market. Unless the market prospers it 
cannot go on buying, and to make a sale which does 
not contribute positively to the welfare of the buyer is 
to incur a liability. Overloading a retailer with a 
stock of merchandise so great that it slows down his 
turnover, or forcing the sale of equipment which can- 
not result in a profit to the purchaser, simply results in 
cutting down the purchasing power of the market on 
which the seller must rely. And conversely, the sale 
which results in increasing the buyer’s efficiency and 
the buyer’s profit enables the buyer to grow and expand 
his requirements indefinitely. 

Modern technique in selling does not embrace the 
sordid task of ramming the surplus output of mass pro- 
duction down reluctant throats. On the contrary, it 
is devoting itself to the promotion and the cultivation 
of the myriad human activities that contribute to gen- 
eral comfort, welfare and prosperity. 








THE BIGGER VIEWPOINT 
Back in 1920 when the business outlook was none too good, and when sales- 


men and district managers, not to say manufacturers, were seeking ways to reduce 
the spread of their activitics, I attended a convention of the district managers of a 


great concern. 


Conspicuous on the wall of the convention hall was the motto, “Get the bigger 


viewpoint !” 


Instead of withdrawing from part of the field, cutting down on effort, restrict- 
ing active measures to a more limited area, the organization was planning to reach 


out still farther. 


There was to be more aggressive effort all along the line. The situation was 
such that it was more difficult to interest prospective purchasers. Therefore there 
was to be greater, not less effort to interest them. More than that, purchasers 


were sought farther afield. 


That concern kept up full production through the business depression that 
followed. Its expenses were somewhat higher in proportion to sales, but it made 


money 


Many business men are in the position of the man who could not see the 
woods for the trees. They cannot see the opportunity for bigger business because 
bigger business all around them ts overshadowing and overawing them. They are 
hemmed in by walls and obstacles that seem insurmountable. 

What these men need to do is to climb up where they can see out and see the 
opportunities further away. If they do not climb before tt is too late, they become 
so habituated to their narrow little courtyards that they never do realize what is 
beyond its walls. They die in their tracks. 

The time to get the bigger viewpoint is now, before becoming so nearsighted 
that nothing will be visible beyond the office walls. 


(Frank Farrington’s Business Talks) 
(All rights reserved) 








Office Economy—The Old and the New Systems— 
(Continued from page 106.) 

some to Smithkins are made up daily on a machine like 

this. 

You might notice also, in this new office, that there 
are no gigantic ledgers. That steel cabinet in the 
corner does all the work. Everything is locked away 
in there, and you can discover the situation of John 
Brown’s account in a moment. Easier than the dino- 
sauric iedgers, of course; the exhibitions of weight- 
lifting are not necessary at the end of the day. 

They say, too, that an office does ten times as much 
work as it used to do with the aid of all these appli- 
ances. It all depends on the man who works them, of 
course, and on the business, but they’re fascinating 


things to play with, anyhow. One feels, even though 
one hasn’t a business, that it would be delightful to 
own an adding machine. Charming for the long winter 
evenings. 

Incidentally the people who launch these extra- 
human contrivances on the world recently held an exhi- 
bition in Sydney, New South Wales, which was under 
the auspices of the Chamber of Commerce. 

They hoped, at the time of the exhibition, that it 
would help business men to look over the whole range 
of time saving, labor sparing, brain soothing, and 
money multiplying machines which science offers for 
their welfare and profit—and by the large number of 
business men that attended the exhibition. I guess the 
devices must have set them thinking. 
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Application of Information in Harvard Report 


By Lewis Ashman of Ashman, Reedy & Co., Public Ac- 
countants, Chicago.—Read Before the Convention of 
the Sixth District Stationers at Chicago Last Month. 


OMPETENT business management is based upon ex- 
perience. Such experience may be obtained by the 
apprenticeship method whereby the business is learned 


over a long period of years, by the educational method 
which is along broader general lines and makes use of the 
recorded experience of others, or by a combination of both 
methods. Unless he is a genius, a man trained for manage- 
ment by the apprenticeship method who refuses to be 
guided or influenced by the recorded experiences of others 
could hardly be expected to succeed. And certainly a man 
without sound practical training would be unable to cope 
with the problems of management, however thorough his 
educational foundation may That management 
will be most effective which is based upon practical experi- 


ence and is ever reaching out to learn from the experience 


have been. 


To such a man engaged in the retail stationery 
Bulletin No. 67 should be 


of others 
business the Harvard University 
very useful and informing 

The information set forth on the first page of the Bulle- 
tin is very significant. Reports by two hundred sixty-two 
stationery and office outfitting dealers showed the following 


common results for the year 1926 


Total cost of merchandise sold........... 600.0% 
eS eK a errr 33.4% 
Total | BI cece cece cccecacsseaceosesocet 32.3% 

1.1% 


Net- Profit 
Obviously, a net profit of 1.1% is inadequate 
margin of 33.4% represents an average mark-up of 50% on 
cost and is perhaps as high an average margin as could reas 
onably be expected It follows that any 
profits must be brought about by curtailing expenses, which 
The following modest para- 


The gross 


increase in net 


average 32.3% of the sales 
graph on page one of the Bulletin points a way: 

“Stationery and office-outfitting dealers turning their 
stocks at a relatively rapid rate had the lowest ratios for 
total salaries and for rent, and for total interest. 
The total expense for firms turning their stocks 4.0 times 
a year commonly was only 28.1% of net sales, as 


for firms turning their 


wages, 


or more 
against a common figure of 34.7% 
stocks less than 2.5 times.” 

The facts disclosed by this paragraph are so significant 
that they might forth in bold-face 
type. They tell a story which should arouse all merchants 
to question whether or not they are maintaining an effective 
A slow turnover is a 


very properly be set 


control over their stocks of goods. 
an increased turnover may 
first 


breeder of many business evils; 
be expected to produce the results indicated by the 
sentence of the paragraph quoted, namely: 

1. Lower ratios of salaries and wages—most organiza- 
tions can be speeded up so as to handle an increased vol- 


ume; 
2, Less rent per dollar of sales—the result of carrying 


- 


smaller stocks in relation to sales; 


3. Lower ratio of interest to sales—lower inventories 


release funds which could be used for reduction of 
stockholders; 


stock 


would 
liabilities or for 
4 Losses due 
duced 
The 
can be installed without much expense or difficulty 


distribution to and 


to obsolescence of would be re- 


for maintaining stock-control 
The 


items in stock should be recorded on visible cards, filed in 


machinery necessary 


arranged in the store. 


cards, but the 


the same order as the goods are 


Purchases should be posted to the great 


number of individual sales items renders it impracticable to 
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enter such items in detail. Instead, a physical inventory 
should be taken of a part of the stock each day, the work 
being divided so that the entire stock will be inventoried, 
say, once each month. 

The information which this procedure will disclose should 
Sales of each item 


prove invaluable to the management. 


can be readily computed, purchase requirements can be 
gauged, slow-moving goods will be exposed and obsoles- 
cence reduced to a minimum. The visible card lends itself 
readily to many ingenious devices for helping the merchan- 
dise manager which are probably well-known to this audi- 
ence. 

Whether the 
needed or whether it 
office-outfitting business must certainly be reorganized if it 
Every merchant in the business must be fully 


foregoing suggestion is adopted where 


is ignored, one department of the 


is to prosper. 
aware of the situation and therefore may not welcome fur- 
ther discussion of the subject, but this paper, even though 
limited in scope, should contain some reference to it. 


very 
Sulletin is quoted 


The first paragraph on page two of the 


below 
“Reports received from 27 office furniture stores and 
office departments indicated that the gross margin com- 


monly obtained by such stores and departments was 31.7% 
of net Total amounted to 


32.0% —higher by 0.3% than the gross margin 


sales expenses commonly 
with a com- 
mon net loss of that amount as the result.” 

Che remedy for this situation undoubtedly lies in cooper- 
Harvard Bulletin No. 67 published in 


During the past eighteen months each mem- 


ation. The was 
October, 1927. 
ber has had an opportunity to apply to his business the ideas 
which he has obtained from its study Its value to each 
use he has made of the 


If he has read and digested 


member will depend upon the 
information which it discloses 

no more than the introduction 
conclusion (pages 34 and 35) he has obtained information 
of great that he would have 


been inspired by the results attained by those firms “whose 


(pages 2 and 3) and the 


value and one would expect 


reports seemed to reflect management policies and methods 
in advance of the general level of the trade,” described on 
page 35. 

It may be that corresponding statistics for the year 1928 
would show that the industry is now more prosperous; that 
a substantial increase in the average rate of turnover has 
been secured; that salaries and wages do not now constitute 
18% of the sales and 55% of the total expense; that fur- 
niture departments have been made prosperous or have 
been discontinued; and that total expense no longer bears 
a higher ratio to sales than any other trade studied by the 
sureau, “except the retail jewelry trade.” If such is not 
the case, it will be for the reason that the individual mem- 
bers have not made use of the tools furnished them in the 
Harvard Bulletin—in view of the general prosperity during 
1928 it cannot be attributed to business conditions. 

A continuation of this Association’s policy of coopera- 
tion and mutual exchange of information should prove very 
beneficial to the trade. Stationery and office-outfitting busi- 
nesses are entitled to a fair share of business prosperity, but 
it is incumbent upon them to operate the‘r firms in accord- 
ance with sound modern principles of management. If each 
member will apply to his business the information available 
to him it is highly probable that a substantial forward 
movement in the general prosperity will result therefrom. 

ee Se 
New Supplement to Rand General Catalogue 

A supplementary catalogue of Rand visible products has 
just been issued by The Victor Safe & Equipment Com- 
pany, Marietta, Ohio. This covers several 
items that were not included in the Rand catalogue No. 601 


supplement 


recently issued 
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WINDOW DISPLAY WISDOM 


Here Are 11 Pieces of Sound Advice in Making Your 
Window Displays More E ficient Salesmen 
—By Ernest A. Dench 


Your “Golden” Window Displays 

The vision of a “House with Golden Windows” came to 
a man, who started to search for it. He discerned the 
“Golden Windows” against the horizon. The farther he 
went, the more elusive the search became, so he asked a 
stranger where the house was located. The stranger had 
the man turn around in the direction from whence he came. 
Lo and behold, the “Golden Windows” were in the man’s 
own home. 

The fable is true in part. You have the “Golden Win- 
dows” that will sell merchandise, but the precious metal 
is of little value to you in its raw state. Like the wool 
on a sheep’s back, it has to be converted into warm cloth- 
ing for human beings before it is commercially valuable. 

Your windows need good timely ideas in which to unfold 
sales messages to a receptive public. The windows are 
there, but the search for new ideas is a continuous process, 
for which your trade journal is a reliable source. 


Idea-Importance of a Display 

The selling window is based on a clean-cut idea, instead 
of running all over the place and getting nowhere. 

If the central idea is there, the trim can still be “stocky” 
yet either good or bad, according to how it is arranged. 

This point is vividly expressed by the sales promotion 
manager of a leading knitting mill. 

Streams of people will cross a river bridge and never re- 
member what color the posts are, if they are all in one 
color. But—if one of the many posts is painted red and the 
rest white, the red one will make an indelible impression on 
each pedestrian. 

The same with the idea window. 


Central Idea All Important 
The window display without a central idea may be lik- 
ened to a steamer lacking a navigating officer at the helm. 
It may cruise all over the Seven Seas without arriving at 
any fixed destination. An idealess window display may be 
praised as “pretty” or “artistic,” but that doesn’t help pay 
incoming bills, current salaries and yet leave a fair profit. 
First, a sound central idea, then its effective execution, 
are two vital points to help place a window display in the 


“best-seller” class. 


The Adaptation Knack with Ideas 


Some business men who have self-acquired the gentle 
knack of adapting other people’s ideas to their own use, 
will take a window background here, a floor arrangement 
there, and blend these elements into a trim incorporating 
their own ideas. 

The other extreme is the executive whose imagination 
is nil. He will pass up a good display used by another 
firm with the comment: “Nothing in that for me.” With- 
out, too, dissecting it for suggestions it MIGHT yield. If 
he cannot transfer a layout BODILY to his own window, 
he is not interested. Yet the central idea on which the 
display is based may be a mighty good one. Where an- 
other business house is concerned it is chiefly a matter of 
altering the details in line with the particular trading policy. 


Wrong Against Right Way 


The wrong way to go about your next window display is 


to ask yourself: “What can I say that is new about my 
goods or service?” 

The right way is to query yourself: “What kind of a 
new display can I stage?” 

Notice the subtle difference: With the first frame of 
mind, you are thinking in terms of advertising copy, emi- 
nently suitable for the printed page. In your show window 
this will mean too much show card verbage and not enough 
of the pictorial element. 

Your second attitude, that of staging an attractive trim, 
makes you think in terms of pictures. The eye appeal is 
one of the window display fundamentals. Or, what sex 
appeal is to the romantic stage or screen star, the pictorial 
treatment is to the show window. The fact that it is de- 
scribed as a show window is sufficient proof. 


He Wanted an Audience 


“What's the use; nobody would look at it, anyhow,” 
predicted a “back-number” business man, when a well- 
meaning salesman suggested that trade would improve if 
he made his window displays more inviting. 

Naturally, nobody would look at the kind of trim said 
concern had been in the habit of arranging—a “stocky” 
trim without regard to rhyme or reason. 

Any one group of consumers will halt before a window 
which merits their interest and attention. 


No Imagination Here 


A balanced ration of imagination is about the most pre- 
cious gift a business man can possess, if he is to rise to 
the crest of his selling opportunities. 

The case where imagination was utterly lacking comes 
from England, but we give it because of the illuminating 
message it conveys in the technique of buying and selling. 

A silverware manufacturer, sensing that the British 
housewife had to endure the daily eyesore of the humble 
but popular jam jar on her dining table, put out an artistic 
silverplate holder—one to conceal the plain earthenware 
crock or plain glass jar. 

Having imagination, the manufacturer supplied each of 
his dealers with a pound jar of jam for window display 
use, to help sell the holder. Would you believe it that the 
majority of jewelers spurned the appropriate sales aid? 

“I am a jeweler, not a grocer,” was the invariable rea- 
son for spurning the manufacturer’s enterprise. 


A Showy Front vs. Drab Interior 


“In some establishments the customer feels a distinct ‘let- 
down’ after looking at the frontage and window display” 
is the criticism of a chain store executive in a business 
magazine. 

We agree. All the showmanship is out front, while the 
“back of the house” (the interior) is as unprepossessing as 
it can possibly be. It is “strictly business,” to quote the 
reaction of a business man. 


Keeping Advertising Element in Its Proper Place 


Is it possible with the institutional or patriotic type of 
timely event display to introduce the merchandising ele- 
ment in an unobtrustive way? 

You don’t have to announce all over the “lot” (show 








114 UFFICE APPLIANCES 


have some fine goods or service 


that “We 


Rather crude 


very 
like pulling in people at the door, 


window 
for sak 
to put it mildly. 

The show card reminds the spectator that it is “merely 


an ad.” Like the deceitful magazine advertisement resem 
bling a special article or story, only to read in a very 
small type at the bottom, “Advertisement,” the illusion is 


destroyed 


If a undisguised, 
g 


window, let the presentation be 


from your stock are quite legitimate. To 


story 
although “props” 
cite one instance, a furnishing store can legitimately employ 
its wares in a room setting, if Same 1s necessary to convey 
true of a great many other 


the story [he example is 


trades and businesses. 
mind, folk will talk about 


event has been glorified 


If these scruples are borne in 


the admirable wav in which the 


Consistency, Where Art Thou? 
Consistency pays in window display advertising. 


If window displays are born as inspirational outbursts 


when the mood is willing—without each idea first being 


submitted to cold analysis (“Does it favorably reflect my 


business policies?) the public will detect the insincerity 
Che result will be a window display of half-truths. We 
recall one business man, who after a mighty fine display 


work, “pulled down his bridges’ in 


“We can meet any price you are 


based on his quality 


the next showing with 


TWENTY-FIFTH 
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ANNIVERSARY 


made elsewhere.” Quality and price have nothing in com- 


mon; they are diametrically opposed to one another, in 
fact. 
Are You Located Off “the Beaten Shopping 


x, 

Path’? 

into, the 
establishments off the 


window display problem com 


Wants looking 


mon to business beaten shopping 
path 

Window shopping is rife, and after feasting the eyes on 
after like a stereopticon 


no wonder women complain of 


one window another series of 


slides fatigue and head 
aches following a morning or afternoon 

Coupled with the sidewalk inspection, is the jostling with 
long in stuffy 


than usual, 


“expedition.” 


crowds in the stores, maybe staying too 
establishments, eating a 
strap-hanging in the street car homeward bound. 

By the time a woman gives the side streets her atten- 
tion, the individual display has to be especially arresting to 


That’s why ordinary trims are but 


more hearty lunch 


engage her attention. 
partly efficient when an inferior location “backfires.” 

A touch of drama to season the presentation—and you 
have an attraction, which, like the railroad crossing signs, 
will induce people to “Stop, Look and Investigate.” (The 
“Listen” IS OUT SINCE IT HAS NOTHING TO DO 
WITH the eye-appeal) 


(Copyright, 1929, by Ernest A. Dench) 








New Record Systems Aid Telephone Company’s 
Information Service 

A complete revision of the method of maintaining infor- 

records in the San and East Bay Ex- 

Pacific Telephone & Telegraph Company 

With the information rec- 


mation Francisco 
changes of the 
has recently been accomplished. 
ords formerly in use in these two exchanges, each operator 
had available only a part of the complete record, certain 
operators handling calls for information where the custom- 
ers’ names were known and others handling calls where the 
This necessitated 


customers’ street addresses were known. 


the trunking of certain calls from the name record operator 














SETTING UP ROTARY RECORDS TO SPEED UP EAST 
PACIFIC TELE- 


BAY INFORMATION SERVICE OF 
PHONE & TELEGRAPH COMPANY. 
to the street address record operator and vice versa, and 


resulted in considerable loss of time. 

With the new records, each operator has available a com- 
plete record, both of names street addresses. In 
addition, the new records have been simplified so that the 
which an operator must 


and of 


number of separate divisions in 


search has been considerably reduced. 


In the East Bay exchange, the information records are 
handled by the use of an information desk equipped with 
Remington Rand rotary files. These files have an upper 
and a lower drum provided with hinged panels, in which 
individual strips carrying listings are inserted, street 
addresses in the upper drum and names in the lower drum. 
A set of three files is required for a complete record, and 
the sets are so arranged that the complete record is made 
available to each of twenty-two operators through the use 
of only eight rotary files. The ease with which changes or 
corrections can be made in this type of file aids in keeping 
the record accurate and up to date. 

Because the size of the San Francisco exchange exceeded 
the capacity of rotary filing equipment, a different method 
of record keeping was necessary. In that office the street 
address and name records are printed on heavy bond paper 
and bound in especially designed binders, the street ad- 
dresses in binders and the names in 
Each printed page of the record has a supplementary page 
facing it, on which all changes in the printed record appear 
and by means of which the record is kept up to date. These 
pages are replaced each week with new pages having the 
the supplementary 


one set of another. 


latest information. Between issues of 
pages, all newly connected telephones are shown by both 
name and address in a separate volume known as the “new 
connect” record, which is posted at frequent intervals 
throughout the day. 

With this system, each operator has available the com- 
plete information record, the street address portion being 
kept on the keyshelf of the information desk and the name 
inclined bookshelf mounted on the 


Small bookracks are provided on the 


portion on a special 
turret of the desk. 
turret for the “new connect” record, and the out of town 
and toll points directories are kept in a revolving directory 
rack mounted in the center of the turret on the information 
desk.—C.W.G. 

ae 


The only kind of a “tee” that is worth a whoop in case 


of spring fever is a “settee.’-—The Lyon Standard (Lyon 


Metal Products, Incorporated) 
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Combination Counter and Counterless Office 

An interesting feature of the business office of the Pacific 
Telephone and Telegraph Company at Vallejo, California, 
is the installation of a unique and novel counter, represent- 
ing an adaptation or combination of the various features of 
both a counterless and counter equipped office. The coun- 
ter consists of two desk-high sections which have been 
combined with two of counter height, permitting either 
seated or standing contacts, according to the customer's 
choice 

This modified counterless office, which is probably the 
first of its kind in the United States, has been enthusiastic- 
ally received by the Vallejo customers, according to the 
manager of the office. The use of this type of unit for 
public contact permits a most friendly attitude on the part 
of the telephone employees toward the customers, and the 
comments received by the telephone officials indicate that 
they greatly appreciate the efforts being made by the com- 
pany to give them the best of service in every respect.— 


C. W. G. 








COMBINING THE COUNTERLESS AND THE 

COUNTER-EQUIPPED OFFICE—This is the 

arrangement of the offices of the Pacific Tele— 

phone and Telegraph Company at Vallejo, Cali 
fornia 


° 


Telephone Company Has Counterless Offices 

Good morning, madam! Will you be seated?” 

Chis is the gracious manner in which subscribers are be- 
ing introduced to the satisfactory personal service in Alham- 
bra’s new counterless business office of the Pacific Tele- 
phone and Telegraph Company. This innovation is being 
sponsored by the telephone company throughout Southern 
California, and already is in evidence in several cities. 

Just te the right of the entrance to the room of the 
Alhambra office, a counter-high teller’s cage has been in- 
stalled. The panels are neatly designed, and a small grilled 
railing on the top gives the appearance of a division of the 
counter into two positions. The floor of this cage has been 
raised to a height that enables the cashiers to remain seated 


while at their work 
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The entire office plan has been arranged from the view- 
point of convenience and utility and all office records are 
easily accessible to the employees while serving the cus- 
tomers. 

Upon entering the office one receives an impression of a 
beautifully arranged and finished room with an alert and 
obliging personnel. The young man at the front of the 
office quickly determines the nature of the customer's 
business and directs him to a “first-contact clerk.” These 
first-contact clerks have been carefully trained in their work 
and the customer invariably receives expert service from 
them. Other clerks handle the customers who call on the 
telephone.—C. W. G. 

oan ee 

Koch to Be Regional Governor Seventh District 

At the annual meeting of the seventh regional district 
of The National Stationers’ Association held at Minneap- 
olis, Minn., May 27 and 28, Frank J. Koch of Koch Bros., 
Des Moines, Iowa, was nominated as regional governor 
for 1929-1930. The meeting was largely attended and suc- 
cessful. 

Further information will appear in the July issue. 


© 


THE COUNTERLESS OFFICE.—An innovation 
in the new office of the Pacific Telephone and 
Telegraph Company, Alhambra, California. 





Byron Weston Company Sponsors Radio Program 

May 25, 1929, at eight p. m., Eastern daylight saving 
time, a radio program sponsored by the Byron Weston 
Company, paper manufacturer, Dalton, Mass., was broad- 
cast over WGY, the Schenectady, N. Y., station of the 
General Electric Company. The program was also sent out 
over the General Electric Company's short wave station, 2- 
XAF, reaching properly equipped receiving sets in all parts 
of the world. 

Sidney W. Ashe, a well known and interesting speaker 
over the radio, was in charge of the program. Philip Wes- 
ton, president of the Byron Weston Company, extended 
greetings to friends in the paper trade and to the radio 
audience in general during the course of the program. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 


this journal their headquarters. 


The staff at the main office, 417 South Dearborn Street, Chicago, and ‘hs staff 


at the branch in charge of C. H. Everly at 1601 Pershing Square Bidg., Pershing Square, 42nd St. and Park 


ve., New 


York, will be happy to be of any possible service. 
are not so many as at Chicago, there will be found the same desire to serve. 


While the facilities at New York 
United States 


manufacturers or their representatives traveling abroad are cordially invited to call 


upon Office Appliances’ London Correspondent, Mr. W. 
18 Templars Avenue, Golders Green, London, N. W. 


Teignmouth Shore, 
11, England 


Mr. Shore’s knowledge of the office equipment business 
and its possibilities in Great Britain makes his 


counsel 


valuable to 
cultivate the British 


desiring to 
Market. 


those 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 


NOTE. 
AppLiIANCeEs in the British Isles. 


Mr. W. T. Shore, whose address ts given above, is the authorized subscription representative of OFFICE 
New subscriptions should be sent to Mr. Shore. 


Renewal orders should be 


sent to OFFICE APPLIANCES’ home address, 417 South Dearborn street, Chicago, Illinois. 


London, May 4, 1929. 
I had a long and most interesting talk 
who is handling here, and has 
line of American 
turn sell to the 


HE other day 
with an Englishman 


been doing so for many years, a 


goods, selling to the stationers, who in 
ultimate purchasers; but of his output, fifty per cent is 
manufactured in this because they fill 
Americans leave empty and which do not exist on 
your side of the big water. Without questioning or sug- 
gestion on my part, what he told me fully bears out and 


urged in these 


country, “holes” 


which 


strongly supports all that I have so often 
pages as to the selling of American office machinery and 
systems here. My friend started practically single handed; 
went out and got in the first and many succeeding orders. 
Gradually on this sound foundation he has built the pres- 


ent large business of which he is the inspiration and moving 


spirit. While I think of it, he told me that business had 
been increasing with him steadily during the last two 
years, which is so much more encouraging than an occa- 


main factors in 
He has im- 


sional spurt, varied by slumps. The two 
his success have been Service and Personality 
pressed his personality upon his customers, making them 
feel that he is working with, them and that it is not his only 
interest to take orders from them, without studying their 
views and their individual requirements. Each one of his 
customers knows that he is theirs when they need advice 
and that it is his policy to sell them what they each need. 
He studies their idiosyncracies, realizing that he not only 
for them. Service is, of course, an in- 


lives by them but 


part of such a selling policy; quick service and 


Herein he scores often, as the other day when 


evitable 
full service 
customer came along, and said: “I suppose you 
make this special thing for me exactly as | 
That’s what I’m here for.” The thing 
and being better than the 


Is it any wonder that 


a new 


can't want 


it?” “Why not? 


was specially made quickly, 


customer had thought it could be. 


this business thrives and grows? In reply to my asking 


if he often met with prejudice among stationers against 
American goods, he said that it used to be so, but was now 
infrequent, and then almost entirely among the older folk. 
Much of the little prejudice that does still exist he put 
down to the too-American type of salesmanship that Ameri- 
cans used to try upon the rather shy Britisher. Adding 
that these unsuitable methods were now to a great degree 
past and done with, because Americans here were learning 
that England is not America; whether better or worse we 
Adding, also, that there was still room 
He was especially hot 


need not discuss. 
for improvement in this direction. 
against the foolishness of American firms who will insist 
upon using their home printed matter here. I agreed; it 
If a U. S. A. firm thinks this market 
good and suitable seed must be 
He insists 


is sheer craziness 
worth 
sown if a remunerative harvest is to be reaped. 
that his salesmen shall “have imagination so as to be able to 


while cultivating, 


visualize the needs of any prospective customer’s require- 
Surely that is the essence of good salesmanship? 
Every American manufac- 
turer and merchant knows that. But too often he forgets it 
when he comes over here. Another point he made against 
some American goods and dealers was the lack of adapta- 
Their not caring to adapt their methods or their 
He was hard up against the 


ments.” 
Oh, yes, everybody knows that. 


bility. 
goods to our requirements. 
salesman who goes into the office of a prospective customer, 
and practically tells the man that he is quite a bit of a fool 
and that HE, the seller, can put very wise! Of 
course, no office appliance salesman here does anything so 
They do, and then curse the 


him 


foolish? Don’t any of them? 
stupidity of the prospect when they do not receive a smile 
and a fat order. My friend’s method is just about this: 
“I may be able to help you to some improvement, Mr 
Prospect, or I may be able to show you the solution of 
May I try?” Turn- 
ing to another point, he said that he found the British 
stationer a thoroughly capable and practical man, as a rule; 


some problem that is bothering you. 
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a little bit slow when faced with something new, but slow- 
ness is part of canny caution. Not—also, as a rule—a top- 
hole salesman, but very ready to accept help when 
approached and dealt with in the right manner. I will end 
this discourse with some more of his words anent sales- 
men: 

“I suggest that the reason salesmen are sent out on the 
road is because the Proprietor, or the Directors of the Com- 
pany, has not the time to do that particular job himself, 
and, therefore, he employs others to do it in his place. 
Whatever work we undertake to do should be done in the 
light of this—that we would carry it out as though the chief 
himself were doing it, for he has put us there to do it in 
his place. If we bear this in mind our actions will be 
governed accordingly. Nobody should take up this calling 
unless he has the adaptability for doing it thoroughly. It 
should be a kind of work that appeals to him so that he 
may be interested in his daily task.” 

ee 

Printing and Allied Trades Exhibition in London 

The eighth International Printing and Allied Trades Ex- 
hibition at Olympia, London, April 11 to 25, was a big 
success, being an immense credit to its organizers, Messrs. 
F. W. Bridges and Sons, the well-known London printers. 
Premier place was taken by exhibits of printing machinery 
connected with all sections of the printers’ art and trade, 
and there was also a most interesting collection of printed 
matter. I spent much time there with profit and pleasure, 
but it would take too long to describe what I saw, and 
would not make interesting reading unless I went into so 
much detail that even this number of Office Appliances 
could not contain all that I must write 
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REDUCED REPRODUCTION OF AN ADVERTISEMENT 
THAT APPEARED IN A SPACE TEN INCHES WIDE BY 
FOUR INCHES HIGH IN A DUTCH NEWSPAPER AN- 
NOUNCING THE OPENING OF A BRANCH STORE AND 
OFFICE IN THE HAGUE, HOLLAND, FEBRUARY 6, 1929, 
BY BLIKMAN & SARTORIUS, AMSTERDAM, HOLLAND 
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Eylar Cup Won by Italy 
Italy had the honor of winning the Eylar cup for sales 
during 1928. The cup is a trophy put up by M. S. Eylar, 
vice president of the General Office Equipment Corporation 
of New York, to be competed for by agencies of the com- 
pany throughout the world. 

For last year’s excellent work the cup was won by the 
Societa Italiana di Studio per l’Organizzazione Contabile 
(S. I. S. O. C.), agents for all Italian territories and pos- 
sessions. The main offices of the S. I. S. O. C. are at Via 
Serbelloni 1, Milan (113), Italy. 

The excellent work of the Italian company is indicated 
in part by the fact that the members of the organization 
sold 147 per cent of the annual quota which had been set 
for them and in the month of December alone placed more 
than $100,000 worth of business. 


—_—__———. 

Two Interesting Booklets on Shorthand 
The Verlag Deutsche Kurzschrift (German Shorthand 
Publishing House), Friedenstrasse 79, Duisburg, Germany, 
have sent to Office Appliances two particularly interesting 
new booklets dealing with the National system of short- 
hand. One of the booklets deals with the inherent inter- 
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dependence between German script and the National short- 
hand system. The treatise is printed in German. 

The second booklet is printed in Esperanto and tells 
how the National system may be used to write the follow- 
ing seven languages: Danish, Dutch, Greek, Latin, Portu- 
gese, Roumanian, and Swedish. 


“Fities) 
Meeting of the Austrian Office Machine Dealers 
The regular general meeting of the League of Office 


.Machine Dealers of Austria was held this year on April 10 


under the chairmanship of its president, Jakob Ehrlich. 
From business reports given at the meeting it became evi- 
dent that not only the league but the entire industry had 
to pass through severe crises. As a result of the wide- 
spread scarcity of money, competition has become con- 
stantly keener. Installment business, of course, has ex- 
panded, but through increasingly poor payment conditions, 
earning possibilities are greatly decreased. 

With reference to the expansion of installment trade 
already mentioned, the league felt itself called upon to 
undertake a thorough and exact overhauling of the matter 
of installment payments. Accordingly the league took 
action to engage intensively in the work, which has for its 
object a reform of the rules of installment payments, which 
have become altogether anitiquated and are economically 
harmful. There participated in the discussion among others: 
President Ehrlich, Vice-President Gibian, Vice-President 
Zuza as well as Business Director Dr. Kompert. This mat- 
ter has repeatedly been brought up in parliament and has 
been handled authoritatively by the legislators. In this 
connection the minister of justice, Dr. Slama, also made a 
statement. Although there has not been up to the present 
time any positive result to be achieved, it is to be hoped 
that the united efforts of all interests concerned will, within 
a reasonably short space of time, serve to put through new 
legislation pertaining to installment payments. 

Concerning the formation of a price convention, many 
discussions took place. In closing the chairman pointed 
out that the future progress of the league as an organiza- 
tion depends above all on the cohesion of its membership, 
because the best of resolutions and enthusiasm on the part 
of the officers of the association lose their worth if the 
leaders fail to find support among the members. 

A resolution was passed expressing, as the opinion of 
the organization, that disputes of whatever kind always be 
submitted for adjudication to the court of arbitration. 

In accordance with the method prescribed by the by- 
laws of the organization the following officials were elected: 
President, Jacob Ehrlich; vice-presidents, Otto Gibian and 
Karl Zuza; members of the governing board, Otto Bandler, 
Erwin Braun, Engineer Danzer, Jacot Herzstark, Janau- 
schek, Heinrich Potischel, Engineer Hugo Schotten, Adolf 
Schuss, Soma Varkonv, Ivelio Vellin; auditors, Max Hup- 
pert, Franz Jelen, and Martin Sorter; deputy auditors, Sieg- 
mund Loeblowitz and Karl Retter. The following gentle- 
men were elected honorary judges of the court of arbitra- 
tion: Adolf Groechenig, Dr. Kurt Habicht, Emanual Lau- 
terbach, Engineer Ludwig Spitz, and Rudolf Weiniger. As 
deputies to these judges there were elected: Otto J. Aulehla, 
Oskar Henninger, Josef Kessner, Lou's Schneider, and 
Leopold Steinhart. 


Se 

Czechoslovakian Exposition of Modern Business 

There will be an exposition of modern business held at 
Brno, Czechoslovakia, August 3-September 15, inclusive, 
1929. It will be displayed in exposition buildings in which 
an exposition of contemporary culture was held in 1928. 
The buildings are of recent construction. Circulars describ- 
ing the exposition may be had upon application to the 
specialties division, United States Bureau of Foreign and 
Domestic Commerce, Washington, D. C. 

Brno is the capital of Moravia, with a population of about 
250.000. It is the second largest city in Czechoslovakia. 
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First Honolulu Business Show 


By Fay K. Watts 


and office 


O FAMILIARIZE business 


workers with the latest developments in office appli- 


executives 


ances the local chapter of the National Association 
of Cost Accountants arranged the first Honolulu Business 
Show, which was held March 13, 14 and 15. Exhibits were 


‘ 


displayed in the National Guard Armory, open from 3 to 


8 p.m. Interest was so great that it is expected the show 
wil! become an annual event 


Honolulu, 


uklele music, 


long famed for hula girls, grass huts and 


has progressed during the past decade from 
a scattered, sleepy town in the midst of embowering trees, 
until it is now a thriving cosmopolitan city with a popula 


tion of 113,000 (trading area of 350,000). Here, in a charm- 





HONOLULU BUSINESS SHOW EXHIBITS.—Top, left to 
Allsteel filing cabinets, the Ediphone and the 
wall safe, the Dalton adding machine, Shaw-—Walker filing cabinets. etc 
Monroe Calculating machine 
Cash Register Co 


Equipment, G.-F 
showing the Diebold 


In Middle: Lightning checkwriter. Right 


right: National 


ing South Sea environment, the picturesque Oriental and 


Hawaiian customs blend with Occidental methods and con 


veniences in a combination that it indescribable. Business 


methods are increasingly progressive. Our modern, up-to- 


date office buildings are furnished with the latest devices 
ind equipment. 
The office equipment industry has kept pace with the 


rapid development of Honolulu, as indicated by the efficient 


manner in which the Business Show was handled and the 


many interesting and instructive displays. Some sent to 


the mainland for the latest models of apparatus now used 


in speeding up office routine. Expert demonstrators were 


brought here to explain the performance of some of the 


machines on display 


Exhibits included all of the devices tor making office 


work easier and more efhcient hling devices, bookkeeping 


machines, typewriters for various uses, Dictaphones, Multi 


graphs, Mimeographs, office furniture, etc., as well as 
exhibits of printing done by local concerns 

[The show was formally opened at 8:00 p. m. and was 
dedicated by Hon. Wallace R. Farrington, governor, who 
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Riley H 


Speaking to an 


was introduced by Allen, president of the Cham- 


ber of Commerce. audience of several hun- 
large drill hall and to a radio audi- 


pointed out that 


dred assembled in the 


ence of several thousand, Gov. Farringtor 


although Honolulu is located in the center of the Pacific 


Ocean it prides itself upon being a progressive and modern 
city, and that exhibits of office equipment, including scores 
portion of the 


, , 
only a small 


offered by 


of labor saving devices, are 


great amount of modern facilities local firms. 
Che governor urged the radio audience to attend the show. 
Hugh ( 
National 
talk welcoming the visitors to the show 
Harold Blomfield, of the Meat 
tary of the Hawaii chapter, was executive chairman of the 
The 
gE 


Tennent, president of the Hawaii chapter of the 


Association of Cost Accountants, made a short 


Company, Secre- 


Hawaili 


executive 
McLean 


business show organization committee 


committee consisted of: H. P. Havyselden, 








Visible 
Moses & Co., 
Center, left: Ditto, 
Victor Adding machine; 


showing Acme 


right 


Patten & Co., Ltd., 
Edison-—Dick Mimeograph; 


right: 


Bottom, left 


were i. Fisher, 


publicity; E. J. Reed, 


R. MacKay. Other members 
(seorge Cool and Allen 
Karl Hill and Don Charles N. 
Marquez and Glen Hoppus, entertainment; W. H. Latham, 
E. M. Alexander and J. C. Dehay, finance—the first named 
acting as chairman 

Local firms who placed exhibits in the show were: The 
Paper Company, The Moses Office Equipment 


Patten Company, The 


and 
McGowan, 
nl 

pians, 


Holzinger, floor 


Honolulu 
Company, The Burroughs Adding 
Machine Company, The Waterhouse Company, The Under- 
wood Typewriter Company, The Multigraph Company, The 
Honolulu Advertiser The Star-Bulletin. 


Rycroft Hawaiian dry ginger ale and Hawaiian pineapple 


and Honolulu 


juice furnished by the Hawaiian Pineapple Company were 
served to visitors to the show 


Admission was by invitation only. Some 10,000 invita- 


tions were sent out in advance. In addition to those mailed, 


invitations were obtainable from any of the firms having 


exhibits, or from the local Chamber of Commerce. Invita- 


tions to instructors and commercial students of public and 


private schools were also sent out by the committee in 


929 
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COMMITTEE WHO PUT ON HONOLULU BUSINESS SHOW. 

—Top, left to right: W. H. Latham, G. C. Fisher, J. C. DeHay, 

D. H. Hayselden, E. J. Reed, A. G. Cool and 8S. Taylor. Bottom: 

W. N. Patten, H. Hayselden, C. Hill, R. J. MacLean and G. M 
Hoppus 


charge. The students, accompanied by their instructors, 
had an opportunity of attending the show on Thursday 
and Friday mornings. The show was held while the terri- 
toral legislature was in session, consequently many business 
and professional men from other islands were in Honolulu 
at the time. 

Mainland Firms Well Represented 


All of the better office equipment manufacturers are 
represented in Honolulu by reputable firms, most of which 
participated in the show. Following is a list of the prin- 
cipal firms and some of the lines handled by each: 

Honolulu Paper Company, Limited, Young Hotel build- 
ing, wholesalers and retailers, agents for Zellerbach Paper 
Company, Boorum & Pease Company, American Type- 
founders Company, California Ink Company, Keuffel & 
Esser Company, Royal Typewriter Company, Marchant 
Calculating Machine Company, Sundstrand Adding Ma- 
chine Division of the General Office Equipment Corpora- 
tion, Yawman and Erbe Manufacturing Company, Auto- 
matic File & Index Company, Steel Equipment Corpora- 
tion, W. A. Sheaffer Pen Company and the manufacturer 
of Marvel insecticide. 

Moses Office Equipment Company, Limited, 1017 Fort 
street, retailer, agent for The Shaw-Walker Company, 
L. C. Smith & Corona Typewriters, Incorporated, Reming- 
ton Cash Register Company, Jamestown Metal Desk Com- 
pany, Crocker Chair Company, The Todd Company, 
Do-More Chair Company, Felt & Tarrant Manufacturing 
Company, the Dalton Adding Machine and the Safe-Cabinet 
divisions of Remington Rand Business Service, Incorpo- 
rated, and the Elliott-Fisher division of the Underwood 
Elliott Fisher Company. 





“BILL” PATTEN’S PARTY FOR EXHIBITORS AFTER THE 
HONOLULU BUSINESS SHOW 


Patten & Company, Limited, 117 South Hotel street, 
agents for The Genera! Fireproofing Company, The Edi- 
phone Company, Acme Card System Company and the 
Moore Fountain Pen Company. 

Office Supply Company, 931 Fort street, agents for the 
Remington Typewriter Division of Remington Rand Busi- 
ness Service, Incorporated, the Addressograph Company, 
the Dictaphone Sales Corporation and The Globe-Wernicke 
Company. 

The Waterhouse Company, Limited, five stores, main 
office 1039 Bishop street, agents for Art Metal Construc- 
tion Company, York Safe & Lock Company, Parker Pen 
Company, The Kalamazoo Loose Leaf Binder Division of 
Remington Rand Business Service, Incorporated, Ralph C. 
Coxhead Corporation (Mercedes calculators), Allen-Wales 
Corporation, and the Victor Adding Machine Company. 

National Cash Register Company, Pauahi and Bethel 
streets, handling the parent company’s full line, including 
cash registers, accounting, bookkeeping, theatre ticket and 
bank posting machines. 

Multigraph List & letter Company, 729 Alakea street, 
handling the Multigraph line of duplicating, folding and 
addressing machines. 

Underwood Typewriter Agency, 180 Merchant street, 
handling Underwood typewriters and bookkeeping ma- 
chines, 

Honolulu Typewriter Company, 1214 Fort street, hand- 
ling typewriters of all kinds. 

Burroughs Adding Machine Company, 1214 Fort street, 
a branch office of the main company, handling the full! 





EXHIBIT OF THE WATERHOUSE CO. AT HONO- 
LULU BUSINESS SHOW.—This company is agent in 
Hawaii for the Underwood Typewriter Co. 


Burroughs line of adding, calculating, bookkeeping and 
billing machines. 

Other office equipment manufacturers whose products 
were exhibited at the show are as follows: A. B. Dick 
Company, Gunlocke Chair Company, Stow & Davis Fur- 
niture Company, Aluminum Company of America, Monroe 
Calculating Machine Company, Ditto Incorporated, Hed- 
man Manufacturing Company, Autodex Company, Do-More 
Chair Company, and Diebold Safe & Lock Company. 


————E— 


Making Illustrations with a Typewriter 


Some clippings from the London Daily Mail, showing 
examples of illustrations done on a typewriter in England, 
were recently received from Albert C. Kitchler, who is at 
present sojourning in London. One of the illustrations 
which is particularly clever, shows a dog sitting sedately 
between two apparently excited cats. 

Our interest in this type of art is centered on the fact 
that George H. Patterson, founder of Office Appliances, 
was the first to use a typewriter to produce illustrations. 
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Belgian Business Show to Be Held Next Fall 
Salon Mondial du 
association organized on a “not for profit” 
held at 
October 10, of this 


Under the auspices of the Bureau 
Moderne, an 
basis, there will be Brussels, Belgium, from Sep- 


First World 
The exposition will deal 


tember 25 to year, the 


Exposition of the Modern Office. 
with everything which concerns the activities of the modern 
ofhee and its equipment and furniture 


rhe essential object ot the exposition is to place in direct 


with each other manufacturers and users of office 


touch 
equipment and to offer dealers new outlets, all the while 
acquainting the public with the most recent developments 
n the field of office equipment and practice 

Che exposition will be held at the Palais d’ Egmont, 


Brussels 
addressed to O. K. van Slype, 


Moderne, Rue du 


Communications may be 
Salon Mondial du 


Brussels. 


Bureau 


president 


| rone 146. 


——jq)\)-- - — 
Royal Branch at London Expands 
['ypewriters, 75-75A Queen Victoria street, Lon- 
C. 4, has taken additional space for demonstra- 
tion and display The shop and basement adjacent are 
occupied his gives practically double the ground floor 
occupied heretofore 


Royal 
done, FE 


space 





AGENCY AT 
PROPRIETOR 
Visit 
standing at the 
Harris at her right 


AND SMITH PREMIER 
SIAM DR. McFARLAND, 
force faced the camera during a recent 

Harris Dr McFarland is 
lady's left and Mr 


REMINGTON 
BANGKOK 
Part of the 
of E. Ward 


young 
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ESTABLISHMENT OF a. 
KUROSAWA, TOKIO, JAPAN. 


—Top, left: Library and rest 
room on third floor. Center: 
Exterior of building. Top, 
right: Display of International 
time recorders on the ground 
floor. Lower left: Display of 
Burroughs adding machines 
and L. C. Smith typewriters, 
ground floor. Lower right: 
Service department, second 
floor. 


© 





JANBIRO, 
Eduardo Dale, Charles 
Ribeiro 


DIRECTORS OF CASA PRATT, 8S. A RIO DE 
BRAZIL.—Left to right L. G. Moro 
H. Pratt, Nagib Jose de Barros and H. T. 

C. H. Pratt Directs a Flourishing Business 
In 1907, Charles H. Pratt went to Brazil to sell American 
office appliances. He started in business under the name 
Pratt, S. A., 
In those days office supplies consisted chiefly of steel 


of Casa with three salesmen and an office 
boy. 
pens and holders, letter presses and pasteboard filing boxes 
[ypewriters were looked on askance and adding, address- 
ing and duplicating machines were unknown. 

Today Casa Pratt employs over 500 men and deals in a 
widely diversified line of modern office equipment and sup 
plies. The Brazil 
and an office at 501 Fifth avenue, New York City It has 
about thirty business 


company has fourteen branch stores in 


instrumental in establishing 


The gross sales of the company in 1928 


been 

schools in Brazil. 

amounted to a little over three million dollars. 
_ 


Italian Concern Publishes House Organ 
L’Ufficio Mio (My Office) 
issued by the Vagnino office equipment and printing estab 
lishments, Via Lagrange 3 and Via Canova 14, Turin, Italy. 
The publication is an eight-page folder in small newspaper 
articles of 


is the title of a house organ 


style and contains advertisements of several 
office equipment as well as an excellent assortment of arti- 
cles and poems of general business interest. A really ex- 
cellent poem on the first page is entitled, “I] Canto della 
Machine). Francesco Vag- 


Vagnino enterprises. 


Macchina” (The Song of the 


nino is director of the 
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OFFICIAL BANQUET OF THE CHAMBER OF COMMERCIAL ORGANIZATION, PARIS, FRANCE.—The illus- 
tration reproduces the center portion of the banquet. At the table of honor at the end of the room are men of dis— 
tinction, thirteen persons, six on each side of the Minister. who is seated at the center and marked by a cross. 
No. 1, as marked in the picture is M. Pierre Francois, president and founder of the Chamber; No. 2 shows M. Al- 
bert Navarre, in recognition of whose appointment as a Chevalier of the Legion of Honor the féte was given. At 


the left of the Minister is M. P. Fleurot, president of the 


Council General of Paris—an important person. The 


other persons at the table of honor include the bureau chiefs of the Chamber of Commercial Organization. 


Albert Navarre Honored 

Albert Navarre, editor of La Revue du Bureau, recently 
received the distinction of being appointed a Chevalier of 
the Legion of Honor in recognition of his services to 
French industry. His friends are delighted over the honor 
which has come to him. 

In recognition of the event a banquet was recently given 
to Mr. Navarre by the officials of the Chamber of Commer- 
cial Organization. At the table of honor there were a num- 
ber of distinguished persons, including Pierre Francois, 
president and founder of the Chamber; Albert Navarre, 
named as Chevalier of the Legion of Honor; P. Fleurot, 
consul-general of Paris, and others. 

We quote a few paragraphs from the speech of the 
Minister of the Department of Technical Instruction uttered 
on this occasion.* 

Gentlemen: Among you mén whose activities have been 
so useful and so successful, there is one whose name I 
have on purpose not yet spoken, because, wishing to honor 
him particularly this evening, I have saved his name for 
the last. I wish to speak about Albert Navarre 

Albert Navarre is one of the first, one of the best, one 
of the most faithful workers at the tasks which have been 
accomplished by the Chambre Syndicale d’Organ‘sation 
Commerciale; one of the first, also, who collaborated with 
the Department of Technical Instruction, of which he is 
one of the most highly appreciated inspectors 

I need not recall for you the number, the importance, 
the value of the works to which his name has been affixed 
and many of which have already become classics. 

[ need not give you any further description of what I 
have called his militant activities on behalf of the cause 
which you serve in common—you know that as well as 
| do 

I wish simply to say here that, through the qualities of a 
spirit ever on the alert and in a state of constant curiosity, 
of an intelligence nourished at the best sources, truly 
liberated and liberal, joining with an experience without a 
blemish and in every sense of the word practical; through 
the qualities of a heart filled with kindness and generosity, 


*The quotation is from the last part of the minister’s speech. 


with an indefatigable devotion to the cause, and ever with 
a smile on his face—a smiling spirit of which I myself have 
proved the infinite resources—through the modesty of a 
nature enemy to bluster and self-advertising, more given to 
enjoyment of the inward satisfaction of a conscience at 
peace than to the plaudits of the public forum; through 
the dignity of a life fully consecrated to his work, his 
family, to the cult of high ideals—through these has Albert 
Navarre long ago cemented his hold upon our esteem and 
our affection. 


He is of the type of men worthy to be called Frenchmen, 
of men who are faithful servants of their country—men 
whose kind have not, fortunately, disappeared and whose 
silent efforts contribute to the assurance of the grandeur 
of our destiny. 

He is one of those men of whom your organization has 
a right to be proud, because he has given to it the highest 
and most noble ideals. 

The life of a minister of the government is not a path 
strewn with roses or, at least, the roses are not all without 
thorns. But in return for any drawbacks which his posi- 
tion may have, there falls to the minister the great joy 
and the more-than-sufficient compensation of being in a 
position to reward outstanding merit when it is encoun- 
tered. 

I have had this joy insofar as concerns our friend, 
Navarre. It has been my privilege to place upon his 
valiant breast the Cross of Chevalier of the Legion of 
Honor. And in decorating him I thought not only of him 
but also of you, of your organization, and of the remark- 
able influence which it has exerted. 


I add, therefore, to the congratulations which I once 
more offer to friend Navarre the felicitations which you 
extend to him, and, in asking you to raise your glasses in 
his honor, I myself drink to the prosperity, the good for- 
tune, and the continued solid development of the Chambre 
Syndicale d’Organisation Commerciale. 

(Prolonged applause.) 


More In Other Lands 
on Page 355 
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Two New Marchant Calculating Machines with fractions. Instead of the conventional key arrange- 


The Marchant Calculating Machine Company, Oakland, ™ent trom | to 9, on the extreme right bank, there is a 


Calif., recently announced the Marchant Twinplex calcu- S¢ties of seven fractions including 7, 4, ¥%, %, 4%, %4 and 
lator and the Marchant fraction machine lg. Each key is so connected that by depressing the frac- 
The new Twinplex is, as the name suggests, two cal- tion key desired, there is registered in one stroke the full 
decimal equivalent. For instance, the % key depressed 
registers .125. This fraction feature may be used in all 


four figuring functions—addition, subtraction, multiplica- 


culating machines connected in tandem. The number of 


combinations of problems that can be performed in a 


tion and division. 

[The Marchant Company reports that stock and bond 
houses, which constantly deal in eighths of shares, are 
showing considerable interest in the fraction feature. 

Ee 
Vertical Filing System for Printing Plates 

The Aurora Equipment Company, Aurora, IIl., is mar- 

keting the “Equipto” cut cabinet and control system which 


involves the filing of half tones and electros vertically. 


~ 


ies | 


> = 





MARCHANT TWINPLEX CALCULATING MACHINE 


single operation on this machine is astonishing It is 
possible to operate one register tor additive registrations 
and the other for subtractive registrations. In a single 
operation a number can be divided by another on the leit 
hand machine and the quotient multiplied by a third num 
ber on the right-hand machine It is stated that this is the 
first machine on which such a calculation can be made. 


If desired, the two sides of the machine may be operated 








the same direction and two extensions by the same 
multiplier performed simultaneously. It is also possible 


to clear one of the carriages without disturbing the other 





This is done by simply moving a knob, on each carriage 
Thus one carriage may be used as a grand totalizer while 
the otner S sed tor the separat extensions (1 the 


EQUIPTO" CUT CABINET AND CONTROL 
SYSTEM MADE BY THE AURORA EQUIP 
MENT COMPANY 


The cabinet is made of steel, finished in green enamel 
It is assembled from standard “Equipto” parts and is pro- 
ided in three different sizes. The smallest one, illustrated, 
cccupies only three feet of floor space and has fifty-four 
feet of cut-filing space. Each of the three rows in this 
init is divided into three parts. In each compartment are 
nine fibreboard telescope trays capable of holding one 
square foot of cuts each. 

[he trays, which are slightly less than type high, hold 
the cuts firmly and protect the printing surfaces from be- 
coming scratched Heavy fibreboard is used in making 
the tray bottoms and the telescope covers. Edges and 
corners are reinforced. A two-inch tape loop is on either 





end of the trays, making it easy to draw the vertical tele- 


* 
= 


scopes from their positions in the cabinet. 
MARCHANT FRACTION MODEL CALCULATING — : , . 
MACHINE On each filing tray is a label bearing a number. It is 
recommended that proofs of all the cuts in the tray be 
['winplex both true and complementary figures can be marked with the number of the tray and pasted in a loose 
obtained in a single operation leaf scrap book By having the scrap book arranged 
The new Marchant machine with the fraction feature alphabetically, it is easy to find the proofs of cuts belong- 


provides means for the mechanical calculation of figures ing, aS an instance, to Tom Brown, by looking in the 
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B section of the book and then the cuts themselves by 
looking in the tray whose number is indicated on the 
proofs. In addition to giving the tray number, the labels 
serve another purpose, that of indicating whether or not 
the tray is filled to capacity. One of the two labels on 
each tray bears the word “space” and the other carries 
the word “full.” When tray is not completely filled, it is 
placed in the cabinet with the “space” label showing. 
When it is full, its position in the cabinet is simply re- 
versed. 

The retail prices of “Equipto” cut cabinets, including 
the fibreboard trays, range from $33.50 to $89.50 


—— 
The “Sure-Grip” Binder and Filing Lock 

Edward I. Coffey and Robert J. Keays, 569 Mills build- 
ing, San Francisco, Calif.. have patented a filing device 
known as the “Sure-Grip” binder and filing lock. It is a 
combination of a clip board and a device that permits adap- 
ing it to several types of filing 

The “Sure-Grip” binder has a strong clip that holds 
any number of sheets from one to 250. The clip can be 
fixed in an open position when so desired, while papers are 
being inserted or withdrawn. The binder is made in several 
sizes to accommodate the standard sizes of letters and 
documents. Each binder is mounted on the upper end of 
a thin but rigid sheet metal pad, which is finished in any 
enamel color or is leather covered to harmonize with the 
furnishings of the office. The pad protects the edges of 
the matter filed and is provided with an index on one 
edge to facilitate filing and finding when the “Sure-Grip” 
is used in conjunction with a filing system. The matter 
filed is held securely in a fixed position, without the neces- 
sity of perforation. 

A locking device incorporated with the clip automatically 
grips a suspension bar in a cabinet or on a stand. The only 
way that the binder can be removed from the suspension 
bar is by grasping the sliding finger piece that extends from 
the side of the clip and making a forward pull. 

When the “Sure-Grip” is used in a filing cabinet, it is 
necessary to have the drawers without sides and equipped 


with a suspension rod and one side rod. By revolving the 





“SURE-GRIP”" 
ANG LOCK.—At the left the binder 
y s shown open preparatory to the in- 
i) sertion of papers. Above is shown the 
y 


L ‘ THI BINDER AND 
tf. Fil 


detail of the locking device. 


binder on the suspension rod to a rest position in which it 
is supported by the center and side rods, headings of papers 
are easily read and both hands are free to find the paper 
desired 

The “Sure-Grip binder can be conveniently adapted for 
use with a revolving file, which consists of a_ vertical 
Standard that supports a horizontal circular suspension rod 
The binders are hung on this rod with the indexes to the 
outside. 

Another use for which the “Sure-Grip” is recommended 
is as a map and chart hanger. The jaw of the clip is wide 
enough to hold a chart or a map firmly without danger of 


tearing it. 
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New French Music Typewriter Announced 
In collaboration with J. Lafage, Louis Aillaud of Mar- 
seilles, France, has made several models of a music writing 
machine called the Beethoven in honor of the great musi- 
cian. The Beethoven, a small and simple mechanism that 














19F THE BEETHOVEN MUSIC TYPEWRITER AND 
LOUIS AILLAUD OF MARSEILLES, 
FRANCE 


MODEL 4 ¢ 
ITS INVENTOR, 


writes not only notes but also signs and characters used 
in writing music, is added to a standard typewriter. 

The operation of the Beethoven is entirely manual. The 
keyboard unit is divided into three groups, one of ordinary 
typewriter characters for writing the words of a com- 
position, one of musical characters and signs, and the other 
a piano keyboard for writing notes. 

Ordinary music-ruled paper is used in writing composi- 
tions. The machine prints through a ribbon and several 
carbon copies can be made at one writing. A stencil-cut- 
ting feature provides composers with a means of cheaply 
producing a number of presentable copies of their compo- 
sition. 

Pictures of the first and fourth models of the Beethoven 
have been published in the French magazine, La Revue du 
Bureau. There is a vast difference in the appearance of 
the two models, the latest of which is shown here with a 
likeness of Mr. Aillaud, who is said to be working now on 
model 5 of his machine. 

- i ——= 
Acme Visible Bound Frames 

Acme Card Systems, 8 South Michigan avenue, has 
developed visible bound frames, permitting compact visible 
records employing the Acme visible features. These are 
made with limp cover and padded back and can be stored 
in a desk drawer or safe when not in use. Individual bound 
frames can be made up to file visibly cards of from four 
to thirteen inch width and of depth suited to the character 
of the records contained. In external appearance these 
Acme visible bound frames are similar to the “Da-Log” 
which was illustrated on page 37 of the January issue of 
Office Appliances 

—_— > -—- 
Novel Erasure Shield 

Merit Products Company, 20-26 West Twenty-second 
street, New York, N. Y., produces the “Smudge Preventer” 
for use while making erasures on the typewriter. This is 
a light metal stamping, curved to fit the typewriter platen. 
When placed between the original letter sheet and the 
carbon paper the shield permits erasure without smudging 


the carbon copy. The device retails for ten cents. 
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New Telephone Index Featured by Victor Safe 

“Calldex,” a new Rand visible unit adapted for use as a 
telephone index, is being featured by The Victor Safe & 
Equipment Company, Marietta, Ohio 

This new telephone index has no stitching or binding that 
Its celluloid-protected indexes cannot be 
frequent handling, and the cards 


can fall apart 
come soiled or worn by 
in the pockets can be easily changed if they become obso- 
lete. 

There are fifteen pockets in the “Calldex,” each having 
a transparent celluloid tip that serves both to hold the card 





“CALLDEX”" RAND TELE 
PHONE INDEX 


bearing the telephone numbers firmly in place and to pro- 
tect the visible indexes from dust, dirt wear. The 
pockets are mounted on a rigid panel and any desired card 


and 


is easily exposed by lifting the cover or pockets 

“Calldex” is attractively bound in “Keratol” and is made 
in red, green or blue. It is equipped with a cord so that it 
may be hung handily on the mouthpiece of a phone, as 


illustrated. The retail price of “Calldex” is $1.00 
>—_—_ 
Eberhard Faber “Praktickl” Fastener Case 
The new No. 11 “Praktickl” fastener case made by 


Eberhard Faber, Brooklyn, N. Y., is attractive and con 
venient It is fashioned of durable, rich, imitation leather 





EBERHARD FABER ONE AND 
ONE-QUARTER-INCH “PRAK 
TIKL” FASTENER CASE 


ind is closed or opened swiftly by means of an ingenious 
It is available in three colors, 
with the Eberhard Faber 


case is packed twelve to a 


“Praktickl” fastening device. 


red, blue and green, stamped 


name in gold The No. 11 
carton 
<——_—_ 
Dur-O-Lite Announces a New Pencil 
The Dur-O-Lite Pencil Company, 4541-43 Ravenswood 
Chicago, Il. 
“Roval-Jack.” It has an 


avenue recently brought out a new pencil 


called the eight-sided barrel of 


TWENTY-FIFTH 
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mottled black and pearl. The tips and clip are chromium 
plated. The retail price of the “Royal-Jack” is $1.50. 
Under the direction of the Dur-O-Lite Pencil Company, 
an artist designed a special display easel for the “Royal- 
Jack” It is available to dealers on request. 
—_——_————— 
Emeloid Composition Sponge Cup 
The Emeloid Company, Inc., 287-91 Laurel avenue, Ar- 
lington, N. J., manufactures a neat sponge cup, containing a 
rubber sponge, which is a convenient desk utility for mois- 


pencil. 


tening the fingers in counting currency, or for use in seal- 
ing envelopes and affixing stamps. This cup is 
round, 3% inches diameter and but 1% inches high. The 
the pyralin type, which will not 


sponge 
composition used is of 
scratch desk tops and is not readily broken. 

These sponge cups are furnished without any lettering, 
or can be made up as advertising specialties, with suitable 
imprint 

- — 
A Sales Slip Sorter 

The Kohlhaas Company of Chicago has put on the mar- 
ket a new sales slip sorter which 
operates with one hand, eliminating the spindle and com- 
It may be in- 


device known as a 
pleting two sortings, at the first handling 
alphabetically or by special wording ac- 
These sorters have steel 


dexed numerically, 
cording to the needs of the user. 
frames and aluminum guides. They are scientifically con- 
structed so as to make it possible to place the sales slip 
under the proper guide in one movement as quickly as if 
spindled, and at the same time completing two sortings 
instead of only one. The plates are so constructed that the 
finger lightly pressed against the tab raises the guide allow- 
ing the sales slip to be placed and the guide immediately 
dropped back into position, holding the slip securely and 


undisturbed by breezes. 





NEW KOHLHAAS SALES SLIP SORTER 

As the slips come to the cashier they are immediately 
placed under the clerk’s number or letter face downward, 
which keeps the slip numbers in unit order. The slips are 
always ready for department posting as the first handling 
arranges and holds each clerk’s sales slips in the proper 
place and the slips are in unit order 
steel, finished in brown 


The holder is made of Guides 
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4 NEW DUR-O-LITE PENCIL WITH A BLACK AND PEARL BARREL AND CHROMIUM 
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are made of hard aluminum with steel tabs, crystal finish. 
Inserts are made of embossed metal. All points of contact 
are rubber cushioned, and sectional guides and sections may 
be added. There are three different sizes or types: No. 
615 with fifteen guides, length twelve inches; No. 620, 
twenty guides, length fourteen inches; No. 625, twenty-five 
guides, length sixteen inches. 

Additional guides may be had in banks of five each 


per set 
‘ie . 
New Standard Automatic Copyholder 
The Standard Mailing Machine Company, Everett, 


Mass., manufacturer of envelope sealers, stamp affixers, and 
postal permit machines, recently introduced the Standard 
automatic copyholders. 

With the Standard copyholder, note book or sheet copy 
is held in the stenographer’s direct line of vision and the 





NEW STANDARD COPYHOLDER IN POSITION BE- 
HIND THE TYPEWRITER 


copy is brought into sight line by line as it is transcribed. 
The copy is directly above the carriage of the typewriter 
and is the same distance from the eyes as the work in the 
typewriter. Thus the eyestrain resulting from constant 
change of focus from the notebook to the carriage of the 
typewriter is considerably lessened. 

The line guide of this new copyholder is stationary. The 
copy is raised or lowered line by line, by turning a handle 
that extends from the bottom of the copyholder out to a 
position just to the right.of the keyboard of the typewriter. 
The line being copied is always in the same position. The 
copy raising and lowering control mechanism can be set for 
one or more lines at a time, as desired. 

The new copyholder is equipped with a page holder, 
which permits easy and speedy turning of pages of copy 
and prevents the pages from returning to their former 
position A release lever controlling the return of the 
copy carriage is adjusted so that a light touch drops the 
carriage immediately and noiselessly to its lowest position. 
Special construction at the top of the carriage makes the 
Standard copyholder equally useful for either note book or 
Straight copy work. 

a 
New Counter High Cabinet Added by A-S-E 

The All-Steel-Equip Company, Aurora, Ill, has added a 
new counter high cabinet that is only eighteen inches deep, 
to its “Master Line” of cabinets. In the new cabinet, which 
measures thirty-six by eighteen by forty-two inches, the 
demand for a cabinet without any excess depth is met 

The cabinet has a channel frame construction, reinforced 
panel double doors, rabbeted dustproof features, nickel 
trimmed vault type handles, and a Yale lock. Its three 


shelves are easily adjustable on three inch centers, making 
possible almost any desired arrangement of the interior. 
The cabinets are finished with sprayed lacquer in the fol- 
lowing colors: dark green, Mandarin red, French gray, 
lustre white, and wood grainings in mahogany or walnut. 





COUNTER HIGH CABINET RECENTLY AN- 
NOUNCED BY ALL-STEEL-EQUIP COM- 
PANY 


The addition of this cabinet makes the A-S-E line of 
storage cabinets very complete. Inquiries for further in- 
formation are invited by the manufacturer. 

scat ciaylintitinitene 
A New Desk Pad 

The Fay desk pad, manufactured by S. R. Bristow, 24 

Central avenue, West Orange, N. J, is a new product made 





THE FAY DESK PAD 


in two sizes and two colors, green and black. Its outstand- 
ing feature is that the sheets do not have to be perforated. 
As a result, the user can employ paper that would probably 
be wasted or may take the usual pads from stock. 

(Other Interesting New Machines and Devices are 


described on page 338.) 
—<» 


Office Equipment Manufacturers Institute 
The regular meeting of the Office Equipment Manufac- 
turers Institute was held at the Roosevelt Hotel, New 
York, N. Y., May 23 and 24, 1929. Further facts con- 
cerning the meeting will be presented in the July issue. 
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—_ om — — 





Small Print Shop Grows into Successful Stationery 
Business 
H. W. Rutledge, president of the Ingrim-Rutledge Com- 


pany, San Francisco, Calif., one of the leading stationery 





and office appliance stores on the Pacific Coast, says that 
keeping pace with the modern trend spells success in 
business 

By adhering to this policy, the small print shop started 
back in 1915 by Mr. Rutledge and H. J. Baxter, now 


secretary and treasurer of the company, developed into 





a business of prominence in the office equipment industry. 
The print shop grew along with the development of the 
commercial stationery and office furniture side of the busi- 
ness, and has become a complete printing plant equipped 
to handle bookbinding, steel die engraving and _ litho- 
graphing. 

The company’s most recent expansion was accomplished 
by leasing the entire third floor of the McCann building, 
and devoting the 5,000 square feet of space exclusively t 
the display of office furniture 

The Ingrim-Rutledge store is located at 419 Montgom 
ery street, in the heart of the financial district of San Fran 
cisco Che stationery department is housed in this store 


In an L at the rear of the building is the printing plant, 


connected by an archway with the bindery in the adjoining 
McCann building. Just above the bindery, on a mezzanine 
floor, the business offices of the company are located, and 





VIEWS IN SAN FRANCISCO STORE OF INGRIM- 
RUTLEDGE CO.—Top Montgomery street entrarce 
Middle: Section of the main floor showing stationery de- 
partment Bottom Office furniture display fioor 


keeps them actively engaged in discharging their respective 


duties. 
At the recent National Business Show held in San Fran- 





cisco, the Ingrim-Rutledge display occupied four booths. 
Ihe exhibit was devoted exclusively to office furniture, 
steel and wood desks, and steel files, showing principally 
the products of the Cutler Desk Company and The Browne- 
Morse Company. R. H. Glissman, vice-president of Ingrim- 





H. W. RUTLEDGE R. H. GLISSMAN 


Rutledge and manager of the furniture department, was in 
charge of the display 
_— : 
Empire State Travelers Organize 

rhe organization of the Empire State Travelers Associa- 
tion took place at the Wellington hotel, Albany, N. Y., on 
Monday evening, May 20. After the adoption of a consti- 
tution and by-laws, the following officers were elected: 
President, C. E. Howes, The Berger Manufacturing Com- 
pany; first vice-president, C. Frederick Hoffman of the 





Yawman and Erbe Manufacturing Company; second vice- 
president, Gordon F. Mesick, The Carter’s Ink Company; 
secretary, Robert Jonas, Oxford Filing Supply Company; 
treasurer, A. L. Russell of Leake’s, Albany, N. ¥ 


Thirty-five travelers made known their intention of join- 








ing the association Many telegrams expressing good 

wishes and cooperation were received Short talks were 

on the third floor is the office furniture display \ ware made by Regional Governor F. D. Sargent of Albany and 
house is also maintained by the company to receive Charles Sinisgalli of Utica. 

store merchandise before it is transferred to the various Che dues are nominal, and any traveler in this field who 

sales departments ‘makes’ New York State is eligible to membership. Those 

Close to a hundred persons are employed by this enter- desiring to join may write to any of the officers and appli- 


prisit I er! ie dal \ ime of business transacted cation bla ks will] be forwarded at once 
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The Guest Book 


MATT M. CORBETT, Pacific Coast representative for 
a number of office equipment manufacturers, called at Office 
Appliances on May 3. He was on his way to Grand Rap- 
ids, Mich., where he expected to remain about two weeks 
transacting business before returning to Los Angeles. 

CHARLES P. GARVIN, general manager of the Na- 
tional Stationers’ Association, called on May 7. Mr. Gar- 
vin was in Chicago attending the Sixth Regional District 
convention. 

H. L. LINDQUIST of Geyer’s Stationer tarried with us 
for a visit on May 7 

WILLIAM H. RICE of the Peerless Carbon & Ribbon 
Manufacturing Company, New York, N. Y., called on 
May 8&. 

B. A. TUTTLE of the Tuttle Corporation, South Bend, 
Ind., second vice-president of the National Stationers’ Asso- 
ciation, dropped in for a visit on May 10 

A. J. WALKER of the Farnham Printing & Stationery 
Company, Minneapolis, Minn., third vice-president of the 
National Stationers’ Association, and F. L. COGGIN, Chi- 
cago manager for the National Blank Book Company, came 
in together for a chat on May 11. Mr. Walker was one of 
the speakers at the Sixth Regional District convention held 
in Chicago May 9 and 10. 

J. R. SHEPARD, sales manager of the Remington Type- 
writer Division, Remington Rand Business Service, Inc., 
Buffalo, N. Y., called with S. W. HOOPER of Remington 
Rand on May 14. Mr. Shepard is a member of the Rem- 
ington Rand Sales cabinet, which is composed of the sales 
managers of the various divisions of the company and 
which directs its general selling activities. 

THEODORE F. PEIRCE, Los Angeles, Calif., paid us 
a visit on May 15. Mr. Peirce was on his way back to 
California from the East. In his journey he crossed Texas, 
went over to New Orleans, from which point he took a 
steamer up the East Coast. He had something encour- 
aging to say about the outlook on the Pacific Coast. Some- 
how or other he has the impression that Southern California 
is a sort of mundane Elysium. 

CHARLES E. PELTON of Atlas, Mich., dropped in on 
May 16. Mr. Pelton has been out of the field for a number 
of years. He spent some time-increasing the land values 
in Florida before settling at Atlas on the Lake. He has 
a number of acres of wooded country that he says is the 
finest in the world. During the conversation he recalled 
many pleasant experiences of his days in the commercial 
stationery industry. Time has been friendly to him. 

GEORGE B. WRAY of the Quigley Furniture Company 
pulled our latchstring on May 16. He had a number of 
new things in his packet and was enthusiastic about busi- 
ness conditions. 

FERD W. LANGHORST of 
Wapakoneta, Ohio, called on May 20. 
a thriving store that carries a varied stock of stationery 
and equipment. Working out from the store, Mr. Lang- 
horst covers a territory that includes forty counties in the 
western part of Ohio. His business is both wholesale and 


Langhorst Brothers, 
Mr. Langhorst has 


retail. Because he was for some time county auditor, Mr. 
Langhorst is well informed regarding county requirements 
of equipment and systems 

An interesting feature of the Langhorst store is a gift 
and art department. Among the many attractive things 
offered for sale in this department are paintings in oil and 
water colors done by Mrs. Langhorst. One object of 
Mr. Langhorst’s visit to Chicago was to select items for 
the gift and art department 

CHARLES W. LIPMAN of the George B. Graff Com- 
pany was a visitor on May 23. Mr. Lipman was on a trip 
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that involved calling on dealers in practically all the larger 
cities between New York and Chicago. He reported an 
unusually successful journey, having sold every dealer on 
whom he had called up to the time of his visit with Office 
Appliances. 

C. F. McKEE of The International Visible Systems Cor- 
poration, Cincinnati, Ohio, called on May 23. Mr. McKee 
was on a trip that was to include most of the United 
States and Canada. He was establishing agencies in the 
important centers. Mr. McKee’s company had started in 
active production, enabling expansion in the distribution 
personnel. 

ALBERT B. ABRAMS of the Modern Stationer, New 
York, N. Y., called for a visit on May 24. This was Mr. 
Abrams’ first journey to Chicago since recovering from his 
long illness. He seems to be enjoying better health than 
ever. 

EO 
Stationers’ Association of New York 

At a meeting of the board of directors of this association, 
held on May 20, 1929, the following officers were unani- 
mously re-elected for another year: President, Louis C. 
Geils; first vice-president, George H. Bayer, second vice- 
president, Edward Gash; third vice-president, Mortimer W. 
Byers; treasurer Joseph I. Kilbourn; secretary, William C. 
Siegert, 144 Pearl street, New York, N. Y. 

EO 
Osborn a Director of Cleveland Bureau 


Henry C. Osborn, president of the American Multigraph 
Sales Company, who retired as president of the Cleve- 
land Better Business Bureau after serving in that capacity 
for the past three and a half years, was appointed to the 
Board of Directors at the annual meeting May 22.—A. E. D. 


—_—_—_—_——— 
Parker Employees Acquire Group Life Insurance 


Employees of the Parker Pen Company, Janesville, Wisc., 
have acquired group life insurance protection through the 
company’s co-operation, amounting to $917,500. 

The insurance was placed with the Prudential Insurance 
Company of America and involves 554 employees. All 
executives, supervising employees and salesmen are in- 
sured in amounts from $2,000 to $10,000, while all other 
employees receive from $1,000 to $2,000, according to 
length of service. The policy is of the contributary type, 
the employer sharing with the employees in the payment 
of the premiums. 

The Parker Pen Company had been previously insured 
with a policy issued by the Prudential, under the non- 
contributary plan, with the employer paying all of the 
premiums. The latest policy, therefore, is additional in- 
surance. 

Paes ee 
Hammermill Chief in Thrilling Sea Rescue 


The yacht “Amida,” owned by Ernest R. Behrend, presi- 
dent of the Hammermill Paper Company, received a double 
baptism—launching and a rescue at sea. Mr. Behrend had 
her constructed in Germany, and in April started out from 
Europe to bring her to the United States. On the way 
the “Amida” rescued castaways from the schooner 
“Coburn,” which foundered at sea. The crew of eleven 
were obliged to abandon ship, and put away in the yawl- 
boat. The crew of the “Coburn” tried to make Bermuda, 
but headwinds prevented making much progress. The 
vawlboat had an auxiliary motor, but the skipper did not 
dare use the gasoline for power, figuring on having fuel for 
flares in case a rescue ship might be sighted at night. The 
timely arrival of the “Amida” as a minister of safety came 
as the schooner crew was low on food. The “Amida” 
carried the castaways to New York, where the Federal 
authorities saw to the comfort of the mariners. 
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in Every Section of the Field. 


took it to Mr. Pitt, a remarkable mechanical expert, who 


Big Merger of Loose Leaf Interests 
Wilson-Jones Company of Chicago and The Irving-Pitt 
Manufacturing Company of Kansas City Unite to 
Form Mammoth Corporation. 


The most important news event of the past month oc- 
curred in the loose leaf field, coming definitely to the atten- 
tion of the trade on May 8, with the announcement of the 
merger of the Irving-Pitt Manufacturing Company and the 
Wilson-Jones Company. The deal involves a sum exceed- 
ing six millions of dollars, and is the most important mer- 
ger in point of capital involved and the prominence of the 
companies which has ever taken place in the loose leaf divi- 
sion of the office equipment industry. Rumors of such a 
merger had been heard in the trade, and the definite an- 
nouncement has confirmed them. This merger brings to- 
gether two old and famous companies which have done 
much to advance the loose leaf industry to its present emi- 
nence 


A Bit of History 


The Wilson-Jones Company was first organized in the 
nineties as the Chicago Shipping and Receipt Book Com- 
Some years later, having achieved great success un- 
Ralph B. Wilson, the 
absorbed the Jones Improved Loose Leaf Specialty Com- 


pany 


der the management of company 
pany and became the Wilson-Jones Loose Leaf Company. 
A few 


Tatum 


years ago the company merged with The Sam’! C. 


Company of Cincinnati, one of the oldest concerns 
in the trade, having been organized about seventy 


Samuel C 


years 
Tatum, a machinist at Cincinnati. Loose 


added to the line of 


ago by 
leaf devices, however, were not sta- 
tioners specialties and stationers hardware until many years 
later 

On the acquisition of the Tatum interests, the name of 
the Wilson-Jones Loose Leaf Company was changed to the 
Wilson-Jones 
The Sam’l C 
the Wilson-Jones Company 
ago Mr 


the organization and retired with his family to California 


Company C. C. Carpenter, president of 


Tatum Company, was made vice-president of 
About ten years Wilson sold out his interests in 
Benjamin Kulp of Chicago is president of the company 
having held that position for the last ten years. 
Che Irving-Pitt Manufacturing Company was organized 
in 1904 at Kansas City, Mo., 
liam Pitt. Mr 


Irving and Wil- 
book- 
out the idea of a loose leaf ring book and 


by Junius B 
Irving, a salesman who understood 


binding, w: -ked 


perfected the first model with such success that the two 
were immediately taken with the possibilities of the idea. 
Mr. Irving 
sold a number in Kansas City, and became convinced that 


This is said to have been the first ring book. 
the idea was sound. The upshot was that the company was 
organized and started at once to manufacture the device. 
A few years later they purchased the interests of the Twin- 
lock Company of Cincinnati, which gave them a complete 
line of loose leaf devices. During the past two decades 
various other items have been added until the line is one 
of the most complete and substantial to be found in the 
industry. Irving bought out Mr. 
Pitt. About two years ago Mr. Irving was drowned in the 
St. Croix river while on a fishing trip near his summer home 
at Gordon, Wis. 


Conger. 


Several years ago Mr. 


He was succeeded as president by C. M. 


On April 1 last, control of the company passed from the 
First National Bank as trustee for the estate of J. B. Irving 
to Mr. Conger and Clarence B. Irving, son of the founder. 
The corporate assets were at that time given as $3,500,000, 
and it is stated that the corporation has no bonded indebt- 
edness. 

According to a news report in the Kansas City Times of 
Wednesday morning, May 8, the Irving-Pitt business, re- 
taining its identity and even a corporate existence, will 
become the “Irving-Pitt Division” of the Wilson-Jones 
Company. 

Continuing the Times report says: 

"<<, 
president of the Irving-Pitt Manufacturing Company, have 
been elected vice-presidents of the Wilson-Jones Company. 
They will continue in charge of the Irving-Pitt division. 


Conger, president, and Clarence B. Irving, vice- 


“The enlarged corporation, with assets in excess of six 
million dollars, will follow the Wilson-Jones policy of hav- 
ing neither a funded debt nor preferred stock. The capital 
stock of the Wilson-Jones Company, now 85,000 shares of 


common stock, will be increased by 50,000 additional shares. 


Shares to Stockholders 


available by early 
Irving-Pitt 


will 


“Of the 50,000 new shares, probably 
summer, 20,000 will be allocated to 
stockholders. The Wilson-Jones stockholders 
purchase rights to 20,000 shares and the remaining 10,000 
The 
first preferred stock of the Irving-Pitt Company is being 
The holders will have 


present 
have 


shares probably will be available to general investors. 


called as of June 15 at $105 a share. 
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subscription rights to the new Wilson-Jones stock. The 
outstanding first preferred totals $850,000. 

“The principal holders of the Irving-Pitt common stock 
since April 1 have been Mr. Conger and Mr. Irving, who 
at that time financed the purchase of 11,200 of the com- 
pany’s 15,000 shares from the J. B. Irving estate. Most of 
the other common stock previously had passed to Clarence 
B. Irving, son of the late J. B. Irving, and other relatives 
by bequest or subsequent sale. 

“Irving-Pitt employees, who hold a special issue of pre- 
ferred stock and some common stock, will continue their 
financial interest in the consolidated corporation through 
stock exchange privileges to be given them 


To Operate Separately 


“The six hundred Irving-Pitt employees will be informed 
today that the big Kansas City plant and the Chicago plant, 
each with four acres of floor space, are to be operated inde- 
pendently and under existing managements. Announce- 
ments also will be sent to stationers all over America that 
the two divisions and their customers will be undisturbed. 

Financing details, it was announced, will be handled by 
Stern Bros. & Company, investment bankers, in conjunc- 
tion with Chicago and Boston associates. 

“The international character of the loose-leaf industry, 
permanently entrenched as a part of the Kansas City’s man- 
ufacturing community, is illustrated by the fact that Clar- 
ence B. Irving will sail for Europe this week in the interest 
of both organizations.” 


<< o____ 


Remington and Underwood Exchange Patent 
Rights 


According to the Wall Street Journal of May 9, 1929, 
Remington Rand Business Service, Inc., and Underwood 
Elliott Fisher Company have supplemented an earlier 
agreement, which related to accounting machines, by a gen- 
eral exchange of patent rights with respect to all type- 
writers. 

Under the new agreement, signed by William F. Merrill, 
president of Remington Rand Business Service, Inc., and 
Philip D. Wagoner, president of Underwood Elliott Fisher 
Company, Underwood Elliott Fisher is licensed to manufac- 
ture noiseless typewriters under patents held by Remington 
Rand, and Remington Rand is licensed to manufacture 
under the fanfold and continuous form patents held by 
Underwood Elliott Fisher. 

The agreement eliminates all danger of patent litigation 
between the two companies regarding making of type- 
writers, and will enable both companies to make a better 
product by using such features as best fit into the design 
of different models. 


Oh —— 


Englewood Desk Factory Destroyed by Fire 


Friday, May 10, 1929, the manufacturing plant of the 
Englewood Desk Company, Chicago, Ill, was practically 
destroyed by fire. Already plans are being rushed to get 
into temporary production within sixty days. In the mean- 
time, a new factory will be built, probably on the site of 
the burned plant. 

The new factory will be considerably larger than the old 
plant and will be especially equipped to produce the new 
Englewood line of desks. While in temporary production 
the new line will be manufactured. 

Though many changes have occurred as a result of the 
fire, the Englewood Desk Company states that the policy 
of marketing the Englewood line through exclusive agencies 
will be continued. 
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Office Equipment Earnings First Quarter 


According to Standard Statistics Company, Inc., New 
York, four office equipment manufacturers showed a total 
gain of 33.3 per cent in earnings for the first quarter of 
1929 over the same period in 1928. They stood tenth in a 
list of twenty-one groups of industries. 

——— 
Lanston Monotype Machine Company Annual 
Report 

In the annual report of the Lanston Monotype Machine 
Company, Philadelphia, Penna., for the fiscal year ended 
February 28, 1929, it is stated that both Monotype casting 
machines and Barrett adding machines were sold in in- 
creased volume during the company’s fiscal year, the fifth 
in succession to show a gain in the sales volume over the 
previous year. 

The financial statement shows the net earnings of the 
company, after depreciation, taxes and provision for Federal 
income tax, equal to $796,194.65. Reserves for deprecia- 
tion of patents and plant have been adjusted to conform 
to depreciation allowances approved by the U. S. Internal 
Revenue department for the years 1903 to 1928, making the 
total reserves equal to $2,811,035.99. 

The company surplus on March 1, 1929, amounted to $4,- 
137,501.89. Current assets of $5,146,187.60 compare with 
current liabilities of $85,471.22, a ratio of more than sixty 
to one. Fixed assets are carried at $759,478.28 after 
depreciation. 

Operating Figures of The Parker Pen Co. 


Retail stationers and others who are stockholders in The 
Parker Pen Company will be interested in sales figures 
covering the first four months of 1929. The net sales for 
that period were 21.32 per cent ahead of the same period 
in 1928. All three subsidiary companies (Canada, Great 
Britain and Germany) are running at an increased rate of 
net sales, averaging an increase of about thirty per cent. 
Export sales from the home office at Janesville, Wis., for 
the first four months of 1929 increased 38.75 per cent over 
the same period in 1928. 

The net profits of the parent company in Wisconsin for 
the first four months of 1929 exceed the net profits of the 
first seven months in 1928. This is an increase of sixty-nine 
per cent over the first four months of last year. The net 
profits of the company for 1928 were the largest in its his- 
tory, exceeding $1,000,000. 

—_<———— 
Retailers to Meet in June to Perfect Organization 


A meeting has been called by the backers of the pro- 
posed retail stationers’ association, to be held in the 
Palmer House, Chicago, on Monday, June 17, 1929, for the 
purpose of adopting a constitution and by-laws and com- 
pleting the organization. The executive committee, ap- 
pointed at the preliminary meeting held last January, and 
consisting of Charles L. Mitchell, Topeka, Kans., chair- 
man; Charles A. H. Thom, Detroit, Mich.; C. W. Roth, 
Dayton, Ohio; W. J. Kennedy, St. Louis, Mo., and Charles 
A. Stevens, Chicago, Ill., held a meeting April 25 in Chi- 
cago. At this meeting a tentative constitution and by-laws 
were drawn up. They will be presented at the meeting in 
June by W. J. Kennedy. 

Following the meeting of the executive committee, a 
letter was sent to retail stationers in all parts of the coun- 
try urging them to attend the meeting in June and help 
to complete the formation of the association. The re- 
sponse to these letters, it is stated, indicates that a sufficient 
attendance is assured from different sections of the country 
to make the meeting a success and the completion of the 
organization possible. 
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Colonial Chair Company Is Reorganized 
After almost a quarter of a century of successful office 
chair manufacturing, the Colonial Chair Company, 1730- 


1758 North Maplewood avenue, Chicago, IIL, was reorgan- 
ized recently with an increased capitalization. The name of 


the original corporation, organized in 1906, has been re- 
tained 

From a capital investment of $68,500, the original Colonial 
Chair Company progressed steadily until on December 31, 


1928, its total capital and surplus amounted to over $690,- 
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the time that they were both connected with the Lyon & 


Healy organization. When Mr. Litsey left the company in 
1927 to assist in organizing the “Drive-Ur-Self” service for 
the General Motors, Mr. Jagor was advanced to the open 
position. As both men wished to be established in business 
on an independent basis, they joined forces and began cast- 
ing about for an opportunity. After long and thoughtful 


consideration, they chose the office chair business, joined 


the Colonial Chair Company and are now its principal 
stockholders. Their broad experience in merchandising and 
manufacturing fits them for their new work, and under 


their able direction the company will, assuredly, continue 


to prosper 
—_ > ——= 
Tussing on Northwestern Trip 


R. M 
Company of Marietta, Ohio, and newly elected re 
the Fifth District of the National Sta 
Association, is now on a trip through the Pacific 
Northwest He will attend the the 
Northwest Stationers 
the Seattle, 
Marietta 
_ 
Crewdson Moves Up in Underwood Organization 


May 15, 1929, H. J. Crewdson was appointed assistant to 


manager by the 


Tussing, president of The Victor Safe and Equip 
ment 
gional governor of 
tioners 
annual convention of 


Pacific Association at Spokane and 


will visit trade in [Tacoma and Portland, from 


whence he will return to 


sales Underwood Typewriter Company 
division of the Underwood Elliott Fisher Company. 

Mr. Crewdson has been connected with Underwood since 
1906. From 1909 to 1912 he was 


Tenn., 


a salesman with the Mem- 


phis, office. Subsequently he was branch manager 
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it opril gheld, 
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Houston as 


branch manager and remained there until his appointment 
is assistant sales manager His thorough knowledge ot 
field operations and field problems qualifies him for his 
new work 

W R VanDerveet formerly a salesmal vith the Hous 
ton branch, has been appointed manager of the branch 


succeeding Mr. Crewdson 


> 
H. A. Shepard Celebrates Three Anniversaries 


An interesting set of anniversaries was celebrated on 
April 22, 1929, by Henry A. Shepard of Boston, Mass 
Chat date marked the anniversary of Mr. Shepard's birth, 


birth of his grandson 


his wedding dav and the 


Friends of Mr. Shepard will be interested to know that 
is sONn 1S making good progress tow ird recovery following 
in operation in an acute case of appendicitis 
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Conklin Export Manager Returns from Trip Abroad 

A. C. Marquardt, export manager of The Conklin Pen 
Company, Toledo, Ohio, returned in May from a four 
months’ trip through South American countries. Mr. Mar- 
quardt reports having had contact with full-blooded native 
Indians in Southern Chile who speak nothing but German. 

“Before manufacturers in North America can expect to 
largely increase their business with South American coun- 
tries there must be more white emigration to those coun- 
tries,” says Mr. Marquardt. He regards the increasing 
occupation of the country by desirable white settlers from 
North America and Europe as the most important trade 
development in Latin America. 

“Population figures are very misleading,” Mr. Marquardt 
states. “Brazil with 38,000,000 people is really a far smaller 
market than the average state in the United States. There 
is a tremendous majority of any South American population 
that is wholly negligible as far as merchandizing plans by 
North American manufacturers are concerned. The evolu- 
tion of the native into a modern, progressive citizen is slow, 
and the capacity of these markets for United States goods 
is increased only in proportion to the increasing number 
of white settlers. In Southern Brazil and Southern Chile 
there are entire colonies where German is the only language. 
In such communities there is a rapidly increasing demand 
for products of the United States and Europe, because 
the dominant influence is that of individuals accustomed to 
modern things. 

“Retail merchandising in the cities is slowly becoming 
modernized in conformity with accepted methods in the 
United States. The manufacturer who shows his South 
American retail outlets how to display and sell merchan- 
dise, as we do it here, is the one who will do the best 
business. For this reason many conspicuous merchandising 
failures in South America can be traced to the manufac- 














A. C. MARQUARDT 


turer whose policy is to load up the trade and then go 
away expecting the retailer to move the merchandise. More 
than often, it is all still in the store when the manufac- 
turer's salesman comes back on his next trip. High pres- 
sure selling to retailers is proved to be a poor policy.” 

Mr. Marquardt plans to leave early in June for Europe 
where the Conklin Pen Company maintains branches in all 
principal centers. 

‘cnet aati 
T. N. Fairbanks Honored at Luncheon 

Monday, April 29, 1929, a luncheon was tendered Thomas 
Nast Fairbanks to celebrate the establishment of the 
Thomas N. Fairbanks Company, import division of the 
United States Envelope Company. The luncheon was held 
at the Uptown Club, Forty-second street and Madison ave- 
nue, New York, N. Y. A number of prominent business 
men, representing several different industries, were present. 
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R. M. TUSSING, President 
of The Victor Safe and 
Equipment Company, Mari- 
etta, Ohio; Regional Gov- 
ernor-Elect of the Fifth 
District, National Station— 
ers’ Association. Mr. Tus- 
sing will succeed Ed. Little 
as Regional Governor. He 
has a host of friends and is 
known for his ability, 
energy and sound judgment. 
He will give his best to the 
position to which he has 
been called. His_ election 
will be confirmed at the 
Montreal convention this 
Fall. 








Dinsmore Promoted by Smith-Corona 


Laird C. Dinsmore has been appointed assistant to the 
general manager of the L. C. Smith & Corona Typewriters 
Inc., with headquarters at the executive offices, 51 Madison 
avenue, New York, N. Y. Mr. Dinsmore had been assist- 
ant manager of the company’s New York City branch. 


Mr. Dinsmore will assist Fowler Manning, president and 
general manager of the company, in general sales opera- 
tions, and undertake other special duties assigned. Mr. 
Dinsmore had his first contact with the sales end of the 
typewriter business in 1914, when he sold Corona type- 
writers to help him through Princeton University. After 
graduating in 1915 he joined the New York City branch of 
the Corona Typewriter Company as a salesman. His 
ability was quickly evident, and he continued selling until 
1917, when he enlisted in the United States Navy. At the 
end of the war he had an ensign’s commission. In 1918 
he rejoined the Corona organization, and became manager 
of the New York City branch. He also became a director 
of the Corona Typewriter Company. 

When the Corona and Smith branches at New York 
were consolidated, following the merging of the companies, 
Mr. Dinsmore was made assistant manager at New York. 
He continued in that important capacity until beckoned 
to step higher. 

————— 


Chandler Assistant Foreign Sales Director of Dalton 

Effective on May 17, J. A. Chandler has been appointed 
assistant director of foreign sales of the Dalton Adding Ma- 
chine Company. Mr. Chandler has been a member of the 
foreign department of this company for the last ten years, 
starting at the bottom and working his way up through 
the various departments. He was first a shipping clerk, 
then order clerk and correspondent until his appointment 
just mentioned above. His wide knowledge of the export 
business together with his personal acquaintance with 
Dalton dealers give assurance that he will discharge his 
duties in his new position to the entire satisfaction of 
everyone concerned. 








132 OFFICE APPLIANCES TWENTY-FIFTH ANNIVERSARY June, 1929 


Meetings--Conventions--Dinners 

















CHICAGO 
Charles 


MEETING IN 
Newark, N. J 


SOME OF THOSE WHO KEPT THE POT A-BOILING AT THE SIXTH DISTRICT 
LAST MONTH Left to right Albert K. Trout, general sales manager, A. W. Faber, Inc., 
P. Garvin, general manager, National Stationers’ Association, Washington, D. C.; A. R. Skibbe, Associated Sta- 
tioners Supply Company, Chicago, regional governor of the Sixth District: Howard L. Watkins, National Bank 
Supply Company, Milwaukee Wisc., governor-elect of the Sixth District; C. M. Marshall, Atlanta, Ga., president of 
the National Stationers’ Association: J. H. Jennison, Weis Manufacturing Company, Monroe, Mic! in charge of 
registration, (inset); J. Ogden Pierson, New Orleans, La., former president, National Stationers’ Association, and 





D>. S. Hansen, Moline, District 


Sixth Regional District Meets in Chicago 

The annual convention of the Sixth Regional District of 
the National Stationers’ Association, held May 9 and 10 
1929, at the Stevens Hotel, Chicago, nominated for regional 
governor of the district Howard Watkins, president of the 
National Bank Supply Milwaukee, Wis., to be 
elected at the National convention to be held next fall in 
Montreal, Canada. Mr. Watkins will 
his election until the election of his 

1930 


tional convention of 


Company, 


serve from and after 
at the Na- 


successor 


started at 8:30 Thursday morning, and the 


first session came to order at 10:30 a. m., with Regional 
Governor A. R. Skibbe in the chair. The national anthem 
was sung; and an invocation was pronounced by the Rev. 
J. P. Stafford 


Che first address was made by C. M. Marshall, president 
ot the National Association, who outlined the work of the 


organization and its immediate purposes, emphasizing the 


fact that the commercial stationery business is essential in 


that it] ides the tools of business without which industry 
in general could not function He added that more and 
better merchandise is constantly being attracted to the 
commercial stationery store as a distribution outlet 


Manager C, P. outlined the structure and 
National Association, 
his predecessor, Fletcher B. 
guidance had 


high standing As 


General Garvin 


activities of the 


and praised the work 
done by Gibbs, whose careful 
brought the association through to its present 
a result of this work, ours is one of the 
best trade United States. He pointed 


out that the United States Chamber of Commerce is made 


associations in the 


up of national associations in several industries. He said 


Harvard report shows that the stationers reporting 
other 


that the 


averaged annual sales of $200,000 each, and trades 


listed, of $60,000 to $70,000 each, indicating that the sta 
tionery industry is among the leaders 


Mr. Skibbe read a paper prepared by Lewis Ashman of 
& Company, (¢ 


Disclosed by 


hicago accountants, on “Ap- 
the Harvard Re- 


Ashman, Re edy 


Information 


nlicatior f the 


Ill., former governor of the Sixth 


search Report.” Fred P. Seymour of Horder’s, Inc., Chi- 
cago, was to have spoken on “The Value of Harvard Re- 
search as Applied to Our Industry,” but was unable to be 
present because of illness in his family 

A representative of The Curtis Company, Chicago, light- 
ing engineers, gave a short talk on “The Value of Illumina- 
tion in Sales Work.” and in- 
terior store lighting. 

Governor Skibbe next appointed Harry 


He referred to both window 


Murdoch, J. H. 


Jennison and James T. Lacey as a nominating committee 


to nominate the next regional governor. 
Arthur J. Walker, third National 
\ssociation, spoke on the “Commercial Value of Good Im- 


Better selling is not wholly dependent on sales- 
t 


vice-president of the 


pressions.” 
Appearance of the store, arrangement, dis- 
which make 


said. 
stock, 
impression or otherwise on the 
effect of attention to 
offices, etc. The 
individual on seeing a fine display, even if he 
better goods than 


men, he 


play of lighting, etc., are all factors 


a favorable customer. He 


pointed out the office furniture dis- 


reaction of the 


cannot afford 


plays—model normal 
layout shown, is to purchase 
Walker concluded by saying, 
Ughi- 


to buy the 
he originally intended. Mr 
“Ugliness almost always is a symbol of inefficiency. 
ness is on the way out.’ 

Mr. Skibbe read a communication from Fletcher B. Gibbs 
His health had not 


chance the effort of 


who regretted his inability to attend. 
been of the best 
attending and experiencing the pleasurable emotions inci- 


and he feared to 


dent to meeting so many old friends and associates. 
The afternoon session started with a capital address by 


E. M. Skinner, vice-president of Wilson Brothers, Chicago, 
on “Some Thoughts on Modern Merchandising and Dis- 
tribution.” Mr. Skinner’s remarks, made without notes, 


were replete with wit and wisdom. He drew on his many 
vears’ experience in the men’s wear business for illustra- 
trons which applied to merchandising in general. 

was to have been covered 


W. Martin of 


“Value of Our Trade Papers” 
by W. J. Dalton of Geyer’s Stationer and H 
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GROUPS AND INDIVIDUALS 


SNAPPED AT THE ANNUAL 
CONVENTION OF THE ILLI- 
NOIS BOOKSELLERS AND 


STATIONERS ASSOCIATION 
LAST MONTH AT MOLINE 
—Top picture includes J. F. 
Carroll, Galesburg; A. G. Carl- 
son, Moline; B. F. Lane, Jack- 





sonville; Vernon C. Scholfield, 
Jacksonville; L. H Mills, 
Champaign; Frank Garland, 


Champaign; W. C. Miner, Ma- 
comb; E. A. Nichols, secretary- 
treasurer, Champaign; Tom 
Emerson, sales manager, The 
Conklin Pen Co., Toledo Inset 
at the left—Fred Greenwood, 
retiring president. Inset at the 
right, J. R. Hatfield, member 
Executive Committee; center, 
left to right Harry Jennison, 
Weis Manufacturing Co.; Fred 
Schaefer, Sanford Manufactur- 
ing Co., president Northwest 
Travelers, and George ©. 
Holmes, Sanford Manufacturing 
Co. Bottom picture, left to 
right: Henry Linden, A. W. 
Faber, Inc.; J H. Hildreth, 
Ssterbrook Steel Pen Manufac-— 
turing Co.; Irene Goldenberg 
Geyer’s Stationer; K. 
Trout, general sales manager, 
A. W. Faber, Inc.; Mrs. Robert 
Alben, Chicago; G. W. Nieder, 
Ault & Wiborg Co.; Little Miss 
Alben (everybody's favorite), 
and C. A. Lindquist, American 
News Co.—Photos by courtesy 
Geyer's Stationer 





Illinois Booksellers and Stationers Meet 


At the fourteenth annual convention of the Illinois Book- 
sellers and Stationers’ Association, held May 7 and 8 at 
the Le Claire hotel, Moline, Ill., the following officers were 
elected for the ensuing year: President, C. H. Marquis, 
Bloomington, Ill.; secretary-treasurer, E. A. Nickols, Cham- 
paign; vice-president of the Book Division, J. G. McFar- 
land, Springfield; vice-president of the Office Supply Divi- 
sion, Daniel S. Hansen, Moline; second vice-president, G. 
W. Littlejohn, Rand-McNally Company, Chicago; mem- 
ber of Executive Committee, J. R. Hatfield of the A. L. 
Burt Company. 

The program of the convention is said to have been 
one of the finest ever presented in the history of the 
Association. 

The first session took place on Tuesday morning, opening 
with an invocation by the Rev. Walter A. Tillberg. Pres- 
ident Fred Greenwood then introduced the Hon. Claude 
F. Sandstrom, mayor of Moline, who extended the wel- 
come of the city to visiting members of the Association 
and their guests. 

Reports of officers and committees disclosed the satisfying 
fact that the association is in a better position in point of 
membership and finances than ever before. A rising vote 
of thanks was extended to Daniel S. Hansen for his un- 
wearying efforts to make the convention a success—efforts 
which bore fruit in profit and entertainment of members 
and visitors beyond expectation. Mr. Hansen is connected 
with the house of Carlson Brothers at Moline, and is prom- 
inent in the National Stationers’ Association, having re- 
cently been Regional Governor of the Sixth District. 














Lunch was served in the roof garden of the hotel. 


The first part of the afternoon was devoted to the inspec- 
tion of the many interesting merchandise exhibits that were 
shown on the mezzanine floor. 

The ladies of the convention were entertained with a 
luncheon and bridge party at the Short Hills Country Club 
near Moline. 

The business session of the afternoon opened with a 
discussion of “Better Retail Selling.” In the absence of 
C. M. Conger, president of the Irving-Pitt Manufacturing 
Company and first vice-president of the National Stationers’ 
association, who was unable to be present, the discussion 
was ably outlined by Harry Murdoch, the company’s Chi- 
cago district manager, who guided the subsequent debate. 
Mr. Murdoch pointed out that the stationery business for 
the average business man is a basic industry, without which 
the daily affairs of trade and commerce could not continue 
to function. Dealers should take pride in their calling and 
should exhibit a live and vigorous interest in the lines they 
sell. The manufacturer is more than anxious to supply 
his dealers with accurate information as to his merchandise. 
Every salesperson should specialize on two or three lines, 
so that when a customer wants to buy a loose leaf book, a 
fountain pen or a steel desk, there will always be some- 
one at hand able to give the precise information de- 
sired. The dealer should capitalize the slogan, “Ask 
your stationer,” and prepare himself and his staff to reply 
intelligently when asked. 

The subject, “Operating a Circulating Library for Profit” 
was capitally surveyed by Denton H. Sparks, vice-president 


(Continued on page 157) 
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Chicago Office Appliance Managers’ Frolic 
May 7 was a big day for the Chicago Office Appliance 
Managers’ Association. The regular business meeting 
scheduled for Monday, May 6, was cancelled and the entire 
next day was spent at the Illinois Golf Club, a short dis- 
tance west of Glencoe. A. E. Blackstone, district manager 
for the Dictaphone Sales Corporation and president of the 


organization, and E. A. Kalkhurst, until recently in charge 








CHICAGO OFFICE APPLIANCE MANAGERS GOLFING 
PARTY Left to right—first row: W. P. Hoy, Amberg 
File & Index Company; H Beaumont, A. B. Dick 
Company; Otto Dreibus, R. H. Donnelley Corporation; 
D. R. Cook, Postage Meter Company, restine after 33 
holes of golf Second row—Wm. Eismann, Nelson-Eis— 
mann Company; A. L. Davis, Addressograph Company, 
and G. W. McClellan, Underwood Typewriter Company, 
talking it over Third row—C. H. Law, Brooks Com- 
pany; C. A 


Forster, general manager Brooks Company: 

BE. A. Kalkhurst, formerly with Burroughs Adding Ma 

chine Company; A. E. Blackstone, Dictaphone Sales Cor 

poration and president of the Chicago Office Appliance 

Managers Association; C. L. Hayes, International Busi 

ness Machine Company sottom—Clubhouse of the Ili 
nois Golf Club where the outing was held 


of the Burroughs Adding Machine Company office in Chi- 
cago, were hosts. 

Eighteen holes of golf were played before noon. After 
luncheon in the club house eighteen more were played in 
the afternoon Each member contributed a prize. Those 
with lowest net scores were given the earlier selections. 
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Mr. Kalkhurst, C. A. Forster, general manager of the 
Brooks Company, Cleveland; H. D. Beaumont of A. B. 
Dick Company, and W. Eismann of Nelson Eismann Com- 
pany were tied for low net scores. After an elaborate din- 
ner Mr. Kalkhurst, who had turned in the lowest gross 
score, accepted Mr. Beaumont’s challenge to several holes 
of match play and emerged victor. Entertainment in the 
club house lasted until late in the evening. 
Ee 
Connecticut Valleys Meet 

The regular meeting of the Connecticut Valley Stationers’ 
Association was held on Wednesday evening, May 15, at the 
Hotel Stratfield, Bridgeport, Conn. This was the last 
regular meeting until fall, except for the association’s 
annual outing to be held in June. 

H. B. Elmer of the Eberhard Faber Pencil Company was 
the speaker of the evening. 

a 

Chicago Typewriter Men Plan For Convention 

An enthusiastic meeting of the Chicago Typewriter 
Dealers Association was held at the Sherman hotel, Chi- 
cago, on Tuesday evening, May 14, at which meeting many 
plans were proposed and discussed for the coming national 
convention of typewriter men to be held in Chicago on 
August 19, 20 and 21. 

It is expected with confidence that this convention will 
far exceed any of those held in the past. The activity and 
interest of the dealers and the spirit of co-operation evident 
among manufacturers gives assurance that the Chicago 
convention will over-top all previous affairs of the kind. 

Fourteen requests for advertising space in the souvenir 
program and for exhibit booths for the convention is some 
evidence of the interest already felt in this event. Reports 
are coming in from all parts of the United States and Can- 
ada, indicating that representative groups from every sec- 
tion will be in Chicago to attend the convention. 

For additional information, those interested are requested 
to write to P. E. Kennisten, secretary, 8129 Princeton ave- 
nue, Chicago, III. 

es 
Ribbon and Carbon Meet at San Francisco 

The Carbon and Ribbon Dealers’ Association of San 
Francisco held a big meeting May 9 in the Indian room at 
the States restaurant, eighteen members being present in 
addition to friends of members. Robert 
Pinney, sales manager for Neal, Stratford & Kerr, president 
Speaking of the meeting later, 


some of the 


of the association, presided. 
W. G. Huston, coast manager for Mittag & Volger, Inc. 
pointed out that it was the twenty-fourth consecutive meet- 
ing and that he believes there is only one other carbon and 
ribbon association in any other city. 

The annual election will follow a dinner, to be held the 
second Tuesday in June. 

— 
Philadelphia Managers Hold Annual Meeting 

The annual meeting and election of officers of the Office 
Appliance Managers’ Association of Philadelphia was held 
May 2, 1929, at the North Hills Golf Club, near Philadel- 
phia. The following officers were elected to serve during 
1929-1930: J. B. Jones, L. C. Smith & Corona Typewriters, 
Inc., president; C. H. Eccles, A. B. Dick Company, vice- 
president, and B. L. MacChesney, Tabulating Machine 
Company, secretary and treasurer. 

eS 

Detroit Concern Installs Stationery Department 

The Office Necessities Corporation, 131 East Jefferson 
avenue, Detroit, Mich., has installed a stationery depart- 
ment, and desires to receive catalogues and price lists from 


manufacturers. 
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é Tuesday BUNCH OF DATES 


The most popular 
calendars on the mar- 
ket. Made with 
stands of nickel, 


brass, glass, and 
leather; finished in 
red, blue or green. 
Also celluloid pearl 
finish. The only cal- 
endar of its type 
with ruled pad. As 
shown, pad size 3x4 
inches. Also made 
larger size, 4% x 4 











1930 
BUNCH-OF-DATES 


and Paragon Calendars 





PARAGON 


Gives dou- 
ble space for 
memoran- 
dum. Keeps 
memo’s per- 
manently. Of 
pressed steel, 
stand with 
four rubber 
feet. Pads 
in two sizes: 
3x3'% inches 
and 3%x6 
inches, 









































Small size 
does not 
come with 
hourly ap- 
pointment. 

















These calendars are well made 
and well priced. Allow good 
profit. Now enjoying tremen- 
dous sale. Every stationer should 
carry them. We also make a 
full line of stationers’ hardware 
and glassware. 


FRANK A. WEEKS MFG. CO. 
93 John Street 
New York 
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Seattle Typewriter Dealers 

Failure of one member of the Seattle Typewr:ter Dealers’ 
Association, a wholesale and retail typewriter company with 
headquarters on the Atlantic Coast, to sign an agreement 
to close at 1 o'clock Saturday afternoons during the months 
of May, June, July and August has resulted in an indefi- 
nite postponement of this action by the association. Indi- 
vidual firms, however, desiring to close on Saturdays during 
the four months at 1 o'clock were given the privilege. 
Che official notice of this action has been sent to all mem- 
bers by J. L. Dixon, president of the group. 

During the regular weekly meetings in May members 
exchanged bad accounts’ information, together with lost or 
stolen machines. The University Typewriter Company re- 
ported recovery of a 4-Bank Underwood portable, pica, 
black, No. 63951, and the theft of a similar model, type, 
and color, No. 63875. 

Reports of unwarranted price reductions for labor were 
turned over to the grievance committee for investigation 

Reports were made by a special committee on suggested 
trade-in prices for all models and makes of typewriters. 

Mr. Roper, representing the E. W. Hall Company, gave 
formal notice of withdrawal from the association. 

5. i Be Oe 
Stationers 12:30 Club Plans Annual Outing 

President Nathaniel Kremer of the Stationers 12:30 Club 
New York, N. Y., has announced June 27 as the date for 
the first annual outing of the club. It is expected that the 
outing will be held at Karatsonyi’s, near Sea Cliff, Long 
Island 

Members of the club will be permitted to bring only one 
guest to the outing, for which tickets will be available 
shortly. The officers are expecting a splendid turn-out with 
all the members of the club working to make the affair a 
success. 

—— 
Boston Stationers Hold Outing This Month 

The Boston Stationers’ Association will hold its regular 
annual outing on Saturday, June 8, at the New Ocean 
House, Swampscott, Mass., one of New England’s finest 
summer hotels Many attractions are planned, including 
a band concert, midway, field events, baseball, tennis, golf, 
dinner and dance. 

The committee in charge expects an attendance of no less 
than 500 persons. 

Contributions may be forwarded to Guy W. Hart, chair- 
man, 1929 Outing Committee, 320 Chamber of Commerce 
building, Boston, Mass. Individual contributions should 
not exceed fifteen dollars each; lesser sums will also be 
welcome. The maximum of fifteen dollars is suggested in 
the interests of uniformity. 

—_ > —— 
San Francisco Dealers Investigate Costs 

The regular monthly meeting of the San Francisco 
Typewriter Dealers’ Association, held at the Elks’ Club- 
house May 15, was marked by a very large attendance and 
by considerable enthusiasm. One of the actions taken at 
the meeting was the appointment of a committee to inves- 
tigate the cost of rebuilding typewriters. J. Gunzendorfer, 
of the Typeritorium, is chairman of this committee, which ts 
to report at the June meeting of the association. 

Speaking of these meetings, C. E. F. Russ, manager for 
the Royal Typewriter Co., Inc, president of San Francisco 
Typewriter Dealers’ Association, said, for Office Appliances, 
that “each meeting seems to be more interesting than the 
preceding, and real progress is being made to place the 
second-hand dealer in a position where his labors will re- 
turn him a better income. 

“A higher rental rate has been adopted: and next month 
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is no worth while 





feature known to 
typewriters that is not 
found in the Remington line. 


They’re modern to the minute. 





Portability, durability, quiet operation, 
extra speed, tabulation ability . . . all these are 


Remington features. 


Naturally, they’re outstanding in performance and in pro- 
duction of perfect work. Before you buy, ask for a Remington 


demonstration. 


Remington Typewriter Division— 


emington Rand 


BUSINESS SERVICE Inc 


BUFFALO, N. Y. 


ar ne 


Sales Offices in all Principal Cities 


Ne ee. 























June, 1929 OFFICE APPLIANCES TWENTY-FIFTH ANNIVERSARY 


a minimum rate for repairs, inspections and service calls 
will be adopted. By minimum rate, we mean one that is 
considered the lowest profitable rate, a higher rate, of 
course, may be charged. 

“The San Francisco Typewriter Dealers’ Association is a 
real live organization, with a determined purpose of placing 
the industry on a high plane, with profit to themselves, and 
satisfaction to the customer.” 

A representative of the Pacific Telephone Company at- 
tended the meeting of the association May 15, in regard to 
the error made in repeating a “discontinued” ad in the 
company’s new telephone directory. 

A committee of typewriter men was appointed to inter- 
view the manager of the western division of the Pacific 
Telephone Company to see if it would be possible to arrive 
at an amicable settlement for the amount of damage suf- 
fered by the Pacific Office Machine Company, which has 
been temporarily forced out of the typewriter rental busi- 
ness as a result of continuing the discontinued ad. 

Members of the San Francisco Typewriter Dealers’ As- 
sociation had agreed on rental rates, some time ago. The 
secretary said that when the new San Francisco telephone 
book came out for May, one advertisement announced a 
lower rate than the minimum agreed upon. It seems that 
the advertisement had not been changed according to the 
advertisers’ instructions to the Pacific Telephone Company. 

“The Pacific Telephone Company admitted the error,” 
said the secretary of the San Francisco Typewriter Dealers’ 
Association, “and they have notified the typewriter dealers 
to that effect, and they are also sending a representative to 
our next meeting with explanations that it was not the 
fault of the advertiser, Jas. Reid, proprietor of the Pacific 
Office Machine Company. Mr. Reid has volunteered to dis- 
continue participating in the rental of typewriters for a 
period of six months, at the end of which time a new tele- 
phone directory will be issued. It is understood that the 
telephone company is expected to compensate Mr. Reid for 
whatever loss he may suffer as a result of the error 

cunninaciliinesiaiginin 


Capital District Meeting 

At the regular monthly meeting of the Capital District 
Stationers Association, held Wednesday evening, May 15, 
at Keeler’s hotel, Albany, the Wilson-Jones Company of 
Chicago, provided the main event of the evening in the 
form of a picture of the manufacturing of loose leaf devices 
and systems. The film was in charge of Victor Johnson 
and William Pickering of the New York office of the com- 
pany. It was the first showing ever made of this picture 
to the trade. Mr. Johnson is returning to the New York 
state territory for this company. 

The picture showed the plant and various departments at 
Chicago and gave the members of the association a fine idea 
of just how this valuable item of the stock is made from 
the start to the finished product. 

The meeting was in charge of President Gallien and 
about forty members attended. It was voted to take up the 
matter of an annual outing at the June meeting of the 
association, which will be held on Wednesday evening, 
June 19, at Keeler’s restaurant, Albany, N. Y. 

On Monday evening, May 20, the Empire State Travelers’ 
Association held a meeting at the Wellington hotel, Albany, 
and completed the work of organization. The preliminary 
organization was formed at the Second District regional 
meeting held in Albany in February. 

a Se 

When we honestly prove our friendship for another, we 
seem to get a stronger hold on friendship. Giving friend- 
ship is bound to make us believe in its higher excellence.— 
Fritz-Cross Service (The Fritz-Cross Company). 








1451 Harrison St. 

















This Device 
makes the 


GRAND PRIZE 


Carbon & Ribbon 


Line 


EVEN MORE PROFITABLE 


The Grand Prize line of Type- 
writer Ribbons and Carbon Paper 
has always been a profitable one 
for dealers. The superior quality 
of the products—their durability, 
even and fine inking qualities, 
their efficiency and economy— 
have long ago placed the line in 
the “repeat order” class. 


With the Grand Prize Tester — 
which makes possible the visual 
proving of these qualities by im- 
partial and comparative tests— 
the Grand Prize line is made even 
more profitable. Dealers all over 
the country who are using this 
tester have found this to be so. 


Write us on your letterhead for details 
of the Grand Prize plan for dealers, 
and how you can obtain this costly 
tester free. 


GRAND PRIZE 


CARBON AND RIBBONS 


Pacific Carbon & Ribbon Mfg. Co. 


J. Francis O’Connor, President 


396 Flinders Lane, Melbourne, Australia 














San Francisco, Calif. 

















140 OFFICE APPLIANCES’ TWENTY-FIFTH ANNIVERSARY 






Looking 
Forward 


Greater opportunity for the office appliance 
salesman in the future will be found in that 
type of equipment promoting accuracy of 
effort and conservation of physical energy 
in the mechanical operations of business 
record keeping, calculations, correspon- 
dence, etc. Speed in these operations has 
developed tremendously in the past twenty- 
five years and these equally important 
factors are capable of almost as great 
extension. 


ERROR-NO, an invention pre-eminent in 
increasing accuracy and convenience in 
type-copving shorthand notes, printed or 
hand written matter, bookkeeping and bill- 
ing data, etc., is on the threshold of wide- 
spread development. It’s simple construc- 
tion, ease in operation, and general depend- 
ability, make ita favorite among users. 


High grade office machine and specialty 
salesmen are offered an opportunity for 
attractive, profitable connection, in the 
sale of ERROR-NO. Tell us about your- 
self—get the facts—then judge. It’s worth- 
while to write now. 


RROE” 


Manufacturers and Patentees of the Famous ERROR-NO 
55 Arbutus Street Rochester, N. Y. 


INC. 
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An Original Invitation 

The invitation to the meeting of the Stationers’ Square 
Club on the night of May 16 took the form of a summons 
in a suit at law. It purported to be sent out by the Sta- 
tioners Court of the City of New York and was entitled 
Frederick L. Kopff, assistant district attorney Kings 
County, plaintiff, versus Members of the Stationers Square 
Club. The complaint, addressed to the defendants, was as 
follows: 

“Notice is hereby given that each of you, upon your 
default to appear, or answer to the roll when called at 
8 o'clock the night of May 16 (Thursday) on the occasion 
of the fifty-seventh regular meeting of the Stationers 
Square Club, at the Level Club, 253 West Seventy-third 
street, New York City, will impose judgment on yourself 
tor having missed the most interesting meeting of the year. 
Issued by order of Louis H. Tavernier, President.” 

Within was a complete outline of the program of events 
to be given at the meeting with some facetious references 
thrown in, together with bits of good advice and philos- 


ophy, personal items, etc. 


oe 
Montreal Beckons National Association Members 
For the first time in the history of the National Sta- 
tioners’ Association, the annual convention will be held out- 
side the United States. 
unreservedly in the hands of its Canadian friends and will 
meet in Montreal October 7 to 10, 1929, inclusive. 
No better place than Montreal could have been found 
['wenty-fourth Annual Convention It is ideally 


The association is putting itself 


for the 
situated on the banks of the St. Lawrence river and is 
well equipped to handle a large convention efficiently. 

Montreal in many ways is one of the most remarkable 
cities in the world. It has an historical background of gal- 
lantry, heroism and human fortitude. In 1535 Jacques 
Cartier discovered the Island of Montreal at the junction 
of the Ottawa and St. Lawrence rivers. He named it Mon- 
treal (Mount Royal) in honor of the King of France. 

Colonization began in 1642 and the settlement rapidly 
became headquarters from which exploration parties com- 
menced their travels. During its early growth, Montreal 
was subject to frontier troubles, particularly Indian raids 
and uprisings. The gallant Marquis de Montcalm arrived 
in Canada in 1756 as commander-in-chief of the regular 
army in New France and made his headquarters in Mon- 
treal 

After nearly a century of intermittent warfare, Montreal, 
along with the rest of the territory in North America held 
by France was handed over to Great Britain in 1760. As 
a British city, Montreal continued to grow in importance, 
both politically and commercially. It was incorporated as 
a city in 1832, just prior to the incorporation of Chicago 

Nowhere in North America is there such a mixture of 
the old world and the new, a place so redolent of the his- 
tory and romance of three centuries, as in Montreal. An- 
cient monasteries jostle modern office buildings; huge old 
churches stand like oases amid the bustle and noise of 
commerce; narrow streets bear the names of the great men, 
and hooded monks rub shoulders with captains of industry. 
Everywhere the signs are in both French and English. 
Montreal is a city of magnificent churches, monasteries and 
convents. It has another distinction in that it is the largest 
French city in the world next to Paris. French is as com- 
monly spoken on the streets as English. 

Though it is situated nearly a thousand miles from the 
ocean, Montreal has some characteristics of a sea coast 
city. The water in Montreal harbor is salt and its level is 
raised and lowered twice a day because of the tidal influence 
of the Atlantic Ocean. Ocean-going vessels are moored in 
its harbor and steamers leave frequently for Europe. 

Within a short distance of Montreal are many cities and 
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Imperial Brass 


Acme Fast Freight 
Aermotor Co. Ingalis Iron 
American Medical Assn. Inland Steel 
Arnold Print Int. Harvester 

I. C. Commission 


Associated Gas 
Associated Gas 

Atiantic Comm. Jenkins Bros. } 
Abraham & Straus Johnson & Jonnson 
Acme-Oxy-Acet. Johnson Service 
Adler & Company Juergens & Anderson 
Alexander Hamilton In 








Macy, R. H. Co 


Anaconda Copper 
Automatic Electric 
Automatic Tele 
Ankrum Advertising 
Milwaukee Journal 


bacon campers FOR EVERY PURPOSE Mea 


- 
Altman, B. Co. > > = . ) 
American Brass — W. N a. Coal ; 
eweenaw Copper } 
American Bridge MmuC iseman & Son 
American Can Kotex Company 
American Electric ; j ' 
American Malleables H 
American News Liquid Carbonic ( 
American Optica Louisville G. & E 
American Packing SECTIONAL PORTABLE Larimer, E. K 
American Products La Salle Extension : 
Lucas, Joseph : 
Lunham & Reeve : 
Litt Bros. 


































Bel BJ. Ltd. , , . — McCreery, James Co. ' 

Sitters LS P Made in any size and indexed to fit your individual needs. Macabees ' 
+ BA ° Michael-George Co. 

Beck Duplicator On desk only when in use. —e ' 


Belden Mfg. Co 

Best & Company National Pen Prod 
Borden & Remington N. J. Zine Co. 
Bowman Co N. Y. Evening Post 
Braun, J i. Y. University 
Bristol Co Y. Edison 
Broadway Trust Y. Life 

Budd, John Telephone 
Bullders Iron Y. Underwriters 
Babcock Rushton . Y. Wire & Spring 
Bamberger, L. & Co. orthern Jobbing 
Barber-Colman Co 
Becker, A. G. & Co. 
Borgfeldt, Geo. 
Borin Mfg. Co 

Bosh, Henry Co. 
Botany Worsted 
Bradstreet’s 
Burroughs Co 


Z 
wd 





LLLLZ 
x} 


Z 


Office Appliances 
Ohio Fuel Gas 
Ohio Publishing 
Oppenheim, Collins 
Otis Steel 


Parke, Davis 
Paterson Sav. 
Public Ledger 
Petroleum H. & P. 
Postal Tele. Co. 


Campbell Soup 
Cameron, Wm. Co. 
Central Alloy 
Central Mass. Blec. 
Chicago Surface Lines 
Clement Curtis 
Costello, J. J. 
Cluett, Peabody 
Commodore Hotel 
Consolidated Gas 
Cooper Underwear 
Corning Glass 
Coty, In 

Coyne Trade 
Cunard Co 


Remington Typewriter 
Republic Motor 
Richards & Davis 
Rochelle Egg 
Rothschild & Co. 
Royal Baking 
Rockefeller Found 
Rorabaugh-Brown 
Royal Typewriter 


Saks & Co. 
Schwarz & Son 
Shaw, A. W. Co 
Shepard Cv. 
Seaboard Nat. 
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Southern Bell 
Shubert Theatre 
Singer Mfg. 
Snellenburg, N. Co 
Schwartz Mfg. Co. 
Spectator Co. 
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Swift & Co. 
Southern Pine 
Southern Rail 
Springfield Fire 
Standard Oil 


Dabney, F. L. Co 
Dalton Adding 
Dartmouth College 
De Pinna, A. Co 
Diamond T Motor 
Dickinson, Albert 
Dixon, Joseph 
Donnelley, Reuben H. 
Dun, R. G 

Dunlop Tire 

du Pont, E. I 


Eastman Dillon 
Eastman Kodak 
Empire Brass 
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Stuttaford & Co 
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Federal Reserve 
Felt & Tarrant 


Fair Store Fifteen years’ practical experience in the sorting problems 

Field Marshall 
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Freund, Wm. Sons 
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Guaranty Trust 183 N. Dearborn St. Chicago 
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price cards. 






HO RDER'S 


2 Godt Place ® hed Ges } 


Horder 


has the right idea! 





ages. 





This is Esterbrook 
Drawlet Pen No. 4—~ 


which is ideal for most 
You will 
find it also useful for 
lettering file cards, mak- 
ing out stock room 
labels, addressing pack- 


And you can sell 
Drawlet Pens for 
all these purposes! | 
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Merchandise 


well displayed 


and clearly priced is half sold! 


HE success of Horder’s merchandising 

methods is well known. Horder uses 
window display liberally and puts a price 
ticket on each article. This pricing of mer- 
chandise in the windows greatly increases 
the effectiveness of the display and by 
actual check increases the sales of the 
goods shown. 

If price tickets work so well for Horder, 
they will work for you—and they are easy 
to make with Drawlet Pens. One of your 
clerks can make all the tickets you need in 


6stertiook 


DRAWLET PENS 


his spare time. The Drawlet Pen itself 
assures the clear, bold effect you want. 


Drawlet Pens will be equally effective for 
the storekeepers you sell to. They, too, can 
make good price tickets and show cards with 
Drawlet Pens. Tell them how easy they are 
to use—and increase your sales of Drawlet 
Pens, India Ink, colors and cardboard! 


Send This Coupon — Now ! 
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ESTERBROOK PEN CO. 
Camden, N. J. 


Gentlemen: 

Please send me minimum stock assortment 
(17 dozen) of Drawlet Pens to sell at $1.00 the dozen, 
and attractive display case—together with instruction 
books and selling plans. 


Name 





Address ston 
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eeeeee2a85 towns of historical interest. Just to the northeast, on 
either bank of the St. Lawrence, are a number of old 


Look for this 
Good Quality Mark 
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Service Daters 
and Numberers 


Fulton Daters 
and Numberers 


Fulton Stamp Pads 


Fulton 
Rubber Type Outfits 


Fulton Sign Markers 
Fulton Rubber Stamp Ink 


Juvenile Printing 
and Stamping Sets 


Sold thru 
Office Supply 
Dealers 


Fulton Specialty Co. 


Elizabeth, New Jersey 
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French settlements that still retain their quanit, old world 
atmosphere. Directly to the north is a hinterland region 
where conditions are ideal for hunting, fishing and camping. 

Montreal is famous for its winter sports. Skiing, tobog- 
ganing, sleighing, ice-hockey, snow shoeing, curling—all are 
enjoyed each year. In the summer, baseball is popular. 
The Montreal team is a member of the International 
League. Its stadium, recently completed, is the largest and 
most expensive owned by any minor league ball club. 

In such a city the creature comforts are not neglected. 
Montreal hotels are wonderful—modern to the last detail, 
with here and there a touch of the old world to remind the 
guest of other times and civilization. And the cuisine! 

Meals such as they serve in France or in Old England! 


Take your choice. 


7 ee 
New Orleans Stationers Association 

The New Orleans Stationers Association has gone into 
a new and permanent organization controlled by an execu- 
tive committee to serve for the balance of the year until 
the annual meeting, the second Tuesday of December. The 
executive committee consists of Joseph P. Buckley, chair- 
man, Perry and Buckley Company; L. H. Baudean, vice- 
chairman, Baudean, Inc.; H. J. O'Donnell, O'Donnell 
Brothers Inc. 

The finance committee is composed of: Joseph P. Buck- 
ley, chairman, Perry and Buckley Company; A. W. Hyatt, 
S. W. Hyatt Stationery Mfg. Co., Ltd.; Austin Leftwich, 
Tropical Printing Company, Inc 

The cost finding committee includes: H. J. O'Donnell, 
chairman, O’Donell Bros., Inc.; J. J. Flotte, Jr.. Perry & 
Buckley Company; E. G. Harpole, Dameron-Pierson Com- 
pany, Ltd. 

[The cooperative buying committee consists of L. H. 
Baudean, chairman, Baudean, Inc.; Vic Colomb, Palfrey, 
Rodd, Pursell Company, Ltd., and John Fitzwilliam of T. 
Fitzwilliam & Company, Ltd. 

The association meets at 6:00 p. m. at a dinner at the 
Hotel Roosevelt every second Tuesday of each month. The 
new secretary of the association is F. A. Berger, who is 


also secretary of two printers’ organizations. 


: - 
Evansville Manufacturers Entertain Tell City Men 

The chair, desk and office furniture manufacturers of 
Tell City, Ind., were invited by the Evansville furniture 
manufacturers to attend the opening baseball game of the 
Three Eye league at Evansville, Ind., on May 2. Unfortu 
nately, it rained all day and the baseball game had to be 
postponed, but the balance of a program of entertainment 
went through without a hitch. 

The Evansville Furniture Association had a banquet pre- 
pared at the Evansville Country Club, at which W. C. 
Bieneman of the Imperial Desk Company presided. After 
a short address of welcome and some other brief remarks, 
the visitors were entertained at a theater party 

There were eighteen guests from Tell City, among them 
Union Webb of the Tell City Desk Company and Christ 
Fenn of the Tell City Chair Company. Three guests from 
Henderson and one from Owensboro, Ky., Gleason Mur- 
phy of the Murphy Chair Company, were present in addi- 
tion to forty-four members of the Evansville Furniture 
Manufacturers’ Association. In the Evansville group were 
Gilbert Bosse, general manager, Walter C. Bieneman, sec- 
retary and sales manager, and Harry Greiner, treasurer of 
the Imperial Desk Company, and R. M. Robinson of the 
Crown Chair Company. 

On June 19, the Evansville Furniture Manufacturers will 
be the guests of the Tell City group at a picnic and outing 
in the grounds of beautiful Camp Fenn, which is located 


> 


on a high hill overlocking the Ohio River.—W. B. C. 
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For over forty years the A. B. 
Dick Company, through the 

Mimeograph and its supplies, 

has contributed to the efficiency 
and expansion of business and 
educational institutions all over 
the world. It is today one of 
America’s substantial industries. 
Pioneer and creator of its field, it 
maintains its stride with progress. It 
completely fills its sphere. There 1s 
no mimeograph but the Mimeograph. 
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The steady progress of the Mimeograph, since 
it was first invented, has been a truly romantic 


June, 


story of American achievement. It has spanned 


the era of office-equipment advancement and is 
now as mucha part of the business and educational 
life of today as the typewriter and the telephone. 





There was no such thing as a Mimeograph 
until the A. B. Dick Company brought its in- 
vention into the market. And that important 


event meant entirely new and mighty gain 
for the personnel of the office-equipment field. 
Retailers and salesmen in all parts of the 
world were substantially benefited thereby. 


1929 
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The word Mimeograph, which was coined by 
the A. B. Dick Company, is in the dic- 


99 


tionary with a small ‘‘m.”’ It not only desig- 
nates a machine, but what is infinitely more 
important, it designates a process. The 
machine itself is interesting, but what it 
does is responsible for its remarkable 
importance in the work of the world today. 
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HE WANTED A MAP 
He just had to have a map—and in quantities. . 
But Mr. Salesmanager couldn’t get the kind he | 
wanted without prohibitive cost. So he bought a 
Mimeograph and produced his own maps by the 
tens of thousands. And thereby he saved the price of 
the machine on the first job it did for him. The map 
design was easily traced on the stencil sheet. Type- | 
written explanatory matter was quickly added thereto. | 
And in almost less time than it takes to tell about 
it, the finished sheets began to rush into the receiving 
tray—thousands every hour. It was a simple, 
and it saved him a great deal of time 








quick procedure 
and money. And just like that the Mimeograph is 
economizing for thousands of business and educational 
institutions throughout the world by the quick and easy 
production of all kinds of form-letters, bulletins, charts, ete. 
For full particulars write A. B. Dick Company, Chicago. 


MIMEOGRAPH \ 
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(Sixth Regional District Meeting—Continued from page 
132.) 


Office Appliances. Owing to the illness of Mr. Dalton, his 


paper was read by Mr. Martin. Supplementary to the 
paper, some photostatic enlargements of pages in the re- 
spective publications were shown to illustrate characteristic 
features of news and special service. 

The report of the nominating committee followed, and 
received the unanimous approval of the convention. 

In the absence of Sterley F. Jerue, who was to have 
spoken on “The Value of Standardization,” Governor Skibbe 
outlined a paper he had prepared and which was read at 
the New Orleans regional convention in April, giving the 
essentials of good business management in the retail sta- 
tionery trade. He touched upon finance, merchandising, 
sales and organization, discussing the several topics in a 
most informative manner. 

Paul B. Buckwalter of the National Blank Book Com- 
pany, said that the future of visible records lies with the 
specialty men. He outlined the history of loose leaf and 
machine bookkeeping and their relation to visible record 
equipment. The future of visible records, he said, is not 
so much in accounting departments as in the sales, order, 
billing and stock control departments. 

An interesting address was made by E. J. Hess of the 
credit fraud department of the National Association of 
Credit Men. 

Fred Schaefer, president of the Northwest Travelers’ 
Club, announced the decision of the club to include the 
With the en- 


largement of its territory, the club expects to expand its 


Sixth District in the field of its activities. 


organization work soon by establishing permanent secre- 
taries in Chicago and Minneapolis. Mr. Schaefer also out- 
lined the plans of the club in carrying out sales promotional 
work among the dealers. 

Howard Watkins, governor-elect of the Sixth District, 
gave a fine address on “Salesmanship.” Mr. Watkins de- 
cried the fact that many men feel that they are ready to 
go to work the minute some one puts a kit in their hands. 
This attitude, which sends untrained men out to sell, is 
undoubtedly one cause of the great turnover in selling 
Mr. Watkins discussed fully the several ele- 
ments of salesmanship and concluded his address with a 


personnel 


plea to dealers to get back of ther salesmen and teach them 
how to sell. He said that following such a procedure 
would result in the Harvard Research report showing a 
much better record for the commercial stationery industry 
this year than was made last year. 

The final address of the session was given by G. N 
Davidson, president of the Davidson-Pearsall Company 
Aurora, Ill. Mr. Davidson spoke on “Promoting Sales in 
Steel Equipment.” Every salesman, he said, should spend 
eighty per cent of his time in analysis of the problem or 
job and twenty per cent in the actual presentation. Right 
analysis promotes customer confidence, which usually re- 
sults in sales. 

The Banquet 

The annual banquet was held in the North Ballroom of 
the Stevens Hotel on Thursday evening. The toastmaster 
was W. E. Smith of Smith and Marshall. 

Those at the speakers’ table were Cliff Cody, regional 
governor of the Seventh District, Dubuque, Iowa; Arthur 
J. Walker, third vice-president of the National Stationers’ 
Association, Minneapolis, Minn.; Edward L. Little, gover- 
nor of the Fifth District, Wabash, Ind.; Howard Watkins, 
governor-elect of the Sixth District, Milwaukee, Wis.; D 
H. Hansen, former regional governor of the Sixth Dis- 
trict, Moline, Ill; C. M. Marshall, president of the National 


Stationers’ Association; W. E. Smith; J. Ogden Pierson, 
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You can 
concentrate 
your buying in 
one New York 
market 


The Fifth Avenue Building can be 
reached, easily, from any part of New York 
City. Buses and surface cars pass the door. 
An elevated line is within a block. The 
building is ten minutes by subway from the 
Pennsylvania Station, and thirteen from 
Grand Central. The New York shopping 
district is a few minutes in one direction, the 
financial district in another. A booth in the 
lobby of the building supplies full informa- 
tion about places of civic interest and amuse- 
ment. 


Situated at the intersection of Broadway 
and Fifth Avenue, this building has a well- 
known address. But, more than that, it is 
well-known throughout the mercantile 
world ...as a buying headquarters. Here, in 
one building, many of the country’s leading 
manufacturers have their office and display 
rooms. You can find paper, stationery, men’s 
wear, women’s wear, fine laces, pottery, glass. 
toys, greeting cards, novelties and kindred 
lines. Products so numerous and so diversi- 
fied that you can complete many of your sea- 
sonal requirements on one buying trip, in the 
Fifth Avenue Building alone. 





THE FIFTH 
AVENUE 
BUILDING 


@ Broadway and Fifth Avenue 
at Madison Square, New York 


*‘More than an office building’’ 
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Consistent 
Sales Prove 
Quality of — 
FOX OFFICE 
Specialties 





Proven profit earners — master- 
pieces of beauty and utility—FOX 
Office Specialties are more and more 
the choice of the wise buyer. They 
are the things your customers want— 
the items they will call for dy name 


on their second visit. 





Folding 





Fox Mohair Cushions 





“ emer ~ 


Fox 
Specialties 


Desk Pads 

Work Distributors 

Hotel Register Pads 

Window Ventilators 

Felt Chair Pads 

Blotter Pads 

Plate Glass Desk Pads 

Folding Desk Pads 
with Work Distrib- 
utors 

Ventilated Cushions 


Rubber Cushions 
Leather Cushions 
Velour Cushions, etc 


Send 
for 
Complete 
Catalog 























GEO. E. FOX & CO. 


325 W. Ohio St. Chicago, Ill. 
A. H. Denny, 356 Broadway, New York 
New York Representative 


Schubert Office Specialty Co., 1405 S. Hill St. 
Les Angeles, Cal., Pacific Coast Distributor 
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ANNIVERSARY June, 1929 
former president of The National Stationers’ Association, 
New Orleans, La.; A. R. Skibbe, governor of the Sixth 
District, Chicago, Ill; Fred Schaefer, president of the 
Northwest Travelers’ Club; B. A. Tuttle, second vice-presi- 


dent of the National Stationers’ Association, South Bend, 


Ind.; Carl Schutz, former regional governor of the Fifth 
District, Muskegon, Mich., and E. Y. Horder of Chicago 


There was community singing, led by a lively orchestra 
and much merriment was evident as the songs of the dif- 
ferent states were played. Miss Gertrude Klaus, one of the 
stars of The Vagabond King, sang several soprano solos, 
The Salerno Brothers, radio 
also with songs, 


and was heartily encored. 


artists of station WGN, entertained 


| accompanied by instrumental music on the concertina and 





guitar. 

The speakers included Messrs. Walker, Watkins, Skibbe, 
Pierson, Hansen, Schaefer and E. Y. Horder. 

Telegrams were read from Stafford Siekert of Milwaukee 
and Eberhard Faber of New York. 

The banquet was voted a decided success by everyone 
present, After the speaking, the floor was cleared and 
dancing was enjoyed until a late hour. , 


The Second Day of the Convention 


The session, Friday, May 10, was opened by C. A. Netz- 
hammer of the Northwest Furniture Company, Milwaukee, 
who gave an interesting address on “Determining Sales- 
men’s Compensation.” He was followed by Daniel Hansen 
of Moline, Ill, who spoke on “Store Arrangement and 
Open Display.” President Marshall then outlined some 
ideas on “Stock Records and Stock Control.” 

After luncheon the question box was opened and the 
various questions discussed. The first question was, “Are 
catalogues necessary in the stationery industry?” Mr. Mar- 
shall doubted the value of catalogues except for concerns 
having a large proportion of their trade in country districts. 
Price lists illustrated for special equipment may take the 
place of catalogues, he suggested. Mr. Pierson, whose com- 
pany does about fifty per cent of its business outside the 
city of New Orleans, said that in their case catalogues are 
indispensable. The majority of those who took part in the 
discussion said that they published catalogues, but did not 
do so as frequently now as they did a few years ago. The 
general opinion was that it is necessary to have catalogues 
if mail order or country business was done. 

“Does group buying pay?” President Marshall doubted 
it. He said it usually leads to over-buying, over-stocking, 
slow turnover and loss of profit. Mr. Walker suggested 
that group buying always requires an organization, the 
cost of which offsets any saving that might be made 
through purchasing in greater quantities. 

“Are outside salesmen essential to our industry?” Mr. 
Marshall said yes, inasmuch as we have educated the public 
to expect the service we perform. Mr. Pierson admitted 
that outside salesmen are necessary but wished that sta- 
tioners had not educated the public to expect so much serv- 
ice 

“Can the stationer afford to have specialty salesmen?” 
The general opinion of all who spoke on this topic was 
that everyone who had tried it says that the specialty 
salesman’s work is worth while. 


This concluded the work of the convention. 
Registration 


Of the total registration of 112 at the convention, ten 
were ladies, thirty-six were dealers and the remainder was 
made up of travelers and manufacturers. Practically every 
section of the district, which includes Illinois, Wisconsin 
and Upper Michigan, was represented by dealers in attend- 
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VENU 
PENCILS 


THE LARGEST 
SELLING QUALITY PENCI 
IN THE WORLD 


a 2 


C Ihe 25th 


Birthday 


of Venus 


' HE past 25 years have seen the American 
Lead Pencil Co. playing a leading part 
in the progress of the industry. 


This concern has been in business since 1860, 
but much of its growth has taken place since 
it brought out the famous VENUS Pencil, 25 
years ago. VENUS was the first drawing pencil 
in this country to be manufactured in definite 
degrees of hardness andsoftness. It is testimony 
to the correct standard of this early grading that 
through all these years it has been maintained 
without change. Today VENUS is the largest- 
selling quality pencil in the world. 


The First Manufacturer of 
Thin Lead Colored Pencils 


Not only was the American Lead Pencil Co. a 
pioneer in the manufacture of drawing pencils, 
but it was also the first to produce a thin lead 
colored pencil. At first UNIQUE, as this pencil 
is called, was made in four colors. Today it 
is offered in twenty colors. 


Another monument to progress 1s the present 
American Lead Pencil factory in Hoboken, 
N. J. which has the largest daily production 
capacity of the industry. 





AMERICAN PENCIL CO., Hoboken NJ. 
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Standard for | 
light weight mailings 


air mail Pa —Ten sheets to the ounce. | 
eG Indispensable for fast mailing 








of sales information. 


—Ideal for all longedistance 


correspondence. 


— Available in many colors. 


‘4, 


SE yi E reel een ea eee 


Economy in weight. | 


—Save postage on bulk H 
correspondence. 
—Save valuable filing space. | | 





thin letterheads for business — Distinctive 
Ras and unusual —rugged cockle 
) finish — substantial for the 
typewriter. 





—-—— + -- 


tere we 


Send for Samples and Facts About Thin Papers”’ 


ESLEECK MANUFACTURING CO., Turners Falls, Mass. 
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Leading wholesalers 
in every market have 
| complete stocks of 
Conklin products for 
your convenience. 

















ENDURA 


Service Unconditionally & Perpetually Guaranteed 





New York 








Conklin pens $2.75 
and more; pencils $1 
and more. In all 
the modern color 
combinations. 





ass 


Sensational Modernity 


In this Conklin Gift Item 


HE new Conklin Endura Imperial 

Purple and Gold pen and pencil 
set needs only to be displayed to gain 
instant acceptance. Here is the out- 
standing item to convert spring gift 
shoppers into profitable customers. The 
set handsomely boxed $8.50. The prod- 
uct is right, the price is right, and this 
is the right time for you to offer it. 


THE CONKLIN PEN COMPANY 


Toledo, Ohio 


Chicago San Francisco 
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;ance but the total did not entirely measure up to the 
| figure hoped for and expected. 

An unexpected and most welcome guest was J. Ogden 


| Pierson of New Orleans, La., former president of the Na- 


M@M opEerRn i YPEWRITER | tional Stationers’ Association. Mr. Pierson chanced to be 
|in Chicago on business during the convention and was 
| present at most of the sessions. 


with real talking points pe oe 


Stationers Win “Inquiring Reporter” Prizes 

Twenty-five salesmen and saleswomen received cash 
awards in the first quarter of the W. A. Sheaffer Pen Com- 
pany’s “Inquiring Reporter” contest for 1929. Stationers 
took three firsts to the jewelers’ two firsts—indicating that 
in this instance the stationers showed up better in the sales- 
manship test than the jewelers. The winners were scat- 
tered widely over the United States and Canada. The 
“inquiring reporter” is a Sheaffer representative who poses 
as a prospective buyer at the fountain pen counter of nearly 
every Sheaffer dealer at least once in each quarter during 
the year. He makes notes and reports the sales argument 




















WINNERS IN SHEAFFER'S “INQUIRING REPORTER" CON 
TEST FOR THE FIRST QUARTER OF 1929—Left to right 
staggered; H. G. Link (Trick & Murray), Seattle, Wash.; Marie 
Kennedy (Bunde & Upmeyer), Milwaukee, Wis.; Mae McKin- 
ey (Omaha Printing Company), Omaha, Nebr.; Harley Robin- 





Y our customers will want to buy it, and y¢ u will want to sell it to them son (Southwestern Jewelry Company), Wichita, Kans.; T. E. 
== thie mod Rerr | ybewriter. It has every standard feature a tvbe Carpenter (Sperry Office Supply Company), St. Paul, Minn. 
m6 BOGE Lele PCWFiter. 5 Nas Every standard icature & type- Note that stationers made a better showing than the jewelry 
writer needs to make ita dood one— and it has new and exclusive trade—three to two 
fe atures of its own that put it years ube id ot any other mac hine. : ‘ : . 
; a for Sheaffer merchandise offered by the man or woman 
y ou can put it In a customer s hor 1¢, tor it is compa t= und ° 
, ' ’ | r behind the counter. 
veautiful. Y ou can place it in an oftice, an ye sure its per- _ » . - . 

, A total of $1,250 cash is offered for prizes in each quarter, 
formance will be outstanding — for it is strong, steady, comprising five capital prizes of $100 each, ten of $50.00 
and speedy. And you can sell it with pride because of each and ten of $25.00 each. Prize checks have been 

the name and reputation behind it. @ Here is the mailed the winners of the first quarter’s contest. The win- 


opportunity for progressive dealers —a real type ners of the first five capital prizes are given in the cut 
; legend herewith. 
writer with a real sales appeal, and a real profit & 
The Sheaffer “Inquiring Reporters” are already in the 


field for the second quarter. Both men and women, resi- 
BARR-MORSE CORPORATION dent and non-resident in the various cities, are serving as 


203 Barr Buildir 5 Ithae i, New \ ork reporters 


Write t rday for the Barr dealer proposition. 


—EE— 


San Francisco House in New Quarters 
C. H. Jenkins Company, Inc., an office specialty house of 
thirty-two years’ standing, recently moved from their for- 
mer quarters at 114 Bush street, San Francisco, to 457 
Kearny street, where they have an attractive ground-floor 


PRODUCTS 


“TYPEWRITER The company were at their former location twenty-two 

years, during which time and before they represented the 
ribbon and carbon lines of The Carter’s Ink Company. In 
addition to that line they handle “Bostich” paper fasteners 


: Snell enced . ee = ; , : ° 
| $ Oo mall ca igh rs and the “Bostacker,” hanging and window display signs, 
Beautiful cany o turey | the “Mum-o-phone,” check writers and other office equip- 
to Show enough to carry on =n eS 
, ment devices. 


: store with abundant window display space 
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Thue NEW STANDARD 


copy HOLDER! 


The line to be copied is 
directly above the line 
uide. No waste time in 
nding the place, 
chance of lines 
omitted or repeated, 


/ decreases typing costs 
increases production 


decreases errors 





\improves quality of work 


I 


HE New Standard Copy 

Holder holds the notebook 
or sheet copy just above the tvpe- 
writer carriage, in the stenogra- 
pher’s direct line of vision. Its 
simple, convenient spacing mech- 
anism brings the copy into sight, 
line by line, as it is transcribed. 


The copy, and the work in the typewriter, 
are not only in the same line of vision, but 
also at the same distance from the eyes. Thus 
there is not the constant changing of eye focus, 
and eye strain is eliminated. 


being 








The operator’s whole posture is one of ease, com- 
fort, and efficiency. Relief from fatigue allows 
her to maintain a uniform output each hour 
of the day, with a better quality of work, fewer 
errors, and consequently increased production. 


OPPORTUNITY FOR REPRESENTATIVES 


For nineteen years, Standard has successfully manu- 
factured and marketed an extensive line of mailing 
equipment—Stamp Affixers, Envelope Sealers, and 
Postal Permit Machines. Now with the addition of 


the new ry Sawn and other new machines being 
developed, Standard has many attractive opportunities 
for representatives. A brief description of these 
openings is given below. 


Field Supervisor 


An exceptional 95 shea is available for an experienced 
office appliance man o 

Supervisor. He must 
Agents and Salesmen, and willing to travel. 


sroven ability for the position of Field 
' capable of training and directing 


District Agents-Salesmen 





THE NEW STANDARD 
COPY HOLDER 


Copy can be moved either up or down, 
a line at a time or several lines at a 
time. Equally practical for notebook 
or sheet copy. 


The expansion of the line opens many attractive positions 
for additional District Agents in various parts of the country. 
Several Salesman positions are also available in established 
agencies. This offers a permanent connection in a rapidly- 
growing organization, with opportunities for advancement to 
those who can qualify. 


Dealers 


All Standard Machines are so simply and durably con- 
structed, so easy to operate, and require so little service that 
they can be handled very conveniently and profitably by Dealers. 
Standard machines are guaranteed and nationally advertised. 


Write for particulars 


STANDARD 
Mailing Machines GC ompany 


Revere Boulevard Everett, Mass. 
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For magazines, mer- 
chandise or window 
display cards. There's 
a satisfaction in its 
grip. The Champion 
hook has no equal, 
every hook is per- 
fect, each one thor- 
oughly inspected. 
Not built to fit a 
price but to last. 





Security pen and pencil 
holder is one of the neat- 
est and most practical 
holders ever devised. It 
lies close to the pen or 
pencil and is hardly no- 
ticeable. A good seller 
everywhere. 








Sta-Fast paper clip lies flat on 
the desk and will hold a great 
quantity of papers. It appeals 
to many because of its business- 
like appearance. It’s another 
lasting friend. 








Steelgrip is a perfect device for clasping sheets of paper. 
It slides on or off instantly and eliminates troublesome 
rubber bands or paper weights. Steelgrip has a host 
of friends, it has a lasting grip of friendship. 





Where Pennies Are 
More Important Than 
Dollars ~ 


Like the other fellow’s grass, some dealers 
are prone to feel that large sales are more 
important than the sale of small items— 
daily necessities. But they forget the time 
spent in selling these larger items, the 
money tied up in slow moving merchan- 
dise for months at a time. 


But items like pen, pencil, and paper clips 
turn over in great volume. No selling 
talk is required. The customer states 
what he wants and the profit is registered. 
No dickering or bargain hunting. 


Our new catalog illustrates and 
describes in detail the various 
items. Send for a copy today. 


L. D. VAN VALKENBURG COMPANY 


HOLYOKE, MASSACHUSETTS 
U.S.A. 
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(Illinois Booksellers and Stationers Meet—Continued from 
page 133.) 

of A. C. McClurg & Company of Chicago. The circulating 

library shows a net yearly profit and brings the dealer into 

personal contact with many merchandise buyers he other- 

wise would not meet 

Tom Emerson, sales manager of the Conklin Pen Com- 
pany, Toledo, Ohio, ably discussed the profitable side of 
the fountain pen business. Mr. Emerson intimated, how- 
ever, that stocks are too large. The dealers, he said, carry 
too many fountain pens. He cited several instances where 
overstock lines represented actual losses at the end of 
the year. Pens, he said, should be carefully purchased and 
displayed in the front part of the store. Only experienced 
pen salesmen should sell them—men who know the policies 
of the manufacturer. Mr. Emerson said that new devices, 
colors and other improvements all have their influence in 
moving the fountain pen stock, and with manufacturers 
constantly offering new products, the dealer need not fear 
long-time guarantees, nor should he add to his insurance 
policies unnecessary sums and thus pile up his overhead 
expenses. That new and staple numbers of a few lines 
supply the greatest net returns, was his conclusion. 

Paul B. Buckwalter, district sales manager of the Na- 
tional Blank Book Company, talked on the subject of 
Expense Control. Dealers and managers should know the 
cost of operating the businesss. The speaker converted 
the statistics published by the Harvard Bureau and adapted 
them to the stationer and bookseller, citing several cases 
where organizations were apparently operating at a profit, 
but were really operating at a loss. Every dollar spent 
is to be considered with the relation to its productive 
value. The speaker urged that good management become 
the basis of the working policy of each organization, for 
it pays a high return. The business of the evening session 
closed with the retail dealers’ meeting and the day’s pro- 
gram was concluded with dancing in the roof garden oi 
the hotel. 

Second Day’s Session 

In the morning question box discussions were taken up 
directly by Daniel S. Hansen, chairman of the office supply 
division, while Frank H. Garland, chairman of the book 
division, conducted the round table open discussion. 

Luncheon was again served in the roof garden for the 
men and at the Fort Armstrong hotel for the ladies, fol- 
lowed by a theater party. 

The business session was opened at 2:00 p. m. with an 
address by Charles P. Garvin, general manager of The 
National Stationers’ Association, Washington, D. C. He 
pointed out that failures in the stationery business are prac- 
tically negligible. Stationers were urged to develop this 
point of view and establish and maintain an attitude of 
prosperity. The stationer should not only cultivate his 
competitor, but also capitalize on such of his methods as 
are worthy of adoption. Build up a personality and a pride 
in your business, was the speaker’s conclusion. 

Followed then a discussion of new business and reports 
of the various committees. Frank Garland of Champaign, 
Ill., was elected delegate from the association to attend the 
American booksellers’ convention at Boston. 

The convention committee announced that the next 
annual meeting of the Illinois Booksellers and Stationers’ 
Association will be held at Springfield, IIL, in May, 1930. 

The nominating committee next presented their report 
and the nominees recommended were unanimously elected. 
Their names are given in the first part of this report. 

The Banquet 

The annual banquet took place in the Gold Room of 

the Le Claire hotel Dr. Rufus White, pastor of the 
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Quick 
Turnover! 





with 


REGAL 
REBUILT ROYALS 


Turnover on a banana peel is not profitable. On mer- 
chandise widely known and advertised it is. Such mer- 
chandise builds your business, increases your profit, and 
makes possible an increased number of repeat customers. 
This is a fundamental fact known by all successful 
merchants. 


The Regal-Reyal is being sold today by more than 80% of 
the responsible typewriter dealers and office equipment 
houses not only in the United States but in every country 
on the globe where typewriters are used. If you are now 
handling Regal-Royals you know this to be a fact. If you 
are not, write for our proposition. 


The Regal-Royal will give you a bigger turnover than you 
have ever had on any rebuilt typewriter—and what is im- 
portant to you, it is prestige building. 


Other makes of machines in select rough condition, ap- 
proximately 10,000, are carried by us in more than 80 stock 
depots in the United States. , 


Quick service, competitive prices—and most vitally im- 
portant of all to you, no competition by us. We do not 
sell to the user. Wholesale only. SUPPORT — NOT 
COMPETITION. 





REGAL TYPEWRITER Co., INc. 
524 Broadway 12-14 S. Jefferson St. 
NEW YORK CHICAGO 

Cable Address: Regaltype. N. Y. 
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Leadership Founded 
On Quality 





One grade key 
only—the best 


NKNOWN persons and un- 

known firms may _ take 
chances with their reputations, on 
the grounds that they have all to 
gain and nothing to lose. But a 
good reputation is something to 
be safeguarded and protected. 


If the plant and all of the 
machinery of the Munson Supply 
Company were destroyed, its most 
valuable asset would still remain 
—that is, its name. 


New machinery could be pur- 
chased and operations quickly re- 
sumed but it would take another 
period of many years to build a 
Munson reputation. 


That is why we are so particular 
to think of quality first when we 
produce Munson Typewriter 


Keys. 


Munson Supply Company 


The Largest Rubber Key Factory in the World 


348 Hudson Street NEW YORK 














People’s Liberal Church, Chicago, was a guest of honor 
and addressed the association at the request of President 
Fred Greenwood. 

President Greenwood extended on behalf of the asso- 
ciation sincere appreciation of the membership to those 
manufacturers who contributed so generously to the suc- 
cess of the convention. 

Valuable “on time” prizes were presented during the 
course of the dinner by the following manufacturers: a 
dozen golf balls, A. G. Spaulding & Company, Chicago; 
desk set, The Wahl Company; special boxed stationery, 
Eaton, Crane & Pike; silver pen, W. A. Sheaffer Pen Com- 
pany; special note book, National Blank Book Company: 
desk set, W. A. Sheaffer Pen Company; set of books auto- 
graphed by Edgar A. Guest, Reilly & Lee Company. 

Convention badges were presented by Hall Brothers, 
Kansas City, Mo. Souvenir programs were furnished by 
Rustcraft, Inc. Convention registration cards came from 
the P. F. Volland Company, and convention decorations 
were provided through the courtesy of the Dennison Man- 
ufacturing Company. 

Other souvenirs were presented by the following manu 
facturers: Autopoint pencils to each guest; A. W. Faber 
provided boxes of colored pencils; “match box-candle light- 
ers” were presented by The Buzza Company with the 
personal greetings of “Jim’’ Morrow; useful road maps were 
supplied by Rand-McNally Company. The Esterbrook 
Pen Company presented an envelope containing a box of 
pens, pen holders and clips. J. R. Hatfield of the A. L. 
Burt Company, extended his usual invitations to breakfast 

The ladies were given bouquets of flowers through the 
courtesy of the Irving-Pitt Manufacturing Company: a 
folder of sample papeteries from Eaton, Crane & Pike, and 
a box of bridge score sets from the Gibson Art Company. 

The registration showed 112 persons present. There 
were about forty dealers; fifty manufacturers or their rep- 
resentatives and twenty-two ladies. 


——— 


R. M. Devlin Moves Business to San Jose 


R. M. Devlin has established the Business Equipment 
Company at 154 South Second street, San Jose, Calif. He 
had been engaged in similar lines at Fresno, Calif., where 
he was located at 1929 Fresno street. The San Jose loca- 
tion is in a prosperous section of the state; a highly diversi- 
fied farming and industrial territory. Mr. Devlin is a 
Royal typewriter man “from the old days,” and had 
opportunity to become associated with C. E. F. Russ, man- 
ager at San Francisco for the Royal Typewriter Company, 
Inc. The new connection brings Mr. Devlin in touch also 
with W. E. Larson, Royal sales manager, with whom Mr. 
Devlin started originally in the Royal organization. San 
Jose offers agreeable living conditions for the Devlin family, 
which includes four children. They are but a few miles 
from seashore or forest, offering all the attractions of out- 
door life. 

In addition to the Royal typewriter, the Business Equip- 
ment Company also handles “Steelcase” business furniture, 
and other lines of office equipment and supplies. The 
Business Equipment Company is located in quarters occu- 
pied also by the G. O. E. C., and the Hillis-Murgotten 
Printing Company. 

a aa 


B. Greene Made Sales Manager for Denver Firm 

The Denver Sales Book Company, 1720 Arapahoe street, 
Denver, Colo., has placed B. Greene in charge of its sales 
department. Mr. Greene is now completing the work of 
reorganizing the sales staff whose efficiency has already 
shown an increase under his direction 
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SAFEST COURSE 


Day in and day out — this method 
keeps you posted on the vital facts 
and figures of your business 


HERE are times when it is favorable for a business 

to expand. There are times when it is often more 
prudent to retrench. Either course depends on vital facts 
and figures on which the operations of your business 
should always be based. 

If your figures are up-to-date, accurate decisions can be 
made... but when decisions are based on figures that are 
days and weeks behind your present status, the dangers 
of error and corresponding losses are increased. 

With Elliott-Fisher you know every day exactly where 
your business stood the day before—week in and week 
out, month in and month out. No guesswork or esti- 
mates. Elliott-Fisher posts all the essential figures for your 
guidance right up-to-date every day, and brings to your 
desk every morning at nine a simple, concise report. 


Elliott-Fisher 


Flat Surface Accounting-Writing Machines 


GENERAL OFFICE EQUIPMENT CORPORATION 


Division of Underwood Elliott Fisher Company 
342 Madison Avenue, New York City 
“Underwood, Elliott-Fisher, Sundstrand, Speed the World’s Business” 


Inventories, orders, sales billed, bank balances, ship- 
ments, accounts receivable and payable—all are posted 
every day and compared with the totals for the same 
day a week back, a month back, and a year back. 


Without adding a man to your payroll or in any way 
disturbing your present accounting routine, Elliott- 
Fisher summarizes every department’s performance 
into a single unified report. Hundreds of business firms 
that are distinguished by their efficient management use 
the Elliott-Fisher method of control. 

We have an interesting story to tell you. Your name 
and address on the coupon below will bring more 
complete information about 
Elliott-Fisher fact-finding 
machinery. 








General Office Equipment Corporation 
342 Madison Avenue, New York City 
Gentlemen: Kindly tell me how Elliott-Fisher can give me closer 
control of my business. 





Name 


Address 
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most of the salesmen of our firm have ordered a 
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think about 
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| MyFinane 
‘ 
; REVISED 
The letter reproduced below is ' 
from a manufacturing company 
rated AaAl in Dun’s, and dem- 
: onstrates how one sale makes — ; 
; ' 
} more. It suggests the opportuni- ra 
. . re 
} ties that are open to any station- Cowhide 06.28 | 
} ery salesman who will carry a i 
: Fabrikoid $4.75 ¢ 
sample copy of $My Finances$ 
with him as he makes his regular Complete } 
. ' 
calls. One copy sold into a large ; 
. . ’ 
office may bring in many more ' 
The Original Loose Leaf Personal Financial System ' 
orders. 
Read these voluntary opinions from men whose positions 
LUSTBERG NAST & Cco., INC. require their being authorities: 
Manufacturers of Shirts MR. C. N. STONE, VICE PRESIDENT OF BABSON'’S 
329 BROADWAY. NEW YORK CITY STATISTICAL ORGANIZATION, SAYS: 
“I am impressed with the value of your loose-leaf book for 
private records, which you call $My Finances$. In providing the 
Gentlemen :— public with this convenient method of recording personal finances 
you, are promoting efficiency 7: it is greatly needed and are 
: . performing a real service. My Finances$ is unmistakably a 
Some months ago I saw your ad in the Magazine quality product You seem to have worked excellence into 
Section of the New York Times. I bought this book every detail. 
thru our stationer. Since then, every executive and MR. J. R. SEDGWICK, OF THE BROOKMIRE ECO- 
NOMIC SERVICE, WRITES: 


“We wish to congratulate you on your financial record book 








book. entitled $My Finances$. There have been many financial books ; 
on the market from time to time but yours is the handiest, most ; 
easily operated and complete book of this kind that we have ' 
Last month the salesman of a concern with which ¢ver a ‘ 
we do business saw the book, and I believe every e wish you every success with it ' 
: : : s MR. JOHN G. JONES, DIRECTOR OF SALES AND 
one of the executives of this Piece Goods house pur ADVERTISING OF THE ALEXANDER HAMILTON 
chased a book thru our stationer. I cannot give you § INSTITUTE, SAYS: 
the name of this latter firm but I can tell you it is “I cannot let this opportunity go by without congratulating 
‘ : , : you upon the compactness, usefulness and simplicity of your 
' one whose annual business is approximately twenty- personal record book $MY FINANCESS. For years I have been 
’ name trying to get hold of such a book and not until yours was brought 
‘ five million dollars. to my attention did I get what I wanted. 
} “The loose-leaf form in which the book is bound is ideal and 
. the various records covering stocks, bonds, real estate, insurance. ‘ 
; As one advertiser to another, we thought you etc., are arranged so simply and the records are so easily kept on ' 
; would be interested in knowing how $My Finances$ hese various forms that your book is a real boon to the ' 
; : usy man 
made its advent into two very large firms. “Your summary of transactions is ideal and let me congrat- 
ulate you upon inventing a set of records that is practically 
Yours truly, oo ot e's When it o~ 4 - — up a tax statement the ' 
. information is concise and if records are properly kept it t 
(Signed) JOS. LINCOLN LUSTBERG. be absolutely correct.” es ee oe 
} ' 
; ' 
; It sells. Buyers are more than satisfied. Dealer profit is liberal { 
; Order sample copies and display matter if you have not yet dene so. ' 
; ' 
v = 7 ' 
} TRUSSELL MFG. CO., 23 to 29 Cottage St.,. POUGHKEEPSIE, N. Y. : 
i ' 
(e -<—— © 
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William H. Rice Takes a Long Business Trip 

William H. Rice of the Peerless Carbon & Ribbon Man- 
ufacturing Company, Inc., New York, N. Y., left the East 
on March 20 for an extensive business trip. Mr. Rice 
made his first calls in a number of cities in the Middle West 
and then South. He 
cities in Texas before crossing the Rocky Mountains to 
On his return 


swung down to the visited seven 
call on dealers in the Pacific Coast territory. 
trip he stopped at Salt Lake City and Denver and then 
went north up to Minneapolis and St. Paul. He paid a 
visit to Chicago before swinging around to the north and 
returning to New York City. 

Rice carried only one little item, 
It would seem hardly profitable to 


On this long trip Mr 
the “Solo” stamp pad. 
carry only one item on such an extended journey, yet Mr 
Rice found it worth all the time, effort and money expended. 

a 

Old Caligraph in Service for Thirty-nine Years 

On April 9, 1890, D. W. Kerr, a minister of Bloomsburg, 
that 





Penna., purchased a Caligraph typewriter in order 
he might continue with his writing in spite of the fact that 
he was afflicted with writer’s cramp. From the day it was 
purchased until January 1929, the machine was used contin- 
uously and the total repair cost amounted to only $1.30. 

In January, Rev. Kerr shipped the machine to the fac- 
tory of the American Writing Machine Company, Newark, 
N. J., A short time later he acknowledged 


the return of the refurbished veteran by saying in a letter 


for overhauling. 


addressed to the American Writing Machine Company: 
“Following its first vacation in thirty-nine years, our old 
Caligraph returned safely Saturday afternoon, looking like 
new and ready to begin its fortieth year of faithful service, 
the promise and prospect of more years of 


with many 


hard work.” 











IN THE WINDOW 
MILWAUKEE, 
assistance of suggestions from the American 


DISPLAY OF 

OF THE H. H 

Wwisc With the 

Clip Company, Long Island City, N. Y., this successful display 

was prepared to exemplify the “‘Acco” slogan, ‘“‘Bound papers 
are always safe papers.” 


“ACCO”" MERCHANDISE 
WEST COMPANY STORE, 








King Cooper Steps Up 


King Cooper, of the Remington-Rand organization has 


been promoted to be regional manager of the Los Angeles 


district 3efore taking charge of the Los Angeles activi- 


ties, Mr. Cooper had been Safe-Cabinet specialist in Zone 7, 


which comprises the Pacific coast, with headquarters at 


San Francisco. 


Remington Rand Business 
California and the entire 


makes 


The Los Angeles region of 
Inc., takes in 
Arizona. Mr. 


Service southern 


state of Cooper headquarters at 


1200 South Grand avenue, Los Angeles. 
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An Envelope in View 
Is Worth Two 
Out of Sight 





Use a FiberstoK Salesmaker 


A complete line of fine envelopes at hand 
for the inspection of customers waiting 
around during the busy hours. These con- 
ditions bring concrete results. And the 
FiberstoK Salesmaker is the means to these 
successful sales. It not only displays but 
also names, describes and prices the com- 
plete line of high quality FiberstoK en- 
velopes. And its many sales bring gener- 
ous FiberstoK profits. Over 700 stationer 
users are proof of its profit building 
results. 


FiberstoK quality, too, is valuable to you 
for making more than just the first sale. 
The service these envelopes give will guar- 
antee you many easy repeat sales. 


Write to us for our generous proposition 
on this cabinet. For awhile the outfit com- 
plete may be had for less than cost of the 
envelopes alone. The two cent stamp you 
use will be worth many dollars to you. 


National FiberstoK Envelope Co. 
427-447 Moyer St. Philadelphia, Pa. 
New York Office—150 Nassau Street 
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EXPERIENCE 


Back of the Products of | 
FIRSTIN 


761 AAW 925 29 


<= Ge) "CAS CASTELL” 


WA Makery ofthe AV 
WORLD ~ RENOWNED 


PENCILS 


Ever y Degree Of Hardness 


| 
LUMBERMEN | 
Ol CARPENTERS | 
STONE CUTTERS | 
DRAFTSMEN | 
COLORED CHECKING | 
—-COPYING — | 

















STENOGRAPHERS a 


POLYCHROMOS PENCILS 
IN 64 COLORS 


Unsurpassed For Purity, Smoothness | 
Durability and Grading 
Dealers Should Never Be Without Them 


A.W. FABER 


WAY NEWARK, NEWJERSEY VAY 


Pace W. FABER 

Pracscen ERASERS 

For Pencil, Ink or Typewrit—- 

ing Erasures-School or Com- 
mercial Uses Special Numbers | 


Adapted To Every Type of Work. 
















E. A. Filene Urges Buying Chains for Independent 
Retail Merchants 

At a meeting of the Merchants Division of the Hartford 
Chamber of Commerce, held April 24, 1929, in the Hotel 
Bond, Hartford, Conn., Edward A. Filene, Boston mer- 
chant and economist, said that individual merchants can 
survive the rapidly increasing chain store competition only 
through immediate and determined co-operation in the 
forming of buying pools and central management organi- 
zations. The meeting of the Merchants Division, at which 
470 persons were present, was staged under the direction 
of its general chairman, Gustave Fischer, a prominent com- 
mercial stationer in Hartford. 

“Haste is imperative, else the individual storekeeper who 
stands proudly by his private opinions rather than accept 
the facts supplied by research, is doomed,” said Mr. Filene, 
according to a report of his address that appeared in the 
Hartford Courant of April 25. “Mass production has 
come to stay. Soon it will dominate all production. For 
mass production produces consumers as well as products, 
through paying high wages and selling at low prices.” 

Mr. Filene indicated that the great total profit in mass 
production comes from the large volume of sales and this 
volume can be obtained only by keeping the prices low 
through low costs and low profits per article. Because 
mass production must sell cheaply, it cannot tolerate 
wastes in distribution which add greatly to the final selling 
prices and therefore limit the market. It is in the reduc- 
tion of the cost of distribution that the independent re- 
tailer has not kept step and the only way to make these 
reductions is to adopt the methods of the chain stores, 
which are organized for mass distribution. 

“Independent merchants can form themselves into as- 
sociations which will perform of the functions of the pres- 
ent chains, and still retain their individual ownership and 
management,” Mr. Filene declared. “With the individual 
ownership they can meet the chains at their weakest point, 
for the average chain store manager is not as resourceful 
nor does he have the same personal interest in his business 
as the individual merchant. The personal element is still 
a tremendous factor in retailing and a dependable asset to 
the individual merchant in his fight against the chain 
stores.” 

As an example of an association of independent whole- 
salers and retailers who are successfully competing with 
the chains at the present, Mr. Filene mentioned the Inde- 
pendent Grocers’ Association, an organization of fifty-two 
wholesalers—with warehouses in 114 cities of twenty-six 
states—serving 10,000 retailers. By co-operation in buy- 
ing pools and in central merchandising service, costs have 
been cut and sales greatly increased. 

Quoting from a recent compilation of associations of in- 
dependent stores, Mr. Filene said that more than 55,000 
independent retail stores are now co-operating in group 
buying and selling organizations, and those store are, for 
the most part, successfully meeting chain competition. 
There are more than 375 such “voluntary chain organiza- 
tions” with 55,000 stores, as compared with 800 chain or- 
ganizations with 60,000 stores. 

eienaliiliniaieeins 
Barkley Folder Business Increases Space 

The C. L. Barkley Company, formerly at 655 South 
Wells street, Chicago, has moved to 517 South Jefferson 
street. In the change the company expanded about fifty 
per cent in floor area, and secures far better working con- 
ditions. The new plant on the west side has excellent 
illumination and ventilation, and the form of the space 
occupied conduces to easier and faster production. Several 
new machines were installed to speed up the manufacture 
of file folders. 
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The United States Bureau of Standards says: 


ciency of production, distribution and consumption. These ends are ac- 
complished by voluntarily limiting varieties of stock items to those for 
which there is a constant demand..... * 


MODERN TREND IN MERCHANDISING AS 
APPLIED TO THE STATIONERY BUSINESS 
Simplification, made imperative during the war’s white heat, started a great fun- 


damental management development that has left its lasting and practical benefits on 


practically every business today. 


Exactly what the great automobile, tire, and industrial concerns have done, the 
F'. S. Webster Company is today doing for the retail stationer. These dealer benefits 
are —eliminating waste; smaller inventories that are complete but active; speeding up 
turnover on less capital; cutting out duplicate items; smaller floor space; quicker deliv- 
eries; a better and more comprehensive service to consumers. 


HOW YOU CAN HAVE A BETTER TYPE- 
WRITING SUPPLY DEPARTMENT AND 
SAVE MONEY - : . . : . 


The success you make in business depends chiefly on two factors your ability to 
give better service to your customers, and make a larger net profit. 


That's exactly what this Simplified Webster Plan will do. Simplification of a com- 
pact, complete line of carbon papers and typewriter ribbons into ONE LINE that com- 
prises three price fields—here is a long-needed innovation that stationers from Bangor 


to San Diego have been waiting for. 


What does it profit a retailer to have a heterogeneous stock that is large but never 
complete, and still be compelled to say to his customers, “I’m out of that weight; I 
haven't got that grade; ve got a brand that’s just as good, etc.” Near sales don’t count, 


Whatever your customers’ needs, you can satisfy them completely and economi- 
cally with these Webster numbers, The large metropolitan stationers will carry all three 
brands to meet the demands for all three price ranges. Two price ranges may take care 
of the smaller dealer’s needs. We are not urging large stocks— but we do say that these 
three Webster price ranges offer a complete stock that will satisfy every need of your 
customers, and, in addition, simplify your buying, simplify your stock control, and 


give better service to your customers. 


Simplify your stock by all means. But simplify the Webster Way— because Webster 
products are best known through forty years of continuous national advertising to 
consumers—your customers. Read the next three pages for further details of this far- 
reaching Webster Simplification Plan. 


F.S. WEBSTER COMPANY 








STANDARDIZATION 


THE F. S. WEBSTER COMPANY OFFERS A 
COMPACT COMPLETE LINE OF CARBON 
PAPERS IN 3 PRICE FIELDS - . 


[t is characteristic of the American public to stick to a brand once that brand has 
become known through advertising, and that brand has been tested and found to pos- 
sess superior merit. 

Because MultiKopy Papers, and Star Brand Ribbons, are the world’s best known 
names in the typewriter supply field, and have a legion of customers who will use no 
other makes—what can be more logical than to stabi- 
lize and standardize your carbon paper and ribbon 
business under the protection of the Webster Simpli- 
fied Plan? It’s simple. It saves money. You really have 
in greatest compactness ONE LINE that satisfiesevery 
price situation—one line that is always complete. 





I. MULTIKOPY: The world’s top-notch carbon paper: 


absolutely supreme quality; advertised for 40 years; cus- 







tom-built; A Kind for Every Purpose”; a builder of good will 






and profits. All colors, finishes and weights. Winner No. 1. 






Il. STAR-DEFENDER: For the middle-price field: rep- 


resents utmost value possible for the price; full line of 







colors and weights. Winner No. 2. 






iil. BATTLESHIP: An extremely well-made low-price 


tissue; will wear well and give good satisfaction. All standard 







colors and weights. Winner No. 3. 
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SIMPLIFICATION 


OUR AIM IS TO MAKE THE WEBSTER 
FRANCHISE MORE VALUABLE TO THE 
DEALER EVERY YEAR =- - - - 





Our growth is dependent upon the great army of retailers— 
the bulwark of the country’s merchants from coast to coast. 

Always alert to help the retail stationer,—as evidenced by 
years of constructive national advertising to bring customers into 
your store; a complete unit of Store and Window Sales Helps; 


free direct-by-mail material, ete..—we now offer the greatest step 





forward ever—a practical, Simplified Plan which means Better 


Service and More Profits. This is a real PLUS 


value: why not make it work for you? 


THE F.S. WEBSTER COMPANY OFFERS A 
COMPACT COMPLETE LINE OF TYPE- 
WRITER RIBBONS IN 3 PRICE FIELDS 





I. STAR: America’s first ribbon; Il. OK: NextbestribbontoStar; Il. HUB: Forthose who want to 


the world’s leader since 1889; the |medium-priced; made of fine pay a low price; a long wearing, 
supreme quality; “A Kind for grade imported cloth; guaran- good waaline ribbon; unusual 
Every Purpose”; complete line of teed to give complete satisfaction; value br the money; standard 
colors jo combinations for all standard colors and combinations. colors. Winner No. 3. 


machines. Winner No. 1. Winner No. 2. 


odd 
















THESE WEBSTER DEALER HELPS CASH 
IN ON WEBSTER ADVERTISING - . 


Forty Years of Continuous Advertising in Leading National 
Magazines Have Kept i ebster Dailies at the Top 


1 & 
Star -Brane Wp ini KoPry 


‘ype W riter 
Ribbons on Paper 








* Bw 
2 Bee 


The Earbon Paper 
That Gives 
Satisfaction 











WE ARE HELPING THE DEALER MORE 
THAN EVER BEFORE 


Window Displays are the best means of localizing the power of nation- 
al advertising. Thousands of Webster dealers know the profits that come 
from properly designed Webster windows. To help you we have a Standard 
W indow Display complete with beautiful Show Cards, Boxes, Cartons and 
Sheets. It will pay you to use it. Will you send for it? 

Newspaper Electros: We offer a full line of newspaper cuts in various 
sizes— already for your local signature. Also electros of boxes and trade 
names for newspaper, direct-by-mail, or catalog use. Send for free electro 
sheet. 

Sales letters and moving picture slides also furnished. In short, the 
active backing of the largest selling organization is yeurs to command in 
any or all of its phases. Our help in assisting you to get more business is no 
gesture— it’s real practical cooperation. Let’s do “a sa together. 


F.S. WEBSTER COMPANY, INC. 


332-342 CONGRESS STREET, BOSTON 


Branch Warehouses: 
CHICAGO + NEW YORK + PITTSBURGH * SAN FRANCISCO * PHILADELPHIA + MILAN - PARIS * LONDON 
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AND PRICE MARKERS 


SIGN PRINTERS 


Thru the practical experience 
gained in over forty years of manu- 
facturing, Hellesoe now offers a 
complete line of sign, show and 
price card printing outfits: 


THE MARKIT PRINTER for 
quick, economical printing of at- 
tractive tickets, numbering of bins, 
boxes, shelves, etc. Holders can be 
fastened to any article or surface: 
wood, glass, tin, paper, etc., by a 
lasting adhesive material fur- 
nished. Made in two sizes with all 
the materials for immediate use. 
(See convenient holder illus- 
trated.) 


THE COLUMBIA SIGN AND 
SHOW CARD PRINTER, the 


"TICKET 


i REY Ul PRINTER 











A BC of sign making, producing a 
clean-cut, neat and presentable 
sign quickly and economically. 
The outfit comes complete ready 
for service. 


THE OUTLINE SIGN 
PRINTER makes attractive signs, 
show cards, notices, announce- 
ments, price tickets, bulletins, 
numbers and charts. This complete 
outfit contains two sizes of alpha- 
bets and three sizes of figures, pad, 
ink, red and black water colors, 
brushes for filling in and rule and 
gauge in wooden box. 


These articles can be used to ad- 
vantage in practically every busi- 
ness. Send for complete informa- 
tion, prices and discounts. 


2446 Ainslie Street 
CHICAGO, ILL. 


HANS H. HELLESOE 











PREMIER 
Picture and Word 
Stamps 


The initial announcement and 
introduction of this new 
HELLESOE item has brought 
instant response from schools 
all over the country. The Pre- 
mier Picture and Word Stamp 
Outfit with 28 picture stamps 
and 28 corresponding word 
stamps complete with an ink 
pad all packed in a substantial 








paper box is a popular seller. 
Be the first to introduce it to 
the schools in your territory. 





= | 


{ 
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Contribution to 


Business Progeealay 


] PON the foundation of Addressograph ed efficiency in every walk of re" 
pioneering has grown thegreatestinstitu- industrial and social life. 


tion of its kind in the world. The Address- The hundreds of combinations of Addresso- 
ograph is a powerful factor in the vast graph machines, and their uses, are the result 
machinery of today’s business. From a_ of years of study and investigation to meet 
mere addressing machine of thirty-five years every requirement of business for economi- 
ago, the Addressograph has become indis- cal name and data writing. 

pensable to thousands upon thousands of = 
business concerns as the speedy, accurate, 
economical] means of imprinting, listing and ad- 
dressing business forms and communications. 


Quality has always been inbuilt in every 
Addressograph product. Through a third 
of a century of continuous growth, the Ad- 
dressograph Company has rigidly maintained 
Through meritorious service alone, Address- standards of manufacture and business prac- 
ograph has been able to parallel and con- tice, that have gained the confidence of world 



































tribute to the greatness of wide business. This confidence 
modern business. Counties || Practically every known line of is expressed in the recogni- 
become neighborhoods for | ween Meh oy ws vem ncbnm poh tion of the Addressograph 
the merchants who can speed | ae ee sie Company as a vital factor in 
their well-timed sales messages ! MeRen ne sae DEE business efficiency. 
through the mail. Corpora- Private Sravice Trapes 
Senge deuce. | fe | or 
ate the costly mistakes and | Bas axo Trust Companres users, representing over three 
the needless overhead expense || srr County, Munteirai) thousand lines of business and 
of hand-written namesinevery | Insunance Companies non-commercial activities. 
department of their business. |} Ramsoaps anv Sreausiir Compantes I bus; 

| Lavvenses awe Chmaness n every business, large or 
From the byways of the na- | ee small, where quick, accurate 
tion to the highways of world | | Sane reproduction or recording of 
trade, the Addressograph i Cupane Siasneem names and data is important, 
fighting the battle for greater | ne ee there is need for Addresso- 
speed, lower costs and increas- L— graph equipment. 


Sales and service agencies in the principal cities of the world 


AppressocrapH Company, 903 W. Van Buren St., Chicago 
Canada: Toronto, Vancouver, Montreal. European head office and factory: London, England. 
Manufacturers of Grapbotype Addressograph Dupligraph Cardograph 


apyright Addressograph Co, 


Va Calabqerst-\elase=) 


PRINTS FROM TYPE 


MORE THAN AN 
ADDRESSING MACHINE 











yonnt 
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KEEP YOUR BLOTTERS 





FRESH AND CLEAN 





Soiled blotters eat into profit—may actu- 
ally cause a loss. 


But clean, fresh and well displayed 
blotters are worth while. And display is 
important from a selling angle. 


Wrenn display cabinets (made by the 
General Fireprooing Company of 
Youngstown, Ohio) sell blotters. Because 
they display the blotters in their various 
colors and keep them fresh and clean. 


Special Introductory Offer 


You can secure one of these fine display 
cabinets with little expense. Just ask us 
about our introductory offer and full de- 
tails will be sent promptly. 











THE WRENN PAPER COMPANY 


MIDDLETOWN, OHIO 











Irving-Pitt Operates Traveling Business Show 

Last winter the Irving-Pitt Manufacturing Company, 
Kansas City, Mo., inaugurated a traveling business show, 
an innovation that has proved an effective means of getting 
“I-P” products before the business public. The show has 
been so successful in the several large cities in which it 
has already been held, that it has been made a permanent 
feature of the Irving-Pitt sales program. 

No attempt to sell is made at the displays. The coming 
of the show is heralded by advertising literature sent to the 
mailing lists of Irving-Pitt dealers in the city or territory. 

















DISPLAY OF THE IRVING-PITT TRAVELING SHOW 
IN THE HOLLENDEN HOTEL, CLEVELAND, OHIO 
A few days before the actual opening, invitations are mailed 
with admission cards enclosed. 

The displays are so arranged that guests see first, minute 
books in which the original organization of a business is 
recorded, then records for the purchase and receipt of 
stock, the stock ledger, order blanks, and so on through 
the complete range of accounting procedure In this way 
the entire Irving-Pitt line is exhibited to interested busi 
ness men. 

The men from the Irving-Pitt home office who are in 
charge of the displays are assisted in their work by the 
“I-P” dealers in the territory in which the shows are held 
Although nothing is sold at the exhibits, they have proved 
stimulating to the sales of the dealers in every instance 

- a — 
Addressograph Contesters Beat Record 

Sales of the Addressograph Company in April were dedi 
cated to J. E. Rogers, president of the company. In com- 
pliment to the chief the organization turned in sales totaling 
142 per cent of quota, which is ten per cent greater than 
the highest previous month. Mr. Rogers was in London 
when the outcome of the month’s efforts was determined, 
so a cablegram announced the “record-busting” to him. 
H. G. Avery, Philadelphia. and G. Biesinger, New York, 
elected themselves to the Addressograph Hundred Club in 
their earnest efforts to help break the record 

This contest is recorded in the language of the stock 
exchange, branches and individuals announcing ticker style 
their dividends and extra dividends. 

Bae 

Western Stationery Company at Long Beach 

The Western Stationery Company, 244 East First street. 
Long Beach, Calif., is conducted by Louis Goldsmith, sole 
owner. He had been manager and major owner of this 
business when it was operated as a part of the Western 
Office Utilities chain. Mr. Goldsmith had no connection 
with the parent organization, as the Long Beach store was 
incorporated separately. 


— 
La Hatte Joins Burroughs 
James LaHatte, secretary of the John Harland Printing 
and Stationery company, has resigned to accept a position 
with the Atlanta branch of the Burroughs Adding Machine 
company. Mr. LaHatte was associated with John Harland 
in the formation of the company and is well known 


throughout the country | H.R 
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FIBRES! Photomi- 
crograph showing the 
finely matted fibres 
which compose Im- 
proved Columbian 
Clasp stock. The mi- 
croscope is only one of 
the many precise 
insiruments 
whose scrutiny 
this stock must 


pass. 
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Called 


SEVEN REASONS WHY THE 


IMPROVED COLUMBIAN CLASP 
ENVELOPE IS THE STANDARD 


x 


. Made from extremely tough, flexible 


stock. 


. “Scotch seams’’—they never give. 


. Clasp of malleable metal that resists 


breaking. 


. Clasp anchored to envelope at all points 


through double thickness of paper. 


- Hole in flap patch-reinforced with fibre- 


tough patch. Lines up with clasp every 
time. Inspection at factory makes cer- 
tain of this. 


Identified by name “Improved Colum- 
bian Clasp,” and size number printed 
on lower flap of each envelope. 


. Thirty-two stock sizes to fit practically 


any job without making to order. 


“ScoTCcH” 


THEY DONT GIVE 


HE way the seams of the Improved Columbian Clasp Envelope 
fo together for dear life is anything but a joke—Scotch or 
otherwise. 

Your customer can tear the tough stock from which the en- 
velope is made, before the seams will part. Which means that 
shocks and blows and strains can’t make these envelopes gape 
open and spill their contents. 

Further strength is added by the clasp, which bends easily but 
refuses to break easily—and by the flap-hole, which has the tough 
character of a knot-hole. 

All these things together go to make the Improved Columbian 
Clasp Envelope the standard of mailing envelopes. 

Your paper wholesaler can supply you with the Improved 
Columbian Clasp Envelope in 32 stock sizes that fit practically 
any mailing job. 

UNITED STATES ENVELOPE 


The world’s largest manufacturers of envelopes 
SPRINGFIELD, MASSACHUSETTS 
With thirteen manufacturing divisions covering the country 


COMPANY 


Improved 


COLUMBIAN CLASP ENVELOPES. 
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Kingston House Changes Ownership 
Forsyth & Davis, Inc., Kingston, N. Y., has passed into 
the control of William Davis, who bought the holdings of 
Mrs. Forsyth. Her husband passed away some twenty 


years ago, and she has continued her interest in the sta- 
ee“ ; ese tionery and book business, and also an automobile agency. 
Mrs. Forsyth is past four score, and the management of 


the business has devolved upon Mr. Davis. Accordingly 








the business has been restricted to one which could be 


handled from an office, which occupies an upper floor space 
over the garage. 


The business was established about eighty years ago by 





Frank S. Wyncoop. After his demise the business was 

’ . ° bought by John Forsyth and Robert Wilson, who con- 
There sa Difference mn ducted it as a partnership over twenty-two years. Later the 
Stencil Duplicators firm became Forsyth & Davis, the latter having entered the 
business as a bookkeeper and salesman It was incor- 


oO PE, porated in 1917 as Forsyth & Davis, Inc., with Mr. Davis as 
i T £L active Manager. 
STENCIL DUPLICATOR 


Has Six Exclusive Improvements Over 
Any Other Duplicator 














1 r? ig simple adjust 4 The automatic Rotospeed 
. ' position of the * impression roll requires 
ne an be instantly no adjustment. The pres- 
inged ft any desired sure is always exactly 
n the sheet right for printing an 
‘ e sten has beer even, legible copy regard- 
LpT it the machine less of the thickness of 
paper that is used 
2 Ir t 1 r | sheet 
ea attached to smal 5 One verfectly printed 
hooks without the use of ® copy is produced with 
tools No looses parts car EACH forward turn of 
lost the handle 
lhe nor orrodine ecvilir The semi-automatic feed 
3. ler has dgep grooves on 6. ing device insures square 
e sides to prevent the printing, accurate regis- 
pre line of ink It is tration and high speed of 
‘ | ‘ n operatio 
, —— SHOW WINDOW OF GROVER BROTHERS, NEWARK, N. J 


CONTAINING A DISPLAY OF OXFORD FILING SUPPLIES 











This machine, THAT WAS KEPT INTACT FOR THREE WEEKS.—This en- 
without ee nema terprising firm collaborated with the Oxford Filing Supply Com- 
| ary pany, Brooklyn, N. Y., in the preparation this display whose 

keynote is simplicity, an effect difficult to obtain with such 





thing handwritten, 
typewritten, drawn 
or ruled 


diversified products as filing supplies. The general color scheme 

was shadings of dark and light blue, matching the colors used 

on Oxford box labels, set off with dashes of peacock yellow in 

appropriate places Although the usual schedule for window 

displays in the Grover Brothers’ store is one week, this Oxford 

display was maintained for three weeks, an evidence of its 
pulling power 




















“Al” Williams Appointed Guild General Manager 


A. W. (Al) Williams has become associated with the 


TE CIL Stationers’ Guild of America as general manager. He 
NO-WAX S N S will maintain headquarters with the other Guild offices in 
, . the Pennsylvania building, Philadelphia, but he plans to 
Bi 0, ee eee See SS spend a large part of his time visiting members of the 
STENCIL. Those accustomed to the frail and 
perishable nature of ordinary stencils will be glad 
to learn that there is now available a stencil which 


Guild to assist their organizations in sales promotional 


work. 
For the past two years Mr. Williams has been connected 


may be handled like common typewriter paper and with the Boorum & Pease Company as New York man- 
which is unaffected by heat.’ ROTOSPEED INKS ager. Previously he had been sales manager for the 
7 gc Pre gt especially for use with Eberhard Faber Pencil Company for several years. Mr. 
the NO } Ss ~N¢ S. eones . . : : 
Williams is well fitted to carry on successfully the work 
. he 1 ndertaking 
Dealer Opportunity tienda aang 
Rotospeed’s merchandising plan through dealers is a 
most interesting one, particulars of which will be sent on . ° 
request te tecriteries Ret already clesed. Just mail your Brady Appointed Royal Manager in Atlanta 
eareae oe Booklet A-20 for full information and sam- M. L. Brady was recently made manager of the Royal 


Typewriter Company branch in Atlanta, Ga. Mr. Brady 


has been prominently identified with the typewriter busi- 
ness in Georgia for a number of years. He was formerly 
manager of the Atlanta branch of the Underwood Type- 


ROTOSPEED Co, | 2a 


DAYTON, OHIO Your spare time is the acid test of your character.— 


Bramwords (The Bramwood Press) 
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IMPORTANT MESSAGE — 


to Every LIBERTY Storage Files Distributor ¢ 





i . BasiLe 
By FRANS «ak & Trust Co 
Officers Corns. LA 
y purchasind “New Orleans ; mind, 
/ st im 
The ime iden forem® to 1923, shortly Size No. 2- 
re 


: e for Cancelled Checks, Bank Drafts 
g for th and similar papers. 


t ce\ 
nal Bs ‘high was .- it eae poate ; Supreme 
Cane’ it in which we in the N THE 12 MONTHS just ended six aie 
tiseme afer Boxe by @ bank : in Con- 
Liberty Transie’ cing used by of the leading LIBERTY Storage siomhadnnn 
stance, they were ai @ Files distributors registered sales anil 
A. the East. all intere: t\ increases of from 79.2% to more than a 
A | nasty, we ents for oY of Econ- 
} primar!) ‘¢ dollars and ¢ , me foree- 160%. The record of one central west ae 
_ ) . ¥ . : . , 
the saving chat ‘ what str vertisement- distributor shows that sales increased omy 
B bank al a ad this * consider 10° last year at retail values, over $16,000, 
fully WC” ener things tow. ease, 284 | proving our claim that the LIBERTY 
here were ° 1c & storage _ : . 
There box which 15  * Jot of 100 age Line is not only a fast seller but a good 
} in this 4 an order wa the details ° profit maker. LIBERTY distributors 
1 place ro into : a finite , . 
that 1 meh ve making @ O° who, during the past 12 months, have 
| it construction, DelOre - in MY aoe given LIBERTY Files a fair chance, and 
; . ye, 
on toward ys eases were peor who have taken advantage of our coop- 
1 i) ’ , . 
 y found that Sia, in my = re-\ eration, have found sales growing at a 
well-constructt and would meet | surprising rate. Ever since LIBERTY 
A were ae. storage Purp y record Files have been on the market, each year 
quiremens re 4 all paper 1 page BOXES has set a new and far higher sales record. 
I trans ygated Sto x all 
these ©° : my soem. 
A yoom to ack into ™- indefinite . . . : 
and prought This gave me an Are YOU Passing L p These 
j ; ses- 7 7 
Last empty rr current WO os in New : , 
Year supply onal Bank has 23 ae storage Larger Sales and Profits? 
C« , The an using : . 
ter Uses = nths, a . 
160 Orleans and = 4 office for six “er sed There are two reasons why LIBERTY 
a es at our De h a supply OP ,. to Files are far outdistancing competitors 
ncrease box prane all records 
oy Gal A 1 sent — foe transfer * rooms are and why they are more profitable to 
in Sales A structed t = their Tee ooh clean an handle. First, users prefer these storage 
— -_, and the records P files. Patented advantages actually do 
P “ y Tr y - . 
pets woah \ apes constructed to we make these files better. Second, LIB 
vantage of pushing ff" Our shelving » on wee ERTY Files are backed by a sound grow- 
LIBERTY Files is WP. 1, case. the other “>, ) ing organization, and by consistent and 
that customers are a sing x upon without es l > 2 i N i isi 
ood ae ot stack one pox dow yearly increasing National advertising. 
apd therefore they | — can tak Ont nett sai We also give each distributor full and 
usteces. Pemcend =f vnterrupting, te hese transfer = ar.\ direct cooperation. You are invited to 
sent ct began te ) By ehanginé over $900 the po som make use of this cooperation during the 
when they were the bank we to being ® - of my } next 12 months to increase your sales 
first introduced, n additions requirements ks | and profits. Why not ask us about our 
ten years ago, are ting the red ur file eler , 
still satisfied users. A and mee are light and 0 cooperative selling plan? 
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RAND MSNALLY BUILDING ~~ CHICAGO, ILL. 
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Sheaffer outsells all 
‘This Sheatfer Pen 


What does 11 


fit the dealer. For 16 years Sheaffer has in 
troduced practically every important innova 
tion. These swelled Sheaffer dealers’ profits 


ERE is a straightforward message of im- 
portance to every retail merchant in 
whose mind the uppermost thoughts are 





profit and progress, now and in the future. 


Consider: Since Sheaffer began 
making, pens the pen industry 
has ,rown ten-fold, and Sheaffer 
has Brown eight times faster 
than the industry. For three con- 
secutive years Sheaffer's volume 
and earnings have surpassed all 
others. 


Here, then, is a field full of 
profit for dealers, and Sheaffer 
is its leader. But what does that 
mean to you? 


Sheaffer Dealers 
Profit Most 


Sheaffer leadership means that 
Sheaffer dealers PROFIT MORE 





and benefited the pen industry generally, 


Note that each innove- 
tion Rave dealers mor 
sales ammunition, in 


Which do 


Unsurpassed dealer policies, 
or somethin , less 


? | 


22 times as much advertis- 
ing, per dealer, or the 
usual amount 


? | 


propel-repel- expel 


Read Shea 


you want ? 


pencil. 


ffer’s offer! | 











3. Screw Ca 


than dealers handling other lines, and that ex- 4, Reservoir Feed. 
clusive Sheaffer dealers make the preatest pos- S Dawes Bes Bile 
sible profit afforded by this branch of retailing. 
Surely it will pay you to handle Sheaffer's ex- 6. Unbreakable Barrel. 
clusively, if the aZency can be had. Investigate! 7. The Lifetime Pen. 

8. Jade Green Color. 

The Dealer Attitude 9. Desk Set Idea. 

The fundamental reason for Sheaffer leader- 10. Black and Pearl Color. 


ship is that the Sheaffer Company is dealer- 


minded. The Company is committed to a policy 
of progress and every move is shaped to bene- 12. 


11. 


Trophy Desk Sets. 


creased volume and 
unit profits and gave 
customers irresistible 
buying, reasons. 


Sheaffer 


Contributions 


1. The quality-priced 
pencil idea, and the 


2. The Lifetime Nib. 


ps. 


BALANCE—in Pens and Pencils. 
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others in America 


Leadership - - . 
mean to me?” 


Can These Policies Be Matched? 





HEAFFER, atthesametime, blazed 
a Whichdo you want? 
policies, which strengthened deal- | The lendieh: pau hb, on 
ers’ positions, built their business a secondary line 
and increased their profits: ? 


A policy of Progress that 
wins the cream of the 
business and builds more 
business, or a policy that 


trails behind 
? 


1. Sheaffer makes the fine merchandise of 
the industry. 


tr 


. Operates no retail stores and sells no 
mail order or premium houses. 

3. Reduces no discounts “to pay for ad- 

vertisin..”” 


Compare all others with 
Sheaffer's! 


4, Offers a definite juarantee. 


. Restricts number of outlets, to insure 
good volume for each dealer. 


Ww 











6. Sells 100 percentthrough dealers, or mails 
full profit check to proper dealer on all direct sales. 


. Meets every writin,need, yet has minimum line, sodealer 
does maximum business on sharply reduced inventory. 


8. Invests TWO AND ONE-HALF TIMES AS MUCH 
PER DEALER IN ADVERTISING as any other. Identify the 


Lifetime” pen by 
this white dot 


—l 





9. Protects earnest dealers by ceasing, shipment to vio- 
lators of established price. 


Can any other manufacturer check on every one of these 
policies? Couldn't you thrive with such a line exclusively, 
backed bysuch a company? Is it any wonder that Sheaffer 
leads, and Sheaffer exclusive dealers profit most? Why not 
determine NOW to sell Sheaffer exclusively and so win 
all possible profit and business-building, advantages that 
the pen industry can offer you! We welcome your inquiry. 


The largest selling pen in America is Sheaffer's 
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W. A. Sheaffer Pen Co., Fort Madison, Iowa. 


9 
S H EAF F E ! INQUIRY FORM for INTERESTED MERCHANTS 








PENS -PENCILS-DESK SETS-SKRIP Gentlemen: Tell me all about Sheaffer Merchandise and the Exclusive 
W. A. SHEAFFER PEN COMPANY - FORT MADISON, IOWA, U.S.A. Sheaffer Franchise; please have your representative call on me. 
New York - - + Chicago - - + San Francisco My Name 
W. A. Sheaffer Pen Co. of Canada, Ltd. - 169-173 Fleet Street—Toronto, Ont. rite 
Wellington, N. Z. - Sydney, Australia - 199 Regent Street—London Address and City. 








OReg. U.S. Pat. OF 
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An Important 


Department of the 
Stationer’s Business 


While it is true that there is exceedingly keen 
competition in the manufacture and sale of 
typewriter ribbons and carbon papers, it is 
also true that commercial stationers must 
handle these items in order to give their trade 
a complete service. And the fact that com- 
petition is keen, is an indication that users 
generally are getting a high degree of service 
in this line. 

Selling typewriter supplies is not a matter 
of adjusting your price-list below that of your 
competitor, abusing his policies or maligning 
his judgment. It is just the simple matter of 
offering your trade the best the market affords 
for the particular purpose at fair prices. And 
we have been co-operating with dealers on 
this basis for over thirty years. 


Have you seen our book, “How to Select 
Your Carbon Papers”? If not, write for it. 


THE BUCKEYE 
RIBBON & CARBON CO. 


1466-68 East 55th Street Cleveland, Ohio 
Established 1896 
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Washington Typewriter Exchange Again Enlarges 
Space 

The All Makes Typewriter Exchange, M. M. Granat, 
manager, Longview, Washington, has made its third move 
since opening two and a half years ago in what is known 
as the City of Surprises of the Pacific Northwest. 

The All Makes Typewriter Exchange started in the office 
appliance business at Longview, in December, 1926, moving 
six months later into larger quarters. On March 1 of the 
present year they moved again into still larger premises, 
taking one of the most attractive stores in the city and add- 
ing to the lines previously carried a complete line of office 
supplies and equipment. 

Mr. Granat gives credit for this achievement to his able 
assistant and life partner, Mrs. M. M. Granat. 

Readers may be interested in the fact that Longview. 
Washington, is in the center of one of the greatest lumber 
countries in the world and not only has the present wealth 
to insure high prosperity, but enjoys a future which is 
attractive to a degree. 

Friends of the Granats in Omaha as well as in Los An- 
geles, in both of which places they spent several years, will 
be interested in the foregoing item. 

—————— 
Check Writer Company Takes Larger Space 

The Check Writer Company, Inc., New York, N. Y., 
has moved its offices to another location in the building 
at 111 Nassau street, where it has been established for 
some time. The offices are now on the fourth floor of the 
building and front on Nassau street. The new space is 
about double that formerly occupied. A private office has 
been furnished for the joint use of William C. Hutter, 
president, and Samuel Hutter, manager of the company. 

New fixtures have been installed with a color scheme of 
Chinese red and green as a foundation for the decorations. 
New lockers painted in Chinese red have been installed 
for the check protector salesmen and separate telephones 
have been put in so that the salesmen may have the best 
facilities to conduct their business. 

A much larger shop with modern equipment is a feature 
of the new space and a beautiful show room with shelves 
painted in Chinese red with machines wrapped in a dust- 
proof green cloth serves to enhance the beauty of the new 


quarters. 


National Convention in New Orleans in 1930? 

There is a movement on foot to bring the 1930 con- 
vention of the National Stationers’ Association to New 
Orleans, La. Austin Leftwich, governor-elect of the 
Fourth Regional District, the recent successful convention 
of which district was held in New Orleans, has expressed 
the hope that New Orleans will be the scene of the na- 
tional convention next year. 

From many standpoints New Orleans is an ideal conven- 
tion city. Hotel accommodations are excellent, both as to 
individual living quarters and as to provisions for head- 
quarters and sessions of a convention. Facilities for the 
entertainment of visitors are large and diversified. As a 
matter of record, New Orleans is being favored with a num- 
ber of large conventions. Several members of the National 
Association have expressed their approval of staging the 
1930 meeting in New Orleans, whose record as a conven- 
tion city is an assurance that all the phases of a convention 
held there would be well handled. 





> 
Business Prospects in British East Africa 
In a survey of trade in British East Africa Commerce 
Reports states that office equipment which may be deliv- 
ered for a moderate price in British East Africa will find 
good possibilities of sale. Typewriters and office supplies 


are also potential. 
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A NEW 


NATIONAL ACCOUNTING 


THE National Cash Register 
Company now rounds out its ser- 
vice to business by adding to its products a machine 
which does the work of a typewriter, bookkeeping 
and accounting machine. 


As the Ellis Adding-Typewriter, this machine has 
already made a favorable name for itself in offices 
of thousands of leading business firms. Its speed 
and accuracy in addition and subtraction and its 
automatic printing of balances make slow, inac- 
curate, hand-written records obsolete. 


From now on, this machine will be known as the 
National Accounting Machine. It meets—and 
fills—a distinct need in the effective control of 
many different types of business organizations. 


THE NATIONAL CASH 


MACHINE 


It provides a visible printing 
line, thus keeping the work in full 
view of the operator at all times. It is electrically 
operated. It has standard keyboards. 


Among its automatic features are... automatic 
printing of balances...automatic printing of 
ciphers... automatic tabulation ...automatic car- 
riage return...automatic designation of balance 
.++ automatic punctuation. This machine also keeps 
a printed tally-roll record of each amount posted in 


the order of its occurrence. 


Behind the National Accounting Machine are the 
resources and experience of The National Cash 
Register Company—the world’s largest manufacturer 
of cash registers and record-keeping equipment. 


REGISTER COMPANY 


DAYTON, OHIO, AND PRINCIPAL CITIES THROUGHOUT THE WORLD 
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SPECIAL ANNUAL 
OFFICE FURNITURE 
SECTION 


in which 1s contained 
informative and inter- 
esting special articles 
and impressive adver- 
tisements of the lines 
upon which the success 
of the dealers’ furni- 
ture departments have 
been achieved. 
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Commercial Value of Good Impressions 
Address by Arthur J. Walker, Third Vice-President, 


National Stationers Association; 


President of Farnham 


Printing and Stationery Company, before the Sixth District 
Convention, Chicago, May 9 and 10 


UR NATIONAL Stationers’ Association has ad- 
essed itself very forcefully this year to the task 
ing the welfare of its individual retail 
nemb« Only through a definite and well directed pro- 
gram of business education can this organization justify its 
exist ts claim to the support of an increased 
At the outset of his term of office, our president, 
Mr. Mars pronounced his intention to devote his admin 
strat to the subject of “Better Selling.” It would be 
ird to select a topic which affords greater opportunity for 
nstructive idv, and the improvement of which would be 
re promptly reflected in the success of our business 
Better s« ge, however, is not altogether the child of 
etter salesmet [he responsibility for better selling and 
the consequence of better business is not entirely charge 
ible to the sales torce [That may have been the belief 
e t ' ind probably most of us pursued that line 


But as the president of the Chamber ot Commerce ot the 


ted Stat ist recently said in Washington, “Tradition 
" ya d time.” The fact that a thing always has 
been don 1 particular way is no longer accepted as a 
pelling reason why it should continue to be done that 


fact that the average stationery and office furniture 
t ten years ago was as poor an excuse for a business 
st : customer could walk into is no criterion of the 
der fice outfitting establishment of today 
\1 now approach the angle of our business that 
eems to me affords a very fertile eld for building up the 
esti f the stationer and assisting in a tangible way to 
mote ettel ind easier selling 
llow mav we better inspire our customers, the office man 
won the executive, to improve the efficiency and 


eir downtown homes than by attractive and 


business merchandise 


odet presentation of our serving 
n b ht up-to-date stores: stores that immediately create 
i it sphere of interest 
It : er sufficient that a store be 
nerel reat and useful It will not ade- 
uately serve its purpose unless it is also 
as attractive as the most favorable condi- 
tions can make it Then when a prospective 


ustomer comes in Ol! his own accord, or is 


vited to visit the store by a salesman, to 


certain article, he is impressed with 


the desire to investigate new methods and 
devices for use in his ofhee He forgets 
that he has come to a commonplace station 
ery store He is encouraged to spend more 
time with you He is anxious to learn 
more about the things you sell that he 
can ust He makes his purchase and is 
pleased with the fact that he does busi- 
ness with such a fine institution Perhaps 
he tell friend of the very attractive office ae 





WALKER 


supply store Brown Brothers now have since they remod 


eled their old building. 


Can you imagine any better advertising than to have vour 


place of business spoken of as the most office 


Yes, 


who 


attractive 
supply store in your town? 
but 


it involves spending some 


money, those of us have tried it know that this 


meney will come back to you not only in personal satisfac- 


tion, but in profits. 


If you have a store you can be proud of, it is 


of a task to instil that same pride into your selling organi- 


zation. If your sales force is thrilled because of the advan- 
tage they hold by representing the finest store in town, 
there is not much doubt about what they will accomplish 
When they are sold on their house, they will sell its 


products. 


Now 


let us give some thought to a particular division of 
our business which really requires inspired selling. By 
inspired selling I mean the enthusiastic sales effort which 


backed by a store 


better prepared to 


radiates who is 


that is 


a salesman or a depart 


ment preeminently serve the 


public 


Commercial furniture or office furniture, when 


cessfully, is largely a matter of educating the 


use the quality of equipment in keeping with his business. 


Does it not follow that the stationer with the modern office 


a decided advantage over the one 


a limited stock of straight line pieces 


furniture department has 


with only 


Picture your office furniture department attractively 


own 


small, well lighted, 


decorated and divided up into a series of 


individual office display rooms. In each of these rooms you 
show a beautiful matched suite of a particular period or 
design. In addition to the suite itself, the floor is properl\ 


the windows The wall 


desk 
displayed An oc 


suitable 
the 


covered, drapes are at 


decoration, pictures, and lamps are in keeping 


with the period of furniture asional club 


chair or davenport aids in making your model offices com- 


plete. You show quite a wide range of prices and designs 
to meet the different tastes. In addition, you, of course, 
have a well selected stock of straight line furniture, book 


cases, files and safes. 

Now 
is brought into this beautiful store of yours? 
The 


such as 


what happens when your prospect 


only normal reaction to a presentation 


this is an aroused desire to own a 


better office outfit than he probably intended 


to buy when the idea first came to him 
You then point out that he spends one- 
third of the time at his office and that his 


Why 


graciousness of his home downtown? 


office makes his home not bring the 
You 


than 


This is my idea of inspired selling. 
have appealed to his sense of beauty, 
which there is no more salable commodity in 
the world today. Ugliness almost always is 


symbolic of inefficiency. 


Ugliness is on the way out. 
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Modernistic vs. Old Favorites in Office Furniture 


More Luxurious and Aesthetic Furnishings are Utilized to Create 
the Modern Office Background than Ever Before in the History 


e sd 


=, —, 


of the Industry 


—, — 


By Stillman Taylor 


N THE passing of the older type of business office with 
its cheerless walls and Spartan plain desks and chairs, 


there has entered a more cheerful note through the 


utilization of the more decorative appointments which con- 
For some years the 


tribute so much charm to the home. 


trend has been discernible in the direction of more luxuri- 














Eugene Schoen, Inc. 
FIGURED OAK 


copyrighted, 
DESK IN 


Designs 


JACOBEAN PERIOD 


ous and distinctive office furnishings, and in that tendency 


lies a psychological truth—that business affairs are most 
happily transacted in an informal and inviting setting. It 
is this characteristic which sets the modern executive offices 
apart from the offices of a former day, and the time will 
doubtless come when all departments of the general office 
will function more efficiently in much the same cheerful 
environment. 

And in this change, wrought so largely by the steadily 
advancing standards of living, there has come a wider appre- 
ciation for the beautiful as revealed by good design, en- 
hanced by tasteful ornamentation and the employment of 
handsomely figured woods. The old idea that a desk was a 
desk and the executive’s office merely a drab little work- 
We 


As the age of electricity has supplanted so largely 


room, is fast slipping back into the past. have pro- 
gressed. 
that of steam, so have the period and the modernistic forms 
displaced the purely utilitarian office furniture so popular 
fifteen or twenty years ago. 

This transition is continuing and while the utility fea- 
tures of office furniture are apparently standardized on a 
most efficient plan, the exterior forms are being improved. 
As business men are becoming more conscious of the subtle 
influence which a well furnished office conveys in making 
a favorable impression on visitors, as well as reacting upon 
themselves, the desirability of an appropriate background 
is being more and more appreciated as time rolls on. In 
a word, the modern executive's office reflects the character 
and standing of the business man by making use of much 
the same beauty and comfort in furnishings which create 
the restful atmosphere in the library of his home. 


Popularity of Period Designs 


The architectural forms so prominent in medieval furni- 


> 


ture originated with the Byzantine and late Roman thrones 


and seats, and as the master artisans of every age not only 
designed but fashioned the furniture by hamd, the finest 
examples of the foremost cabinet makers have become 
established by time as the most representative and beau- 
tiful designs of their periods. Thus we have among other 
characteristic and familiar examples, the Italian Florentine, 
the Jacobean, Georgian, William and Mary, Adam and 
other distinctive designs. 

From these established conventions modern reproductions 
with various modifications and combinations are manufac- 
tured today. The modern adaption of the basic features 
of these old period designs at the present time reflects the 
greatest popularity. The American business man is con- 
servative and there is less preference shown for the more 
ornate designs. The simpler motifs executed in finely fig- 
ured woods, with sufficient ornamentation to achieve rich- 
ness of effect, form the bulk of fine office furniture sales. 
While the massive and carved reproductions of the fifteenth, 
sixteenth and seventeenth centuries are sometimes selected, 
the less obtrusive work of the eighteenth century English 
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DROP-LEAF DESK OF BRAZILIAN WALNUT, EBONY 
TOP AND ROSEWOOD KNOBS. 
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DESK CHAIR COVERED WITH RED STEER- 
HIDE WITH CONCEALED SWIVEL MECH- 
ANISM.—Designed and patented by Eugene 

Schoen, Inc., N. Y. 
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craftsmen may be found in the best selling suites and indi- 
vidual pieces. The Jacobean, William and Mary and the 
Colonial are very 
The plain mahogany office desk continues in large 


American popular, to mention but three 
of them. 
American walnut now leads in the opinion of 


to increase its popularity. 


demand, but 


many large dealers and is likely 


Modernistic Art in the Office 


designs are the undisputed 


The old-established 
furniture sales, but there is a well defined 


Modernistic forms 


period 
leaders in office 


trend in the direction of a newer art 


have entered the office and the work of the best designers 


is impressive Its novelty appeals to many and its inherent 


beauty indicates that the work of leading artists is destined 


to stimulate a demand From France came the 


growing 
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TIVE’S OFFICE IN AMERICAN AND BRA- 


LX Et 
Eugene 


> ‘U 
ZILIAN 


WALNUT.—Designed and executed by 
Schoen, Inc., : 


New York City 





MACHINE 


steel by 


SHOWROOM OF AN OFFICE 
executed in walnut and 


cubistic art as a challenge to conventional design, and the 


modernistic movement is very similar. The essence of the 
newer art lies in its departure from the old-familiar lines 
is naturalistic for the most part, rather than 


It is com- 


of beauty It 


artificial. It strikes the keynote of simplicity. 
pact rather than cumbersome, and its admirers emphasize 


rWENTY-FIFTH 
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Eugene 
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this point and direct attention to the fact that modernistic 
art alone symbolizes the present age, because it has been 


The skyscraper is perhaps the most con- 
this industrial age, and is not 


evolved from it. 
spicuous visual signpost of 
the same expression of modernity appropriately delineated 
This may be so, but that question 


Does the American business 


by modernistic design? 
projects forward yet another 
man want his office background to reflect this spirit of this 
machine age? Does he find the atmosphere which modern- 


istic art restful, conducive to comfort, relaxation 


and helpful to keen thinking? 
tions must depend upon individual taste and preference, as 


creates, 
The answer to these ques- 


well as upon the decorative effect sought. 


It is understood, of course, that any well-designed piece 


of furniture, such as an office desk or chair, actually does 


possess intrinsic beauty. This is enhanced by fine work- 


manship, by variety of ornamentation and by selection of 


woods. There is considerable difference in decorative effect 


between such varying periods as the Florentine, with its 


American 
Colonial. By likely 


through the possession of similar furniture in his own home, 


ornate carvings, and the simple dignity of the 


reason of association of ideas, very 
one business man may show a marked preference for one 
period, as another man with somewhat different ideas, may 
be attracted particularly to another design. The matter of 
recognition of harmo- 


also enter into 


education, art appreciation, or the 
nious lines and colorings of figured woods, 


the selection. But in all of these established designs there 


is found reoccurring the classical line of beauty as shown 


in Greek architecture and decoration—the curved or ser- 
pentine line, termed by artists of an older school the line 
of beauty It is the long familiarity with this classical line 


that has established its preference and has made it the basic 


feature of conventional art 


Modernistic art, on the other hand, is a newer interpre- 


tation of beauty. Its novelty may in some examples form 
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COMPANY.—Designed and 


Schoen, Inc., New York City 


its chief attraction. In some modernistic furniture the 


introduction of the bizarre, either in distortion or propor- 
tion of design, or through unusual and fantastic ornamen- 
tation, may constitute its sole appeal. There is, accord- 
ingly, good, bad and indifferent modernistic furniture. For 
best modernistic designs may be 


office use much of the 
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said to be based upon some older period. That is, a solid 
foundation of a familiar or existing form is taken for the 
base, and the modernistic creation is evolved from that 
nucleus. The most bizarre effects, on the other hand, 
such as originated and are found in some of the most 
radical French examples, are purposely created by depart- 
ing as far as possible from all conventional ornamental 
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craftsmanship, distinction of appearance, richness of effect, 
are the leading factors in sales today. The plainly finished 
utility desk is sturdy oak, mahogany or steel is sold by the 
carload, but we are here considering only the higher grades 
of furniture so extensively used in furnishing private exec- 
utive offices. In every city and larger town there exists 
a demand for this high grade furniture, and in the larger 




















AMERICAN COLONIAL PERIOD OFFICE SET-UP.—By the Hale Desk Company, New 
York City 


form. The illustrations accompanying this outline have 
been carefully selected to show the prominent character- 
istics of the effect of the highest type of modernistic fur- 
niture, and to contrast the new with the latest examples 
of the modern adaption of the older, conventional period 
designs. And in that comparison it would seem that my 
readers should gain a very clear conception of the intrinsic 


beauty to be found in each. 


Merchandising Quality, Not Price 
In response to the demand for better office furniture, the 
retailer is no longer forced to merchandise on the competi- 
tive basis of price. No longer do customers enter show- 
rooms with the expectation of paying so much for a desk 
so many feet long and so many inches wide. Quality of 








WILLIAM AND MARY PERIOD OFFICE SUITE.—By 
courtesy The Hale Desk Co., New York 





cities the business of selling office furniture has developed 
a department of commercial interior decorating. New 
methods have entered and retailers who have established 
satisfactory service departments of this kind, and are in 
a position to assist the business man by submitting prac- 
tical suggestions, or a plan, for furnishing his office with 
artistry and taste, have found it profitable. 

In other words, most business men are now aware of 
the advantages afforded by a well furnished office, rather 
than odds-and-ends collections of desks and chairs, and a 
good furniture salesman does not find it difficult to sell a 
complete office suite, where formerly even greater sales 
resistance was met in selling a single desk or chair. By 
the ability to submit a complete set-up, the retailer often 
finds the opportunity to handle the entire job, from drapes 
to a rug on the floor. In this manner the competition 
commonly encountered in selling office furniture on the 
old, unsatisfactory price basis, may be eliminated and a far 
better profit assured. Service! That is the keynote of 
merchandising today. Price must be considered a factor, 
to be sure, but as quality is a more eloquent and persuasive 
sales argument, pride of possession, the favorable impres- 
sion on others, the enjoyment of the beautiful combined 
with all conveniences, are the big selling points which office 
furniture salesmen are emphasizing today. 

In failing to recognize and reckon with the quite normal 
human inertia of the customer we suspect that the dealer 
sometimes misses an opportunity. All men approach with 
reluctance something which is outside the daily experi- 
ence of their lives and is unconnected with recreation. The 
mind is a habit machine. It loves grooves and delights 
to run in them. It is the part of the wise dealer to lift 
the burden from the customer’s mind by providing the 
right furniture and the right plan of installation. 
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Trends in Office Furniture 


Being Some Views Expressed by Several 

of the Leading Office Furniture Manu- 

facturers on the Future in Office 

Furniture, as Indicated by Present 
Tendencies 


ITH a view to getting opinions from the trade on 
the direction in which the office furniture industry 
is heading, Office Appliances recently wrote to a 


Not all 


to whom we wrote responded to our queries, but 


number of the leading manufacturers in this field. 


of those 
did 


I 


so in a very interesting fashion, enabling us to 
feel sure 


several 


pass on to readers some suggestions which we 


they will find interesting. 


\ manufacturer widely known for the variety and extent 


t | lines and more particularly for the production of 


ot nis 
high-grade period and special suites, expresses the belief 


that business men everywhere are giving a great deal more 
the appearance of their offices than ever before 
The manufacturers of fine office 


thought to 


in the history of business 

furniture, therefore, are in turn giving a great deal of 
thought to design, selection of woods, construction and 
everything that enters into the production of appropriate 


pieces for the modern executive office. 


“Our thought is,” continues this writer, “that correct 
designs for this type of office furniture will in the future 
consist of truly authentic interpretation of the age-old 


Many 


must be made of woods that are 


periods found in the finer household furniture lines. 


of these designs obviously 


As an example, some of the English 
in the Tudor 


historically correct. 
periods use nothing but oak, such as era. 
Certain French creations would not be correct unless they 
were fashioned from mahogany, satinwood, etc. Colonial 
pieces must be of mahogany, and so on. 

“Our belief is that the great successes will come to those 
who are equipped with designing talent correctly to inter- 
pret and create pieces authentic as to the historical period 
intended. We that wood, 
carvings, inlays, matched veneers, etc 
the development of the 


also believe combinations of 


a contrib- 
office 


will be 


uting factor in future of 


furniture 
“We 


practicability. 


another theory and have demonstrated its 
We believe that merely to put fine pieces 
of furniture into an office is not adequate. This furniture 
in turn must be surrounded with the proper walls, windows, 
correct hangings, desk 
lamps, and all of those things which go to make a finished 
There is today more than ever before a desire on 


have 


draperies, rugs, paintings, sets 
room 
the part of thinking business men to purchase not merely 
so many pieces of furniture, but a correct office setting. 
This calls for what we might term ability along commercial 


(Turn to page 190, please) 
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A REMINDER 


@ Nothing has contributed more to the elevation of standards and the advancement of 
prestige in the stationery business than the inclusion of office furniture. QLoose leaf and 
office appliances have shared in changing the atmosphere and the nature of the transac- 
tions. These have also brought the salesman from behind the counter, broadened the 
customer contact and established a new order of selling. Selling that goes beyond merely 
convincing the buyer that the quoted price is as small as will be quoted elsewhere for sim- 
ilar quality. Selling that deals with the factors of systems, economy, convenience, com- 
fort and beauty. Selling that inspires and develops initiative and finesse. A different 
technique. @But office furniture has also had other beneficial influences. @The nature 
of the product necessitates well designed display which has not only made the furniture 
department attractive but has led to a general toning up of the display in other depart- 
ments, thus giving the store an improved appearance. @The necessity of seeing the fur- 
niture before purchase is made has resulted in bringing to the store more principals of 
the business in which the equipment is to be used, thus increasing the possibilities for other 
sales and finally, aside from the sale of the furniture itself, it has resulted in voluminous 
business in the way of supplies and accessories. ©The furniture, machines and systems 
may be said to have made over the stationery business, giving it new tone, new vigor, new 
action and putting into it a quality that stimulates increasing pride and satisfaction upon 
the part of those engaged in it. @In an article elsewhere in this section, Ralph Bauer, 
president of R. S. Bauer & Company, Lynn, Massachusetts, attributes the expansion and 
profitable development of the business through the years principally to office furniture 


and office appliances. Upon reflection, it is apparent that Mr. Bauer’s statement pre- 


sents an interesting fact. 


HENCE A SUGGESTION 
@From this point you will encounter the advertisements of the leading furniture lines 


which have contributed so much to the development of the stationery business. These 


advertisements present interesting information. We commend them to the careful ex- 


amination of the dealers. 
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OUR DEALERS CAN AFFORD TO 








BE PROUD OF THEIR 














In this twenty-fifth anni- 
versary issue Hoosier 
dealers may participate 
with pride—pride because 
of their contribution to 
the office equipment in- 
dustry. 


And Hoosier welcomes 
this opportunity to com- 
mend its dealers for their 
constructive measures and 


untiring efforts in promot- 
ing economy and convenience 
in business by the use of 
modern office equipment. 


Now Hoosier pledges a con- 
tinuation of its policy so well 
exemplified by its slogan 
“Built true — clear thru”. 
Hoosier office furniture will 
continue to keep pace with the 
needs of the times and 
Hoosier dealers may be as- 
sured of full cooperation. 








C560 © 




















To the dealers who are 
not acquainted with our 
line, may we call atten- 
tion to the four desks 
shown on this page? 
They represent four 
grades or series of the 
big Hoosier family. The 
one shown at the top of 
the page is number 
AB560, a stately member 
of our Colonial Suite. 
We call attention to it 


because it is a compara- 
tively new member of our 
line and one of which we are 
justly proud. 


Our new catalog, just off the 
press, shows the complete 
Hoosier Line—the best office 
furniture that money can 
buy—at each price level. We 
will gladly mail your copy. 


HOOSIER DESK COMPANY 





JASPER, INDIANA 


HOOSIER DESKS 
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Insist on 


the Best—- 
CHAIRMAKERS SINCE 1830 
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When backs begin to break 
the UHL is a life-saver 


Tap. Tap. Ask any stenographer who sits before 
her machine eight hours. Or ask any operator of 
an adding, calculating or bookkeeping machine. Or 
ask any desk worker who spends the larger part of 
his time at his desk. Ask anyone who has to sit 
most of the day in an antiquated chair what he 
thinks of it. 


You'll find that the ordinary chair—in the opinion 
of the user—is the most back-breaking instrument 
ever inflicted on an office worker. That it properly 
ranks as a device of torture and rightly belongs to 
the dark ages. 


But, thanks to the Uhl Postur Chair, it is no longer 
necessary to endure back-breaking chairs. The 
Uhl is a comfort chair—and an efficient chair—be- 
cause it is correctly designed. It fits the back and 
gives support where needed. The low back and 
special seat encourage correct position—and assure 
comfort. 


There's a big field for the Uhl. Every user of an 
ordinary chair is a prospect. If you are not get- 
ting the benefit of Uhl sales, better write us today. 


Toledo Metal Furniture Company 
1432 Hastings Street 
TOLEDO, OHIO 








No. 50-56 
File Stool 





No, 7800-TS 
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SHAW-WALKER 


30 years ago — 


SHAW-WALKER Today! 








A MONUMENT 


to 30 years’ work done well 


HAW- WALKER’S impressive growth from a small frame 





~ shop in 1899 to the present factory covering two city 
—_ 








blocks is a towering tribute to the sound business 





methods of the Shaw-Walker personnel and to the excep- 
tionally satisfactory service rendered by the 2700 “Built Like 
a Skyscraper” items in the Shaw-Walker line... 2... .. 


2 “Built Like a 
f\_ Skyscraper” 


MUSKEGON, MICHIGAN 


“Dealers and Branches in all principal cities 
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IXECUTIVE OFFICES OF 

E JEMISON COMPANIES, 
ALA., LARG- 
OFFICES OF THE KIND 
SOUTH.—Equipment 
rt Metal Construction Co. 


© 








lines, and a smart office furniture salesman and 
this 


decorative 


distributor today will train himself to meet new 
condition 
Business Men's Clubs Have Influenced Offices 


One of the best known high-grade 
fice furniture in wood and steel who, with his partner, has 


manufacturers of 
put in the best years of his life studying the requirements 
the industry, has the following to say in substance about 
the probablk lines. He 

question about the evolution of the office furniture industry. 


trends in these says there is no 
He refers to it as the physiological evolution of the mental 
attitude of the business man as regards the furniture which 
he puts into his office. This writer points out that in every 
city of consequence in the country we find business men’s 
furnished and comfortable, 
take a little hold 


sit down in quiet corners in comfort and discuss 


clubs which are beautifully 


business men mavy gather, rest, 


where 
meetings 
problems with other business men. These places are fitted 


sumptuously and beautifully as the homes of the 


the writer continues, “that the busi- 


up as 


members “I believe,” 


ness men's clubs have been quite largely instrumental in 





OFFICE OF MR. 
GEORGE BARRACLOUGH, 
GLOBE DAIRY LUNCH CO., 
LOS ANGELES.—Leopold desks 
installed by the Pacific Desk 
Company 


PRIVATE 


© 





changing the mental attitude of business men in the matter 
of furnishing their offices, for today one will find thousands 
of business men in their private offices amid surroundings 
Men realize that 


for the 


which would do credit to best club roms. 
their homes are furnished 
so their busi- 


in the same sense that 
entertainment of themselves and their guests, 
ness homes should be equally well furnished. 

“As a natural consequence of his changed attitude from 
that of the business man twenty-five years ago, so the atti- 
tude of the modern business man has changed with regard 
to the outer office and he has learned from experience that 
his helpers and workers in the machine shop of his busi- 
ness, that is, the outer office, do better work, are more con- 
tented and happy in pleasant surroundings, so the general 
offices are fitted up better than ever before. The equipment 
is standardized. 

“Another tendency is toward the increased use of steel. 
In filing equipment, steel now predominates. The same 
change is to be noted in regard to desks. Whereas wood 
desks were used exclusively not so long ago, now steel 


desks are coming into greater use. I prophesy that inside 





OF 








June, 1929 


OFFICE APPLIANCES’ TWENTY-FIFTH ANNIVERSARY 191 





DESKS OF THE COLONIAL 
DESIGN ATTRACTIVELY AR- 
RANGED IN A LOS ANGELES 
OFFICE.—By courtesy of the 
Hoosier Desk Co., Jasper, Ind. 


© 





NEW GEORGIAN SUITE 
BUILT OF FRENCH WALNUT 
AND SAID TO BE ONE OF 
THE FINEST STOCK SUITES 
ON THE MARKET.—Courtesy 
The Macey Co., Grand Rapids 





© 











of the next decade wood desks in outer offices will be almost 
if not quite as scarce as wood files are today, but that in 
the next ten years it will be rarely that you will find execu- 
tive offices which are not furnished more or less on the 
deluxe order 

“I doubt if there will be any radical change in the 
mechanism of office furniture, for the present design of 
desks has proved its worth after years of constant, steady 
use. There may be minor changes in the shapes, but the 
arrangement of the drawers, pedestal, etc., will not be 
materially altered. There is no question in my mind about 
the lighter metals being used in the construction of filing 
equipment and desks. This is an economical necessity, for 
steel is heavy and from the standpoint of freight paid on 
steel furniture alone, it is a considerable burden on the 
industry. If the desks can be made of metal which will 
save from one-third or one-half the weight, it will result 
in tremendous saving in freight bills Aluminum alone 
would probably be used more today if it could be welded 
the same as steel, but the extra cost of the metal and of 


putting it together precludes its use as yet. I believe. 


es 





however, that aluminum alloys will eventually be worked 
out so they can be welded and assembled as easily and 
economically as steel.” 

Wider Choice of Styles in the Future 

A prominent Indiana desk manufacturer noted for excel- 
lent workmanship in his produce, notes the fact that during 
the past five years there have been marked improvements 
in design and construction in the various grades and styles 
of office furniture. The design has been more appealing 
to the eye and the construction is such that it lends greater 
comfort to the user. There has been a much wider choice 
of materials, the dealer and the consumer now being in a 
position to secure almost any finish or to obtain any wood 
which they may desire. 

“I believe,” continues this manufacturer, “that I am safe 
in saying that manufacturers have done much themselves 
to bring about the desire for better looking and more com- 
fortable offices, not only stimulating the dealer to this end, 
but the office man himself. The slogan ‘The Better Office’ 
is the guide-light of the manufacturer as well as the dealer 


(Turn to page 208, please) 
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If Samson were living 
today these tables 
would challenge him! 


Our tables carry the name Samson, appro 
priately so, because it symbolizes unusual 


strength. 


\nd strength in Samson tables means 
neither bulk nor clumsiness. Instead, 
Samson tables, with all their strength, have 
the richness, the dignity, the character and 
appearance required in the finest installa- 
tions. They are made to be a part of the 
well furnished office, the bank and the di- 


rectors room. 


For more than a quarter of a century, we 
have specialized on tables. From a modest 
beginning the line grew quickly in favor 
until it became a leader in the realm of 
high quality office furniture. It is com- 
plete \lmost any requirement can be 
filled from stock, while the unusual — in 
special sizes or with special features—will 


be made to order. 








Our illustrated catalog brings out the fine 







points of construction. You'll be glad to 


Possess a copy. \sk for one today. 


MUTSCHLER BROTHERS COMPANY 


506 Madison Street 
NAPPANEE, INDIANA 





June, 


1929 
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y N OFFERS YOU 


A Coupons Line of Cabinets 


well-built » priced right - nationally advertised 


















Lyon Cabinet dealers pass up no sales opportunities. The complete- 











ness of the line—fifteen sizes, twenty-two styles and six finishes— 





enables them to meet any storage cabinet requirement. The price 
range is broad and low for cabinets of such high quality. Na- 
tional advertising in Saturday Evening Post, Literary Digest 


and other publications has established a high regard for 


Lyon products among the business and professional men 
in every community. Advertising literature, store and 
window display material, furnished free to all Lyon 

dealers, enables them to develop sales at low cost 

. With Lyon sales co-operation and prompt ship- 

ping service you can build profitable sales on a mod- 

erate investment. Write for complete information. == 


: " LOCKERS, COUNTERS 
Lyon METAL PrRopucTs, INCORPORATED 


AURORA, ILLINOIS 








| STEELART FOLDING 





| TABLES AND CHAIRS 
COMBINATION TU-DOR | 


CABINET 


STEEL OFFICE TABLE 


LYON |S! 


STEEL STORAGE and DISPLAY EQUIPMENT 
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GF Allsteel equipped ers office of 
Central Fire Insurance Co., of Baltimore 


Naturally, 





Great Insurance companies prefer GF Allsteel 


NSURANCE companies are in the business of selling 

protection for life and property. It is a very significant 

fact that so many of them have standardized on GF 
Allsteel Office Equipment. 


It is obvious that they recognize both the protection that 
GF Allsteel Desks, Safes, and Files afford for valuable 
documents, and the marvelous convenience and utility of 
these up-to-date business tools. 


The beauty and dignity of GF Allsteel equipment is a by- 


product which pays additional dividends on the investment. 


And just as big business everywhere is adopting insurance 
company principles of safety, efficiency and sound invest- 
ment, so is big business following the lead of insurance 
companies in making GF Allsteel the standard for office 
equipment. 


This rapidly growing trend means more volume and greater 
profits for aggressive GF dealers. 


THE GENERAL FIREPROOFING COMPANY 


Youngstown, Obio 


TYACH yates COUPON TO 
~ Sees eeeee 34-5 Fie LETTERHEAD ********* 


©) \ 
(THE GENERAL my age co. 


Youngstown, Obio 


ed 


Canadian Plant, Toronto 


The GF Allsteel Line: Filing Cabinets - Shelving - Sectional Cases -Transfer 
Cases - Storage Cabinets - Safes - Document Files - Desks- Tables - Supplies 





Please send me a te A oe Rn 


steel Desk Catalog. 


) > 
SP edde™ gnt™™ 
~ at 4 
Name ae) am «5° (al. 
" 


Firm qol— ya 


A ress 9g! 

Ay c . 
cit? ge" woe “ 
A State aves : “J 
THE COMPLETE LINE 











"Serves and Survives” 


F OFFICE EQUIPMENT 
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Plan your storage facilities 


The GF Allsteel Line: Filing Cabinets - Shelving - Sectional Cases 
Cases - Storage Cabinets - Safes - Document Files - Desks - 
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Storage of materials is a 
vital business problem 
and GF is contributing 
much to a proper and 
economical solution of 
the problem. 


GF planned storage for 
merchants and manufac- 
turers is saving money 
and space, and facilitat- 
ing sales and distribution. 


GF dealers who use GF 
planning service are in- 
creasing Shelving busi- 
ness—the Shelving that 
costs no more and lasts a 
lifetime. 


THE GENERAL FIREPROOFING COMPANY 


Youngstown, Ohio ~ 


o Canadian Plant, Toronto 
seeeceece e ee eeeeeee 
: ATTACH THIS COUPON TO 
Transfer YOUR FIRM LETTERHEAD O. AN 


Supplies 








T 


COMPLETE 


“Serves and Survives” 


LINE OF 


en 
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State... 
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THE GENERAL FIREPROOFING | co. 


Please send me a copy 
Shelving Catalog. 


Youngstown, Ohio 
pet 


gov® is AC <a 
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for permanence and economy 





STORAGE EQUIPMENT 
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JASPER OFFICE FURNIT 
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The technique of selling some lines of office 
furniture is often an involved procedure; the 
salesman has so many things to remember. 
JACKSON DESKS require just the simple 
demonstration. They look right; the design 
is attractive, graceful, the finish a clear lus- 
trous surface all over. Tilt up a corner; there 
is no play nor sag and the drawers and slides 
run freely. The mechanism locks and unlocks 
clear; no shaking or rattling accompaniment 
needed. 


The Colonial suite illustrated above has 
especial appeal to leaders in business, both in 


—Manufac 





2 Ee 2 


its form, matching, finish, etc., and in con- 
venience of storage and working space. It 
is offered in choice of two woods, oriental 
walnut (all walnut exteriors) and mahogany 
(combined with other high grade cabinet 
woods), finished with four coats of lacquer 
and fitted with English antique knobs. 


Besides the desk, combination telephone 
stand, waste basket and costumer illustrated, 
there are typewriter desks, roll top desk, and 
table made to match. Let us send you folder 
illustrating the suite or catalog of the full line 
of JACKSON DESKS. 
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PRESIDENT’S OFFICE 
CONGOLEUM NAIRN, INC. 














THE FINISHING TOUCH 


IN MANY OF AMERICA’S FINEST OFFICES 
lig =, 


ART-PADS 


Patented February 6, 1923. No. 1444405. 


ART-PADS are more than mere desk pads. They 
are not comparable with anything else on the market. 
They should be considered rather as an ornament 
or as a picture on the wall, but giving such strik- 
ingly beautiful effect as to dominate the office and 
enhance the value of the desk on which they are 
placed. 





The surface is smooth, washable and permanent. 
A perfect writing surface, and ink stain proof. 


WAGEMAKER ART-PADS 


are 24x36 inches. Japanese Red or Jade Green. 
Beautifully decorated and backed with felt. 



































4 


WAGEMAKER COMPANY, cranp rapips, MICH: 


TY? Signed 


Send us 2 ART-PADS, 1 in each color. These 
=a we agree to place on desks on our floor subject eo ceenene-e--- -- eee e wenn enn nnn ceennneccenseneess 


to return in 10 days if not satisfied. 
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INDIANA QUALITY SPEAKS 


Although photographic reproduction cannot flatter an inani- 
mate object, the quality of Indiana desks speaks plainly even 
in cold print. Note the attractive lines of the desk shown 
above. Every detail is worked out exactly as it should be by 
an artisan. The purchaser receives style, finish, sound con- 
struction and all ’round usefulness, the sort of service that 
makes satisfied customers and produces repeat orders. Deal- 
ers who sell Indiana desks find that they move rapidly. 


Surely this is the kind of desk, with its wide appeal, that you 


would like to sell to your customers. 


Remarkable shipping facilities to every part of the country, 


insuring prompt deliveries. 


Perhaps your territory is open for an agency. Write us today. 


INDIANA DESK COMPANY 


JASPER, INDIANA 
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Congratulations 


to 


Oitice Appliances 


To successfully conduct an enter- 
prise for twenty five years, without 
interruption or material change in 
polices, is surely worthy of notice. 


We, therefore, extend our hand of 
fellowship to Evan Johnson and 
his co-workers and congratulate 
them on the twenty-fifth anniver- 
sary of their publication. 


For twenty two of the twenty five 
years, Weis has been continuously 
represented in your advertising sec- 
tion. If this has been even a small 
factor in your success, we are glad 
and proud of the fact. 


(2, 2 
MONROE Sf MICHIGAN 
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Growth and Success has been 
the result of the 


Wis 


policy of dealer protection 
during the past 25 years— 
and more 


1929 
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Steadfast Dealer Policy for 
Twenty-Five Years—One 
Price, One Discount 


All sales are made thru the dealer—no branch 
houses—no salesmen selling direct—no retail 
mail order departments—every policy in sales 
has the success and future of the legitimate 
dealer in mind. 


For twenty-five years the legitimate dealer in 
stationery and office equipment has supported 
and made possible this dealer policy. 


And not once anywhere has a legitimate dealer 
suffered hardships by any policy changes. 


We stand on this record indefinately and 
solicit your continuous support. 


Ye. e 
MONROE ¥/, CLS MICHIGAN 





FILES ARP MADE OF SOLID OAK 


Bi An Original Hae “f 


























ihc W ae Mite. Co. 





REPRODUCTION OF FIRST WEIS AD IN OFFICE 
APPLIANCES, NOVEMBER, 1907 
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25 Year Roll Call 


May we continue to merit your confidence 
and good will in the years to come 


Newell B. Newton Co., Toledo Tuttle Company, Rutland, Vermont 
John M. Schuler & Son, Oswego, N. Y. Nic Tengg, San Antonio, Texas 
S 


Schooley Stationery Co., Kansas City Frank R. Simmons, Springfield, ID. 
Riddle & Wunderle, Chicago Shaw-Borden Co., Spokane, Washn 
J. N. Adams & Co., Buffalo H. A. Shepard & Company, Boston 
Baughman Stay. Co., Richmond, Va Shipley & Company, Columbus, Ohio 
Bainbridge, Kimpton & Haupt, N.Y.C. West & Stevens, Peru, Indiana 
M. Bachras & Sor New York City Williamson Law Book Co., Rochester 
John P. Morton & Co., Louisville Ky J. R. Weldin & Co., Pittsburgh 
Matthew Book Store, Omaha Zercher Book & Stay Co., Tope ka 
Jacquin & Company, Peoria, Illinois Butler Bros., Chicago 
W. R. Miller & Co., Binghamtor N.Y Clarke & Courts, Galveston, Texas 
H. | Miller Stationery Co., Dayton. O. W. H. H. Chamberlin, Syracuse, N. Y 
Cha I Metzler Co., New Castlk Pa. Carpenter Paper Company, Omaha 
Mes nzer Pr ting Co., Fort Dodge Ia. S. LD. Childs & Company, Chicago 
Wr M. lL. McAdams, Boston Churchill Drug Co., Burlington, lowa 
Ma rick-Clarke Co., San Antonio,Tex. Carlson Bros., Moline, Illinois 
Wm. Mann Company, Philadelphia Franklin Ptg. & Eng. Co., Toledo 
G. A. MeGreeve Elmira, New York ik. C. Fisher Co., Battle Creek, Micl 
Luca Bros., Baltimore Gregory Mayer & Thom Co., Detroit 
Ke & Company, Salt Lake City I W. Holley & Son, Des Moines, lowa 
s Printing Co Danville 1] Hoeckel B B. & Litho. Co., Denver 
Ko KB the! Des Moines lowa Horders Stationery Stores, Chicago 
K im Stay. & Pte. Co.. Portland, Ore Henry t. Johnson, Springfield, Mass 
Hall Lithographing Co., Topeka, Kan. W H. Kistler Stationery Co., Denver 
Hoover Bros Kansas City Kansas City Stay. Co., Kansas City 
Geo. G. Fetter, Louisville, Kentucky 4A. C. McCh & Company, Chicago 
i" Pratt Company, Lansing, M Marshall on Company, Chicago 





tobert Duncan & Co., Hamilton, Can. Van Mohr & Company, Ada, Ohio 
i. & W. B. Drew Co., Jacksonville Fla. H. C. Miller Company, Milwaukee 
Sam. Dodsworth Stay. Co., Kansas City H. Niedecken & Company, Milwaukee 


Young & Shelden Company, Baltimore \. Pomerantz & Co., Philadelphia 
Spaldin Stationerv Co St Louis Perkins Bros. Co., Sioux City, lowa 

| H. Sell & Co., Columbus, Ohio Pounsford Stationery Co., Cincinnati 
Skinne & Kennedy Co., St. Louis ke W toberts Company, Cleveland 

St Bros. Company, Philadelphia Richmond & Backus Company, Detroit 
Ss mY rg, Allen & Company, Chicago Shallcross Ptg. & Stay. Co., St. Louis 
j 1 Streibich Company, Peoria, II Standard Printing Co., Hannibal, Mo 
Chas. G. Stott & Co... Washington, D.C. Southern 8S. & S. Co., Richmond, Va 


G. E. Stimps 


yn & Co., Worcester, Mass. Siekert & Baum Company, Milwaukee 


Stevens-Malon Company Chicago Thornton-Levey Co., Indianapolis 
reolin Pillot Co., Houston, Texas Grand & Toy, Toronto, Canada 
Norfolk Stationery Co Norfolk. Va. Grimes-Stassforth Co Los Angele 

S der Book Store, St. Joseph, Mo. John W. Graham & Co., Spokane, Wash 
Reynolds Bros., Scranton, Penna Gnahn's Book Store, Burlington, Iowa 
Walte S. Purvis, Utica, New York Gimbe Bros., Milwaukee 

Pie & Company, Springfield, Ohio The Gibson & Perin Co., Cincinnat 

r. I Pettibone & Company, Chicago J. & I B. Garrett Co., Syracuse, N 
Pantagrap P. & S. Co., Bloomington E. L. Freeman & Co., Providence, R. I 
Paxton & Gallagher Company, Omaha Fitzgerald B. & A. Co., Holyoke, Mass. 
Omaha Printing Company, Omaha Marshall Field & Company, Chicago 
Wilson Stationery Co., Winnipeg, Can. Hall Stationery Co., Topeka, Kansas 
Wendt & Rausch Company, Toledo Hammond Printing Co., Fremont, Neb 


fill, Smith & Company, Boston 

lerr Book & Stay. Co., Sout Bend 
fornick, More & Potterfield, Sioux Citys 
tuxton & Skinner Co. St. Louis 
turrows Bros. Company, Cleveland 


H. H. West Company, Milwaukee I 
Thorp & Martin Company, Boston I 
( R. Hoskins Co., Philadelphia I 
Met yy Company Pittsburg! I 

J | 

| 

} 

I 


Serantol Ir Rochester, New York 


Wat | vant & Douglas Co., Kansas City 
Huffma Supply House, Lincol Neb wn, Eager & Hull Co., Toledo 
\ i v- We Stanage Co., Cir nnat ickwell-Wielandy Co., St Louis 
Geo. H. Alexander & Co.. Pittsburg Geo. D. Barnard & Company, St. Lou 
T American News Co., N. Y. City Baers, Canton, Ohio 
\dan Cushing & Foster tjoston S. Barker & Sons Company, Cleveland 
Sellers, Davis & Co., Cincinnat Brown B. & S. Co., Kansas Cit) 
H. | Wedelstaedt Company, St. Paul R. E. Bryan, Tyler, Texas 
Georg Wahr Ann Arbor, Michigar The Brooks Company, Cleveland 
Montgomet Ward & Co., Chicago Brandon Printing Co., Nashvill 

e B. I Wade & Sons Co Toledo Bowes Bros., Utica, New York 
Otto Ulbrich Compar Buffalo Wm. B surford, Indianapolis 


A. H. Denny, In . New York City Burnap-Meyer, Inc., Kansas City 
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naailaes ‘Tell City Design 
that “HITS THE MARK” 





No. 524 


This No. 524 office desk offers exceptional opportunity to 
the dealer who believes in showing the goods. We supply 
it in all standard sizes from 42 x 32 inches up to and includ- 
ing 60 x 34 inches, in oak, mahogany and walnut. The No. 
565 table supplied in the same woods, 40 to 72 inches long. 


In the Tell City line there is a desk suitable for any office, 
both period and commercial designs. Tell City Desks do 
hit the mark. They sell and they stay sold. Full speci- 
fications and prices on request. 


TELL CITY DESK COMPANY - __ Tell City, Indiana 


“HITS THE MARK" 4 





Tell City also make a line 

of chairs in which there is 

a model to harmonize with 
every desk. 











“THEY SELL AND THEY STAY SOLD” 
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Class room of Drexel Institute, Philadelphia, showing “ClemcoGlide” Typewriter Desks in use. “CLEMCO” Philadelphia 
Representatives, Remington Rand Business Service, Inc. 


Evident Satisfaction 


A million words cannot as accurately describe the depth of satisfaction ob- 
tained from “ClemcoGlide” Typewriter Desks as does this picturization of 
torty-five users of the “World’s Best Typewriter Desk.” 


When you sell “ClemcoGlides” FROM STOCK, you deliver Maximum 
Typewriter Desk Service—upon which you build a profitable and growing 
office furniture business. “ClemcoGlides” invite this eight point comparison. 


. Easy to raise and lower. Lift only the lid half way. 

. Prevents tearing and soiling of clothing. No exposed metal parts. 
. Strong platform frame support. Only two parts. 

“CLEMCO” Tie Rail. Keeps pedestals in alignment. 

. Ample knee room. No other desks have it. 

. Ball bearing mechanism. Smooth, easy, cushion-like operation. 

. Rigid, vibrationless platform. Locks automatically. 

- “ClemcoGlide” stops the drop and saves the typewriter. 


SNS uf wn = 


oo 


“CLEMCO” Advertising-Selling Co-operation Sent to Office Furniture 
Dealers Seriously Interested in Building Profitable Business 


THE CLEMETSEN COMPANY 
3403 West Division St. Chicago, Illinois 


Nationwide Service Through the Better Office Furniture Representatives 
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Progress 


that attracts Dealers to 





the BERLOY line 





Those who have witnessed the progress of the steel equipment industry in the past twenty- 
five years have seen numerous examples of “the survival of the fittest.” During this 
period of development and expansion many creditable steel equipment manufacturers 
have pooled their experience and given to the world its standard in office and factory 
equipment. Significant in this quarter century is the preference for steel. 











Twenty-five years ago, Berloy had its own source for this basic material of the industry. 
Fabrication of these fine finished steel sheets was conducted in a small building, em- 
ploying a few skilled workers but they were laying the foundation of a mighty industry 
eir efforts only hastened the reality of a clearly defined ideal. 


ad its trials and its failures. Today has its reward and its recognition. 


An unretouched 
photo of a Berloy 
YESTE four drawer file, 
made 25 vears ago 
—the four drawer filing 
shown on the right was typict 
of the quality of Berloy Steel 
Office Equipment that was to 
establish a new name in the 
minds of the equipment buyers 
twenty-five years ago. This 
vertical with the egg and dart 
moulding and the old pan-type 
suspension is pictured as it 
was discovered in an old vault 
with its reference material. 
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TODAY— 


—the Berloy “800” Series Ball 
Bearing Cabinet shown oppo- 
site represents the result of a 
quarter century of progress. 
Each drawer is carried on eight 
ball-bearing rollers. Each case 
has the masterful reinforce- 
ment that has influenced dealer 
and buyer preference. And 
each item in the complete 
Berloy Line carries the guar- 
atee of an institution with 42 
of progress, integrity 
Standard and Counter aling to its credit. 
Height Filing Cabinets, 
Steel Desks and Tables, 
Wardrobe and Storage 
Cabinets, Insulated 
Cabinets, A-Label and 
B-Label Safes, Lock- 
ers, Shelving, for 
Stores and _ Storage, 
Miscellaneous office 
and factory specialties. 


Today, on the same site, the Berloy Agent views from the top story of a modern fab- 
ricating unit, a panorama of industrial activity as far as the eye can see—blast furnaces 
pouring out their rust red smoke . . . openhearth furnaces where the ore is converted into 
steel . . . rolling mills where the sheet bars are made into fine furniture steel sheets . . . 
fabricating units where each item in the Berloy Line is masterfully assembled for its 
niche in business machinery of the civilized world! 


From the ore to the dealer’s floor. Every step under the direction of one organization. 
Every advantage that the vast resources of the world’s largest producers of alloy steel 
assures. Every step forward that men whose experience and foresight can contribute 
in the realization of a position of dominance in the industry. These factors that have 
combined to make the Berloy Franchise of unequalled value to the retailer are worthy 


of your careful consideration. 


THE BERGER MFG. CO. 
CANTON, OHIO 





BRANCHES 

Boston Minneapolis 
Chicago New York 
Cleveland , , 
Dallas Philadelphia 
Detroit Pittsburgh 
Jacksonville Roanoke 
Kansas City San Francisco 
Los Angeles St. Louis 

Export Dept.—Canton, Ohio 


The Valuable Franchise of the Industry 
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STEELCASE DESKS OF 
THE METAL OFFICE 
FURNITURE COM 
PANY, GRAND RAPIDS 
I 
I 





N THE GENERAL OF 
rICES UF THE 
CHICAGO AUTOMOBILE 


CLUB Private offices 
of executives and the 
Board Roon were also 


equipped with Steelcase 
desks bookcases waste 
baskets, ete Special 
desks were designed and 
built for fan-fold billing 
machines and key punch 
machines. Over 170 Steel 
ise desks were used 
The equipment is finished 
in walnut 





© 








(Continued from page 191.) raw materials of the office furniture industry, we do not 
and has stimulated the users of office furniture to better because of this fact, look for the advent of different mate- 
their own immediate surroundings.” rials. However, should any better materials be found 

Regarding the future course of the industry, this manu-_ either through discovery or invention, these will doubtless 
ufacturer anticipates a demand for an even greater number have a marked effect upon the materials to be used in 
of changes in style with a wider choice of materials and general. 
demand for equipment affording comfort and utility. “I ‘We recall no period in the past where the trends in office 


feel,” he says, “that the office furniture industry has a_ furniture are in the making as much as they are today and 
greater future if the dealer and manufacturer will help to exactly what is developing is quite a question. The one 
educate the consumer to his geed for more artistic, better question uppermost in the minds of manufacturers and 
constructed and better finished office equipment. There dealers is just what to offer in the way of new designs and 
will be a further blend of ideas of comfort and utility with equipment, so as to catch the eye and fancy of the con- 
beauty of line and finish sumer. The greatest objection to this continued effort to 

“Much depends upon the trend of business generally as create something new and different adds a burden of 
to what changes will be made effecting greater economies expense to the manufacturer that must necessarily be 
of administration. I believe it will be many years before passed on to the consumer. It is a question whether or 
any radical change in distribution will be made not some general design might be finally established which 

“Inasmuch as we know of no shortage in the established can be produced in volume and at the same time will 








IMPRESSIVE PQUIPMENT OF 
ROLLER SHELVES, WITH 
ROLLER CURTAINS AND 
CASES OF BOOK DRAWERS 
sy the Jamestown Metal 
Equipment Co 


wg 
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satisfy the consuming trade, enabling the manufacturer to 
offer such equipment at appealing prices.” 
Another Manufacturer Speaks His Mind 

“I believe,” said one of the foremost eastern office fur- 
niture manufacturers, “that the trend in office furniture 
is away from wood to steel The exception, however, 
is in the private offices where more style, coupled with 
utility, is increasing a market for wood period furniture. 
In the steel furniture, simplification and standardization 
are making progress. Commercial houses, including in 
surance offices, banks and other large institutions are 
adopting stock designs and arrangements because they are 
more practical, having been carefully thought out, and be- 
cause of their being stock designs, they are less expensive. 
Special graining to match interiors on stock goods is 
sometimes called for. There is a slight tendency toward 
colors, but this is not pronounced. I doubt if colors will 
ever be a large factor in office equipment except in private 
offices for decorative purposes. 

“The filing equipment industry is to some extent influ- 
enced by the office machine industry. I believe that many 
of the bookkeeping machines originally were handled with 
sheets in loose leaf binders. I believe there is a tendency 
to replace binders with trays in order to speed up pro- 
duction. 

“The National cash register and Burroughs machines 
have developed the need for card record desks, most of 
which are in steel. 

“More and more the business man is giving attention to 
protecting his valuable records, and this will mean devel- 
oping better equipment. 

“Speed as well as accuracy in filing and finding has 
brought about better systems, and these systems are now 
being made up of better material 

“There is no question but that visible equipment has had 
a big influence on the method of handling certain records. 

“The ‘better office’ slogan should include not only better 
appearance, but also a more substantial product as well as 
one that is more efficient. 

“The manufacturers of office equipment and furniture 
as well as systems, will continue to develop salesmen who 
will be called in to solve the problem of the consumer.” 

The Future in Steel 

The head of the sales department of one of the world’s 
foremost steel furniture manufacturers, himself a man of 
ripe experience in every phase of the steel furniture indus- 
try, is confident that the trend in office furniture is upward 
and that manufacturers as well as dealers may look with 
confidence toward better and better conditions. He 
continues: 

“I have a keen appreciation of what I am saying when 
I am making this statement and I am not overlooking the 
deplorable conditions existing from the price standpoint, nor 
the fact that there seems to be a tendency at this time 
in some directions at least, to reduce quality rather than to 
improve it. To my mind, this is a temporary condition 
which might be better called an affliction and after the 
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manufacturers have had a certain amount of it, I believe 
we shall have a reaction which will prove beneficial to the 
public, to the retailers and to the manufacturers. 

“I have every confidence that design will be improved and 
that as this improvement proceeds, the methods of pro- 
duction will be better, although great strides have been 
made in this line in the last few years. 

“Every day steel is becoming accepted by a greater per- 
centage of office furniture buyers and I have every confi- 
dence that this percentage of increase will continue. We 
shall still further blend ideas of comfort and utility with 
beauties of line and finish. Competition between materials 
unquestionably will make it necessary to effect greater 
economies from every standpoint. I think there are a num- 
ber of industries where the competition between mate- 
rials is more acute than it is in the metal furniture field 
today and experience in other fields will play a large part 
in shaping the program of the metal furniture manufac- 
turers to meet competition which may now exist or which 
may be created through the introduction of materials not 
now used in producing good furniture. 

“As to methods of distribution, those in effect should 
cover all the possible requirements of office furniture manu- 
facturers. I note there is a feeling among many retailers 
that they will be gradually eliminated through direct selling 
by some manufacturers. However, I have confidence that a 
retailer can still continue to be very successful in the dis- 
tribution of office furniture, even in the face of direct 
selling, and become a greater asset to the manufacturer 
than he is today. I am, indeed, so thoroughly convinced 
of this fact that I do not believe I could approve of any 
program for distribution which did not have the retailer 
in it. 

“I do not feel that the steel manufacturer needs to fear 
the substitution of lighter material in the making of prod- 
ucts which he distributes. At any rate, to not nearly so 
great a degree as manufacturers of furniture which is used 
in the office in connection with steel furniture and which 
is now being made out of other materials than steel. There 
are certain articles used in the office where weight is an 
important factor and unquestionably metal products lighter 
than steel will be used for such purpose. This progress, 
however, in the use of lighter metals is in items which 
have not been supplying the steel furniture manufacturers 
with any volume to speak of. I believe there is a far 
greater possibility of a change in steel sheets which will 
make them still more attractive when fabricated into 
furniture. 

“T have unlimited confidence in the future of this indus- 
try, for I believe far greater strides will be made in the 
next ten years than have been evident in the past ten years, 
and as you know, this was no small progress. I do not 
believe that a day passes when steel furniture is not held 
in higher regard by the public than before. This fact 
lowers our sales resistance, makes our selling organizations 
more effective and should enable us to make longer and 
faster strides in the development of our industry.” 


He who can sense the trend of an industry and interpret and apply the condt- 
tions which accord with it stands ready to grasp the hand of opportunity. He 
who can move with the course of events and apply his strength in harmony with 

natural forces wields a powerful lever. 
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NEWEST:OF: THE:NEW! 


- JONESTEEL- FILING- EQUIPMENT - 


New features! 
plete ot 


counter types ! 


range 


PATENTEO GENERAL LO 


POSITIVE LOCK CO 






ve 
| SQUARE BEAO, 
(4 


BRONZE KNOB 
FOR ROUND ROD 






DVANCED steel office equipment! 
Embodying the very latest ideas in 
design and construction such as the 
DUST PROOF LIP (shown above), an 
exclusive feature ... keeps contents of 
bsolutely clean and fresh. Also FULL 
BALL BEARING ROLLER SLIDES .. . com- 
pletely eliminating friction in closing and 


opening drawers and thus greatly extending 

length of serviceability of these files. 
STRENGTH ... frame and cabinet electri- 

cally welded into one rugged structural unit. 


cabinets 


New perfection of finish! Com- 
. upright and 

Most careful attention to details! 
DUST STOP ALL AROUNO 


FOUR SIDES OF ORAWER OPENIN 


















\ 
\® SECTION THRU FRON 
OF UPRIGHT 


4 
4 


BALL BEARING ROLLERS 





7, 


ACCURACY drawers are completely inter- 
changeable due to extremely accurate die work and 
exactness of manufacture. FLEXIBILITY ...a 
great number of combinations are possible, even 
after files are in use. No need to scrap JoneSteel 
equipment. Changing conditions are easily met. 

Our new catalog gives a complete listing of 
JoneSteel points of superiority. 
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‘FINENESS : OF: FINISH: 
- DISTINGUISHES « JONESTEEL - CABINETS - 





Above upright bank of cabinets is finished in a particularly fine and harmonious 
olive green, baked on and beautifully polished. One of our standard finishes. 


ERE is a line of filing equip- 
H ment which matches perfectly 
the finest cabinet work in rich- 
ness and beauty of finish. The metal 


and the finish are as near one as 300 
degrees of heat can make them. 





Regular finishes are walnut, green 
and mahogany. Special finishes, such 








as oak, Circassian walnut and brown 
mahogany can be perfectly matched. 


Send for catalog, completely de- 
scribing and illustrating this new line 
of ADVANCED, SUPERIOR filing 
equipment. 


Made by the manufacturers of 
“Jamestown Metal Desks”, 
““JoneSteel” hollow metal doors, ele- 
vator enclosures, partitions and metal 
bank equipment. 


Special Drawer 
Inserts 
available both in letter 
width and legal width. Can 
be installed in the field if 


necessary. 





Other accessories are pro- 
vided such as_ linoleum 
tops, sanitary leg base, 
knee-space units, panel 
gates, etc. See catalog. 


Jamestown Metal Desk Co. Inc. Jamestown, 1.U. 
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Dealers have asked for it 
here it is..! 


A “double action” ball bearing 


office chair caster, by 


N 
— 
Nm 





buy it. “Precision made”—with quality 
all through—yet economically priced. 


HIS new addition to the Bassick Cas- 


ter line is a distinct improvement over 


any ball bearing caster on the market. 


It will sell on sight. Let the most exact- 


ing buyer pick up this new caster —spin 


Add it to your Bassick floor-protection line, 
which offers you a complete set up. An item 


for every need. All reasonably priced. All 





up to the high Bassick standard of quality. 
All profitable sellers. Ask us for prices 


and detailed information. 


it in his fingers—try its amazing action— 
and he'll want it. Let him sit in a chair 


equipped with these casters and he will 


a THE BASSICK COMPANY 





BRIDGEPORT + CONNECTICUT 


i = & 





FAB FABX 2 mee DESK DRIVE-ON SOCKET NoMARS GWG 
156" Atla ite Whe el. Double 14" Atlasite NoMARS To fit caster sockets. 2" “Baco” Whee 
b ecom- Whe -— uper-ser Will protect floors The ideal rest for fur- Perfect protection for with soft tread, for 
~~ d fo on vice, treme str ength from sharp-edged niture not bored with rugs, linoleums, pol- quietne oad oor 
any y and on ability desk legs. caster sockets. ished floors. protection. 





A COMPLETE LINE ~ ~ AN ITEM FOR EVERY NEED 
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Fox Film Corporation selected Van Dorn Steel Desks 
and Filing Equipment for use in their Hollywood of- 
fices. This adds another outstanding and nationally 
known corporation to the list of satisfied users of Van 
Dorn steel office equipment. 


DEALERS—you, too, can get letters like the above 
from satisfied customers by selling the complete 
line of Van Dorn Files, Desks, Safes, Shelving and 
Storage Cupboards. 


Let us tell you about the advantages 
of selling Van Dorn office equipment. 


VAN DORN METAL FURNITURE 


2685 East 79th Street . Cleveland, Ohio 
A Division of THE BERGER MANUFACTURING COMPANY, Canton, Ohio 
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Hollywood Studio Chooses Van Dorn 
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W Arm Swivel Chair 
Number 2622% 


Arm Chair 
Number 2622 


That’s Where These Newest B. L. Marble 
Period Chairs Have Their Place 


The chairs shown above are of the latest design—Master- 
pieces by Master Craftsmen for the Masters of Business! 
In them, the suite idea is the dominant motif. Yet there are 
many other designs in the B. L. Marble line that reflect the 
same thorough knowledge of “suite” requirements. 

These two chairs are representative of the character and high 
quality of B. L. Marble workmanship. They reflect the 
leadership this institution has held for close to half a century 
as the foremost manufacturers of chairs for business use. 
So complete is the B. L. Marble line that it places no re- 
strictions on the selling activities of the progressive furni- 
ture dealer. There is a B. L. Marble chair for every busi- 
ness use, no matter what the requirements may be—either 
for full-upholstered chairs of the executive type or for those 
designs that have come to be accepted as standard for the 


general office. 


THE B. L. MARBLE CHAIR COMPANY 


Bedford, Ohio, U.S. A. 
So 


ad B-L:MARBLElke 


BUSINESS CHAIRS ol 
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Six reasons why the Automatic 
Line has become so popular 
with aggressive dealers 


1—The new Automatic steel line incorporates as an 
exclusive feature, the only basic improvement in 
filing equipment since the advent of the steel file. 


2—The Automatic V-expansion and compression 
takes this line out of competition with ordinary 
equipment. The time-saving, space-saving, money- 
saving features appeal to buyers of filing equipment. 


3—The exclusive Automatic features are available 
to only one responsible dealer in a community. 
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4—The line is complete with the finest of files, desks, 
systems, and a popular line of office specialties. A 
highly trained Systems Department is available, 
without charge, for counsel on System problems. 


5—A powerful, resultful merchandising plan pre- 
pared by recognized authorities in the Office 
Equipment field is producing profitable business 
for aggressive Automatic dealers. 


6 — Friendly, helpful merchandising counsel is 
available, without charge, on the subjects of Store 
and Sales Management, System Selling, System 
Installation, and Advertising. 


Send the coupon today — we will send complete 
details to any responsible dealer. 


Attach to letterhead and mail today 


The Automatic File & Index Co., 


The Automatic File & Index Co. § Fie Aenereeste Fe Ste oe eed, Chaees 


General Sales Offices 


1320 Steger Bldg., 28 E. Jackson Blvd. 


Chicago, Illinois 


Factory: Green Bay, Wisconsin 


4 Please send me more information about the follow- 
ft ing Automatic Lines. 


Automatic Steel Files 0 
Automatic Steel Desks 1) 
Automatic Specialties 0 
The Automatic Merchandising Plan (1 
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The YOYEAR Development of Meilink 


as told by C.F. MEILINK ... 


THe Memink Street Sare Co. 
Toledo Ohio 









HIS letter is the first general 
announcement of the reasons 
for many changes and develop- 
ments in the Fireproof Safe in- 
dustry. 
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“Results in 4 Complete Lines of 
STEEL SAFES 


CONSISTING OF THESE SIZES: 


“A” label safes 


INSIDE DIMENSIONS 


Safe 


Number 
333 
342 
343 
345 
346 
347 
348 


“B” label safes 


High Wide 
Inches Inches 
50 18-1/2 
31-11/16 33-3/4 
60 30 
60 33-3/4 
56-3/4 45-1/2 
60 33-3/4 
60 36-1/2 


INSIDE DIMENSIONS 


Safe 


Number 
17 
20 
25 
30 
35 

233 
242 
243 
245 
246 
247 
248 


One hour safes 


High Wide 
Inches Inches 
17 15 

20 15 

25 18-1/2 
30 18-1/2 
34-11/16 18-1/2 
50 18-1/2 
34-3/16 33-3/4 
60 30 
60 33-3/ 
60 45-1/ 
60 33-3 
60 36-1 


[ue ni - 


INSIDE DIMENSIONS 


Safe 


Number 


High Wide 
Inches Inches 
13 10 
15 12 
20 15 
25 15 
30-11/16 15 
35-15/16 18-1/2 
50 18-1/2 
35-15/16 33-3/4 
50 33-3/4 
63 33-3/4 
63 33-3/4 
63 45-1/2 


Steel Plate Safes 


Safe 


Number 
903 
905 
907 
989 


INSIDE DIMENSIONS 
High Wide 


Inches Inches 
32-7/16 18-1/2 
50 18-1/2 
50 33-3/4 


63 33-3/4 


Deep 


Inches 
21 
21 
21 
21 
29 
29 
21 


Deep 
Inches 
15 
15 
21 
21 
21 
21 
21 
21 
21 
29 
29 
21 


Deep 


Inches 


Deep 


Inches 
21 
21 
21 


21 


OUTSIDE DIMENSIONS 


High Wide Deep 
Inches Inches Inches 
67 30-11/16 33-1/16 
48-11/16 44-1/2 33-1/16 
77 40-3/4 33-1/16 
77 44-1/2 33-1/16 
73-3/4 56-1/4 41-1/16 
77 44-1/2 41-1/16 


77 47-1/4 33-1 16 


OUTSIDE DIMENSIONS 


High Wide Deep 
Inches Inches Inches 
29-1/4 22 24-1/8 
32-1/4 22 24-1/8 
37-1/4 25-1/2 30-1/8 
42-1/4 25-1/2 30-1/8 
46-15/16 25-1/2 30-1/8 
62-1/2 26-1/8 30-1/2 
48-11/16 41-5/8 30-1/2 
74-1/2 37-3/8 30-1/2 
74-1/2 41-1/8 30-1/2 
74-1/2 52-7/8 38-1/2 
74-1/2 41-1/8 38-1/2 

43-7/8 


74-1/2 3-1/2 


OUTSIDE DIMENSIONS 


High Wide Deep 
Inches Inches Inches 
20-5/8 14-3/4 17 
26 18-1/4 
31 21-1/4 23 
36 21-1/4 23 
41-11/16 21-1/4 23 
46-15/16 24-3/4 29 
61-3/4 24-3/4 29-1/8 
47-3/16 40-3/8 29 
62-3/4 40-3/8 29-1/8 
75-3/4 40-3/8 29-1/8 
75-3/4 40-3/8 37-1/8 
52-1/8 


37-1/8 


OUTSIDE DIMENSIONS 


High Wide Deep 
Inches Inches Inches 
41-11/16 23 26-3/4 
59.1/4 23 26-3/4 
59.1/2 38-3/4 26-3/4 
72-1/2 26-3/4 


38-3/4 
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What Is Known as The QUIGLEY Line 






No. 1023 


No. 1006 





No. 1 


The Largest Manufacturers of Office Accessories in the World. 


The Quigley Furniture Co. Whitesboro, New York 


New York Office: 130 W. 42nd St., Room 414 
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Grow with Globe-Weenicke 


New sales fields, greatly broadened lines and an unequalled plan of cooperation offer 
every Globe-Wernicke Dealer an unusual opportunity for success. In some localities 
Authorized Dealers will soon be appointed. Write for particulars. 












1 














Globe - Wernicke Steel Desk 
installations build profits and 


prestige. 









Globe-Wernicke offers a com- 
plete line of Steel Filing Cabi- 
nets—full height and counter-height units, also filing 
equipment planned to fit special needs. 








GlobeWernicke 


k CINCINNATI 


Preston-Noelting, Ltd., Stratford, Ont., Canada, Canadian Representatives for Globe-W ernicke 
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G ith Globe-Werni 

row wit obe~Wernicke 
Over four thousand Globe-Wernicke products are at the service of the Authorized 
Dealer—Steel Desks and Tables, Steel Filing Cabinets, Steel and Wood Bookcases, 


Steel Safes, Steel Storage Cabinets, Steel Shelving, Visible Record Equipment, Filing 
Supplies, Stationers’ Products, Library Equipment and Contract Work in Steel and Wood. 








- Paw od 





Every busimess concern is a prospect for 
Globe-Wernicke Storage Cabinets and 
Wardrobes, 





tional 





. ke . . . . 

_Wernic cw Every filing cabinet need—every filimg cabinet prospect can now 
Gio we in oo among be supplied from one source—Globe-Wernicke with the “Four 
oe a leree pofessional Related Filing Cabinet Groups”—a filing cabinet for every purse. 
ope’ n 


busiest aes, | 
: Globe-Wernicke 


CINCINNATI 


Preston-Noelting. Ltd., Stratford, Ont., Canada, Canadian Representatives for Globe-Wernicke 


= ex oe eee ee 








Se + ares SES HOUSES ra 








(row with Globe“Werenicke 


Besides the advantage of completeness of the lines, Globe-Wernicke as the single source 
of supply means lower overhead for the dealer — reduced clerical expense due to less 
bookkeeping, lowered cost of handling shipments; also standardized designs and finishes 
and uniform quality of every product. The geographic location of Globe-Wernicke is 
an important factor in faster shipments. 




















PRAIRIE ST SA I. 


Architects, engineers, public utilities — this 
is another attractive field opened to the 
Globe-Wernicke Authorized Dealer by the 
Cello-Clip File for plans, blue-prints, maps 
and large sheets. 


Just off the Press 


Two new Cata- 
logs---Stationers’ 
Catalog No. 529 
and £ Sup- 
plies Catalog 
No. 628. 


Send for your 
copies today. 
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(row with ‘Globe Ween icke 


The Globe-Wernicke Contract Department opens to the Authorized Dealer the attract- 
ive field of planned equipment for banks, court houses, city halls, municipal buildings, 
corporations, insurance offices and other business offices, court rooms, public and school 
libraries, etc. Let us show how we help you obtain this business. 





PP. > 











Never before in history has such prog- 
ress beem made in the establishment 
of new and the re-equipping of old 
libraries as today. Obtain your share 
of this library work. Write the Globe- 
Wernicke Library Department. 




















Move — the beautiful library of a 
southern Ohio high school equipped 
with Globe-Wernicke Library Equip- 
ment. 


Below—Globe-Wernicke Court House 
Equipment in an Indiana court room, 
Illustrations above and below show how 
Globe-Wernicke Equipment is planned to 
fit the needs. 






New! Globe-Wernicke 
Library Equipment 
Catalog 





Send for this new catalog 
and details of our plan 
for obtaining library busi- 
ness for you. 


Globe-Wernicke 


CINCINNATI 


Preston-Noelting, Ltd., Stratford, Ont.. Canada, Canadian Representatives for Globe-Wernicke 
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PREFERRED FOR 25 YEARS 
BY MANUFACTURERS AND DEALERS 


For a quarter of a century Sherman- 
Manson stands have been in general 
use everywhere. They were the first 
to embody tubular steel and are 
accepted and recommended by manu- 
facturers of machines which are usually 
furnished complete with stand. Prac- 
tically all factory equipped machines 
are equipped with Sherman-Manson 
tubular steel stands as standard equip- 
ment. No additional evidence is needed 
concerning the qualities of the stand. 


Stands designed and built for manufac- 
turers to meet their special require- 
ments. 


For dealers there is a complete line of 
Sherman-Manson typewriter stands for 
all purposes. If you want extra sales— 
and added profit—without extra effort, 
sell a stand with every machine. For 
descriptive literature, giving sizes, 
styles and prices, write us today. 


SHERMAN - MANSON MEG. Co. 


621-31 Kolmar Ave., CHICAGO 
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The Choice of the Nation 


As much perhaps, because 

of our twenty-one year \ 
record of selling exclusive- _ 
ly through retail dealers, ) 
as because of the inherent ) 
goodness of “All American” ~ 
steel filing cabinets, steel 


desks and filing supplies 


ager 3 bit Cie | idl - 


Browne-Morse Company 
Muskegon - - - - Michigan 
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if you knew how many thousands of dollars 
worth of business tables are sold every year 
in your community. Every office and store 
everywhere must have tables. 


Who gets this profitable trade? Whynot You? 


No matter how small and crowded your store 
may be, you can easily make room for samples 
of St. Johns Business Tables by using them 
as counters for displaying other goods. 

Almost no investment necessary. You do not 
need to carry a stock. We make shipments 
direct to your customers from our ware- 
house. Simply take orders from your 
samples and add the profits to your earnings. 


OFFICE APPLIANCES TWENTY-FIFTH ANNIVERSARY 





SURPRISED 


St. Johns Business Tables sell on sight be- 
cause they are the greatest values obtainable. 
You will be amazed to find that tables of 
such sturdy construction, fine materials and 
enduring finish can be sold at such moderate 
prices. And you count your profit on each 


sale, not in dimes but in dollars. 


St. Johns Tables are made of northern gray 
elm, quartered and plain oak, quartered gum- 
wood, walnut and mahogany. Drawers are 
dove-tailed with three-ply bottoms, and all 
finishes are exceptionally hard and lasting. 


Write for full particulars of our money- 
making plan. Do it today. 


St. Johns Table Co., Cadillac, Michigan 


ST. JOHNS 





BUSINESS TABLES 
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steady, gratifying growth in years to 

come. The broad scope of the “Secur- 
ity” Lines enables them to fill every require- 
ment—the unvarying high quality of “Secur- 
ity” Equipment binds the most desirable trade 
of their localities to them. 


“Security” Planned Equipment fulfills the 
special needs of Banks, Court Houses, Loan 
Associations, Trust Companies, Cashiers’ Of- 
fices, Corporations, Insurance Offices, Public 
Utilities and Business Offices. 


| Seca, are dealers are confident of 
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Efficient “Security” Steel Filing Cabinets om duty in the 
National City Bank, New York City. 
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“Security” Equipment incorporates many re- 
finements of design appreciated by the user, 
and is available in various finishes to match 
any office decorative plan. 





You owe it to yourself to learn—without ob- 
ligation—the many advantages which Steel 
Equipment Corporation gives its dealers— 
how adequately you can meet every require- 
ment of both the public-service and commer- 
cial institutions of your territory with 
“Security” Products. Write—at once! 





STEEL EQUIPMENT CORPORATION 


| Avenel, ‘New Jersey 
BRANCHES: NEW YORK, CHICAGO, BOSTON, NEWARK, 


N WASHINGTON, PITTSBURGH, NEW HAVEN, PHILADELPHIA 


fif\ ‘The Equipment that 


ead never wears out 

















Convenient “Security” Deep Steel Shelving, Narrow Fabric 
Company, Reading, Pa. 
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An Argument for the Steel Desk 


© 


Resume of “A Brief for Steel Desks” (Office Appliances, June, 
1928), a Capital Article by J. 8. Sprott, now General Sales Manager, 
The Article in its Present 
Condensation has lost some of the Force of the Excellent Original 


The Berger Manufacturing Company. 


© 


HE transition from wood to steel as a material for 


those articles of furniture with which we conduct our 


daily business affairs was a natural one. The steel 
file has long been an accepted piece of office equipment. 
The steel desk, after passing through that period of doubt 
through which everything of a revolutionary nature must 
has been accepted by business men solely on the basis 


Had the steel desk been merely a substitution 


pass, 
oft merit 
without superior advantages, the natural conservatism of 
The steel desk 


has made the progress it has because the American busi 


business men would have spelled its death. 


ness man is convinced that he is the gainer by using steel 
desks 

[he advantages of the steel desk which have converted 
hard-headed business men are briefly: permanent good looks; 


permanent utility; resistance to fire; better sanitary condi- 


tions; greater adaptability through drawer standardization; 
reduced depreciation; a gradually reducing price differ- 
entia! 


[he appearance of a desk is often a deciding factor in a 
sale and is perhaps its most powerful argument. An of- 
fice desk is not a grand piano nor a fine library table whose 
A desk is work- 


ing equipment and subject to all the abuses of active use. If 


beautiful finish can be carefully guarded. 


for the sake of argument we grant that all desks are good look- 
ing when they reach the customer, it seems logical to say that 
the steel desk because of its tougher basic material and its 
oven baked enamel finish will keep its good looks when sub- 


mitted to tl 


1e usual abuse which the average office desk re- 
ceives. That it does keep its finish under these conditions 
is not a theory but a fact which can easily be proved 
Changes in temperature and humidity have no effect up- 
steel desks. 
fitted and adjusted, they 


on the drawers and locking mechanisms of 


Once they have been properly 


continue to work with the same smoothness as when new. 
No need to call in the carpenter or cabinet-maker to whit- 
tle a drawer into submission or replace a bottom board that 


This ad- 
vantage is to be considered by the dealer who must keep a 


has shrunk so that it no longer remains in place. 
repairman on his payroll as well as by the user 

The modern trend in office building design is to elimi 
nate as far as possible everything of a combustible nature 
Steel 


fires but it 


The same program is being applied to equipment. 


office equipment will not absolutely prevent 


does reduce the combustible contents of a building and 


thereby reduces the intensity of any fires which may break 


out by cutting down on the amount of material on which 
the fire can feed 

\ steel desk can be washed periodically from top to bot- 
tom with soap and water with absolutely no danger of ruin 
ing its finish. It does not develop cracks into which dirt 


nd grin e work and has no veneer to loose under the ac- 
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SPROTT 


MR. 


tion of water or of steam coming from a loosened radiator 


escape cap. Rats, mice and vermin of all kinds shun the 
steel desk and germs can not live on its surface. 

Ihe steel desk can be made with four legs instead of the 
conventional eight, because of the greater strength of steel. 
Eliminating the center legs makes it possible to clean the 
entire floor beneath the desk by sweeping or mopping from 
make a complete 


one position and the janitor need not 


round of the desk to insure a clean job. 

The linoleum 
desks have, provides a warm and pleasant surface to touch. 
be kept 


Ink stains, grease, dried mucilage, etc., can easily 


writing top which practically all steel 
It also adds to the ease with which the top may 
clean 
be removed from the surface with soap and water, leaving 
the top as fresh and new as though it had just left the fac- 
tory. 

The drawers of a steel desk are made accurately on dies 


and they may therefore, be so standardized as to be uni 
versally interchangeable either within the pedestal of the 
Thus the worker may 
When it 
to move or rearrange equipment, the drawers 
the desks in 


desk or from one desk to another. 
locate various drawers to suit his convenience. 
is necessary 
may in most cases be interchanged, leaving 
their original location. 

Depreciation of steel desks is negligible as has been 
shown and the steel desk is therefore ideal as standardized 
equipment for large users. If this standardization is done 
progressively, there is the assurance that all replacements 
will be fit companions to those bought last year or those 
to be bought ten years from today. 

The first steel desks were almost prohibitive in price, but 
the introduction of better production methods has brought 
present prices of steel desks in line with what the public 
has come to consider a fair price for good desks. The price 
of materials for making wood desks is gradually climbing 


and is bound to continue to climb with the reduction in 
supply 

On the other hand, there is no indication of a rise in 
price of sheet metal and on the contrary, the cost of fabri- 
lowered with increased produc- 


steel desk is 


cating will undoubtedly be 
tion and improved production methods. The 


not only here to stay, but is in its ascendancy 


The star of the steel desk is now a bright luminary in the 


office equipment firmament. Its universal adoption wher- 
ever its peculiarly practical features are a guiding factor is 
only a matter of time. Men of sound business acumen are 
discovering, too, that the modern steel desk—the final word 
in desk utility 


sesses, under the influence of modern artisanship, a grace of 


in addition to the features enumerated, pos- 


line and a beauty of finish which make it a fit companion 


equipment of fine ofhces. 


to the 
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HE tendency to break away from the _ severely 
monotonous office surroundings of the past is strong- 
ly reflected in office equipment. In office furniture 
particularly, the trend is toward the expression of the artis- 
tic sense by means of beauty of design, material and finish. 

In the making of fine and artistic furniture there is no 
substitute for the cabinet woods. Wood is adaptable to 
every type of decorative design, from lacy carvings to mas- 
sive rigidity. 

Artistic sense resents absolute duplication and the very 
differences of grains in wood. would make two pieces of 
furniture different from each other even though one may 
try to make them exactly alike. Thus they would neces- 
sarily express certain individuality as well as beauty. 

A photographic reproduction of wood grain can be se- 
cured on the larger flat surfaces, such as the top of a desk. 
Nevertheless, it is an imitation and has the limited artistic 
value that imitation of marble or a diamond would have. 
Imitation wood grain lacks all the depth and clarity that 
come from the reflection of light through a transparent 
coating over the carefully stained natural grain of beautiful 
woods like walnut, mahogany and oak. The imitation does 
not have the life, brilliancy and delicate shading, the many 
degrees of the same color, the changing figure, due to the 
refraction of light at different angles. It is flat and life- 
less. It looks like wood only to those who don’t know 
wood, and even to them it is only like wood when looking 
directly down at it. From a slight angle it is an opaque 
red, brown or green, like paint on a barn. 

As for comfort—compare the cold, “clammy” desk top 
made of some other material than wood with the warm, 
personal, artistic wood desk top. 

3ut even if wood did not have these advantages as a 
material for office furniture, what would be gained by using 
any other material? The use of metal in the making of 
desks, for instance, involves the sacrifice of flexibility of de- 
sign, sizes and types, because metal desks must be made 
in a large quantity of a given design to keep the cost 
within reasonable range. Standardization of office equip- 
ment is often desirable and promotes efficiency, but much 
of the gain is lost if a desk of unsuitable design and size 
must be used. 

Let us examine some of the claims of superiority made 
for the metal desk. With metal we naturally associate 
non-inflammability, but the likelihood that a wood desk 
will become a source of fire is extremely remote. Any pro- 
tection which a metal desk would offer against fire would 
be the possibility of protecting the contents of the desk 
against fire external to the desk. But the protection which 
a metal safe offers against fire depends entirely upon the 
insulation of the safe with materials other than metal. The 


An Argument for the Wood Desk 


© 


Digest of “A Brief for Wood Desks’? (Office Appliances, June, 

1928), a Vigorous and Well-Presented Article by Gordon B. Muma, 

Sales Manager, The Cutler Desk Company. Here also the Author’s 
Fine Argument Suffers in Power and Pungency by Reduction. 


© 


metal only holds the insulating material and without it 
the contents would be destroyed sooner than if they had 
been in a solid wood safe. Do metal desks have any in- 
sulating material? And in a fire sufficiently severe to 
destroy a wood desk, would a metal desk have any value 
after it had come through the fire? In other words, a 
severe fire would destroy the contents of a desk just as 
surely whether the desk is made of wood or metal. 

We hear much about the durability of metal desks, but 
has any one ever heard of a wood desk which wore out by 
use? On the contrary, there are many desks that have 
given constant daily service to their owners forty years or 
more. What more could a metal desk do? 

The first part of either a wood or metal desk to wear out 
is the finish. A wood desk, when its finish has worn off 
can be refinished at little cost by a good furniture man. A 
metal desk finished in imitation of wood grain would have 
to be crated, returned to the factory and refinished, and 
the total cost would be almost as much as the price of a 
new desk. 

The finish of a metal desk damaged by accidental vio- 
lence, stained by acid, ink or water or blistered by a small 
fire in a waste basket, means a factory refinishing job. 
The wood desk may be sanded, coated, rubbed and will then 
be as good as new. The metal desk is noisier than the wood 
desk. A real office suite in metal has not yet been achieved, 
nor are such suites regarded as possible. Metal desks are 
limited by construction methods to a very narrow range of 
grades and models. Wood desks, however, are made to 
harmonize with the most magnificent as well as the sim- 
plest surroundings. 

Dealers often think that there is an advantage in selling 
steel desks because the patterns are few and a number of 
stock lines are not required. The many models of wood 
desks which are made exist because there is a demand for 
them, or manufacturers would cease to make them. The 
lack of many models in metal desks means loss of sales 
through absence of variety. 

For making furniture Nature has created nothing to take 
the place of wood. The desk can be made of cement or 
steel and the chair of the same substances—but why? Give 
almost any human being a personal choice and he will select 
for his use a desk and chair of nicely finished hardwood. 

In the metals we have scant variety of choice. Practic- 
ally, it is steel or nothing. And however we seek to dis- 
guise the substance it is still metallic. But in wood we 
may pick and choose. Oak, walnut, mahogany, teak, maple 
—we may even range afield and procure the rarer hard- 
woods—but all are suitable to the purpose to which we 
seek to put them—all are friendly—-all respond in exquisite 
beauty under the artist’s hand. 
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What's behind the 


OU are in business to make a profit. The ‘‘Y and E”’ ex. 
clusive agency franchise offers the office equipment dealer, 
not only quality merchandise, but ‘‘Y and E”’ sales produe. 
ing services. These services bring quick turn-over and result 
in a smaller capital investment and increased profits. 





Forty-nine years of business building experience has provided . 
‘Y and E”’ with an organization of specialized personnel anda | 
wealth of invaluable data, which is available to those who have , 
the “‘Y and E”’ exclusive franchise. Specialized departments 
Presipent Gustav Eree of great value to the agent have been established. Each ‘‘Y and 
prey ide fo : “ym E”’ agent has at instant call, as if they were a part of his indi- 


the **Y and E*’ organization. 


vidual organization, a System Data Department, a Bank De- 
partment, School Service Department, Library Department, 
etc. These departments are the highest type of sales helps. 


BANK DEPARTMENT 


The services of the “Y and E’”’ Bank Depart- 
ment, whose personnel is made up of men 
with practical banking experience, are available 
to all ““Y and E’’ agents. Hundreds of com- 
plete lay-outs, record forms and plans of com- 
plete installations are available. 





a) 

SC 

— a . _ — Bu: 
SYSTEM DATA DEPARTMENT aa 

In this department, thousands of reports and special informa- tial 
tion on every conceivable labor saving system have been accu- ist 
mulated. These files and a corps of highly trained assistants are adn 
constantly ready to supply expert information. eve 





‘YAWMAN 4» FRBE MFG.(0. 
655 JAY STREET ROCHESTER. N. Y. 
Export Dept., 368 Broadway ,New York City. In Canada: The Office Specialty Mfg. Co., Ltd., Newmarket, Ont. 
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“Vand E’’—Thts is the 
symbol of forty-nine 
years . leade y ship in” 
the offi ¢ equipment in 
dustry. Itis a mark of 
quality, high standard 
of workmanship, integ 
rity of purpose and 

constant rvice 10 cu 


tome? 


Above are the ‘““Y and E’’ plants at Rochester, 
New York. In addition to the steel plant, wood- 
working and printing shops and assembling 
plants, much space is devoted to the specialized 
departments described in these pages. 











SCHOOL SERVICE DEPARTMENT 


Business demands prompt decisions. The File Dept. 
is a big factor in making decisions. Training is essen- 
tial. The School Service Dept. with its special courses, 
is training thousands of operators. Data pertaining to 
administrative records and equipment, is available for 
every problem. 
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Merchandise you offer ? 








LIBRARY DEPARTMENT 


The Librarian and the Library Board have 
many problems that can only be answered by 
specialists who have had years of experience 
with the problems of library furnishings. ‘The 
services of the “Y and E”’ Library Department 
are in constant demand by “"Y and E”’ agents. 


“Y and E” Representatives are the leading Office 
System and Equipment dealers in all principal cities 
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FURNAS 
FURNITURE 
cOMPANYy 

















No Office Is Complete 
Without Some of These Items 


In the factory shown above we are 
specialists in producing the extra items 
which round out the well furnished of- 
fice. And tor good business, the daily 
sale of these soon passes the occasional 
sale of a desk or chair. 





If you are not getting the full benefit 
of this attractive business, write us 
today. 





Furnas Furniture Company 


Indianapolis, Indiana 
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The above chair represents 
the advanced spirit ex 
pressed in Sikes Chairs of 
today. Their comfort 
means dollars and cents 
proht in increased energy 
Their beauty means conh- 
dence in business 


CHAIRMAKERS TO BUSINESS 
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This chair was made when 
the real value of beauty 
and comfort in chairs was 
not recognized. 


HE SIKES COMPANY for seventy years has 
been developing a newer conception in the art of 
Chairmaking. 


Beginning in an era in which beauty and comfort were 

not considered essential, the Sikes Company has 
progressed scientifically to the development of the 
Sikes Chairs of today. 


Now, Sikes presents to the trade a chair for every 
need. Each Sikes model represents the co-ordinated 
effort of physicians, practical business men and skilled 
craftsmen. 


We are confident that the advanced lines of the Sikes 
Chairs are more than practical—they are necessary to 
the business of today. 


And office people are appreciating the real value of 
Sikes Chairs. 

By national advertising they are being told, by chairs 
in service they are being shown the value Sikes offers. 


If you are not now in a position to furnish your cus- 
tomers with this nationally advertised line of chairs, 
write us concerning a Sikes Franchise. 


SIKES COMPANY 
Chairmakers for 70 Years 
Philadelphia 
A complete line of matched office suites and 


commercial desks is manufactured by the Sikes- 
Cutler Desk Corporation at Buffalo, N. Y. 


PROFESSIONAL AND INSTITUTIONAL AMERICA 
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The name “SUPREME 
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QUALITY” means exactly that! 


REAL QUALITY in any line wins 
recognition—wins the continued patronage of 
users. In jewelry, the name “Tiffany” has be- 
come the outstanding symbol of genuine worth. 
In Filing Supplies, Wabash “Supreme Quality” 
Filing Supplies have won a similar place. 


Wabash “Supreme Quality” Filing Supplies 
are “top-notchers.” Even competitors admit 
that. Take folders for example. There are in- 
numerable lines that look as good, some that are 
put up as well, but where will you find a line 
that stands up under the grueling test of bard 
use as they do? 


The way to build a business that fears no 
competition and grows from year to year is to 






sell merchandise that stands the test of hardest 
use. It is costly to replace an article when it has 
performed only part of the service it should, no 
matter what the original price. 


The name “Supreme Quality” means ex- 
actly what it says. Wabash Supplies never disap- 
point. They are made of materials that cost 
more than we need to pay for apparently the 
same thing. 


The firm that is known as the “Tiffany” in 
any line, sells only good merchandise, finds its 
reputation a source of continuous new business. 
“Supreme Quality” Filing Supplies will help you 
to gain or maintain that enviable reputation in 
your community! 


Get samples of them now, compare them 
with others and you will see what we mean. 


The Wabash Cabinet 
Company 


Wabash, Indiana 
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Four Makes Two 

Complete Lines . 

wide bre ana INNOVATIONS 

DESKS ° os ] > 

ge in Steel Equipment 

Needs of the Times . : 
i stipe ‘te Countless items you do not stock are beauti- 
Lai STORAGE Fein fully illustrated in four colors,—sell from 

CABINETS ictures conveniently described. See the list 
p y 

CONCEALED of every-day sellers. Exclusive, patented equip- 
+? SAFES . 
oo 60 «SAFES C cone ment illustrated here opens newer and greater 
a 6 STORE FIXTURES roy profit opportunities. If it’s business equipment, 
ek Sat je OE you will find it in the Invincible Hand Book. It 

dorsi =e es haces will pa ou to write for a co today. 
=) OFFICE CHAIRS ae te me ed , 
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DESK HIGH FILES 
Complete Variety 
of Drawer Inserts 











COUNTER HIGH FILES 
with Drawer Inserts 
Bronze Bound Tops 
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Evidence that the Do/More Idea is the 
sound idea of correct seated posture is to be 
found in the following facts: 


1. The big volume of Do/More business comes from 
sources where the posture idea is thoroughly studied by 
highest executives and their consulting physicians. 

2. Since the beginning of our business there never has 
been a time that this volume has not materially increased. 

3. Almost without exception those who try the 
Do/More Idea of Seating repeat with their orders until 
When the spine their entire organizations are Do/More equipped. 
is slumped you 4. We receive more congratulatory endorsements from 
sens fugas our clients than is customary in business—with repeated 
De nd iaaih oe pronouncements that Do/More Seating increases produc- 
induce correct tion, betters the morale among employes, lessens turn- 
posture, pro- | nen over, makes happier workers and in general lifts Business 
punning area out of the clutch of wasteful, needless fatigue. 


crease efficiency 
Those who are interested may have detailed 
information on Do/More Seating by writing. 


HE MORE CHAIR MPANY . , ; ‘ 

HE DU/MORE C erne Dealer Franchise Now Available 
is dedicated to the work of providing hy ; 
: : : he i The Do/More Franchise is now open to dealers in certain, 
COFFECE posture for Business. Ear y IM smaller cities... provided they are quali- 

our history it was our privilege to establish _ fied to give the type of service in which 

the Do/More Idea of Seating in some of the the Do/More Idea has its foundation. 
. ; ° : - 6 You are invited to write for particulars. 

country’s biggest organizations. Today it is nomena mats Coane 

our reward to be called into an ever increas- O/ : 


ve - " 4 > ELKHART, INDIANA 
ing number of big institutions for the same 
EXECUTIVE SWIVEL No. 500. One of 


purpose. Do/|More’s many beautiful health seats 

















Do/More Seating does not consist merely 
of chairs that are scientifically designed and 
adjustable for correct posture; it embraces 


he facilities fi ki ach Do/More in- 
peor re sapere ing each Do/More in D FA O F S EATI N G 





oS ares 


_ THE SATURDA 
IN; 














LSP RNS 





i ATI ONA l 
spve RISING 


The beauty of handling the 
Diebold Line is that there are 
no weak spots. From the up-to- 





date construction of the Safes 


all the way through to the user 
THE VICTORY LINE —your prospects—the path is 
THE COMMANDER LINE 


Th to-date li 
By tne yh My cleared for sales. Not only 


vault doors on the market. 


_———— 


: a Two Hour Safes carrying Un- 
18 the path cleared but it 1s derwriters’ Laboratories Labels 


B” and ““T-20.” 
smoothed by all the factors that 
together make a line success- 
ful and profitable to dealers. 


We offer you a complete line 


y 

= 

— 

= 

= 

—) of modern fire resistive safes 
= 

a 





and vault doors with a size and 


style to meet every need fin- 


~~ 4713 Sy1v$ 
WW Awoigv3 


ished in a beautiful durable THE COMMERCIAL LINE 
Twe Hour Safes for the smaller 


business office. 


BURGLAR PROOF CHESTS Duco. We back this line with 


Carry lowest mercantile burg- 
lary insurance rates. 


the most extensive campaign 
of advertising and sales pro- 
motion ever produced on safes. 
The sales cycle is complete— 
a stock of these safes backed 
by our plan means big vol- 
ume and real profits to you. 


DIEBOLD SAFE & LOCK 
COMPANY 


Canton, Ohio 


N KLE 
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Show, Stock MORE~in LESS Space 


TORE space should earn 
many times its cost. 
With Service Steel 

equipment, it will. 

Good looking, long wearing units, 
adjustable to your varied needs, 
built to conserve space and give 
the utmost in storage, display and 
intrinsic material value. 

Smooth tops, sides and backs. No 
rivets, bolts, laps or open joints ex- 
sed. Dustproof inside and out; 


estioalty fireproof. Designed for 
safe storage and striking display. 

All hardware exclusive design, non- 
tarnishable. Unlimited drawer combi- 
nations. Finish: mahogany, wa)nut or 
flat colors. 


Trade SERVICE) Mark 
= Deluxe Model Deep Display Counter: Service Steel Construction 


Important to Dealers! I throughout. Interior illumination. Lower sections equipped with drawers 
or plain shelves, or combination, as preferred, either on salesman’s or 
customer's side. 





A new and profitable steel equipment 
department, that makes new friends with 
complete installations, can be added to 
your business. We equip stores com- 
plete with all fixtures excepting the cash 
register. Your local agency may still be 
open—apply for it now. Write for details. 


Column Case—-De Luxe Model 


rr vy Fay, 








Shallow Display Cases: Shown here with two 
rows of five drawers each. Adaptable to 
various other drawer arrangements. 





\ 


| 


” 





Wrapping Counter: Exclusive design. Lin- 


Column Case: To fit any shape column. Assembled in any desired ar- oleum top. Drawer inserts of various sizes can | 
rangement from standard units. Deluxe craftsmanship and materials be had. Attachments on salesman’s side for 
throughout. Glass shelves, sliding doors, inside illumination. paper roll and cutter, tissue, sacks, labels, etc. 


SERVICE STEEL PRODUCTS CORPORATION 


PIONEERS IN DE LUXE STEEL STORE EQUIPMENT 
912-18 W. North Avenue, Chicago, Illinois 
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DESKS 


for every office use 


Large installations of 
Imperial Desks are com- 
mon. Their sturdiness, con- 
venience, good looks and 
adaptability, make them 


ideal for general office use. 


RegIOOD desks for large firms are good for small firms 
koe —but the reverse is not always true. Imperial 

— Desks are well built to stand the hard use and 
even abuse that occurs in large offices where a desk serves 
many different users during its actual life. 






A row of Imperial Desks matches one with another 
—uniformly good looking, neat, clean-cut, the very 
standard of efficiency. No wonder they are being in- 


stalled in more and more of the country’s largest offices. Write for 
Catalog No. 28 


Imperial Desks are made in a wide variety of mate- 
rials, styles and finishes, to satisfy every office need. 














1929 
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DESKS 


for every office use 


Imperial Desk Co. 


Evansville, Indiana 
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The private offices of the 
officials of large industrial, 
railroad and banking firms 
are being equipped with 
Imperial matched suite 
furniture. 






No. 1467 


G yy IGNIFIED beauty, so much sought for in the fine 
Bag offices of today, becomes a reality when these 
Imperial Desks are part of the picture. 





Refinement of design, harmony with other furnish- 
ings and a definite standard of quality assure absolute 
satisfaction from every Imperial installation. 


Experience has proved that Imperial Desks fit into 
fine offices and their exceptional values appeal to even 
the most prosperous and progressive companies. 


May we tell you more about them? 
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ADD-A-UNIT 


the outstanding name in 


Woop PARTITION CONSTRUCTION 





AND NOW! ADD-A-UNIT “FRIENDLY” TYPE PARTI- 
TION A MODERN INTERPRETATION FOR BANKING ROOMS, 
FINANCIAL AND LOAN OFFICES. 


Modern treatments require more than just mere factory facilities 
for a successful interpretation. The designer working in the modern 
manner must have the sympathetic co-operation of a modern minded 
organization, keenly appreciative of the possibilities and correct uses 
of the modern. The forward looking policies of ADD-A-UNIT—that 
have made them leaders in the Partition industry since they founded 
it forty years ago—have resulted in many modern interpretations. 


This illustration shows our beautiful Aristocrat model “Friendly” 
type only five feet high—it is the last word in Partition modernity 
and we have six other models adaptable to this new idea of friendli- 
ness in partitions. Suggest this arrangement to your next prospect. 
Full particulars regarding construction and prices will be sent 
upon request. 


ADD-A-UNIT PARTITION Co., INC. 


872 West North Avenue 
CHICAGO, ILL. 
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Follow these Leaders 


to greater protits 
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Another group of nationally known companies 


choose Postindex Visible Files ... showing the 


way to greater profits for every Postindex dealer 


International Paper Co. 
Montgomery Ward & Co. 


Packard Motor Car Co. 
of Boston 


The Corbin Cabinet Lock Co. 
Gimbel Brothers 
Atlantic Mutual Insurance Co. 
Pittsburgh Crucible Steel Co. 
Hood Rubber Company 
Kidder, Peabody & Co. 
Manhattan Shirt Co. 


ew more recognized and na- 
tionally known business lead- 
ers have quit searching for facts. 
They’re using Postindex Visible 
Files, which make vital operating 
information instantly accessible. 
These companies have found that 
Postindex Visible Files are adapt- 
able to almost every kind of record. 
Thousands of other firms are fol- 
lowing the example set by these 
leaders ... a vast market that offers 
rich new profits to alert dealers. 


Exclusive sales points 


Show these prospective Postindex 
owners how Postindex Visible Files 
bring facts to light immediately ... 
cut out hunting for lost records... 





FASTEST POSTING ME- 
DIUM és this Postindex Rapid 
Stack. Demonstrates easily. 





TWICE THE SPACE im these 
drawer cabinet files, because 
each card is double. 





ONLY FLAT-BOOK visible 
file with cabinet. Used where 
thousands of cards are kept. 


end cluttered desks . . . use fewer 
clerks to do the same amount of 
work. Tell them that Postindex 
offers cards up to 16 inches wide, a 
more generous size than any other 
visible system. Remind them that 
all Postindex Visible File cards 
have four sides to write on ... 


doubling file space. 


Write now for franchise details 


Now is the time to earn greater 
profits by taking on this fast-mov- 
ing line. Write now. We will send 
you information about the fran- 
chise in your territory, and tell you 
the story of our pace-setting sales 
promotion plan, dealer helps, and 
national advertising. Postindex 
Company, Jamestown, New York. 





Sostindex 
Vi;sthle files 


A Division of Art Metal Construction Co. 
Makers of the Complete Line of 
Steel Office Equipment 
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A | years and 
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In every State of the Union... ager 
in Europe and Latin-America fited 
.. +» thousands of Art Metal of s 
installations point to the day 
when all offices will be steel- Tho 
equipped oP 
and 
N 1888, a small factory, with lim- forw 
ited space and employing but 50 In fe 
men, started the production of in tl 
Art Metal Steel Office Equipment. with 
Today, the home factory of Art amp! 
Metal occupies 700,000 square feet skille 
and employs over 1200 craftsmen. of f 
24 branch offices cover the United spict 
States. There is a representative in 
every principal city. A London branch 
operates sales rooms and factory to The 
meet the demands of Continental has 
business. And New York hasan Art the « 
Metal export department to service equ 
Latin-America Art 
line 
World-wide Reputation for Service tisin 
The Art Metal Construction Com- a lon 
pany has grown in and by service to vice, 
business. Immense production facil-  busir 
ities coupled with widespread factory 
branches and sales offices make Art MALY of 
d oO rt 
Metal equal to any demand, to any Steel Office Parti 
in the immense 
service need. And long experience, home of the New Tot 
dependability, have given Art Metal ee 
a world-wide reputation. interchangeable wif THE ' 
This widespread reputation holds manager - 
many advantages for the Art Metal 
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agent. All over the world he is bene- 







fted by connection with a company 
of such great eminence. 


An Impressive Record 


Thousands of impressive installations 
in public buildings, banks, libraries 
and commercial offices proudly carry 
forward the reputation of Art Metal. 
In foreign countries and every State 
in the Union, Art Metal can point 
with pride to many outstanding ex- 
amples of the craftsmanship of its 
skilled workers. What an indication 
iF of future attainments is this con- 
spicuous record! 


Great Future Ahead 


m The Art-Metalizing of business offices 
2 f has just begun. Without question, 
‘J the office of the future will be steel- 
equipped. Demand is ever increasing. 
Art Metal, with the most complete 
line on the market, up-to-date adver- 
tising, fair prices, highest quality and 
along-established reputation for ser- 
vice, stands side by side with modern 
business for progress. 


\ND3 


Art Mets 

- Partita a 

1ense r ie | 
New Yor 

nce Com JAMESTOWN, NEW YORK 

partitwn 

able wi! THE WORLD’S LARGEST MANUFACTUR- 
a ERS OF STEEL OFFICE EQUIPMENT 
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Now... 


A mile and a half of steel par- 
tition is merely a routine produc- 
tion job for Art Metal. 

41 YEARS AGO there wasn’t 
that much in the world, 
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LARGEST IN WORLD 

this Art Metal library 
equipment installation in 
the beautiful new Phila- 
delphia Public Library. 
From simplest fuse box to 
massive bronze doors, all 


equipment Art Metal. 





BEAUTY OF ART 
METAL bank equip- 
ment is well shown in 
this view of the Ridgely 
Farmer's State Bank, 
Springfield, Illinois. 














STURDY AND 
ENDURING, Art 
Metal equipment 
will last a lifetime in 


this installation for 
the Detroit News. 
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DEVELOPING CUSTOMER INTEREST 


Suggestion That Office Equipment Man Achieve a 
Professional Standing So That Advice Will Rate with 
That of Other Professional Men.—By Gordon Mills. 


READ years 


“[magin 


book 


Chose were formative experi 


ago a slip of a with the title of 
ition in Business 
a year has passed but | have thought 


While the words 


igo disappeared, the message has borne results 


ence years, and not 


many times of the substance of the message 


the practice of its precepts far beyond my early ex- 


vectations 
is f unate in those days in getting into a national 
t ratic which, in the days of carrying a “black jack” 
its competitors, put into its manufacturing and sales 
vork a ymount of idealism which served as a concrete 
‘ what | had read about imagination—idealism 1 

ot t t ind methods of selling 


is particularly widespread today in the larger 


imagination we mean surrounding the mat 


facture and more particularly the sale processes with a 


stomer interest In the past, putting the sale 


er was a mere skeleton of meager facts and prices con 
vith the elaborate dressing it receives today Chis 
the manufacturer than it is of his dist 


e distributor has not profited by the exampk 


ma e ( considerable irt to the fact that he has 
{ placet mself in a receptive frame of mind to pass 
t ig let alone uborate on it 
é sist methods of sales driving, overlooking 
t , ver idealisn And while this produces volume, 
t does § if e expense ot the customer's 
t \ selling vyroneg or incomplete i | 
cat ‘ roduct 
Unquest ibly the association has accomplished wort 
results t nfluence toward practicality But is it 
ac mp! ed its highest possibility in placing the office 
| ess on a professional basis? The major 
react rom reading “Imagination” was, that the customer's 
terest | d first produced not only more sales and larger 
shed a bond of interest and confidence that 
sured a continuance of profitable relations. 
So I atte ed to assume the professional attitude in mv 
work, crud s these first attempts were When I con 
sulted law r 1 noticed how exactly his advice applied itself 


to my needs. The engineer's comprehensive work came in 


I could not help feeling in advising 
they 


in my suggestions they 


for my attention also. 


customers the wish might have the same confidence 


felt toward a physiciat Of course 


the reason for this confidence was that the professional 


men had a thorough groundwork of preparation, and before 
they appled its precepts, determined what was necessary 
to be done In working along these lines it was apparent 


the customer and myself torgot about trading dollars for 


a product, and became intensely interested in how the prod 


uct was going to react in favor of better methods in the 


conduct orf his business 


But from the purely selfish standpoint there also appeared 


a sizeable increase in the amount of the orders, as well as 


their number. Of course this idea is spreading today, and 


wherever I see it operative, I notice a similar increase it 


the more desirable types of business. Practice selling from 
that angle and vou have something individual, something 
that the customer cannot go into any store and have taken 
down from the shelves and wrapped up. It is unfortunate 


this angle of working debars it from many men who seek 


1€ easiest wav of getting an order 


dealism strikes the average h ard ead vendor as some- 


thing that has no place in his work-a-day world But 


observe that the basis of idealism is “idea,” which is the 


power of idealism and tl S does not become 


iard to swallow 
background 


Chere is a certain amount of idealism in the 


of every young man preparing for a career. The proftes- 
s‘ons, established as such, attract so many because there 
is a definite preparation to insure reaching the goal ol 


success. Business is, in fact. a profession of the highest 


type, but preparation for it may be anything or everything 


and as a general thing is accumulated through experience 


which again may be 


What a 


issociation to set up a system of educatior 


anvthine or everythine 


grand and glorious thing it would be for the 


and apprentice- 
which, when completed, would stand for something 


exact in a prest:ge based on a worki g knowledge The 


ills of business procedure are as acute at times as any 
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any 


human illness, and when you observe the amounts likely to 
be involved, you cannot escape the need of better prep 


aration and education. Ultimately those benefiting would 
attain lesser or greater successes just as they do now, bm 
on how much better foundation. 

Certainly one very desirable outcome would be the at 
traction of more serious minded and more ambit‘ous men 
to a field which in fact should promise as muca as an) 
of the professions. The professional man to a great extent 
escapes the bargaining and shopping so prevalent in the 
industry Prestige gained on account of work well done 
brings him an enviable standing. We feel we must have 
the services of So-and-So regardless of price. And we 
know beyond a doubt if his prices are higher that his ser- 
vice is sure to be correspondingly worth while. In tact, 
in getting this type of service, we are inclined to let price 
take care of itself, and we know this desirable condition has 
been and can to a greater degree be made more common in 
our attractive industry \s it stands today, too many get 
into the industry simply to find a stop-gap job. And that 
is what is the matter with us. Unfortunately this condition 
throws much of the most desirable business mito the close 
competition class, where sharp pencils are used on prices 
Actually the opposite ought to be true—the survey and 
large class work should actually be sold at a premium. 
And yet orders which require most valuable analytical ser 


vice are sold at a ratio below every-day commercial busi- 


ness And this is even more true of public building equip- 
ment If most of these orders were properly analyzed it 
would be found that the business had been secured at a 


distinct loss, if not a deplorable loss 

If in addition to this practical idealism, we might hap 
pily one day find ourselves operating under price control, 
undoubtedly the two most important needs :n rehabilitating 
the industry would have been attained. But until the day 
of price control has arrived, even with our professionalism 
if secured, we shall hardly have attained a general satis- 
factory financial condition With both operating under 
skillful guidance and energetic control, the industry would 
be something desirable for the best men to get into. Of 
course there are exceptions to all rules, and there are out 
standing successes, but it is a rehabilitation of the whole 
industry that we seek 
a 


This standardization of education in preparation for the 
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industry is the big, outstanding need. But we have skated 
around it as skaters do around a danger sign on the ice. 
Many manufacturers are paying notable attention to their 
dealers and to their dealers’ salesmen in this regard. But 
it needs the dealers to take the field as a whole, and as a 
combined unit, set their houses in order. Then professional 
efficiency will take the place of price cutting and shopping. 

\s it stands, the really able planning men will find a way 
out for themselves undoubtedly by setting up companies 
of their own for doing this high type of work, thereby 
robbing the equipment dealer of his heritage. Our English 
cousins have set an example that is worth analyzing, mak- 
ing their industry something worth getting into. A good 
degree of business education, coupled with a degree of 
personal accomplishment, should be sought. Too many 
times the dealer harks back to his day of sweeping out. 
Times have changed—standards of living are higher, all 
of which require an adjustment of compensation, always 
of course as nearly compatible with ability as possible. 
Without proper training and experience compensation can- 
not rise to its proper level. The professional attitude and 
exactness will always tend to keep up the level of the sales 
price, but price maintenance will serve as a dike against the 
flood of price beaters we have with us today. 

Is there any legitimate reason why the average business 
concern which insists beyond a doubt on getting its own 
price for its merchandise, shall insist upon the equipment 
dealer giving a discount on a desk or desks, or filing cab- 
inet or cabinets, and supplies? And is there any legiti- 
mate reason why on large planning orders the discount 
should be even larger? We think not. 

Only an able committee working perhaps over a con- 
siderable period could hope to handle the problem ade- 
quately. No business concern would allow its books to be 
tampered with by an inexperienced accountant, let us say a 
bookkeeper of no knowledge. Yet today an immense 
amount of equipment is being sold, much of it on an order 
basis, instead of on an application basis. 

I take off my hat always to Office Applances for the 
good it has accomplished, for the range of its influence 
for better things, for its up-to-dateness and for the mine 
of information it carries. 


(Turn to Page 264, Please) 























PRIVATE OFFICE OF HARRY 
HORDER OF HORDER'’S, INC., 
CHICAGO. The desks and tables 
here and in all the Horder’s, 
Inc., executive offices were made 
by The J. F. Dietz Company, 
Cincinnati, and the chairs by the 
Johnson Chair Company, Chi- 
cago. 
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NABLEY 





( LJ Craftsmen take pleasure in presenting ‘‘ The 
Florentine ’—one of the new table designs to 
meet the demands for finer Conference and Director's Rooms. 


Modern planning for distinctive effects will find GUTH 
TABLES in line with the times. Whether in the DeLuxe or 
the Commercial Lines you will readily recognize features in con- 
struction that prove the ‘“‘Inbuilt Worth” of all GUTH Tables. 


Everything from the selection of stock to the proper anchor- 
ing in shipping crates is done by experienced table men who 
know. You can depend on any table that carries a GUTH 


trade-mark. 


Like the keystone embodies in our trade-mark, GUTH 
TABLES bridge the gap between a preferred quality and a 
reasonableness of cost that makes possible a satisfactory and 
profitable transaction for the dealer and client. 


Whatever your needs, there is a GUTH TABLE that will 
serve admirably. This comprehensive Line ranges from the 
simple square leg designs to the most elaborate carved crea- 
tions, in stock sizes from 3’ to 10’. 

If you are not acquainted with GUTH TABLES, we invite 
your inquiries. If it is something special, our designing staff 
will work with you for the presentation of plans and sug- 
gestions to your client. 


HENRY L. GUTH ASSOCIATES, Allentown, Pa. 
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‘(Wherever the ‘MILWAUKEE’ is Shown 
in Competition With Other Posture Chairs 


t Licks Them © 


To a Frazzle!” @ 


Says This Enthusiastic Dealer 






“It may please you, as it pleases us, to know 
that the Milwaukee Health-Comfort Chair is 
going over in great style. We have sent in 
two repeat orders and others are going for- 
ward today. 

“Wherever this chair is shown in competition 
with other posture chairs it licks them to a 
frazzle. We had one case here where the office 
was practically 100% of another make includ- 
ing the big boss himself. We putin the Milwaukee 
Health-Comfort Chair and now all the girls but 
the boss himself are using the Milwaukee. And, 
the boss will be converted very shortly.” 


And he adds: “Just refer any dealer to me who 
has any doubt as to what the possibilities of 
this chair are.” But how can there be any doubt? 
The Milwaukee Health-Comfort Chair is recog- 
nized by business leaders as the one chair that 
gives perfect comfort and relaxation; that it 
actually increases the efficiency of employees 
50% at a cost of only 2% of one year’s salary 
paid these workers. Employees are less fatigued 
at the end of the day — healthier, happier, more 


10 SPECIAL FEATURES 


= Rounded top cross slat conforms All edges and corners are rounded 
ale rt. 1 perfectly to the contour of user's 6 to prevent rubbing or scratching 
, ia ‘ p back, giving correct support where shoes or damaging clothing. 
Read why the Milwaukee Health-Comfort Chair needed. s 
. a - ee Small lock pin to permit raising or 
is superior in every way. The ten special features 3 Se spine. So 
. . * , ‘ Thumb Screw for adjusti indle 
opposite should convince you that every office is Seat is also shallow so that front of = KR eee a eee ae ecko. 
3 chair will not interfere with normal 


a live prospect. Write today for our special prop- blood circulation. Q Hand wheel adjustment for raising 


Seat has deep form- fitting saddle or lowering back-rest for different 


osition. There is still some rich, exclusive territory 4 ceuuhahen tet on wale eights of users. 


. . . . ee . > able sitting position, an . . 
open. Possibly yours. Get it while the “getting” aan JQ Thave ae posthiiiny of pinching 


Convenient hand-wheel for quick hands or catching clothing between 
5 adjustment of seat spring. chair back and seat. 


j a 
1s good. 


The MILWAUKEE CHAIR COMPANY 


Executive Offices: 666 Lake Shore Drive, Chicago, Factory: Milwaukee, Wis. 


MILWAUKEE CHAIRS 








Record Equipment 


When left to his own resources, man 
seems to have a tendency to do things the 
hard way. For years, since the middle ot 
the nineteenth century, when our present 
era began, big business and small has been 
groping through blind ledgers and drawers 
for facts and records. 

The look-up department was a recognized 
part of every organization How pictur 
esque this remnant of the past seems to us 
now It generally consisted of several girls, 
crowded into some out of the wav cornet 
and deluged with card boxes. Some of the 
boxes were indexed, others were not Mis 
filing and losing cards was a common si 
Perhaps the look up girls oltet despaired Ol 
ever finding the proper box and dropped a 
card in any place to get it out of the way. 

Pity the Purchasing Agent of 1900 whet 
he wanted some spot intormation. Imag 
ine him calling the look-up department 

‘lL want Jone s & ( ompan\ s last quo- 
tations on strips.” 
‘Tl call you back, Mr. Purchasing 

\gent.” 

Then after four minutes, five minutes 
mavbe ten minutes, the girl was on the 
phone again 

“Sorry, but we have no record.” 

fhe Purchasing Agent hung up, angry, 
and went into his deal handicapped, forced 
to depend upon memory instead of definite 
mrormation 

New Demands Upon the Executive 

Business speeded up. It became more and 
more necessary to have information about 
past quotations, about the standing of ac 
counts, and about the handling of orders 
Ixecutives could not wait as they had 
waited in the past. One minute came to be 
as three had been before. 

Something had to be done. Certain busi 
ness men of broad experience, who f 
years had been subjected to the handicap of 


lack of information, marshalled forces i 
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Pioneering in Visible 


June, 1929 


experiment. Order came out of chaos. Vis. 
ible equipment was put upon a workable 
basis as early as 1912. Not yet, however, 
was the principle ready for the market. For 
five vears, from 1912 until 1917, the voung 
giant lay practically dormant. Since 19]7 
the growth has been tremendous. Visible 
equipment, in the past twelve vears, it is 
generally agreed, has carried more adver 
tising than any other branch of the office 
equipment industry. 

The visible equipment idea is the result 
an industrial need, hidden for many vears 
but immediately recognized as of epoch- 
making 1mportance when brought into the 
light of every-day practice, by the first na- 
tional advertising which appeared in 1917 

That is an important and _ interesting 

to remember; it deserves emphasis 
Business demanded visible equipment—ar 
\cme Visible -quipment is the solution 
the problem that big business has endorse 
Out of the Past 

Looking back now with Acme, pioneering 
as they did, it is interesting to follow th 
early viewpoint through its many changes 
from 1917 until 1929. At first, Acme, as 
well as the other makers, had one thought 
in mind: To reduce clerical help by increas- 
ing individual efficiency. 

\ccurac¢y, speed, Hexibility were the first 
outstanding features in the minds of the 
manufacturers. The fact that one clerk 
could do the work of three was considered 
of supreme importance. [very thought for 
the application of visible equipment was 
from the standpoint of the clerk, the office 
force. What they could do with the equip- 
ment mechanically, occupied the front ol 
the stage. 

New Uses for Visible Equipment 

\nd then, the users began to teach the 
manufacturers. In operating visible equip- 
ment to reduce clerical labor, executives 


found that thev were unexpectedly getting 
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other and farther reaching results. They discolor, become scratched or gather 
dust 
—another customer required a card to 
ventory ; reducing past due accounts; buy- be held in position in the file so that 
a 7: it could be removed easily and given 
—- efficiently. to the salesman for follow-up work. 
Other departments met w ith the same ex- [The Acme report card holder, now 
standard equipment, was the answer. 


Today 


\nd so, the look-up department has 


aos. Vis. 
workable 
however. 
‘ket. For 


1€ Voung 


were increasing sales; eliminating dead in- 


>} perience as sales, purchasing and collection 
nce 19) | 


Visible . . . 
ing all took on a new lease of lite when Vis- 


ATS, it is é assed *xecutives get facts i diate 
ibility was applied to them the Acme way passed. Executives get facts immediately, 
e adver. . ; 


he ( ffice 


Inventory, credits, production and account- 


Facts were not forgotten; the past became —_.* ith less clerical help than formerly. 
as the present, and the future was within Visible equipment is standard ofhce equip- 


‘ closer reach. Users early learned that ment 

dees: Acme Visible Equipment definitely, and in The Acme Card System Company was one 
2 *SS7 no small degree, contributed to the success of the first to see the future in this industry. 
J epoch. and profitableness of their business. Bank \lway s. Acme’s vision has been just a little 
ie Mel loans were reduced and made unnecessary ahead. Today Acme is the largest and old- 
a Experience the Builder | est exclusive manufacturer of visible equip- 


ment j 


The Dealer’s Opportunity 


eresting It can be readily seen that experience has 


paced with Acme every step of the way. 


mphasis eminent ic dally tele fice 
‘nt—ani | What the user needed in his ever wider ap wteigies 2 re oy ay ae oa 
lution plication of visible equipment Acme pro- equipment dealers 7 the application ot i 
ndorse vided.—not ahead of the need, not behind \cme. A representative of the progressive 
it, but right in step. type says: 


that handling the Acme line has 
; ‘ convinced our clients we are always 
have been developed, not as the subject of first in the field with a new idea.” 
“that Acme has played a larger part 


The twelve points of Acme superiority 
neering . 


llow the ; ae 
an inventor’s dream, but as the positive re- 


changes é in earning our net profit than any 
cme. a sult of user experience. Inventive energy other single item in our store.” 

4,4 Was applied after actual practice had con “—that the dealer cannot expand to- 
thought ; pe : day without office equipment special- 
increas firmed the idea: ties such as Acme to bring up his vol- 

a customer needed more writing ume and earn his net profit. 

: space. For the moment he did not The public looks upon the office equip- 
the first have enough time to make up a new fa” aie - oe To 

_ card. He hung a sheet over the card ment dealer as an expert in office appliances. 

ot the ae ; ; ‘ ° . ‘ ‘ 

ler! and upon that made his notations. In [heretore, the progressive dealer is equip- 
ie clerk serving this user, the Acme expert . . ; - ng . 

| oa ia possibilities in the . ten aieaes ping himself to sell visible equipment as 
ns ered S< mss ) ; ré > ls ; p . 

; ‘ and speedily the auxiliary sheet be- well as to answer questions about it. Deal- 
ight tor came a_ fac The Acme auxiliary sy sya . 
s™ ame a tact ee ers who have recognized the possibilities of 
nt was sheet multiplies the recording area of haga ‘ Z a 

7 each card to any extent desired. Com- \cme Equipment have found that it in- 
1e ofnce lh hd iliarv sheet at laster : ; ° 

sae iat enter ng Bem oe p . we evitably has become the leading item of 
P eC ull » al ITO -> iS aiuc Ol t © eCCcCor? = P F 

ne by providing at the same point current their line in both sales volume and profit. 
ront ot j aaa : iformatiot one . ° p 
ante _ ee ae zs yo “7 th rhe Acme principle, based on experience, 
a use vas e first to protec e ° ‘ mr . 

, visible edge against dust and dirt by is a sure builder. The Acme Company, 
en overing : ; d rans nt . . . 

+ ¢ Notes it = a has i tran th based on sincerity, 1S always happy to co- 
ach the substance. Acmeloid was subsequently me . x a 

’ developed. Acmeloid is a hard, water- operate with the stationer, and to point the 
> equip- walt didi i anne oe ; F ; ; 

mM he . pone 3 ly applied after way into the future of greater profits 
acutives Cards are typed and placed in trays; it a . 

dries instantly: has no glare: will not through visible equipment. 


getting 


Contributed to Progress by 


Acme Card System Co. 


Chicago, Illinois 
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Ten Years of Distin 








New Address 


Increasing business 
has necessitated larger 
quarters for our office 
and showroom. We 
are now situated on the 
N. W. corner of Chest- 
nut at 18th. You are 
invited to call when 


in Philadelphia. 


June 1929 marks the twenty-fifth anni- 
versary of two notable events ... the 
founding of this publication, and the 
attainment of “industry consciousness” in 
the office equipment field. 


September 1929 will signalize another 
event . . . interesting not only to the 
industry but of special significance to 
dealers and users of steel filing equipment. 


For in September of this year Columbia 
will be ten years old. Just a decade ago 
the Columbia Steel Equipment Company 
was organized for the purpose of manu- 
facturing steel office equipment. 


During these ten years Columbia has 
made such steady and consistent progress 
that today it is noted for its well equipped 
and efficient plant, the quality of its prod- 
uct, the dependability of its service, and 
the soundness of its financial position. 


Columbia has evolved a line that readily 
adapts itself to a wide variety of filing 
needs. It includes vertical files of standard, 
counter and desk height, wide and narrow 
horizontal sections, card indexes, posting 
trays, ledger desks, transfer cases, etc. 


COLUMBIA 


A QUALITY LINE OF STEEL{OFFICE EQUIPMENT 
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guished Service 


Every unit is staunch in construction, 


efficient in actual usage, and pleasing 
in appearance. 


Columbia has fitted itself to render 
excellent service. It maintains a large 
stock of standard units, and can quickly 
assemble special combination cabinets. 
It offers overnight motor truck deliveries 
to New York City and vicinity. Its 
location at the port of Philadelphia 
provides economical shipment to points 
along the Atlantic and Pacific seaboards 
as well as overseas. Numerous rail and 
motor freight routes are also available. 


Columbia has won loyal and enthu- 
siastic support from large numbers of 
dealers, and its products have been 
adopted by a host of prominent users 
in all lines of industry, commerce, 
finance, education and professional life. 
Even a partial list of such users would 
afford sufficient evidence of the splen- 
did achievement of Columbia during 
its first decade. 


A new Catalog of increased size has 
just come from the press, and will be 
mailed to any dealer who would like 
to obtain further information about 
Columbia steel office equipment. 


Columbia Steel Equipment Company 


Office and Showroom P. O. Box 2244 
Chestnut at 18th Philadelphia, Pa. 





tN 
“sn 





Five, four and two drawer units. 





Special roller shelf equipment. 





Standard counter height equipment. 





Special cage and counter work. 
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ustomers Have A 
ight To Improvements 


The Aurora steel uprights are manufactured on the prin- 
ciple that customers have a right to improvements. Prog- 
ress in anything involves change. Manufacturers of office 
equipment must keep step. 

Changes are costly to the manufacturer, too. New ma- 
chinery must be installed in many cases. Frequently the 
manufacturer must absorb losses when efiecting improve- 





842-D-1 
three 


No. 
drawer 

partment 
three cap drawers. 






One 
com- 
document, 


ments until the new lines are established. For this rea- 


son, some manufacturers hesitate to make changes—they 
continue to produce antiquated merchandise. 
But Aurora steel uprights are kept modern. They fit 


with business. 
equipment, consistent with safety and satisfaction, if you 
handle Aurora steel uprights. Take the new 800 line, 
a better line of filing cabinets with movable, 
rustproof, full slides 
and solid brass hardware. It 
up-to-date in every respect. 


You may be sure of having the latest 


for instance 
progressive, 
is 


Write for descriptive catalog and 
agency information. 


AURORA 


No. 841-D-1 One 
ment. document, three METAL CABINET WORKS 


letter drawers. 


AURORA, ILL. 





No. 851 
er letter file. 


Five Draw 





No. 8253 Two 
5x3 card draw- 
ers, three let- 


ter drawers. 





No. 8264—Two 

6x4 card draw- 
No. 841—Letter size. ers, three let- 
No. 842-——Cap size ter drawers. 











































THe PRESIDENT SUITE 


ICHNESS . . beauty . . charm. . correctness . . these are 
things that men of achievement, in business and in the pro- 
fessions, now definitely seek in the furniture and appointments of 
their offices. They find them, invariably, in suites by Leopold and 
appointments by Leopold. 

In your city the firm which enjoys the Leopold franchise can 
skilfully aid you in achieving an office in tune with today’s accepted 
standard. If you do not know this firm your request to us will 
immediately bring you their name. 


We will send you, too, a beautiful and inspiring brochure on the 
modern trend in office furnishing and decoration. The title is 
“The Spirit of Gracious Living Moves Down Town”. 


THE LEOPOLD COMPANY 
BURLINGTON, IOWA 


Exemplifying the fine craftsmanship and correct style of Leopold installations 


OFFICES CORRECT AND CHARMING 





BUILDERS OF FINE DESKS AND OFFICE FURNITURE SINCE 


is73 








i tiatil 
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The LEOPOLD 





























To hold the Leopold dealer franchise 

is to possess certain definitely desir- 

able advantages. 
i The Leopold dealer, in any commun- Q 
‘ ity, has the reputation of being mod- é 
ern—abreast of the times. ) 
: He has the reputation of being suc- | 
4 cessful—of knowing his business and . 
? knowing it thoroughly. | 2 

| 

é He has the reputation of being able to | 
4 render a service so flexible and so \ 
4 authoritative that he is the logical man | ‘4 
? to turn to for the complete p'anning, ) 
i furnishing and decoration of a suite of 
c impressive private offices or for assist- | 4 
4 ance in the selection of a simple single ‘4 
4 piece of equipment. | 4 
? ) 
> U 
) THE LEOPOLD COMPANY | ) 
: BURLINGTON. IOWA ll ¢ 
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OFFICE 
EQUIPMENT 


Where price meets valuex 


The Steel Age upright units both units—each piece in each line is 
in the 800 and 2800 lines are con- uniformly good and distinguished 
spicuous examples of value for the by exclusive features. Here, if any- 
price. With all the characteristic where, price meets value. 
goodness of steel, these units have While the stock lines are complete 
the added and exclusive progressive enough to meet almost any require- 
roller extension suspension. Here ment, special equipment is made 
eight case-hardened steel rollers for unusual equipment jobs, such 
and studs and two ball-bearing as banks, court houses, etc. 

rollers insure smoothness and 


If you like to sell articles where 


quietness. ' ; 

the value for the price is never 
And so on. In the 600 line of com- questioned, you'll like to sell the 
mercial cabinets, the new 1300 line Corry-Jamestown lines. Write 
ot desks and the 900 counter height us now. 


CORRY-JAMESTOWN MFG. CORP. 


Corry, Penna. 












New Catalog 
Is Now Ready 


Complete specifications, 
general descriptions and 
illustrations of various 
units in the different 
lines are clearly given 
in the new catalog, now 
ready. If you haven't 
a copy, write us today. 
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“MORE THAN HALE A CENTURY 





THIS TWENTY-FIFTH ANNIVERSARY NUM- 
BER OF OFFICE APPLIANCES FINDS US COM- 
PLETING A PERIOD OF TWICE THAT NUM- 
BER OF YEARS—FIFTY-TWO TO BE EXACT. 


IN JASPER, WE ARE PIONEERS OF DESKS— 
DESKS WHICH THE TEST OF TIME HAS 
PROVED. 


IDEALLY LOCATED AND WITH FACILITIES 
AMPLE FOR EVERY NEED, WE HAVE AT- 
TRACTED A SUBSTANTIAL GROUP OF 
DEALERS TO OUR LINE. THE DEALERS 
HAVE BEEN WELL REWARDED BECAUSE 
THEIR CUSTOMERS HAVE BEEN WELL 
PLEASED. 








THE JASPER DESK COMPANY 





JASPER, 


— 
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OF BUILDING GOOD FURNITURE 





LIKE JASPER DESKS, THE QUALITY OF 
JASPER CHAIRS IS UNQUESTIONED. THERE 
IS A MODEL FOR EVERY DESK AND A STYLE 
TO MEET EVERY USER. 


OF GREAT IMPORTANCE TO JASPER CUSTOM- 
ERS WHO BUY FROM OTHERS IN THIS CITY 
IS OUR ARRANGEMENT FOR POOLING SHIP- 
MENTS. CAR-LOAD LOTS EFFECT SOME 
SAVING AND THERE IS LESS CHANCE OF 
DAMAGE TO FURNITURE. 


YOUR INQUIRY WILL BE ANSWERED FULLY 
AND PROMPTLY. 








THE JASPER CHAIR COMPANY 














INDIANA 
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Bentson 1100 line counter 
height—also made three 
full size drawers. 





Bentson 100 line transfer 


case. 





Bentson 800 line 4-drawer 
letter cabinet. Also made 
counter height and in cap 
size, 


BENTSON 
COUNTER HEIGHTS 
MAKE FRIENDS QUICKLY 


Put one or two of these steel counter height units on display, 
equipped with common office items. Watch them make 
friends instantly. Visitors are taken by the compactness and 
convenience of these units. 


The combination unit No. 544 1s especially useful in many 
offices. The top drawer will carry 3x5 and 4x6 cards. The 
shallow drawers are suitable for legal blanks, electros, 
charts, etc. 

The cash service unit No. 540 is useful for many retail stores 
and business offices where there is a limited amount of cash 
transactions. 

Bentson also makes a full line of vertical letter files 
both solid and sectional uprights and steel transfer 
cases. 

All these units are sturdy and designed to give long 
and satisfactory service. Further information on 
these units and details of the complete line will be 
sent on request. 


THE BENTSON MFG. COMPANY 


AURORA, ILLINOIS 


Detroit Representative Veuw York Representative 
FRED C. FUNKI A. H. DENNY Inc 
P. ©. Box 244 356 Broadway 
Detroit, Mich near Leonard St 





con- 


Bentson Cash Service Counter Bentson 544 combination unit—a 
Height Unit No. 40 venience cabinet. 
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@) ACaArs O of development 
hack of the NEW FAULTLESS CASTER 


The old small wooden caster—then the iron caster—then slides— 
then the large diameter wheel—and now the new Faultless 
“Ruberex” Caster for modern office comfort—modern office effi- 
ciency—and modern office economy. Easy on floors and rugs—easy 
swiveling, too—and they can’t fall out. Your customers need the 
new Faultless Caster. Investigate this source of profit to you 


FAULTLESS CASTEK CO 
Evansville . Indiana 
New York, Chi mae _" 
Rapids, Los Angel 
Point, 
ae Facto : 


FURNITURE + HARDWARE 
MAKERS OF QUALITY CASTERS FOR A THIRD OF A CENTURY 
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emciency 
Men 


avoca 


ire 


Anything 


tions are not confronted with seating problems 

that can be comfortably sat upon offers rest trom fatigue. 
Che idea of sitting while at work is a somewhat recent 
development compared with the ages during ich men 
ave been warriors, hunters, herdsmen and tillers of the 
irth. So, perhaps it isn’t remarkable that the first cor 
rect position chair for the use of typists and other workers 
vho sit should not have appeared until about thirty-two 
ears ago Chat such chairs, now made 11 several types 
vy no less than seven or eight well-known chair manutac 


; 


be 


contradiction 


urers, will eventually seems 


the rule in shops and othces 


tt to admit of 








fortal 


suthorit! 


mmetimes 


es 


} 


ight of the user 


automatically 


posture 


it) 


6] 
Hie 


ettet designs ot d 


uv 


yt row 
perly seating 
that encountered 
Executives 

ubnlan organism 


as 


spiritual, 


SK 


with 


clore 


S ane 


and it 


a 


a 


dult 


unit 


relation 


made 


| seating 


to 


hi 


progress 


work 


il 


apparatus 


bring him into 


wo 


was found that tl 

desk-worker was 

classroom, 

s seldom or never re 
it was mental ar 


mental and physical amot 


oO 


r 


It was about a decade and a half ago when there began 

t be serious movements toward the correct seating idea 
It was found that correct posture while one seated, at 
ichine, bench or desk, cannot be maintaines tinuously 
except by a constant effort of the attention and the will 
for as long a time as 1s necessary to establis the habit, 
ind that in anv event, there must be a suitable seat to the 
iir. a suitable back and the distance from the seat to 
the floor must be correctly established accore g to the 
al pt culiarities of the worker Che next logical step 

is to produce chair which would, when adjusted to the 


rrect and 


s* he ol 


the 


use 


problem ot 


ad 


ral 


issimilar 


the 


physical; 


role d 


t] se of 


rthodox minds who thought they perceived an analogy 
et ideas of the Trinity and the hum rganism. 

| en the physician sé ldom dared Suggest that the individual 
a marvelous mechanism of living cells all working in 

’ re or less harmonious « le rrying out the scheme « 
tre tron inftancyv to ( t trot ice ‘ thre oh 

t ive of ethic to old age 1 final di lhus 
tiie dea ot the indi\ dual as t, each p t | culty 
NK ey for the whol Va slo taking | ower 

till in the pract l application of the thought lhe spit 
tual image w the projected impulse of the Creator bodied 
th for a certain term in the physical sphere be e trans 

it t wher activities And tor all we know, this idea 
i ec correct wut has nothing to do wit! the act hat 

\ itever work to th d sad intawe oft the pl i well 
re nevitably reacts upon one’s mental condition through 
the nervous svste1 and that when the fatigue o1sons 
ommence to act they immediately begin to cut down the 
worker's speed and increase the number of his errors The 


are more subject to the 


sture than to be doubted Probably 


men 1s 


men endure discomfort with more fortitude than men, 


ind they are less aggressive, as a rule, in setting such condi 
tions right This may account for the fact that hundreds 
f thousands of women office workers are today using 
chairs that are all right for short-time occupan but were 
ever designed to fit the requirements of the human frame 

for fortv-four or forty-eight hours a week 
One might speculate on the possible influence t dogma 
thre h the awe i” establ ] the notion that discomtort 
s to be endured and not remedied—particularly when it is 
the discomfort ¢ somebody ¢ ( Probably this never had 
t gy t al with unsuitable hairs for workers Put 











June, 


it down rather to indifference and lack of 


subject And though the statement may invite the accusa- 
tion of cynicism, it does not appear that serious efforts are 
even now made to set a wrong condition right until it 
becomes clear that more and better work will go hand in 


hand with considerations of humanity 
In a canvass made a year ago by this journal among 
dealers, twenty-seven of them reported a detinitely increas 


munities in the 


ing interest in their cor subject of correct 
seating [Three dealers who tried to sell correct position 
chairs failed to dispose of any, and probably a fourth dealer 
ilso. for he reported interest in the subject in his com 
munity Seven dealers out ot tortv-one replying reported 
© imerease of interest in correct position chairs Che 
reports seem to ndicate that such chairs are still specialties 
ind must be sold as such, there being little spontaneous 
demand But that a large proportion of ofhce turniture 
dealers can and do sell a satisfactory number of this type 
of chairs where only a few vears ago, they sold none at 
ill, is quite sufficient evidence that business men are awak 


to the importance of providing correct seating facili 


office workers as a part of a broader understanding 


value proper appliances and environment 























STEEL EQUIPMENT IN THE NEW OFFICES OF THE PIO 
NEER TITLE INSURANCE AND TRUST COMPANY, SAN 
BERNARDINO, CALI! Installation by Stockwell & Binney 
These offices were equipped throughout with steel furniture 
ind present a striking example of how well steel combines 
smart appearance wit! tilit All desks and tables have a 
special enameled finish of rich walnut and trim lines giving the 
offices an appearance of harmony and beauty Each desk is 
le zned to meet the individual worker's need 

The top picture shows steel desks and steel counters in the 
title department of the Pioneer Compan) 

Bottor picture hows ste roller book shelf counters All 
the steel equipment in this installation was made by The Gen 


eral Fireproofing Compar of Youngstowr Ohio 
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DESK COMPANY INSTALLATIONS.—Top, of 


IMPERIAL 


fice of Ivy Lee, Equitable building, New York City Installa- 
tion by Madden & Prendergast, In 30 Church street, New 
York Bottom picture Office of the German Consulate In- 
stallation by Newell-Thomas Office Equipment Company At 


lanta, Ga 








The idea of correct seating for health and efficiency is 
one more of the many evidences that manufacturers in 
the office furniture field are seeking to please their cus 


tomers and advance the interests of their trade by providing 


a real and lasting service—one through which the custom 


ers will receive both aesthetic and ‘practical satisfaction all 


along the line. 

The health consideration among employees is a factor 
which is receiving more and more attention every year as 
figures become available showing the staggering loss of 
time involved by preventable illness among workers 


throughout the entire business organization of the country 


In large plants one often finds small, but well-equipped 
hospital accommodations in charge of a trained nurse com 
accidents 


petent to give first aid until, in major illnesses or 


a physicial can be called) Many minor troubles yield to 
rest and first aid; but it is found that it is better to prevent 
trouble than to cure it, and that not the least of the causes 


of undue tatigue and consequent susceptibility to colds and 


other infectious disorders is improper seating 


The physiological disadvantages of improper seating re 
according to individual 
health, ete 


act differently upon different people, 


condition and temperament, state of Anything 


which affects the spine and the spinal cord—the great nerve 
trunk line, so to speak 


the 


must have an immediate effect upon 


well-being and efficiency of the person concerned 
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THE WIDEST LINE OF FILING 














ve E. BeeLine 


Shortest and a Way 
to Get More Filing Supply Business 


SALESMEN for F. E. Bee Line dealers can always say “YES” 
to any customer’s request for filing supplies. That tends to 
build up larger orders, better individual sales records, bigger 
profits. 


F. E. Bee Line dealers can get all their supplies from one source. 
That is not only a pleasant and convenient arrangement... 


it is sound economy... tends to speed up turnover and make 
important improvements in annual earnings. 

Here’s the most complete line manufactured anywhere... 
with more new, exclusive and use-proven improvements 
than all other lines combined. Selling power and prestige! 


That’s why so many dominant dealers are concentrating 
on F. E. Bee Line filing supplies. 


Filing Equipment Bureau 
F. E.. B. BUILDING 


27 Melcher St., Boston, Mass. 



























































TRIPLTOP TOP-O-GRAPH BI-FOCAL F. E. B. FILE 

FOLDERS GUIDES GUIDES FASTENERS 

Entire top and tab Stronger trans- Instantaneous Holds papers up 
three-ply and in parent tabs— visibility at every to one inch in HW 

colors light- larger label-area level—no fum- thickness. No 

weight, low-cost. made legible to bling— no riffling. punching—no 
the top. tearing loose. ‘een 




















June, 1929 


SUPPLIES IN THE WORLD 


OFFICE APPLIANCES 


TWENTY-FIFTH ANNIVERSARY 









a The EE.B. 
Vertifile 


Every Folder 


“at Attention” Makes 


Correspondence Easy to File or Find 


Tue pictures tell the story. With VERTI- 
FILE, F. E. B. has solved the problem that 
has baffled other engineers and inventors 
for years . . . howto keep correspondence 
folders from slumping down and getting 
into general slipshod and slovenly dis- 
order in partially filled filing drawers. 
VERTIFILE holds every folder upright, 
erect and “at attention” with every tab 
visible. Easy expansion, forward or back, 


makes letters easy to file or find. 








SimP_e construction makes VERTIFILE 
easy to fit into drawers of almost any width 
or depth. Three removable dividers . . . 
each adjustable to three different positions 

. each holding a compartment of 
folders firmly “at attention” yet sliding 
easily in either direction against coil 
springs to give free access to any folder 

. all rigid yet easily unlocked and 
“knocked-down” into separate end-units, 
side-rail units and divider-units. 


t> 
“J 











= 


DUBLTOP 
FOLDERS 


Double thickness 


of stock at the 


“handling edge” 
gives strength and 


durability. 

















: 


LOCK-LABEL 
GUIDES 


Combines great 


tab-strength, extra 





pressboard quality 





and the F. E. B. 
push-up lock-label 





slot. 














MECHA-MEMO 
FOLLOW-UP 


The automatic 
follow-up system 

puts papers be- 
fore the proper 
person at the right 


time, 











FILING CARDS 
AND FOLDERS 
Over 100 different 
card stocks—over 
1000 different 


folders. 
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This Improved 


COSTUMER 


is a fast seller 


The model illustrated holds as many gar- 
ments as three ordinary costumers, and oc- 
cupies only one-third of the floor space. The 
DACOR line comes in seven different models, 
with capacities ranging from four coats and 
hats to twelve coats and eight hats. Of all 
metal construction and beautifully finished 
in either walnut, mahogany or green enamel, 
they are attractive and convenient. 





DEALERS 


Write for complete catalog and 
attractive discounts. SWIVEL TO 


SALESMEN MATCH 


Desirable territories are now open 38-6 
to experienced trade represent- 
atwes. 


reatgs EASTERN AGENTS CROCKER CHAIR CO. 


F w h , Inc., -_— ; » - war 
31 Murray St., New York City SHEBOYGAN, WISCONSIN 


Canadian Warehouse CHICAGO NEW YORK OAKLAND 
Richardson & Bureau, Ltd., 
Montreal, Canada 
































Oj 








| FEATHEREDGE_ 
| Is a Winning Edge 


The beveled edge is a winning 
| edge in the Featheredge Kumfort 
Kushin. It’s the little talking 
point that gives you the edge over 








competition. It’s a sales closer. | 
The tops on Kumfort Kushins | 
cannot peel, fray, warp or loosen. | 
They are there to stay. And 

there is a grade for every pocket- | 











book. 







Dacor costumers sell on sight. They 
are now specified by General Motors, 
Chrysler Motors and many other large 





ee FEATHEREDGE 
DAVIS TOOL & ENGINEERING CO. RUBBER CO. | 
= 6481 Epworth Blvd., 342 W. HURON ST. 
DETROIT CHICAGO 




















DACOR 
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cAmronlite 





Slip-On Shade 
are we color 


conscious 


Color is demanded every- 
where, in everything. Color 
sells. AMRONLITE has 
kept step with public likes 
with shades in colors, and de- 
signs to fit the finest office 
suites, general offices, piano 
or radio sets, etc 


AMRONLITE 
efficient as it is beautiful and 


IS as 


3603-4 harmonious. Its soft, clear 
light relieves eye strain. By 
means of a “slip-on” device 


the shade is easily cleaned.— 
An important point. A clean 
shade means better light 


The AMRONLITE BOOK 


©-6 gives further details 


Write for it 


Faries Mfg. Co. 


Decatur, Illinois 


Make a special display of 
cuspidors. Faries make 
an attractive line. Let 
us assist you. Write for 
our brochure OA4. 





84038 

















Stn 


Unit No. 131-L-B 


drawers, de- 
signed for legal 
blanks forms, 
cuts, blue prints, 
drawings, etc 
Firs resisting 
just proof, rust 
yroof No bolts, 
ets or open 
yints Drawers 
nnot fall out. 





(4174) 


Systematic andUnsoiled! 


That’s what keeps down the cost 
of legal blanks, office forms, etc. 
Unless they are stored properly, 


they will be scattered here and | 





TWENTY-FIFTH 








Live Dealers there; and if broken packages of | 
Wanted— forms are allowed to stand on 
Write today. shelves, they gather dust and many 


sheets are wasted. 







Service Steel Storage 
Units prevent waste and 
save time, space, and effort. 
They pay for themselves many 
times over even in small offices. 
Style B Drawer 


As used in above Send for Folder 
wate, oe hich: 104 Showing Complete Line 
deep inside of Adjustable Drawers 


SERVICE STEEL PRODUCTS CORP. 


914-918 W. North Ave., Chicago, IIl 





| 
| 


| 


| 
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“sit ii?” 
easily ! 
in 

EffEeC 
chairs 





This is No 
(Swivel), genuine Spanish leather upholstering, 
OPTIONAL NEW SADDLE SEAT, Rubroid oil- 
less casters, standard olive green finish; height 
17” to 21%". No extra cost for mahogany, wal- 
nut or black finish 


CPeisi your 


own workers 


| Stenographer’s Chair ball bearing 


Are they comfortably seated and 
supported in the correct posture? 
Are they sitting up to their work 
or slouching into it? 

It costs no more to corectly seat 
your office or factory workers and 
it pays big dividends in increased 
efficiency. 


Eff & C 


“Scientifically Correct Chair” 
—USE THIS COUPON — 


—_——<—— ccc eee 
OA 


FRITZ-CROSS COMPANY, Manufacturers, 
Guardian Bldg., Saint Paul, Minn. 


Please send me your booklet, “What Under- 
lies Efficiency,” also name of local dealer. 


Name 


Address 
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Appearance and 
Quality Unsurpassed 


In the new 900 line, we have made and the price makes possible a good 


sure of appearance and quality — then volume. 


— The Sesamee lock controlling all draw- 

In the first point, Orpin is unsurpassed; ers adds tremendously to the ease of opera- 
in the second, it sets a new standard. Genu- _tion—no trouble with lost or mislaid keys 
ine mahogany and walnut throughout. -—just flick the wheels to your number and 


Every joint is fitted, every part cut with the desk is unlocked. 
precision. The result is worthy of the 
finest business office; just how a business 
man’s desk should appear. 


To dealers, the Orpin line affords a se- 
cure foundation for a profitable furniture 
department. Low freight rates to many of 

Surface appearance sells many desks. the most prosperous markets. Write us 
Orpin adds the support of solid quality for details. 


Opin 


DESK CO. 


121 Medford Street 
Charlestown, Mass. 
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STEEL FOLDING CHAIRS = = 
— < The DE LUXE BRIDGE SET 





In all finishes . . . wood or uphol- 
stered seats .. . for auditoriums, 
schools and salesrooms. Hand decorated. . . . Durable, comfortable and inviting. | 
WARK-BEACON STEEL FURNITURE CO. | | 
1410 S. Wabash Avenue Chicago 


ALGOMA TABLES 





Manufacturers of 


FOLDING TABLE 


Whitewood or 
Solidwood Tops. 


Coat and Hat Racks 


Costumers 





Dining Room and 
Drop Leaf Tables 


Service Stands, etc. 


Folding Kindergarten 
Tables made as per 










your sizes. 
SPECIALISTS IN STYLE NO. 650 
J . WRITE FOR 
-“R AN Sizes 
ee ‘ 30x48" = 30x72” FURTHER 
—ee 30x60” 30x84” | 
TOP TABLES. . 30x96" = INFORMATION. | 


Standard Height 30” 


ALGOMA WOOD PRODUCTS CO. 
il WILLIAM H. WARK ee 


Representative 1410 SO. WABASH AVE., CHICAGO Algoma, Wis. 
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When it comes to Zong Service- 
BETTCHER CHAIR ACTIONS have 


an Time on the run 


A4 


™ 





iti 


The many years of service which are built into 
every Bettcher Chair Action mean many years of 
satisfactory service from your swivel chairs. 


HN 


Why not try out Bettcher Actions on your chairs? 
You will use them exclusively once you give them 
a chance to demonstrate their dependability. 








The Bettcher Stamping & Manufacturing Co. 


3106 W. GIST ST CLEVELAND, OHIO 
General Motors Bidg., 23 8. Jefferson St., Knickerbocker Bidg., 79 Walker = St., 
Detroit Chicago Baltimore New York 


All Bettcher Chair Actions are protected by our own patents. 














VELVET EDGE CUSHIONS 





No, 4309% 


Feature this Early American | 
style for real comfort 


, . . ; , 
Bu men arent tf habit of oa iy on the 





RELIEVE THAT TIRED FEELING Gunlocke matched site embody the characteristic goodnem 


( Ke T " i 
Velvet Edge chair cushions are made of a soft, re- ™ the furnituce everything to be desir o te te feb 
silient sponge rubber, contains thousands of air cells, lowed we with a concrete pis “?r dicing. 
ind is covered with a good grade of heavy velour, Gunlocke des lie an 


finished in upholstered style. The velour cover pro- 
tects the clothing and entirely prevents it trom be- 


The 


coming shiny. Colors, blue taupe and brown. 
No. 18 Standard Size $5.00 W. H. Gunlocke 
No. 15 Steno Size . 4.75 + 
Company 


Attractive Trade Discounts. 
Distributors and Agents Wanted 
Write 


Velvet Edge Company 


No. 358 Burd Bldg. Philadelphia, Pa. No. 4309 


Wayland, N. Y. 
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Slamming! and Banging! 
Have No Terrors for Macey Steel Desks 


That’s why steel has come tostay. Its use 
is no passing fancy—here today, gone to- 
morrow. Fads are short-lived. But steel 
is no fad; instead, it is about the most 
practical thing ever devised for office use. | 


No rough edges. Nosplinters. No sticky 
drawers. None of the ills common to 
many wooden desks. 


Simple, sturdy, dignified. No sharp edges 
because corners and tops are rounded. 
Desk tops are regularly fitted with bronze 
binding and are covered with linoleum, | 
cemented securely and fitted to meet the 
rim in a perfect joint. Macey steel desks 
are Macey quality through and through. 


THE MACEY COMPANY 
GRAND RAPIDS 
MICHIGAN 








The Macey steel line is not 
limited to desks. The steel 
cabinets and steel safes are of 
equal standing in steel quality. 
Macey Matched Office Suites 
are leaders in their field. 
Macey Sectional Bookcases 
have been preferred for two 
generations. Macey has a 
number of catalogs covering 
various units manufactured. | 
We shall be glad to send any 
or all of them. 
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Western Furniture Company takes 


\ 


—SS 


this occasion to thank its many loyal 


dealers for past valued patronage. 


— 












That they are satisfied in their dis- 
tribution of WESTERN DESKS 


is evidenced in the many new dealers 







adopting the service from day to 






day through their recommendation. 






[Do not hesitate further to avail 






yourselves, not only with reference 





to merchandise and shipments. 





Often we have been able to assist 





with suggestions, ideas and counsel. 





We are always at your service. 







Blair Avenue at Palm Street .... St. Louis. Mo. 
























































‘ 
SHORTENING ‘ 


the business 


DAY 


Efficient records are more necessary today 
in the successful operation of the modern 
business than ever before. It is essential 
that facts and figures are available daily .. . 
every office is being called upon to handle an 
unprecedented volume of record detail. 








Here is the dealer’s golden opportunity for 
the sale of record systems and equipment. 
Any device that will shorten the business 
day and reduce the burden on overworked 
office help is eagerly welcomed. 








The dealer who can demonstrate practical 
short cuts and economies to his customers is 
the dealer who will get the business. 


The Rand products illustrated on this and 
the following page are proven time savers. 
Every business can use at least some of them 
to gain greater speed, accuracy and conven- 
ience, or to effect instant, visible control by 
means of signaled records. 


a 


ta: hantatitl 


gacntate 
TPL LITEE 


These Rand Time Savers enable you to 
meet the needs of your customer with visible 
record units that are easily adaptable to his 
particular problems. 


aa" 
i 


apt ates 
till ~ 





The sales and profit possibilities of this 
equipment are unlimited . . . write and ask 
us more about them. 


THE VICTOR SAFE & 
EQUIPMENT CO. 


MARIETTA, OHIO 









































PRODUCTS 


that bring 


SALES 


Rand products are most profitably sold by 
the dealer because of their many exclusive 
features that make selling easy . . . Rand 
is the only pocket type of visible equipment 
available for dealer sale. 


The visible margins of Rand cards are 
always protected from dust, dirt and wear 
by transparent celluloid. After years of con- 
stant use the cards in Rand units will still 
be clean and legible . . . that’s value. 


Vertically filed cards can be converted to a 
Rand visible system without transcribing 
the information or requiring new cards ... 
that’s economy. 


Signaling ability is one of the paramount 
features of the visible record. Rand gives 
the utmost signaling advantages, which can 
only be obtained in the pocket type of equip- 
ment .. . that’s efficiency. 


Rand Time Savers and Visible Indexes are 
designed to do special jobs and reduce oper- 
ating costs. Easily displayed—they appeal 
instantly because of their low cost and many 
practical applications. 


Victor certified Safes—a complete line of 
one-hour safes for the protection of business 
records. Nine sizes ...dry, monolithic 
insulation . . . steel reinforced construction 

. greater convenience .. . low cost. You 
can’t beat them for real value. 


A new catalogue supplement has just 
been issued ... write for your copy. 


THE VICTOR SAFE & 
EQUIPMENT CO. 


MARIETTA, OHIO 








SHORTENING § 


the business 


DAY 























. 

= cL os 

Efficient records are more necessary today a 
in the successful operation of the modern $$ 
business than ever before. It is essential ose 
that facts and figures are available daily .. . as 
every office is being called upon to handle an ——— 
unprecedented volume of record detail. SS 
SSeS a 

ee ee 

Here is the dealer’s golden opportunity for Sacer 
the sale of record systems and equipment. —— 





Any device that will shorten the business 
day and reduce the burden on overworked 
office help is eagerly welcomed. 





The dealer who can demonstrate practical 
short cuts and economies to his customers is 
the dealer who will get the business. 


The Rand products illustrated on this and 
the following page are proven time savers. 
Every business can use at least some of them 
to gain greater speed, accuracy and conven- 
ience, or to effect instant, visible control by 
means of signaled records. 


These Rand Time Savers enable you to 
meet the needs of your customer with visible 
record units that are easily adaptable to his 
particular problems. 


44 . 
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The sales and profit possibilities of this 
equipment are unlimited . . . write and ask 
us more about them. 


THE VICTOR SAFE & 
EQUIPMENT CO. 


MARIETTA, OHIO 









































PRODUCTS 


that bring 


SALES 


Rand products are most profitably sold by 
the dealer because of their many exclusive 
features that make selling easy . . . Rand 
is the only pocket type of visible equipment 
available for dealer sale. 

The visible margins of Rand cards are 
always protected from dust, dirt and wear 
by transparent celluloid. After years of con- 


stant use the cards in Rand units will still 
be clean and legible . . . that’s value. 


, 


Vertically filed cards can be converted toa 
Rand visible system without transcribing 
the information or requiring new cards .. . 
that’s economy. 


Signaling ability is one of the paramount 
features of the visible record. Rand gives 
the utmost signaling advantages, which can 
only be obtained in the pocket type of equip- 
ment ... that’s efficiency. 


Rand Time Savers and Visible Indexes are 
designed to do special jobs and reduce oper- 
ating costs. Easily displayed—they appeal 
instantly because of their low cost and many 
practical applications. 


Victor certified Safes—a complete line of 
one-hour safes for the protection of business 
records. Nine sizes ...dry, monolithic 
insulation . . . steel reinforced construction 

. greater convenience . . . low cost. You 
can’t beat them for real value. 


A new catalogue supplement has just 
been issued ... write for your copy. 


THE VICTOR SAFE & 
EQUIPMENT CO. 


MARIETTA, OHIO 








S SHORTENING ‘° 


the business 


DAY 


Efficient records are more necessary today 
in the successful operation of the modern 
business than ever before. It is essential 
that facts and figures are available daily . . . 
every office is being called upon to handle an 
unprecedented volume of record detail. 





Here is the dealer’s golden opportunity for 
the sale of record systems and equipment. 
Any device that will shorten the business 
day and reduce the burden on overworked 
office help is eagerly welcomed. 








The dealer who can demonstrate practical 
short cuts and economies to his customers is 
the dealer who will get the business. 








The Rand products illustrated on this and 
the following page are proven time savers. 
Every business can use at least some of them 
to gain greater speed, accuracy and conven- 
ience, or to effect instant, visible control by 
means of signaled records. 
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These Rand Time Savers enable you to 
meet the needs of your customer with visible 
record units that are easily adaptable to his 
particular problems. 
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lithic The sales and profit possibilities of this 


equipment are unlimited . . . write and ask 
us more about them. 


ction 
You 


THE VICTOR SAFE & 
EQUIPMENT CO. 


MARIETTA, OHIO 









































PRODUCTS 


that bring 


SALES 


Rand products are most profitably sold by 
the dealer because of their many exclusive 
features that make selling easy . . . Rand 
is the only pocket type of visible equipment 
available for dealer sale. 


. 


The visible margins of Rand cards are 
always protected from dust, dirt and wear 
by transparent celluloid. After years of con- 
stant use the cards in Rand units will still 
be clean and legible . . . that’s value. 


. > 


Vertically filed cards can be converted toa 
Rand visible system without transcribing 
the information or requiring new cards ... 
that’s economy. 


Signaling ability is one of the paramount 
features of the visible record. Rand gives 
the utmost signaling advantages, which can 
only be obtained in the pocket type of equip- 
ment ... that’s efficiency. 


Rand Time Savers and Visible Indexes are 
designed to do special jobs and reduce oper- 
ating costs. Easily displayed—they appeal 
instantly because of their low cost and many 
practical applications. 


Victor certified Safes—a complete line of 
one-hour safes for the protection of business 
records. Nine sizes ...dry, monolithic 
insulation . . . steel reinforced construction 

. greater convenience . . . low cost. You 
can’t beat them for real value. 


A new catalogue supplement has just 
been issued ... write for your copy. 


THE VICTOR SAFE & 
EQUIPMENT CO. 


MARIETTA, OHIO 
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== Yes, Sir! 
They Will Make You Money 








toa 

bing Reaching the pocket-nerve of your customers 
is not a difficult problem if the merchandise 
is right, and the price is right. 

Big storage capacity plus a practical, econom- 
ount ical counter besides—that's what Terrell 
ae: Counter Height Cabinets mean to your cus- 
| tomers. They do double duty and pay for 
qulp- themselves over and over. And that means 

good business for you. 

Assembled from stock, Terrell Counter 
5 are Height Cabinets are attractive and dignified, 
pper- yet capable of instant re-arrangement or ex- 
ppeal pansion. At a slight additional charge any 
nany Terrell Cabinet can be fitted with a green %”’ 

battleship linoleum top. These have enam- 

eled steel binding edges and spring in place 

without screws. : 
1e of 
iness 
jit hic i - 
ction Get in Line... 


with the Terrell line—it 
means steady, profitable 
turnover. Our catalog 
charts the direct course. 


Write for a copy now. 


TERRELL’S EQUIPMENT CoO. 
GRAND RAPIDS MICHIGAN 
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CK 


Are your chairs as 
good as the irons? 







































look to the irons first. Make sure that 
they are all steel because steel is free 
from breakage, wear, wabble and 


friction. 


Then ask yourself if the rest of the 
chair is as good as the iron. If so, you 


need have no doubt of its service. 


COLLIER-KEYWORTH Co. 


| GARDNER, MASS. 





If your chairs are C-K equipped—and 
the chances are they are—you'll know 
| . . . 

| the irons are highest quality. 


oa : 


COMO OM OTN WON OLN SL SOO yO2y Oy SL SL SS SS GLOGS Gy yO SSN SVG GyyOy OW GG ywS yO GA O8 
































A BENTLEY-GERWIG DESK 


for lifetime service 


The beauty of living trees . « « Spirit of the growing suggestion of leadership impresses the observer. It broad- 
forest strength of great timbers . carved and casts the maker’s thought: For harmony and beauty in 
color and line, for convenience in every day use, nothing 


fitted by craftsmen to become a good servant in the head- ; 
quarters of business. is quite so good as a Bentley and Gerwig Desk. Specifica- 


No. 492 desk illustrated here is of masterful design. Its tions of this desk or complete catalog on request. 


BENTLEY & GERWIG FURNITURE CO. 
PARKERSBURG, W. VA. 


Tye\ive\ive\y@\i/@\i’e\lve\lye\\’e\ @\\/@\\7e\\Ye\iye\iye\.ye\ 
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This is the age of selling--- 
order taking will not do 


—ip. 


Progressive, wide awake, alert 
stationers the country over are 
turning to specialties as the 
salvation of their business. 


As a specialty offering a broad 
field of opportunity Pressteel 
Visible and Vertical equipment 
is particularly fitting for the 
stationer. 


Since the buyer of office equip- 
ment thinks first of his sta- 
tioner, it is only natural that 
he should turn to him for in- 
formation on record keeping. 
And those stationers who have 
grasped this opportunity for 


sales now find it a most profit- 
able source of business. 


Pressteel units have an exciu- 
sive interlocking feature which 
enables this system to handle 
any requirements, large or 
small. As the business expands, 
as new records are needed, 
Pressteel expands and absorbs 
the new problems without a 
hitch. 


You'll find Pressteel a most en- 
joyable addition to your busi- 
ness. For complete details of 
our agency arrangement, write 
today. 





: PRESSTEEL ENGINEERING CORP. 


DERBY, CONNECTICUT 


——tr 
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TO SELL 


You can get an S. F. SAFE lab- 
eled by the Underwriters’ Labora- 
tories —as to size and interior 
arrangements, to meet the needs 
of your most exacting customer. 





THE CONSTRUCTION and fin- 
ish of our safe is the very best— 
50 years of knowing how has 
taught us this—and our PRICES 
are such that it allows the dealer 
a nice margin of profit. 


OUR PRODUCTS 


STEEL SAFES, A and B Label and Commercial 
STEEL RECORD CABINETS 

SAFE DEPOSIT BOXES, VAULT DOORS 
STEEL BANK EQUIPMENT 

STEEL FILING DEVICES 


Write Us Today 
Catalog and full details upon request. 


Stiffel- Freeman Safe Co. 


Lititz, Penna. | 
| 
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STEEL TRANSFER CASE 





No. 111 letter size 
No. 112 cap size 


A regular one drawer letter file. Easily built up 
into a 2-3-4 or higher unit. 


The ASCO Transfer Cases 
can be fitted securely on top of 
each other. Can be added to 
from time to time, to meet your 


needs. 


Its simplified set-up feature, uni- 
form and substantial construction--- 
these insure rigid- 
ness even to ceil- 
ing heights. 


Furnished with 
or without fol- 
lower blocks. 


Attractively 
priced. Prompt 
deliveries. 





ART STEEL COMPANY, Inc. 


401 E. 23rd Street New York City 
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Reasons why 

ENGLEWOOD.is 
the most profitable line 
for the dealer. 


Faster turnover. 
Less servicing. 
Easier selling. 
‘Popular prices. 
-Exclusive sale. 


im" -—. Ww NO — 


We solicit your in- 
vestigation of 
ENGLEWOOD 
DESKS on the 
basis of net profits. 


PIPL LEPLPLOLELLLOLLE OODLE OLD EDLOOOLL 


The new brochure, 
prices and details 
will be mailed on 
your request. 


ENGLEWOOD DESK COMPANY 


58th and Lowe Ave. 
Chicago 
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A Cooler 


that adds tone 
to any office 


The Cordley Cabinet 
Cooler Model 800 in 
looks and_ efficiency 
really suits modern 
business. The splendid 
design and the new 
Cordulac finish make 
it a worthy addition to 
offices that select their 
furniture and equip- 
ment with great care. 


Because of its sturdy 
construction and _ ice- 
saving economy Model 
800 is a pronounced 
favorite in small of- 
fices where utility 
comes first—as well 
as in the larger cor- 
poration offices where 
appearance is 
extremely important. 





A handsome paper cup dis- 
penser that attaches right to the 
cabinet will be furnished free 


to the purchaser of the cooler. 


This coupon will bring details! 


Cordley & Hayes, OP-June 
12 Leonard St., 
New York City. 
aa ease sé ond full information on the new Cordley Cabinet 
oler, Model 800. 














The Influence of Office Furniture 
© 
Profitable Development of the Commercial Stationery Business 
Attributed to Office Equipment and Office Furniture.—By the Hon. 
R. S. Bauer, Mayor of Lynn, Mass. 





PEAKING of the stationery business in general there 

has been no progress at all in the way of development, 

outside of the loose-leaf devices, that is of any conse- 
quence as profit producing 

On the other hand, with office appliances, office furniture 
ind equipment, there has been a remarkable, steady and 
wholesome growth in all directions. It has developed in 
our business to such an extent that it is really the back- 
bone of the entire institution [here is much less competi- 
tion in it than in the ordinary stationery trade, which seems 
to spring up overnight in little stores scattered all around 
im every direc ron, 

Those people who stock office equipment and office 
furniture have some new selling argument all the time and 
the different improvements in these lines are so pronounced 
that they arouse the curiosity and then the purchase on 
the part of the consumer. There is a very large held for 
the sale of office equipment and it is much more extended 
than the stationery field is. It requires a higher grade of 
intelligence to successfully market these items, and the 
proht produced is a very satistactory one 

The new aluminum office chairs are a very good ex- 
ample of advanced developments in office equipment. They 
are really stronger than a wood chair or a steel chair, and 
so light in weight that it is a sensation to pick up and lift 
it from one place to another 

We find in our business that it pays to stock largely with 
those goods that are manufactured very close to the selling 
point of the consumer. In our territory this is very easily 
done. It means better service in every way, less damage 
and breakage in handling. and a more satisfactory and 
quicker turnover The cut price competition is not nearly 


is large a factor in office equipment and office furniture as 


it is in the run of the regular commercial stationery trade 

We have an entire floor in our store devoted to wood, 
steel, and aluminum office equipment, and very seldom do 
we ever lose a customer after they once get in on this floor. 

Che windows of the store are the soul of the institution 
in office equipment and office furniture, the same as in 
everything else, and should be constantly changed so as to 
attract attention from a practical view point 

We find it better business to sell everything at list price, 
and by a selling argument convince the customer that no 
matter’ what he buys, he generally gets exactly what he 
pays for, nothing more and nothing less 

Our furniture salesmen generally carry with them one 
or two sets of extra casters for swivel office chairs, and 
there is hardlv a place where they stop that they do not get 
an opportunity to make a sale of a set of casters, which 
opens the door of conversation and selling argument to 
more and better furniture 

We in our establishment feel quite sure that the big fu- 
ture for our business is in the office furniture and office 
equipment department, and we are paying particular atten- 
tion to these factors because of this 

Before one goes into a department of this kind, they 
should see to it that they have ample floor space to properly 
show and demonstrate the different items. Any cluttered 
up corner piled full of office equipment, so that it does not 
even look attractive is a liability rather than an asset. A 
business is like a farm, you have to lay out “the farm” 
properly, and pay attention to each crop that is planted, 
distinct and separate by itself, before you will dig very 
many potatoes from a row. 

It is the constant attention that the department gets, 
that keeps it increasing, and makes it worth while. 














4 FEW AMONG 3,000 STEEL DESKS OF THE GENERAL FIREPROOFING CO. INSTALLED LAST YEAR 


IN THE SPLENDID NEW OFFICES OF THE NEW 
Each desk and chair is numbered to match, facilitating 
snd aiding also in future rearrangement according to 


YORK LIFE INSURANCE CO., NEW YORK CITY 


record-keeping and maintenance of correct location 


plan Desk in foreground is for department manager 


the others are for clerks The same grouping is repeated many times throughout the installation, which is 


one of the largest ever made The view 


ibove was taken in the Actuarial Department 
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Sell in bulk—Repeat orders 


(The regular Office Appliance Buyer places the order) 









Royal Factory Chairs are seldom single order chairs. They are Adjustable 
bought in dozen lots and when established, become standard equip- Ranges 
ment with repeat orders without sales efforts. 17” to 23” 

21” to 27” 
It is easier to sell Royal Chairs because they are adjustable to fit 25” to 31” 
any worker and any kind of work. They have become standard 28” to 34” 
equipment in hundreds of the world’s largest plants. They are well 
advertised in factory magazines and by direct mail. 


Mechanically they are superior in ease of adjustment and being . 
double riveted, they are structurally more staunch and durable. 
The broad seats extend the length of the energetic work day. 


ROYAL 


Continual Purchasers “Seat of Production” 


of Royal Chairs Factory Chairs 


and Stools 


are scientifically built to reduce unnecessary and preventable 
Stewart-Warner Corp. tiredness caused, for the most part, by chairs that are either 
teo high or too low with ridiculously inadequate seats and 


International Harvester Co. mitation back rests that give no support where most needed. 
General Cigar Co. 
Western Electric Co. 
Singer Sewing Machine Co. 


CATALOG ON REQUEST 


American Can Co. ROYAL METAL MFG. COMPANY 
Western Clock Co. Largest Manufacturer of Factory Seats, School 
Brown & Sharpe Mfg. Co. Furniture, Folding Chairs, etc. 

1135 S. Michigan Blvd. CHICAGO 















































No Regrets! 


Dealers of long experience with EDCO DESKS know them 
to be the line of no regrets. Doing every day the work 
required of them, standing up under arduous conditions 


EDCO DESKS are thoroughly dependable. 

The Edco line has a reputation to maintain—a reputation EVANSVILLE 
earned on merit. You are assured of uniform good quality, DESK CO. 
resulting in higher respect and regard, increasing good will EVANSVILLE, INDIANA 


among your trade. 
For catalog, dealer proposition, etc., write us today. 
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Costumers 


ANYMETAL Steel 
S Costumers create cus- 
tomers, and keep 
them, too—for several 
mighty good reasons 
Sanymetal Costumers 
stand up in more ways 
than one—they won't tip 
»ver, and the cross-locked 
and welded base keeps 
them from ever becoming 
wobbly. Handsome baked 
enamel! finishes harmon- 
ize with any interior. 
Husky bronze hooks hold 
plenty of coats, hats or 
anything else you want 
hang—safely. Con- 
sumer prices are painless, 
too, and your profit is 
generous. Write today 
3 for facts about this fast 


Customers & 





BSESSeeeeeeeeseeeerre 








No. 1160-F—M ahogany 


moving staple. 


Good Desks 









; for Little Money Sanymetal 

~--- € JCOSTUMER 

| OST of our dealers have ote 

Fl found that Alma Desks The Seaymetal A. H. sedi — 
easily sell for a few dollars 1695 Urbana R&B 356 hol 





Cleveland 





more than ordinary low price 
desks. 


Because Alma Desks give so 
much more in lasting value 
for so little difference in cost, 
economy minded customers 
quickly see the wisdom of their 


choice. 


—— 





A new chair by Conrades is never an experiment. 
The new Posture chair needs no trial period—it is 
backed by nearly a century of experience. Write for 
full details. 


Write for the new Alma cat- 
alogue and price list so you 
may choose a _ representative 


AASASSBSBSBRRRRRERERERRRERORO eee ee eee eee 


——E 


, . : : Full line 
display of this better built low on display 
' ' at 1718 
priced line. Washing- 
] ton Ave., 


St. Louis 


ss 





ALMA FURNITURE CO. 


HIGH POINT. N. C. CONRADES MFG. CO. 


1942 N. Second St. St. Louis, Mo. 
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The Medium Priced Line | 
of Good Quality 


SECTIONAL CARD 
INDEX CABINETS 


Oak, Mahogany and Walnut Finishes | 








Write for Your Copy of Our 
Latest Price List 


IMPERIAL METHODS COMPANY 


FOREST PARK 
ILLINOIS 


Schubert Office Specialty Co. 


228 S. Los Angeles St. 580 Market Street 
Los Angeles San Francisco 


Gerard D. White 
2235 Bassford Ave. New York City 














JA-ME-CO 
BUILT-TO-ORDER 
EQUIPMENT 





INTERIOR 


METAL FIXTURES 


FOR OFFICES, BANKS, 
LIBRARIES, HOSPITALS 
AND PUBLIC BUILDINGS 


STOCK and SPECIAL 


First quality products and 
careful cooperation make the 
Ja-Me-Co Line attractive to 
dealers who wish to furnish 
complete installations of equip- 


ment. 


WRITE FOR CATALOG 
AND PARTICULARS 


JAMESTOWN METAL EQUIPMENT CO. 
JAMESTOWN, N. Y. 
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SBP D+ SF St St St S+ S+S+S+S+S+S+ Ory 
+ 


Cut Down Inventories and Increase Turnover 
by Concentrating on 





Beautiful Designs in Every 
Price Range 








Ne. 222% 


Silverglo carries indirect illumination to new heights. 
The uniqueness of the lamp sel/s it; satisfaction keeps 
it sold and sells it to others. 








Silverglo Lamps, Inc. 


300 East Federal St Baltimore. Md. 


“The Modern Genii of the Lamp”’ 


(No replacement of glass lenses or other breakable parts required. 


All parts approved by Underwriters’ Laboratories). 


POPPE tH Ott Ste Ste GSt Ge Gte Ste GSt Gt Gt Gt Gt Git St Gt G+ G+ G+ G+ G+ G+ Gt G+ G++ G+ G+ S+ G+ S+S+ H+ S+S+S+S+S+S+S+o+o+or 
FPP PP OP Ot Ot Ot G+ D+ G+ G+ G+ G+ G+ G+ G+ G+ G+ G+ G+ G+ G+ G+ G+ G+ G+ G+ G+ G+ G+ O+-G+ G+ G+ G+ G+ G+ G+ G+ S++ H+ S++ S+S+S+e 


Oo 4 S++ S++ S+S+ S++ S+S+ S++ S+S+o+ 
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There is a swivel 
chair to match 


This chair is 
No. C 3004 CX 

























Be bei | 
‘i 3 / 


STYLE AND STAMINA 


‘THIS modern H-W chair has the style 

that better offices demand today— 
and the stamina to serve which every 
purchasing agent seeks. Of course, it 
is guaranteed by Heywood-Wakefield 
—and, of course, it will make money 
for you. 


Heywood -Wiahefield 


REG. U.S. PAT. OFF 

















Baltimore, Md. Los Angeles, Calif. 





Boston, Mass. New York, N. Y 
Buffalo, N. Y. Philadelphia, Pa. 
Chicago, Ill. Portland, Oregon 







Kansas City, Mo. St. Louis, Mo. 
San Francisco, Calif. 















Office Chairs 


Made to stand long service 
at minimum price 


Empire Chair Company 
Johnson City, Tenn. 


Permanent Exhibit — American Furniture Mart 
Space 1526 — 1527 — 1528 Chicago, Ill. 

















Far 
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Steelcase Double Pedestal Drop 
Head Typewriter Desk for the 
secretary. 


Steelcase Single Pedestal Flat 
Top Desk for salesmen and 
clerks. 


Steelcase Single Pedestal Drop 
Hand Typewriter Desk for the 
stenographer. 


found 


where 


ey Te S pi rit O ft Success 


Steelcase Double Pedestal Flat 
Top Desk of sufficient size for 


Success is tangible—you can see it. The appointments in the 
office of the man who has “reached the top” suggest the success 
he has achieved. His desk—his filing equipment—even the 
lowly wastebasket express stability, dignity, and most of all, 
success. 


The “spirit of success” finds nowhere more definite expression than 
in Steelcase Business Equipment. Not merely in the atmosphere 
of success they embody, but in their mechanical perfection, Steel- 
case desks, filing cabinets, wastebaskets, safes, bookcases, etc., aid 
in the pursuit of successful business. 


Hundreds of great corporations, as well as individuals and smaller 
enterprises use and recommend Steelcase desks because they have 
come to an unbiased realization of their superiority; they know that 
they are built for service in every sense of the word. 


The Steelcase Sales Franchise is valuable because of the success 
facts given above. We suggest that you write us. 


METAL OFFICE FURNITURE COMPANY 
Grand Rapids, Michigan 








business 


succeeds 
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JUST IMAGINE = + 


Keyless Office Equipment 





Imagine being able to lock and 
unlock your office equipment, 
not with a bunch of keys sub- 
ject to loss, theft, breakage, 
duplication, and forgetfulness, 
but with one secret combina- 
tion (some unforgetable 
address, date, phone number, 
etc.) which you could select 
and set yourself. This is pos- 
sible with SESAMEE «x, the 
modern lock that needs no key. 








THE SESAMEE COMPANY 


§ 


HARTFORD CONN. 
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QUALITY! | |i 


BUILDING A REPU- 
TATION IS COSTLY. 
3ut when a manufac- 
turer builds office 
chairs of exquisitely 
fine QUALITY, over 
a long period of years, 
he is destined to have 
a reputation. 





No. 676 Code—Pirate 
Width between arms. 20 inches 
Depth of seat, 19 inches 
Height of back from seat, 19 inches 


We value our reputa- 
tion for finely de- 


signed office chairs, 
well built. 
QUALITY counts 





with your trade. You 
should be selling our 
office chairs. Agencies 
in some good towns 
still open. 


No. 675. Code—Pippin 
Width between arms, 20 inches 
Depth of seat, 19 inches 
Height of back from seat, 19 inches 


COLONIAL CHAIR COMPANY 


CHAIR MAKERS FOR HALF A CENTURY 
1740 N. Maplewood Ave. Chicago 











No. 30 
Length 32” 
Depth 17” 
Height 26” 





Easy to Sell. 
Profitable to Sell. 
Small Investment. Rapid Turnover. 

A practical, substantial, typewriter desk. Built 
entirely of plain Oak or selected Gum. Thirty 
inches long, seventeen inches deep, twenty-six 
inches high. In Golden Oak, Mahogany, or Walnut 
finishes. Genuine Laurite Tops will be furnished 
for small additional charge. Center drawer, 155%” 
x 11344” x 2'4”, with pencil tray. Three pedestal 
drawers, each 834” x 1134” x 242”. 





Write for catalog and prices 


McLEOD FURNITURE COMPANY, LAUREL, MISS. 


a 


PUUDEEOEDEEGERUUEOEEOEUORUEROEOCEDOEEEREEEOEREEROREOROOEEOREEOOEEOOOE EOE EEE EOE EELS 


Typewriter Desk 


oh 





i i 
: DIETZ DESKS 
i! 

i ; 

i The Period Grade 

i! 

i! Desks look very much alike to the 

i average buyer but under the sur- 

i! face there is a difference in quality 

ii and materials. We know exactly 

sf what goes into Dietz Desks because 

i we manufacture practically all of 

y our own parts. 


i 


Dietz Desks are made in Oak, Wal- 
nut, Mahogany, combination Ma- 
hogany and combination Walnut. 
Drawers are dovetailed on all cor- 
ners, framed in at the back and 
have adjustable partitions. Every 
desk can be taken apart to pass 
through narrow doorways. 


> 





a 
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The J. F. Dietz Company is centrally 


: 
: 


ee 
-ee 


J located. Direct rail connections with 

\ most markets—freight and time saved i 
‘4 are added profits. iW 
\s ° 

i it 
‘ | 
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%. i! 
i(! i! 
i! Makers of Good Desks Since 1881 i! 
i! Write for Catalogue and Price List i 
i(! i! 
i! : i! 
i J. F. Dietz Company { 
i! Cincinnati, Ohio i 
IDOE LEGO _ ss ss os oP i 
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| | Your trade 
is different 


Quite tru e—but 
every office can 


George & Lamb profitably use these 
MANUFACTURER | convenient, easily 


Nappanee, Ind. moved stands and 


Desks, Costumers, Screens ; 
and Umbrella Holders typist, a special 


writer or many 





| stools. An extra 


_ other types of office 
worker can be ac- 
commodated. Fac- 

tories and _ stores 

use them also to 





| good effect. 


Descriptive matter 


Lamb Desk 
No. 1428 


One of the many 
high class small of- 
fice desks, of our 
line which fits in 


and prices on re- 





quest. 





SEARLES 
ELECTRIC WELDING WORKS 


Manufacturers 
1850 Fulton St., Chicago, Ill., U.S. A. 
















well in that small 
space of any office. 























No office outfit is complete 
without these numbers. 
Screens, Desks, Costumers and 
Umbrella Holders of designs to 
harmonize with the best office 
equipment. 





CZ. This is your ticket 


for extra service, extra quality at 
the right price. 

One of the finest things about 
M & S is that they are depend- 
able. 

M & S are more than depend- 
able. They give you the smart- 
est chairs as well. 

Don’t hesitate to write about 
a franchise in your city. 


Many dealers are 
adding additional 
profits to their 
sales with these 
and many other 
numbers shown in 
our No. 21 cata 
logue May we 
send you a copy? 





G 1244 


Costumer 


a No. 1244 No. 1702 THE 


MARBLE & SHATTUCK 


CHAIR Co. 
CLEVELAND, OHIO 
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June, 


DOUBLE_ UTILITY 


Reg. Trade Mark 


STEEL 


Safety Storage File 


For LEGAL BLANKS 


The filing of blanks in law offices, county, city 
and state houses to their respective depart- 
ments has always been a problem and the 
efficiency of the unit idea appeals as it will at 
once provide the number of drawers to corre- 
spond with the different blanks and each office 
Saves time by being able to file cuts and copies can secure the Curmanco Safety Storage 
: Units to meet their requirements. 





For CUTS 


Unit efhciency permits the user to buy one or 
more cabinet units as requirements demand. 
Each 10-drawer Unit has 1500 square inches 
of filing space. Three Units with a six-inch 
base make a cabinet high section. 


each in their place according to number or 


item. 


Handles and separates page assemblies 


to be kept intact. Sorts, classifies originals 


and copies for records. Keeps accurate check 


on electros for dealers. 


The individual can enlarge on this for letter- 
heads, carbon paper, copy and second sheets as 
well as a fair variety of legal blanks. The 
Curmanco Unit is compact and can set on the 


Che Curmanco Safety . : 
; typewriter desk and save time for the operator 
by having everything handy, easy to secure. 
Every office has stationery and forms that will 
be better kept in this Safety File. r 


Storage Files protect the delicate printing 
surfaces of the cuts, permitting the best qual- 


ity printing. 


Use the Coupon—Give Office Appliances the Credit 


he construction is rigid 
with double 
walls to hold the heavy 
weight. It is 


reinforced 


made in 
ten-drawer units and ad- 
ditional units will 
another. 

10x15 
inside with finger hole in 
the bottom 


carry 
Kach 
inches 


one 


= 
= 
= 
= 
_ 
- 
ad 
al 
a 


drawer is 


to help re- 
move paper, label holder 
on each and brass finish drawer pulls. Finished in Z 
Olive Green Duco to harmonize with the best y, 
metal office furniture. / 


Being a CURMANCO product insures the / 

purchaser of quality workmanship and a 4 >: 
Furthermore, 
dealers who have sold the Curmanco 4 
line over a period know that it 4 & 
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price that is reasonable. 
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can be depended on, fi e 
3 Sections--$50 Each OS < 
Aa < L 
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IMPERIAL TOO HAS REACHED 
ITS 25TH MILE STONE 


A quarter century ago the Imperial line was 
established and marketed on a policy of complete 
co-operation with the office equipment dealer. 
Time has proven that policy sound. 


Ample profit — No losses for 
Twenty-five Years — 


Imperial built-in steel furniture for banks, court- 

houses, public utility offices, stores and buildings 
of all kinds, is one line that 
offers a full margin of profit 
on every sale. No losses 
occur from dead stock be- 
cause there is no stock to 
carry. Every bit of equip- 
ment sold is built to order 
just for the particular job. 
Plans, prices and suggestions 
that will help close the con- 
tract are supplied as a part 
of our co-operative policy. 
Imperial installations are 

» built right at a price scale 
that rivals stock lines. 
Present dealers and new 
ones are assured of full 
satisfaction. Write us. 


IMPERIAL STEEL CABINET COMPANY 


2130-2152 Fulton Street 
CHICAGO 


1929 
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_iHiiHi TATTOO 
ANNOUNCING THE 


STURGIS POSTURE CHAIR 


(Patents Pending) 


Quick, Positive Back Adjustment to Any Size 
Individual in 30 Seconds 





No. 600 No. 500 No. 700 


You can sit correctly in any chair 
made but---it’s an effort. 
To sit correctly WITHOUT ef- 


fort is what really reduces fatigue 
---increases efficiency. 


Listen! 


Designed to meet all requirements 
of a True Posture Chair. 





Our sales policy is to sell only 


! 
Furthermore! through legitimate office equip- 


ment dealers---whenever warrant- 
ed, exclusive sales rights are given. 


Write To-Day For Further Particulars. 
iS Soa 


STURGIS POSTURE CHAIR COMPANY 


STURGIS, MICHIGAN 


(OVER) (OVER) 
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ANNOUNCING THE 


STURGIS POSTURE CHAIR 


(Patents Pending) 


Quick, Positive Back Adjustment to Any Size 
Individual in 30 Seconds 


on. ha) ae 
SAWP 


HOW IT WORKS 
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PANS. 4, 
\--VERTICAL ADJUSTMENT Ref or TQ a C--BACK SWIVEI 











B--BACK ADJUSTMENT 


\. By turning knurled set screw in center bearing until it is disengaged from slotted 
spindle, the seat may be raised or lowered to desired height. To retain this 
height, re-engage set screw with slot 

B. Hold back-post in left hand---loosen BOTH hand wheels with right. Have 
occupant sit well back in chair so end of spine is free from pressure on seat--- 
sitting erect with chest high and abdominal muscles pulled in. 

Place back-support to central portion of trunk----just above the hips---and tight- 


en both hand wheels. 


( Tension of back swivel can be changed to suit occupant by turning small wing 


a 


nut located just behind the back-support itself. 


= FEATURES 

= 1. Genuine Duco Finish---Black, Olive Green, Maroon or Brown. 

= 2. Genuine Leather over Curled Hair. 

= 3. All Castings Malleable Iron. 

= 4. Faultless Castors-- Steel, Hard or Soft Rubber. 

= 5. Quick Positive Back Adjustment---Without Tools. 

= Write To-Day for Further Particulars. 

= STURGIS, MICHIGAN 

= (OVER) (OVER) 
a 
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SHAW-WALKER STEEL COUNTER HAVING 





THE NEW “MARBLE EFFECT’ BASE AND TOP. 


The base is made with a cove moulding of rubber mottled into a marble effect. The attractive- 


ness of this base led to the suggestion that 


the same material similarly mottled would form 


a more acceptable top than the one then in use. After viewing a counter thus topped, the Shaw- 
Walker people adopted it for all their counter-height equipment. The manufacturer says that it 
improves the appearance of the counter, and that it will not retain ink spots, does not discolor 


with age and is not marred when a cigarette 


fully selected for the 


Ferti 


Preparation in Every Field Prerequisite 


is left burning on the edge. All pieces are care 
making of counter tops 


lizing 
© 
to Achievement.—By C. W. Roth, The 


Roth Office Equipment Co., Dayton. 


O MAKE things grow and to reap a crop, you must 
‘he prepare the ground by fertilizing and cultivating. 
No farmer or gardener would ever think of doing a thing 
in his business without first making the above prepara- 
tions 

How manv men in the stationery and office furniture 
business think of keeping their business fer- _ 
tilized by using newspaper advertising, spe- 
cial mailing matter and special displays of 
their merchandise? With intensive compe- 
tition, constant changes in merchandising, 
the merchant who does not use every re 
source at his command—“just ain’t.” 

It is essential for a merchant in the appli- 
ance line today to have a well displayed 
stock, clean, and with enough merchandise 
on hand to make prompt deliveries. He 
must constantly advertise in newspapers, and 
by special circulars He must have high 
grade, competent sales people and he must 
devote a great deal of time to educating 
them in the various lines 

Ten years ago wood filing equipment led 


— 


the demand Today probably ninety per ee. 





Vy. 


cent of the sales are of steel. Steel desks are now pushing 
rapidly to the front. In the next five years they may have 
pushed wood commercial desks into the side-lines. Alumi- 
num chairs are coming fast and five years hence will have 
crowded a considerable percentage of wooden chairs from 
their old places before the commercial desk. 

What are you doing to step up to this 
pace? Are you featuring these items and 
reaping some of the harvest? Are your 
salespeople posted on the up-to-date items 
and are you calling attention to the new 
items in the newspapers and by circulars? 

You had better step up or step out. You 
need have no fear of chain stores if you keep 
abreast of the times. These things will be 
required of you to keep you on the map— 

Good merchandise well displayed. 

Efficient help. 

Newspaper advertising. 

Circularizing. 


Sufficient stock to make prompt deliveries. 





Now is the time to clean house and see 
how you figure in the picture. 


ROTH 


With these good thoughts by Mr. Roth on the value of a more 


intensive cultivation of every activity and department of the 


office equipment business in order that the industry through 


the dealers may continue to prosper and that dealers themselves 


may reap better harvests, we bring this special Office Furniture 


Section to an end. 
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ODERN tendency to use machines shortened between effort and result—between 
M “that do things better” should not thought and accomplishment. Business began 
cause anybody to forget that the best minds to move at a livelier pace. 
IN business have a/ways sought the most Soon came the plea, “Take away still more 
up-to-date way to DO business. barriers to progress.” 

Half a century ago, business found new The response was not long delayed. In the 
and better ways of increasing personal ac- Volta house laboratories of Alexander Gra- 
complishment through the newly invented ham Bell, two men had been working out 
typewriter and telephone. Elapsed time was their ideas of a dictating machine. Its purpose 


was to get a man’s thoughts into 
SS typewritten form more quickly and 


2 
p 
Tele 4, me more accurately than by the round. 
Nov. 29 1887 about shorthand method. These two 
Dec. 27 1887 men, Chichester A. Bell and Charles 


April 3 1888 
Nov. 13 1886 









Sumner Tainter, knew that in order 
to be practical, their machine must 
record voice on a removable cylinder 
which could be used later to repro- 
duce the voice for transcription on 
the typewriter. 

Such a thing had never been done 
before. But Bell and Tainter succeed- 
ed in doing it, and their first patent, 
granted May 4, 1886, embodied basic 
principles of voice recording and voice 
reproduction which laid a secure 
foundation for the success of the 
dictating machine—originally called 
Commercial Graphophone, and 
name changed some time later to 


The Dictaphone. 








HE business men of 1890 who dic- 

tated to this early model turned a 
hand crank or pumped a foot treadle to 
make the cylinder revolve! The typists, 


too, contended with similar difficulties. 
Yet, crude as it was, the invention was 

practical. It did the work because the 

principle was right! 


DICTA 


The word DICTAPHONE is the Registered Trade-Mark of Dictaphone Corporation, 
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Always Up To Date 


EEPING up to date has been a Dicta- 

phone policy for more than forty years. 
Beginning with the basic principle of record- 
ing and reproducing the voice on removable 
wax cylinders, the dictating machine art has 
kept pace with business progress through 
such Dictaphone inventions as the single dia- 
phragm recorder-reproducer, feather- weight 
mouthpiece, simple and positive Bowden wire 
connection with clutch, dual foot-control for 
transcriber, and universal electric motor, for 
use on Pullman trains as well as all commer- 
cial lighting circuits. 

“Keeping up to date” means “Dictaphone” 
to thousands of executives who find that 
they need something quicker, more conve- 
nient, and more accurate than the shorthand 
method of getting their thoughts into type- 
written form. They know that shorthand is 
inefficient under modern conditions, because 
it has not been materially improved since it 
was invented by Sir Isaac Pitman in 1837, 
four decades before the typewriter. 


Business executives who keep up to date 
use The Dictaphone on their own desks and 
throughout their organizations, because it 
doubles their ability to get things done— 
increases their accomplishment in the control 
and direction of their business affairs. 


TV TARE 


PAUNE 


TWENTY-FIFTH ANNIVERSARY 
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EXECUTIVE DICTAPHONE 
‘The Machine of a Hundred Uses” 


Removes the indirectness from a hundred jobs which 
every executive must either do for himself or get some 
one to do for him. Thus, although invented and first 
used merely for writing letters, the Executive Dicta- 
phone of today has developed into “the machine of 
a hundred uses.” 


DICTAPHONE CORPORATION 
Graybar Building, 420 Lexington Avenue 
New York, U. S. A. 


Makers of Dictating Machines and Accessories to which said Trade-Mark is Applied 


70.. GET.- 


THINGS .. DONE, . 
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LOOSELEAF 


..- but they have no rings 
Can Be Used Everywhere ....That’s Why 


AO-IRING 


Loose-Leaf Notebooks 


Sell To Everyone 


OW many, many loose-leaf notebook sales have you 
lost because people who needed a loose-leaf book 
had no room for the 


didn't buy one because they 
ordinary book with its bulky rings. But now you can get 
these sales with No-Ring Loose-Leaf Books A No-Ring 
Loose-Leaf Book is as slim, trim and flexible as a fine bound 


book. The standard-sized filler is held in place by a 
spring brass tube that slides on and off on a brass 
track Flexible Kerato! Covers. Hammermill Bond 
fillers. Complete Assortment of 45 books, 3 sets of 15, all 


sizes from vest pocket to desk, retail for $36.90. FREE 
display stand. Customers buy quickly when they realize 
that here at last is a loose-leaf note-book without rings 
rings that make for bulk, tear sheets and cause lost notes 
Specimen book sent on request. Use the coupon below 
Neva-Clog Products, Inc. 
Bridzeport, Conn., Dept. OA-6-29. 


(Crentiemen 


Without gat n, k lily send a No-Ring yose-Leaf N 


tebook togetner 


ITWENTY-FIFTH 


ANNIVERSARY June, 1929 


The Philadelphia Stationers 
The attendance at the May meeting of the 


Philadelphia Stationers’ Association, held May 9 at the 
Bellevue-Stratford hotel, demonstrates the popularity of the 


increased 


educational committee’s campaign. Forty-seven local deal- 
ers with their salesmen were present. 


At the 


Irwin quickly 


conclusion of the dinner, President Francis B 
disposed of the routine business and turned 
the meeting Walter F. 
educational committee, who introduced Charles A 


William P. Reinhardt, 


chairman of the 


over to Crapp, 


Connell, 
the speaker on Salesmanship, and 


scheduled to talk on Loose Leaf 


“Next 


who has for vears trained salesmen successfully 


month,” said the president, “we listen to a man 


He is now 
Erbe Manufacturing Company 


with the Yawman and 


September will witness a jollification meeting, and the 
annual banquet will take place in October 
Yawman and 


Giftord for 


President Irwin expressed thanks to the 
Erbe 
arranging to have David W. 


He complimented the educational committee upon its 


Manufacturing Company and to L. T 
Dufheld address the associa- 
tion. 
successful work; expressed gratification that so many of the 
fine papers read had been from the association’s own mem- 
bers, and thanked Ed. Eisenstein of the hotel for the excel- 
lent meals provided. 
4. Pomerantz has 
Progress Fund to solicit contributions from stationers 


by the 


Philadelphia 
The 
president called for a motion that this association make a 
\ motion to the effect that $150 be voted for 


been appointed 


contribution. 
one year only was carried. 
William P. Reinhardt of A. 
prize winner in The Stationers’ Loose Leaf Company's con- 
loose leaf selling. He said that the 


Pomerantz and Company, 


test, read a paper on 


successful merchandising of loose leaf calls for an ever 


Reciting the resist- 
work of 


named 


increasing amount of alert attention 


ance its first introduction met with and the hard 


the manufacturers to break down this resistance, he 


the pioneers, the first items and the gradual additions, 


changes and improvements to the line, and said that, as 
still 


carefully the 


important changes are being made, it behooves the 


salesman trends and to profit by 
With eight major subdivisions, it requires 


The most 


to study 
them a fairly 
high order of salesmanship to move the goods 
successful method is to sell the idea of its use Sell loose 


} 


leaf devices are a means 


“Will it 


leaf for what it will do. Loose 
to an end; the prime motive of the purchaser is 
accomplish what I want?” 

In the ensuing discussion, Mr. Reinhardt in reply to ques- 


tions, made substantially these statements: Visible records 
are superior to cabinet records in their comparative inex- 
thev can be con- 


While a 


it is not essential, but 


pensiveness, portability and compactness: 


sulted at one’s own desk with both hands free 


knowledge of bookkeeping is useful, 
a sound idea of debit and credit is. A salesman is out to 
system. Should a 
show him a book. He will 
If he “a set of books.” 
find out how comprehensive a system he is using: he will 


The 


sell and not to install a customer be 


vague in describing h‘s wants, 
soon tell vou if he can use it wants 


certainly need the fundamentals salesman must be 


observing and creative 
who said 


end of 


President Irwin next introduced C. A. Connell 


he hoped he would merit the same applause at the 


his talk that he received at the beginning 
“permit of reminiscences 
I hope 


I have had but three employers 


“Grav hairs.” said the speaker 


and from forty-nine vears of experience to be able 
to give something helpful 
Next to my 

Devote all vour time 


I love my business family and home, there is 
and interest to 


skin 


1 , 
house. Re 


nothing I love better 


You will sometimes need a rhinoceros 


Back 


vour business 


Studv vour line thoroughly up vour 
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This page is a reproduction of a wall hanger in actual colors which will be supplied free. 
Send for it and let this silent salesman work for you. 


GOES LITHOGRAPHING COMPANY 


49 West Gist Street, Chicago 4230 
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© Form letter history ts 
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From the first letters produced in multiple by typewriter type 
through a ribbon to the perfected form letter of today, with fill- 
in, perfect matching, signature, and addressed envelope. 


From hieroglyphics to cuneiform tablets 
was a long, long road trudged by generations 
of Egyptian and Assyrian business men 
and we have learned in recent years, by the 
way, that these old fellows of B. C. days were 
real merchants who solicited business, kept 
accounts, and did many of the things which 
modern business men do. 


After them came the Phoenicians, who were 
great traders. They gave business a boost by 
inventing the alphabet, and for some centuries 
men wrote painfully in capitals, letter by 
letter. Other ages rolled by, and Gutenberg 
appeared with his movable types — and the 
printing-press was born. It required several 
more centuries before men thought of setting 
type by pressing keys on a keyboard, to which 
idea we owe both the typewriter of Sholes and 
the linotype of Mergenthaler. 


Still, there was nothing in business com- 
parable to the modern form letter. Men still 
wrote individual letters in longhand or on the 
typewriter. Such duplicating devices as arose 
were so cumbersome, so slow, 
and so uncertain in results 
that little progress was made 
in the multiplying of sales 
messages until two young 
men of Cleveland, Ohio 
H. C. Gammeter and H. C. 
Osborn — joined in the pro- 
duction of a small rotary 
printing-press, which printed 



















letters from typewriter type through a ribbon. 
This was the first Multigraph, and it made 
practical for business an entirely new 
method of selling. 

The growth of that idea in a quarter of a 
century has been amazing. Form letters today 
are measured by the billion, and no account- 
ant can measure the stupendous sum annually 
saved by business in the reduction of man- 
hours. 

For a quarter of a century the Multigraph 
has been the one supreme device for the pro- 
duction of so-called ‘“‘process’’ letters. No 
other can compare with it for an instant. Not 
only do thousands of business concerns pro- 
duce millions upon millions of these letters 
with their own Multigraphs, but, in addition, 
practically every concern which is in the 
business of producing form letters for others’ 
use does so with Multigraph equipment. 

During these twenty-five years Mr. Gam- 
meter has continued to be the Chief Engineer 
of The American Multigraph Sales Company, 
of which Mr. Osborn is President. They never 
ceased working to improve the Multigraph 
until it was possible to produce a perfect and 
complete letter with it. 

Today, in the Addressing Multigraph, you 
see the consummation of the efforts of these 
two men and their associates. The type for a 
form letter can now be set with a keyboard 
machine. The Multigraph Keyboard Compo- 
type is to form-letter production what the 


As it was in 1905— this primitive Multigraph had two chan- 
neled “‘drums”’; one carried the font of types, which were moved indi- 
vidually along the channels to the other drum in setting. It was at first 
operated by hand, later with an electric motor. The fill-in was done by 
typewriter, and the signature, if personal, written by the individual. 
Some of these old machines are still in use and giving good service. 
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linotype has been to the newspaper publisher. 
The “‘Addressing Multigraph”’ itself receives 
the plates set up by the Compotype, and, at a 
single revolution of its drum, produces a 
perfect form letter, printing at the same oper- 
ation the body of the letter, the “fill-in,” the 
signature, and the address on the envelope. 
The matching of body and “fill-in” is perfect, 
because they are printed from the same 
identical types, through the same ribbon, with 
the same pressure. The signature is printed 
with the kind of ink with which you would 
sign your name. It is even possible, with this 
remarkable machine, to add a set of printing 
rolls which will print the letter-head, too; so 
that in this case the user feeds a sheet of 
white paper and a blank envelope into the 
machine and a complete form letter comes 
out with every revolution, and each time with 
a new address. 
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MULITILAAP!/? listory 


Since the device was put on the market a 
year ago it has been investigated and pur- 
chased by concerns of national character in 
many lines of business; its sales have exceeded 
the production we anticipated for our factory, 
and there seems to be no let-up in sight. 
Relatively small concerns have found it 
profitable, and large concerns have found it a 
necessity. 


With such an equipment, backed by the 
expert mechanical service rendered by the 
Company to its customers, selling by mail be- 
comes a simple and more economical process 
than ever. If you have not actually seen the 
Addressing Multigraph in operation, do not 
delay visiting our nearest office. If you do not 
find The American Multigraph Sales Company 
listed in your telephone book, write us at the 
address below. 


THE AMERICAN MULTIGRAPH SALES COMPANY 
1836 East 40th Street, Cleveland, O. 


As it is in 1929 — addressing Multigraph equipment 
today consists of a high-speed form-letter printing-press 
and a key-operated Compotype by which are composed 
the plates (or blankets carrying stamped lines of type) 
used in printing. One plate is used for the body, a series 
of plates for addresses, and an electrotype and printing 


roll for the signature. 
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For fifty years the ‘‘Vernon 
Line’ of composition books, 
looseleaf binders, notebooks 
and memorandums has been 
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<3 ard of perfection, quality i 


and serviceability. For the 
coming school season we are 
offering the most complete 
assortment and designs to 
answer all purposes. Let us 
help you get this school bus- 
iness. Send for catalogue 
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loyal to your employers or you are not loyal to yourself. 
After you have built up a trade, customers will come to 
know you and not your house. At a salary of $3,000 a 
year one represents $50,000 capital and it takes some sales 
to make one profitable on that basis. 

“Our business is a necessity, so be dependable. Call reg- 
ularly; it pays. Help your customers; give yourself to 
your customers, advise and point out economies in sizes to 
fit paper stock and the use of carbon. Be careful to get 
instructions, for misunderstandings are the cause of a big 
loss of business. Watch your promises and don’t promise 
impossibilities. Be honest with your customer, telling the 
truth always. Create, originate something, send out en- 
velope stuffers. Think quickly; be equal to emergencies 
and watch your competitor; his prices will probably have 
a ‘sting’ somewhere. Profit, not sales, is your goal, so 
don’t talk prices but make vourself and your house neces- 
sary. I would suggest that you show the high priced article 
first. The customer will soon tell you to come down, if 
he must.” 

Frank R. Welsh referred to the work he and Mr. Prizer 
had done fifteen years ago in inducing loose leaf manufac- 
turers to adapt certain principles of standardization. After 
a vigorous impromptu talk on selling by Walter G. Stringer, 
the meeting adjourned.—C. H. 


> 


Northwest Travelers Sales Meeting Service 

The Northwest Travelers’ Club is sponsoring a “Sales 
Meeting Service” which has for its objective the education 
of the dealer’s salesmen so that they may be better 
equipped to sell the lines carried by the dealer. The move 
is logical because no group of men in the industry is better 
situated to gather and dispense information concerning sell- 
ing ideas and methods than these traveling representatives 
of manufacturers. In going from place to place, these men 
see how ideas for increasing sales in a store or on the out- 
side are worked out, and they are in position to pass on the 
suggestions to other stationers in their territory 

4 return post card bearing the name and address of 
the secretary of the club, Alvin R. Skibbe, Box 25, Pala- 
tine, Ill., has been sent out to stationers in the club’s terri- 
tory, which now includes the S‘xth as well as the Seventh 
District of the National Stationers’ Association. On the 
back of the card is a form to be filled out by the dealer 
interested in having a traveler address a meeting of his 
salesmen The information required is the date of the 
meeting, whether it is to be exclusively for outside sales- 
men, exclusively for store salespeople, or a combination of 
both groups. With this information and the itineraries of 
the members of the travelers’ club, the secretary is enabled 
to arrange for a traveler to address a meeting at the time 
desired. 

a 
Plan Group Meetings for Sixth District 

H. L. Watkins, governor-elect of the Sixth District of 
the National Stationers’ Association, and president of the 
National Bank Supply Company, Milwaukee, Wis., is 
already planning district activities for next fall and the com- 
ing year. Mr. Watkins is working out the details of staging 
a series of group meetings in several sections of the dis- 
trict, following generally the same plan as was used by 
Governor Edward L. Little early in the vear in the Fifth 
District. 

At these meetings Mr. Watkins plans to have present 
dealers and their salesmen from the territory in which the 
particular meeting is being held. It is his purpose to have 
some outstanding speakers to address the assembly on some 
subjects vital to dealers and to give a good deal of time to 
the discussion of salesmen’s problems, making a determined 


effort to solve them satisfactorily 
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A High-Power, Heavy Duty 


Card and Paper Punch 


A powerful punch for cutting 14” and 1%” 
round holes in heavy layers of loose leaf sheets, 
cards and pasteboard. Jaws 1” deep, with Ad- 
justable Gauge for uniformity. Size, 64%”. No. 
140. Retails at $3.00. 


Our No. 160 Card Punch punches 1%” round 
holes 114” from edge of card. Size 5”. Both 
punches have spring action, parallel jaws and 
full nickel finish. No. 160. Retails at $1.50. 


RETAIL 
$3.00 





BERNARD 


TRADE MARK REG. 


STATIONERS 


TOOSS 


Made by the Makers of 
TRIUMPH EYELET PUNCHES 
THE WM. SCHOLLHORN CO., NEW HAVEN, CONN. 
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“SUNRUCO” 


that line you can 
safely follow to 


profits! 
SPONGE RUBBER CUSHION 


Our most popular selling 
cushion— 








The ribbed depressions 
in the Felt Covered 
sponge rubber Cushion 
afford ventilation, adding 
to comfort. This cushion 
is manufactured in three 
sizes, with either Brown 
or Green all-wool felt 
upper surface. It is 
11/16” thick—Can supply 
it with plain surface if 
desired. 


RUBBER SPONGE CUP 








This all-rubber Sponge Cup is unbreakable. The 
flared base prevents cup from tipping. Special 
designed grooves carry excess water back into well. 
Cup furnished with Sunruco sponge. 
Colors—Brown or Green. 


RUBBER DESK GUARDS 


Every desk should be 
equipped with “Sun- 
ruco” Desk Guards, as 
they protect not only 
the furniture but also 
eliminate the possibil- 
ity of the office worker 
tearing clothes or 
snagging hose. 


Each pair packed in 
box with small nails 
for fastening. They 
can be had in two sizes 
and in brown color. 





WRITE TODAY | 
FOR CATALOGUE AND PRICES 


OMT: PGE 





bli Tut 


The Sun Rubber Company 
Barberton, Ohio, U. S. A. | 


MAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAS AA | 








A. Bobbe Company Opens New Store 

An attractive store was recently opened by the A. Bobbe 
Company at 200 Church street, New York, N. Y. Two 
windows front on Church street and are admirably suited 
for display purposes. The store is furnished with modern 
equipment and fixtures, and is efficiently arranged to per- 
mit prompt service to customers. 

This firm, which is the New York representative for 
Tallman, Robbins & Company of Chicago, is specializing 
particularly in machine accounting supplies. 

A novel arrangement for showing standard lines of loose 
leaf equipment was devised by the company and attracted 
considerable attention. Products of the National Blank 
Book Company, the Oxford Filing Supply Company and 
the’ Stationers Loose Leaf Company, coupled with the Steel 
Equipment Corporation's “Security” line of office furniture, 
were effectively displayed. 

Two private offices for the heads of the organization are 
located immediately behind the display cases on the main 
floor. A balcony is provided for the accounting and cler- 
ical departments. A basement and a sub-basement are also 


used by the establishment and are accessible by means of 


a private elevator. 
_— . 
Victor Acceptance Corporation Business Growing 

A report from the Victor Acceptance Corporation, Chi- 
cago, Ill., indicates that the financing of business equip- 
ment paper is proving to be an important factor in the 
development of sales of office machines. 

This company’s clientele among office and business equip- 
ment dealers is constantly growing, and at present the 
company is purchasing installment paper from dealers in 
almost every state in the Union. Recently the company 
received a contract covering the sale of some equipment 
by a Chicago dealer to a man in Alaska. 

“We have a great many favorable comments from deal- 
ers on the simplicity of our plan,” D. B. Becker, general 
manager of the Victor Acceptance Corporation, said, “We 
are told from time to time that our service has found favor 
in the office equipment field particularly because of the 
fact that we practically confine ourselves to the financing 
of office and business machines paper.” 

“< ; 

Brunson Heads Burroughs Agency at Jackson 

H. A. Brunson has succeeded G. T. Moore as manager 
of the Jackson, Miss., branch of the Burroughs Adding 
Machine Company Mr. Moore has been transferred to 
Dallas 

Mr. Brunson was transferred from Amarillo, Tex., where 
he had been agency manager since 1928. He joined the 
Burroughs organization as a junior salesman at Waco, 
Tex., in 1917 In 1918 he became a specialist at Fort 
Worth, and the next year became a senior salesman. Mr. 
Brunson was absent from the organization from 1921 to 
1923, when he became a senior at the Los Angeles agency. 
In succeeding years he served as an instructor at Portland, 
Ore., a senior at San Francisco, and then became manager 
of the Amarillo agency in January, 1928. 

aie a 
John Selden Wants Letters from Friends 

John Selden, who had been with the National Blank 
Book Company many years, is in retirement at St. Johns, 
Quebec, Canada. He makes his home with George Savoy 
in that city (care Dominion Blank Book Co.). Mr. Selden 
is not in good health, and longs to have word now and then 


from his former associates in the stationery field. 


aiiliicntoneti 
National Cash Register Atlanta Offices Moved 
The offices of the National Cash Register Company in 
Atlanta, Ga., have been moved to larger and better quar- 
ters on Peachtree street, N. W 
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The 
Same 
Careful 
Attention-:- 


which has for the past Quarter Century attended the manufacture 
of HUNT PENS is again attested in the ever-growing popularity of 


SPEEDBALL Materials 


for Drawing and Lettering 


) 


Se PENS, INKS and BOOKS 





and 


BOSTON Pencil Sharpeners 


in the various Models 





X° 


C. HOWARD HUNT PEN CO., Camden, N. J. 
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KNOW YOUR TOTAL AS YOU GO ALONG... 





VISIBLE- WW always! 


5 ae total is always visible on a Victor—on the visible 
adding dials. Victor offers this feature in every model 

—even at the lowest price. No other standard machine in 
& the price range of the smallest Victor has this convenience. 
: GeD Full visibility is one of the superiorities of the Victor line 


. one of the added features which has made and kept 


AND MORE : , \ , 
PP AI eh Victor the leading value of the adding machine field. A 
es Sa Victor may be had on free trial from any Victor agency. 


DEALERS: Write for the new Victor 1929 dealer proposition. 
VICTOR ADDING MACHINE CO., 3900 N. Rockwell St., Chicago 


VICTOR 


STANDARD ADDING MACHINE 














”) 
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THE VICTOR ADDING MACHINE PLANT 








—and the 
VICTOR divisional managers 


RGANIZATION is the keystone of 
business success and organization is a 


strong point of the Victor Adding Machine 





Company. Above may be seen the huge 


L. D. SMITH C. W. WEBB 
Pacific Coast ° ° ° New England 
Divisional Manager Chicago plant of this progressive concern, and Divisional Manager 


grouped on this page the familiar faces of the 
Victor Divisional Managers. Within the plant, 
Victor has perfected a high degree of organ- 





p ization, resulting in efficient manufacturing 





methods and therefore greater adding ma- 
B. F. RICHARDSON E. J. EGGLESTON 
e 


pitiee Sie chine value. In its Divisional Managers, | 
Victor has perfected an organization 
of men who rank with the finest 
— specialists in their field,who 


render invaluable aid to 
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A Record of 
Typewriter 
Performance! 


It was in 1880 that we began the manu- 
facture of The Caligraph, which became 
one of the most popular typewriters of 
An old user recently sent us 
Following is 


its day. 
his Caligraph for repair. 


an excerpt ot his letter: 


“This machine was bought by us in April, 1890, 
and it has been in constant use ever since, near- 
ly 39 years. In that time it cost me but $1.30 
for repairs. It certainly has given me good and 
exceedingly satisfactory service. However, I 
have tried to take good care of the machire and 
never allowed others to use it.” 
\ few weeks later we received the following: 
“Following its first vacation in thirty-nine years, 
our old Caligraph returned safely Saturday aft- 
ernoon, looking like new and ready to begin its 
fortieth year of faithful service, with the prom- 
ise and prospect of many more years of hard 
work. The old lady is a little stiff in the joirts 
from walking the city streets but with use will 
soon limber up. I now hasten to express my 
very deep gratitude for your very great kind- 
ness in this matter and to assure you that your 
interest and generosity are deeply appreciated.” 


19Z9 








1880 


E are proud of this old pioneer of 

the Typewriter Industry even 
though it is now but a memory of a 
glorious achievement of the past. 


Though the old Caligraph is gone the 
company that built it has won its own 
place in the great Industry, which it 
helped to create forty-nine years ago. 
Today we are Rebuilding Typewrit- 
ers and Adding Machines of ALL 
MAKES and serve THE TRADE with 
ROUGH and REBUILT MACHINES, 
PLATENS, RUBBER COVERS, 
PARTS and SUPPLIES. 


We are also 
Sole Distributors for the 
U.S. A. and Canada 
of the 


SMITH PREMIER 50&60 
The Typewriter with the 
WIDEST CARRIAGE RANGE 


10.2 inches to 42.6 inches 


Dealerships are Open 


AMERICAN WRITING MACHINE COMPANY 
449-455 Central Avenue 


NEWARK  - 


NEW JERSEY 
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Ribbon and Carbon House Celebrates Quarter 


Century 
The Columbia Ribbon & Carbon 
pany of New York City, started out in business the same 
vear that Office Appliances started—in 1904—so that the 
present year also marks its twenty-fifth anniversary. 
The tiny business has now grown into one of the largest 


Manufacturing Com- 


Originally it occupied a small 
After two years the 


of its kind in the industry. 
loft at 43 Murray street, New York. 
company moved to new quarters and four lofts were occu- 
pied at 113 West Broadway. In 1912 the company moved 
to 69 Wooster street, New York, where the present admin- 
istrative offices and New York sales rooms and warehouse 
are still located. The business at this time had begun to 
take on a world-wide complexion and manufacturing and 
facilities therefore enlarged. During 


distributing were 


the past decade, branch manufacturing plants and ware- 
houses have been organized in London, Madrid and Milan, 
Italy, and affiliated factory connections have been estab- 
lished in Toronto and Mexico City. 

In the early part of this year the company took over a 
modern building at 
New 


facility exists for increased production 
Additional property adjacent 


pretentious and completely factory 


Glen Cove, Long Island, a short distance outside 
York, where every 
of the company’s products. 
to the new factory has also been acquired to provide room 
for further expansion when necessary. 

During its first two years of existence, Columbia Ribbon 
and Carbon Manufacturing Company devoted its manufac- 
turing efforts to the production of typewriter ribbons and 
carbons. Later on a number of other products were added 
and rights to manufacture still other items were acquired, 
so that company 


produces rolls for adding and 


besides ribbons and carbon papers, the 


machines, ink 
for duplicators and printing rolls, No 
Hekto Stain, a liquid used by Hektograph operators for re- 
These products are in addition 


now billing 


machines, gelatin 


moving ink from the hands. 
to certain special lines of ribbons and carbons, including 
typewriter, pen and pencil carbons, all varieties of ink rib- 
bons for every purpose, Hektograph carbons and rib- 
bons, ete. 

Che 
sists of the following well known men: H. W. A. 
president; A. B. Holmes, vice-president and treasurer; L 
M. Dixon, F. R. Nichols and R. S. Moore, the 


joined the Columbia organization only recently, being for 


present executive personnel of the company con- 


Dixon, 
last of whom 
vears identified with the ribbon and carbon division of The 
Ault & Wiborg Company. 
. 
A Magazine Done on a Duplicator 

Office Appliances has been favored with a copy of “Im 

pressions,” done entirely upon the Rotospeed stencil dupli- 


ator. This is a sixteen-page publication gotten up with 


typewriter type, with many clever illustrations. It is printed 
strikes 


each paragraph are 


in colors. A feature which at once the eye is the 


fact that the right 
as evenly done as the left hand margins 
ornamental cover 


hand margins of 


“Impressions” bears an and is beauti- 


fully done. To produce such a magazine on a duplicating 
machine is a creditable feat 
an 
Advertising House Moves 
Louis H. Frohman, advertising, whose former offices were 
at 105 West Fortieth street, New York City, has removed 
to the newly completed building at 10 East Fortieth street. 


Mr. Frohman’s organization handles a number of well 
known accounts, including in our field those of the Amerti- 
can Numbering Machine Company and William F. Wholey 


New York representatives of The Globe-Wer- 


nicke Company 


Company, 
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There’s Real Business 
Ahead for TelKee Dealers 
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TelKee Devices for Key Control Systems are Without 
Competition—Boost Your Sales Volume with TelKee! 


Get acquainted with TelKee Devices for the 
sure method of increasing your Office Equip: 
ment sales volume! Wherever keys are used 

and misplaced—you will find easy-to-get, 
profitable sales for TelKee equipment. TelKee 
Devices put valuable keys in order—keep 
them identified—under perfect, instantly ac: 
TelKee fills a modern 
business requirement so perfectly that a large 
percentage of all TelKee orders are taken on 
the first sales approach. Sales range from a 
to hundreds of dollars—and 


cessible control! 


TelKee MarKer—a_ basic 
unit of the TelKee System 


—permanently locks to the few dollars 


key —- defies destruction. 
Fibre or brass tag — fine TelKee Sales are waiting for you throughout 
writing surface, or may be 

die-stamped. your territory. 


TelKee is the Complete System 


jor the Proper Care of Keys 


Needed in Offices, Office Build- 
ings, Banks, Commercial and 
Public Institutions of all kinds. 
Units of Keyboard Paneis, 
Drawer Files and Wall Safes 
range in capacity from 30 to 1200 
hooks. A representative stock 
of TelKee Devices requires but a 
minimum investment and will 
enable you to show the great 
need for TelKee to your pros- 
pects. Many Dealers ive 
started their TelKee sales work 
simply with a Demonstration 
Set. Complete stock carried in 
Eastern Warehouses. 


CThayer TELKEE Corporation 


LOS ANGELES - CALIFORNIA _ 


No. 102 Wall Safe, each side 9%x 
14 inches, total capacity 60 hooks. 


PIN THIS TO YOUR LETTERHEAD 





THAYER TELKEE CORPORATION 


656 South Los Angeles Street, Los Angeles, California 
Send Complete Dealer Data on TelKee Devices (OP629) 
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NO. 1240G OFFICE KNIFE 
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NO. 500 LETTER OPENER 


NO. 699 STEEL INK ERASER 


NO. 303 TVORDUR BOOK MARK 


Will Pack in Individual Boxes 


Quotations on request 


305 Broadway 
Me Be Ge 
Formerly 
THE MILLER BROS. CUTLERY CO. 
ESTABLISHED 1863 





NO. 70 TVORDUR AND GOLD FILLED PEN 

















HANDLES OF BEAUTIFUL [IVORDUR 
Jade—Amber—Onyx—Red and Blue 


THE MILLER BROS. PEN CO. 


Meriden, 
Conn. 
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Rand Demonstration Kit for Dealers 

A valuable and instructive demonstrating outfit is being 
supplied by The Victor Safe & Equipment Company, Mari- 
etta, Ohio, to its dealers handling Rand visible equipment 

This outfit shows the advantage of visible records, espe- 
cially the pocket type with its signaling and other features, 
by means of actual samples. All of the stock items in blank 
and printed cards, and inserts, signals, pockets, etc., are 
actually set up in Rand visible units. Miniature systems 
are worked out showing the application of Rand visible 
equipment to such records as stock control, sales, purchase, 
ledger, real estate listings, etc. 

Much time and labor has been expended on the compila 
tion of these demonstration kits and The Victor Safe & 
Equipment Company finds it necessary to make a nominal 
charge that will partially reimburse it for the cost of print- 
ing and assembling the various samples 

a 
Editor Addresses Chicago Office Appliance Man- 
agers 

George E. Stephens, editor of the Illinois Journal of 
Commerce, addressed the Chicago Office Appliance Man- 
agers’ Association at their regular meeting Monday, May 
20. The subject of his talk was a bill before the legislature 
having to do with the handling of sales on deferred pay- 
ments. The members were deeply interested because most 
of them sell to some extent on deferred payment plans and 
the bill in question, if passed, would affect their sales pro- 
cedure. 

- 

C. H. Lembcke Returns From Winter in Florida 

C. H. Lembcke, secretary-treasurer and one of the 
founders of the All-Steel-Equip Company, Aurora, IIL, re- 
turned recently from Florida to assume active management 
of the company during the absence of A. F. Erickson, who 
is now enjoying a vacation in Europe. 

Mr. and Mrs. Lembcke spent the entire winter in Florida, 
living at Orlando and touring to coastal and gulf points of 
interest. 

= 

Victor Safe Company Travelers Hold Conference 

The Victor Safe & Equipment Company recently held a 
conference of its traveling representatives at the company’s 
offices in Marietta, Ohio. The Rand dealer line was the 
chief subject of discussion 

~— 
Novel Ideas in E. Faber Window Displays 

The Eberhard Faber Pencil Company, Brooklyn, N. Y., 
now provides its dealers with ample material for complete, 
harmonious window displays, calling attention to the most 
popular products of the line. This material includes “the 
family of six” consisting of six amusing characters, the 
clerk, the stenographer, bookkeeper, manager, bell boy and 
office boy, each holding an actual pencil or a pencil box 
Included also is a Mongol festoon spelling out the word 
“Mongol” on six cards, suspended on a string so that the 
letters can be moved apart or together according to the 
space to be used. A third feature is a medium size richly 
colored wood veneer sign, embossed effect, illustrating the 
way in which the clamp eraser of the Van Dyke No. 601 
can be removed and adjusted 

Also included in this outfit is a modernistic streamer in- 
viting passers-by to come in and obtain the new Eberhard 
Faber chart enabling the user to select the most suitable 
pencil for any specific use. 

The outfit includes a considerable number of miscella- 
neous layouts, streamers, easel-back cards, etc. Window 
dressing is thus made easy and effective. Those who desire 
this material should ask for Eberhard Faber window dis- 
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GENERAL PENCIL COMPANY 
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OU probably do not know the trade mark of La Porte & 
Austin, but we are certain that you know all of the rest. These 
are the symbols of companies whose names are almost synony- 
mous with the stationery and office appliance industry itself. 
It has been our privilege to serve the owners of these familiar 
marks in the task of making their merchandise better known. 
That has been a happy work for us and our association with 
many of them covers a period of years. 


If, perhaps, our trade mark is unknown to you our work is not 
lacking in your appreciation of the offerings of our clients. 
Also we are proud to have been so long identified with the 
stationery and office appliances field and it is our most earnest 
hope that we may continue in some measure to render a service 
of benefit to the whole industry. 











LaPorte €5 Austin. Inc. 
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274 Madison Avenue, New York 








y" “RE not in business for charity 
you want to make money. To do 
that you have to pick your merchandise 
carefully—select the items that give 
quickest turnover and good profit 


choose the manufacturers with the most 
popular and complete lines. 


Completeness of the line you sell is a big 
help in cutting overhead in ordering. 
and in building both sales and goodwill. 


That's why weve made Peerless Key 


Service the largest and most complete ol 
its kind. 





For all your rubber key requirements 
for all the calls of your customers 
there's a quality Peerless product to fill 
the need. Besides the regular Peerless 


* Rubber Typewriter Keys the Complete 
{4 | | - Service offers you: 
PEERLESS RUBBER KEY TOPS 


for adding, calculating, billing 


e machines 
NATIONAL CASH REGISTER 

TO y | a Wy ACCOUNTING MACHINES 
also a great variety of sizes and kinds 
a of twirler rings and rubber cushion 

‘jo ATA) feet for all office machines. 
complete details and we'll also send you 
e a sample Peerless Rubber Typewriter 
Key and an Erasure Shield with your 










You ought to have descriptive literature 
about the complete Peerless line. Many 





of the items are exclusively Peerless 
obtainable nowhere else. If you are not 
already a Peerless dealer send for these 


imprint, 
TT 


PEERLESS KEY COMPANY, Ine. 
176 Fulton Street, New York City 


PEERLESS 


RYBBER 
TYPEWRITER 
































ACCO ADVERTISING 


Reaches the Executives of Americas Business 








CCO Advertising, in magazines which cover the 

leading executives of business, banking and indus- 
try, is continually stressing the important point that 
‘‘Bound Papers Are Always Safe Papers.”’ 


These pertinent messages on filing safety and efficiency 
have proven their power to stimulate the sales of ACCO 
Fasteners, Folders and Punches—ACCO dealers every- 
where are reaping the results. 


When you sell ACCO products you sell something more 
than “just merchandise.” You sell FILING PROTEC- 
TION against wasted time, inaccuracy and loss. And 
your initial profits and repeats are consistently greater. 


EUROPE: 

ACCO COMPANY, Led. 
18 Whitefriars Street 
London, E. C. 4 
ARGENTINA: 
FRED BERG & CO. 









AMERICAN CLIP COMPANY 


Beebe Avenue & William Street, Long Island City, N. Y. 



















CANADA: 448 Sarmiento 
ACCO CANADIAN COMPANY, Ltd. Buenos Aires 
454 King Street W., Toronto 






BRAZIL: 


J. A. SALICRUP & CO. 
104 Rua Buenos Aires 









Rio de Janeiro 














which it manufactures are dedicated to the 
idea of safeguarding important business 
papers by according them 4ling protection. 


The first and only step necessary to guard 
them is to bind them—in logical order 
either temporarily or permanently, so that 
they may be instantly referred to and yet 
protected not only against loss but also 
from the necessity of the refiling which is 
the principal cause of misfiling. 


In selling the idea of filing protection 
ACCO Products are closely related—so 
closely that the sale of one almost invari- 
ably leads to the sale of at least one other. 
Multiplied turnover and multiplied repeat 
business result. 


Let us tell you more about this unusual 
business-building combination. Write for 
full information, new catalog and price list. 


AMERICAN CLIP COMPANY, Long Island C 
CANADA: Acco Canadian Company, Ltd. 
454 King Street W., Toronto 
EUROPE: Acco Company, Ltd. 
18 Whitefriars Street, London, E. C. 4 


ARGENTINA: Fred Berg & Co. 
448 Sarmiento, Buenos Aires 


BRAZIL: J. A. Salicrup & Co. 
104 Rua Buenos Aires, Rio de Janeiro 





Tuis organization and the products 
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esterday. Today. Tomorrow! 

Time in its flight has left in the limbo of the for- 
gotten, the old uncertainties and inaccuracies of hand- 
numbering. 


Old-time tedium has essentially given place to today’s 
demand for speed and accuracy. Inthe greater scope 
and the multiplied ramifications of tomorrow’s business, 
only those offices “mechanically fit” will survive. 


The Roberts “49",—the world’s largest-selling, lowest 
priced numbering machine, has undoubtedly contributed 
more to the progress of business numbering than any 
other single device. Over half a million of these re- 
markable machines are playing their part in the system- 
atizing and speeding of business the world-over. 

Dealers everywhere who have sponsored and sold this, 
the world’s largest-selling numbering machine, take hon- 
est pride in the consistency and continuity of its perfor- 
mance and preference 





THE ROBERTS NUMBERING MACHINE CO. 
694-710 Jamaica Ave., Brooklyn, N. Y. 
Western Distributors 
THE SUPERIOR TYPE COMPANY 
3940 Ravenswood Ave, Chicago, Ill. 


he World's 





THE ROBERTS 
NUMBERING 
MACHINE CO. 


710 VaMAICA ave 
BROOKLYN, N.Y 





largest S: elling, lowest Priced 


Numb ering Machine_ 








Have Your Merchandising Methods 
Changed with the Machines You Sell? 


TIME HAS TAUGHT YOU NEW METHODS 
OF MERCHANDISING! 


C ertainly you don’t buy the same as you did a de- 
cade ago. You want fewer items, less stock, bigger 
discounts, faster turnover and greater profits on a small- 

















er investment 
Do you get all>—Can You? 


You should—and by the Roberts way you Can. 
With this special plan you buy only what you can sure- 
ly sell—you take on only items which you know will 
turn over. The largest discount ever offered on any 
line of numbering machines is yours on items which 
your experience has proven will sell quickest and most 
often. The largest dealers in the country are doing it! 
Regardless of what you are or where you are—you 
should—and Can—do the same! 


Write for the simple details of this plan-—and our new 
1929 price list and catalog. 





THE ROBERTS NUMBERING MACHINE CO. 
694-710 Jamaica Ave., Brooklyn, N. Y. 


Western Distributors 
THE SUPERIOR TYPE COMPANY 
3940 Ravenswood Ave., Chicago, Ill 


ROBERTS 
numbering machines 


THE ROBERTS NUMBERING MACHINE COMPANY 694-710 Jamaica Ave., Brooklyn, N. Y. 


SOK 















Please send without obligation, complete information on the Roberts Plan to increase numbenng profits; also 
new Catalog and latest discount schedule. 


NAME 






ADDRESS 








“TRADING UP’ 


I'S pretty generally admitted 





these days that you get just about 
what you pay for Put a cheap artic le 


alongside of a quality one and you'll 







be surprised to find how many cus 


comers pick quality, how few are 


eae 
: 


price only buyers 


That's why you ought to push qual 
ity merchandise exclusively. It pays 


in bigger sales, greater profits, more 


UL Woe a 


satisfaction to you and your cus 


tomers 


But a lot depends in “knowing 

















; yap 
, j i 
hou in knowing the use of the 
< Qaers | 
product, materials, economies, and ae 


how to present them This is the 


i 2 
+3 


sole reason why OXFORD publishes 


Ree e 
REE 


x ie 
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its correspondence course entitled 


“How To Sell Filing Supplie 








—— 
— —— 
Many OXFORD dealers have en = eee 
4 — -- 
rolled their entire salesforce, and —— ee 
- 

om -- 
have used this course as a text book —_ 
— —_ 
at weekly sales meetings They are — — ~ 
~ _ 

trading-up; getting their full share ~ 


of the filing supply business in their 
localities. They are selling more 
steel tab guides, more systems, more 
high grade cards and folders—and 


they're making more profits 


"How To Sell Filing Supplies” is 
available to every OXFORD dealer 
and every member of his salesforce. 
It is but one of the many sales build- 


ing helps that come with the 
OXFORD line. For details, write to 


OXFORD FILING SUPPLY 
COMPANY 


¢ , , yh * “ ty , 
) Mr fiiin ge iPPiy SPe I PAYS 


300 Driggs Avenue, Brooklyn, N. Y. 


“SHELF SELLING” 
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oe business of “shelf selling” is 


of vital importance. 


On your shelves, attractively put-up merchandise con- 
stitutes a most effective selling force—a powerful re- 
minder to your customers that a quality packing us- 
ually proclaims a quality product. Such is certainly 
the case with OXFORD folders, cards and guides. 


Puc OXFORD quality filing supplies—in the attrac- 
tive boxings shown here—on your shelves and watch 
your profits grow quickly in this line which is “she 
product of specialists.” 


OXFORD FILING SUPPLY CO., 500 Driggs Ave., Brooklyn, N. Y. 


~ 
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The Secret 
of Good Office Printing 


Belongs to 




















Tuere is only one ROTAPRINT. And only ROTAPRINT 
can do real offset lithography of such quality, so quickly, so 
cheaply, so easily. That’s why—before ROTAPRINT was known 
—it was so hard to get good printing done in the ordinary busi- 
ness Office. 


ROTAPRINT is now in nation-wide use—turning out the most 
beautifully lithographed office forms, letterheads, bulletins, maps, 
charts, advertising matter, etc. With ROTAPRINT no engrav- 
ings, electros, stencils, type or skilled labor are required. 


If you do, or ever expect to do, printing in your own office you’re 
going to want a ROTAPRINT. Right now is the time to find 
out about it, learn what it will do for you, discover the exclusively 
ROTAPRINT Secret of quality, speed, cost. Write for complete 
information to the nearest ROTAPRINT office listed below. 


REINER’S ROTAPRINT, INc., One Park Avenue, New York City 


Agencies: 


O. C. Haney Corp Rotaprint Co. of Canada, meagan Sales Co. of Va. Rotaprint Sales Co. of New 
Los Angeles, Calif. Ltd. Toronto, Can. ......Riehmond, Va. Engl’d ....Worcester, 

Ohio Rotaprint Corp Piedmont Rotaprint, Inc Clarke & Courts — 

Cleveland, Ohio Rebie Oe, ° iced Coe Galveston, ‘Texas Connecticut Rotaprint Corp. 
Ohio Rotaprint Corp Michigan Rotaprint Corp Rochester Rotaprint Co..... 

Cincinnati, Ohio Detroit, Mich. .Rochester, N. Y. Mecencinn. Tuten Gs 
Chicago Rotaprint Agency oO c. Haney Corp. Rotaprint ‘Co. of St. Louis capri  S@iaas ’ 

Chicago, IIl. Sa San Francisco, Calif. .St. Louis, Mo. 

N. M. Minniz Co., Inc. Ohio Rotaprint Corp Kansas s City Rotaprint Co. Rotaprint Co. of Wisconsin 


Hartford, on. 


Washington, D. C. Toledo, Ohio - , .Kansas City, i scmnemsaene Madison, Wisc. 
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OU can prove that Semi-Hex is “the pencil 
incomparable” by trying the 100 word test 
with Semi-Hex and any other pencil. Then re- 
member that Semi-Hex is nationally advertised 
and you'll no longer wonder why so many sta- 
tioners are making real money on their 
Semi-Hex Pencil business. The next thing to 
do is to write for our proposition—it’s a 
good one! 


GENERAL PENCIL COMPANY 


Jersey City New Jersey 
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British Dealers Meet with Parker Pen Men 

The Parker Pen Company, Ltd., London, is conducting a 
series of meetings with its dealers in the principal trade) 
centers of the United Kingdom. The first five were held 
on the following schedule Leeds, April 9; Newcastle, 
April 10; London, April 23; Manchester, May 7; Liverpool, 
May & This plan works out capitally as a stimulus to 
dealers and as the means of impressive newspaper public- 
ity in the different cities. A. R. Zaccola, managing director 
of the London company, made his trips to the various cities 
by airplane. A reception committee met him at the landing 
field and accompanied him to the local meeting. The air- 
plane landing, its reception, and the meeting which fol- 
lowed were given vivid reports in local newspapers. 

Details varied at the different meetings, the general plan 
being to have individuals of national repute present as chair- 
man of the meeting, and as speakers. At Newcastle, for 
instance, Captain E. C. Westwood, president of the New- 
castle branch of the Incorporated Sales Managers’ Asso- 
ciation, was one of the three principal guests. Viscount 
Molesworth, chairman of The Parker Pen Company, Ltd., 
presided at the meeting. A cartoonist accompanied the 
party to the airdrome, and made topical sketches for use 
in newspapers. The Newcastle Light Airplane Club sent 
two of its planes to meet Mr. Zaccola while in the air, but 
due to heavy clouds they were unable to find him, and 
returned to the flying field to find that the Parker Pen 
chief had already made his landing 

Mr. Zaccola’s addresses at the meetings were dynamic 
with sales suggestions and philosophy. He showed the) 
dealers present their importance in the general scheme of 
distribution, and voiced many apt ideas for use when in 
contact with customers or prospects. 

Each local convention is the starting point of an adver- 
tising and sales campaign running five weeks. Each accred- 
ited retailer is provided with special merchandising aids, 
window displays and other matter to connect his store with 
the newspaper advertising circulating in his city. | 

The meetings were a revelation to many of the dealers, 
the dinner providing an excellent entree to the merchandis- 
ing themes which followed. Retailers brought their as-| 
sistants in many instances, so that each individual store 
might profit to the utmost from the ideas and inspiration 
offered by the speakers. 


: a 
Mr. and Mrs. Brooks Touring Europe 

Mr. and Mrs. Wm. Henry Brooks, of Philadelphia, sailed 
June 1 on the “Belgenland” for Antwerp, to spend the sum- 
mer in Europe. Friends of the president of Wm. F. Mur- 
phy’s Sons Company will envy him in this opportunity for 
a long needed rest, and the opportunity to view Europe ar 
a leisurely rate. No set schedule has been prepared, and 
Mr. and Mrs. Brooks will foilow their inclinations at their 
ease. They will remain abroad until October 1, and will 
bring with them a freshened viewpoint and zest for the 
comforts of home. 

Addometer Agency Established in Des Moines 

Che General Typewriter Exchange, 912 Grand avenue, 
Des Moines, Ia., has been appointed exclusive distributor 
for Addometers in the Des Moines territory. Mr. Bloom, 
the proprietor of the General Typewriter Exchange, in 
tends not only to establish outlets through retail stores 
and office machine dealers, but also to merchandise Addo- 


meters through salesmen calling on prospective customers. 


Sama 
Carrington Takes Managerial Post 
Edward Carrington of the Cleveland branch of the Royal 
Typewriter Company has been made manager of the Erie, 
Pennsylvania, office. Mr. Carrington has many friends in 
the trade who will be pleased to hear of his progress. 


A. E. D 








Model 24—The new Hotchkiss 
Wire-Stapling Machine. Loads instantly 
with strip ef 100 pre-formed wire staples. 
Binds up to $0 sheets. Easily operated by 
light pressure or « blow on the plunger. 














For Every Business Need 


Hotchkiss has been a pioneer in the development of 
better paper fastening devices since 1894. Today there 
is a Hotchkiss Automatic Paper Fastener for every busi- 
ness need. And the Hotchkiss name and reputation are 
known throughout the world—making Hotchkiss prod- 
ucts the accepted leaders, easy to sell and profitable. 


HOTCHKISS 


STAPLING PIACHINES 


Comprise a complete line, recently increased by the 
addition of the new Model 2A Hotchkiss Wire-Stapling 
Machine. From this line your customers can choose 
just the models they want, just the machines they 
need—that's why so many leading stationers standard- 


ize on Hotchkiss, the leading paper fasteners. All sta- 
cioners are invited to write for price lists, catalog and descriptive 
circulars giving full particulars about the Hotchkiss line Let 
us prove to you that standardizing pays. 


THE HOTCHKISS SALES CO. 


Norwalk Conn 














Model 1—The standard universal Hotchkiss Paper Fast- 
ener. Used wherever papers must be fartened 
together. Binds wp to 25 Sheets. Guar- 
antesed «non-clogging = with Hotchkiss 
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New Main Plant of Columbia Ribbon & Carbon Mfg. Co., Inc., 
Glen Cove, L. I., Just Outside New York 


Quality Built It— 


om ne 2" Quality Is Making It Grow 


vertising 

business they’ll tell you that it’s out 
of date to illustrate your advertise- 
ment with a picture of your factory. 
And yet what is more indicative of 
merit than the growth of a manufac- 
turing plant? So here is visible evi- 
dence of the worth of Columbia prod- 
ucts in the growth of the Columbia 
factory. 


From a 
small loft 
in 1904 where only carbon paper and 
typewriter ribbons were made, to the 
large, modern factory of today with 
affliated plants in Canada, Mexico, 
London and Milan and branch offices 
in several cities making and selling a 
wide variety of office needs is a record 
of achievement of which any concern 


may be proud. 
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Also 
LONDON 


Recorps, however, are of 
value only in that they show the 
demand for a company’ Ss mer- 
chandise. Constant increase in 
demand for Columbia products 
has built the Columbia business—but de- 
mand would not have grown without sat- 
isfaction-giving goods. The fact that we 
have kept Quality uppermost in our manu- 
facturing aims from the start—that 
Quality is the outstanding feature of 
Columbia products—has made Columbia 
dealers satished dealers—dealers who are 
making money from satisfied customers. 
If you are not a member of the Columbia 
dealer family we should like to tell you 
more about Columbia products and the 
Columbia proposition. Write for the in- 
formation now. 


MULTIGRAPH RIBBONS 
—Of the finest quality, manu- 
factured in all standard colors 
and sizes. 

TYPEWRITER RIBBONS 
—‘“‘Silk Gauze” representing 
the highest quality in every 
respect; sharpness of writing 
and wearing qualities being 
unequalled. 

“Rainbow” Typewriter Rib. 
bons are second only to “Silk 
Gauze.” 

NO - HECTO - STAIN—A 
splendid preparation for re- 


moving hectograph ink stains 
from the hands. Free from 
odor and absolutely non-in- 
jurious and a most effective 
stain remover. 
DUPLICATOR INK—For 
open and closed drum models, 
power and hand machines. 
ADDING MACHINE 
ROLLS—Single and _inter- 
leaved. 

ELLIOTT-FISHER ROLLS 
—Single and multiple. 
CARBON PAPERS—For all 
purposes. 


Also inked ribbons for adding machines, time clocks, etc. 





COLUMBIA RIBBON & CARBON MBG.CO. INC. 


Dixon, Holmes & Dixon 
69-71 Wooster St : New York 


Branches and Agencies in all Prin- 
cipal Cities in the United States 


BZ, 
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MaprIbD 


MILAN 
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Polar Practical OfficeArticles 


60 Different Items som*sizs 


you sell daily for the Commercial, semi-Ex- 
ecutive or the DeLuxe offices. 





But a few of them are shown here—note their 
character. 


You will need one of our catalogs to fully 
appreciate the Polar line of merchandise. 














Leather-Covered Letter Tray 
ae No. 19-LT 




































Period Style Tray No. 29-P 
alnut or Mahogany 





The DeLuxe Office of Today Is Incomplete Without Selections of Fittings 
from the Polar Catalogue 


DeLuxe Desk Pad, Assorted Colors 


Period Style 
Waste 
Basket 
No. 700 

Walnut or 
Mahogany 





Many Other Styles Shown in Our Catalogue 


Polar Manufacturing Co. 


MANUFACTURERS OF 


PRACTICAL OFFICE ARTICLES 
“Ni Geueese Philadelphia, Pa. U.S.A. as“tsnssortiuon 
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“Y and E” Sales Conference at Rochester 

[he national 1928-29 sales conference of the Yawman 
and Erbe Manufacturing Company was held at the home 
offices, Rochester, N. Y. There was an attendance of about 
seventy, comprising branch managers, traveling representa- 
tives, executive officers and department managers from the 
home office. A carefully planned schedule was prepared, 
and from the time the visitors met the reception committee 
until they departed for home, the branch and field person- 
nel were profitably occupied and handsomely entertained. 

The initial meeting was opened by Gustav Erbe, presi- 
dent of the company, who greeted the conference with keen 








GROUP OF BRANCH MANAGERS, TRAVELING 


4AING REPRE- 
SENTATIVES, OFFICERS, HOME OFFICE EXECUTIVES 
AND ASSISTANTS, PHOTOGRAPHED DURING THE 1929 
SALES CONFERENCE OF THE YAWMAN AND ERBE MAN- 


UFACTURING COMPANY 


enthusiasm. He sketched the history of the business, speak- 
ing feelingly of the late Philip Yawman. Charles Slemin, 
sales manager of the company many years, came in for 
recognition for his part in the advancement of the business. 
H. L. Smith, sales manager, then took charge of the pro- 
ceedings. The keynote of the meeting was “Understand- 
ing,” which is also the dominant tone in the successful con- 
duct of any important undertaking. 

F. J. Yawman, vice president in charge of sales, ex- 
plained the progress made in enhancing the service to 
branches, agents and customers. Edward Weter, treasurer 
and general manager, spoke on the “Past, Present and 
Future of ‘Y and E’.” D. W. Duffield, advertising manager, 
explained the details of the new price book, and explained 
future advertising plans. New merchandise was discussed 
by H. P. Rockwell, manager of the agency-dealer division; 
D. J. McLaughlin, manager of the wood division; J. R. 
Clark, superintendent of the steel division; George Schulz, 
manager of the bank department, and R. S. Furlong, man- 
ager of the systems department. Factory superintendents 
and branch managers provided informative topics of im- 
portance to the field. 

Members of the conference enjoyed the wholesome hos- 
pitality of the home office organization, with several special 
dinners and a theater party. Lunch was served daily at the 


plant cafeteria 


Present at this conference were the following: 

3ranch Managers—R. H. Curtiss, Los Angeles: P. S 
Fassett, Rochester; B. a, Ford, Springfield; E. H. Harris, 
Bridgeport; G. W. Hill, Newark; C. F. Hoffman, Albany; 
F. A. Kraft, Buffalo; G. E. Leebody, Detroit; J. W. New- 
ton, Boston; W. H. Potts, Syracuse: W. M. St. John, 
Washington; A. W. Sadden, Philadelphia; K. A. Swanson, 
Pittsburgh: C. H. Victor, San Francisco: G E. Vinton, 
Chicago; G. Winegard, Albany; C. G. Woosley, New York. 

Traveling Representatives—J. O. Bowles, I. R. Cornish, 
F. H. Grant, S. L. Griebel, J. H. Hallam, T. M. Hargen, 
L. R. Klein, E. A. McElwain, B. F. McGinty, H. J. Mehr- 
sele, W. H. Skinner, D. A. Webster, Jr., F. A. Williamee. 
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An Early 
Higgins 


Advertisement 


LO/77, 








€ 





In the (aly Cighlied 
THE STANDARD 


INCE 


secret 


TODAY 


1880, when Mr. Chas. M. Higgins mastered the 


of keeping carbon in perfect suspension, 


Higgins’ American Drawing Inks have attained and main- 


tained the 


ir place as the world’s standard, with the old, 


original formulae remaining unchanged. 


During the years, the Higgins’ organization has kept pace 
with the growing trade by the addition of new products 


and by the expansion of its manufacturing facilities. 


To Office 


\ppliances, upon its twenty-fifth anniversary, we 


extend our heartiest congratulations and well-wishes for 


future prosperity, in appreciation of the prominent part 


which it h 


to dealer-f 


as played as a bearer of our advertising messages 


riends throughout the country. 


Cuas. M. Hicerns & Co. 
271 Ninth St., Brooklyn, N. Y. 
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LINCOLN 
KEYS 


WILL MAKE MONEY FOR YOU 





<3} Sell the complete Lincoln 
rubber key line and you'll 
be gratified at the profit 
realized. 


SKS 






ix Lincoln products are 
made of the finest grade of 
rubber and are manufac- 
tured under strict factory 
regulations. 

We guarantee our prod- 
ucts as to the quality of 
material and workman- 
ship. 





And the new, all rubber 
Lincoln typewriter key is 
the modern key for mod- 
ern typewriting. 


LINCOLN 


RUBBER KEY CO. 


27 Thames Street 
New York 
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Ofhcers—Gustav Erbe, president; F. J. Yawman, vice 
president: E. Weter, treasurer. 

Department executives—J. R. Clark, superintendent steel 
division; J]. EK. Donahue, national accounts; D. W. Duffield, 
advertising department; R. A. Furlong, system department; 
W. C. Greene, estimating department; T. Haugh, superin- 
tendent paper division; G. Schulz, bank department; L. E. 
Seuffert, steel planning department; H. L. Smith, sales 
manager; I. G. Stevens, library department; S. R. Wing, 
assistant superintendent steel division; C. W. Schreiber, 
special. 

Agency-dealer manager; F 


W. Murphy 


Rockwell, 
Cowles, F 


division—H. P. 
S. Baker, W. S. Cassady, J. A. 
M. R. Norton, R. B. Williams. 

H. N. Charlton, advertising department; J. C. Edwards, 
purchasing department; R. H. Farnham, credit department; 
C. Hiller, accounting department; J. V. Morley, export 
department. 

The fiftieth anniversary of the founding of the Yawman 
and Erbe business will be celebrated in 1930, and the 
sales organization is determined to make it the golden year 
in every sense of the term 
>—__ 


Stevens to Cover Latin America for Monroe 

ij & sales department of the 
Monroe Calculating Machine Company, Orange, N. J., has 
Latin America. 


Stevens of the foreign 


been appointed special representative for 
While Mr. Stevens will make his headquarters at Orange, 
he will spend the greater part of his time visiting Monroe 
distributors in Central South America and the West 


Indies, assisting them in developing their business 


and 








STEVENS 


Mr. Stevens’ experience with the Monroe company makes 
him particularly well qualified for his new work. For eight 
years he was Monroe distributor for Cuba, where he built 
up a profitable business. Previous to that time he made 
a very successful sales record in the domestic organization, 
having been connected with the New York City sales office 
of Monroe since 1915. 

His thorough knowledge of the Monroe adding-calculator 


and its application to figure work, together with his under- 


standing of business conditions in Latin America, assure 
Mr. Stevens of success in his new undertaking. 
; ee 
Office Furniture House Enlarges Space 
The Wagner-Henzy-Fischer Company of 1900 Euclid 


avenue, Cleveland, office furniture, have leased an adjoining 


store and are now remodeling it. The lease is for seven 
years. The wall has been removed between the two stores 
and when work is finished it will be one of the finest estab- 
lishments of its kind in this section. Nela Park engineers 
are to supervise the installation of special lighting effects. 
The company 


a &. wD 


have had a remarkable business growth.— 
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Ault & Wiborg Co., 
Founded 1878 


RIBBONS AND CARBONS 
BACKED BY 
YEARS OF EXPERIENCE 


The high quality of Ault & Wiborg rib- 





A Partial List 


werk bons and carbons is recognized by deal- 
Typewriter ribbons and car- ? as 
bon papers for general use; 
special carbons for Noise- ° ry[r 
lene moshines; pencil end ers and consumers alike. These goods 
chine rolls; silk ribbons; 

Addressograph ribbons; " — 

meee Me gH are salable against any competition and 
ing inks; show card col- 7 

ors, etc. 


the scope of the line enables any dealer 


to specialize on it with full confidence 






_ that any need can be supplied. 


@The AULT &9 
1 @R Company 


CHEN ICHISN ENFANT? ps ‘OC O, U. 
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Forms, Binders, Ring Books, 
Machine Posting, Visible Equip- 


ment and Accounting System 
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Pioneers Combine 


The Irving-Pitt Manufacturing 
Company and Wilson-Jones Com- 
pany, oldest and most successful of the 
loose leaf manufacturers serving the 
stationer, have become a single insti- 
tution, uniting the complete staffs of 
these organizations. 


This concentration of loose leaf 
experience and technical knowledge, 
tested through long and exacting 
service, was made possible because of 
a community of ideals. 


Each of the three lines repre- 
sented in this new organization will 
be preserved intact. 


The close relationship between 
individuals and their customers, so 


Greater Service to the Stationer 


pleasant and valuable under the old 
conditions, will continue undisturbed 
under the new. Thus, in every case, 
customers will continue to be served 
by the same men with whom they 
have been dealing in the past. 


The tremendous power in this 
mobilization of experience and ability, 
focused on the problems of the sta- 
tioner, cannot fail to help with their 
solution. 


In meeting manufacturer-to-con- 
sumer competition and in other mat- 
ters vital to the success of the retail 
stationer, this merger of the pioneers 
will make available a far greater service 
than has previously been possible. 


WILSON-.J ONES COMPANY 
IRVING-PITT MANUFACTURING COMPANY 
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AMERICAN 
Repeating Order Books 


Duplicating or Triplicating 


The high quality Salesmen’s 


order book line. For forty 
years the standard. 
Heavy hinged cover; stylus 


sheet; round hole perforated; 
good grade sulphite bond paper; 
white and yellow. PEN 
RULED. 




















Duplicating numbers have 75 
sets, triplicating 50 sets, of forms. 


POPULAR SIZES 


SIX 


OTHER PROFITABLE ITEMS 
FOR THE 
COMMERCIAL STATIONER 


American Line of Notes, Drafts, Receipts 
and Business Forms. 


WESTAB 
COLUMNAR PADS 


Every dealer should have our catalog. Free 
on request. 


Kalamazoo Stationery Co. 


Kalamazoo, Mich. 
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Montreal Convention Plans Under Way 


Committee at Work on Important Program for the First 
International Meeting of the American Sta- 
tionery Trade. 


For the first time in the history of the National Stationers 
Association, the annual convention of next October will be 
held outside the territorial limits of the United States. The 
scene next fall is laid in the historic old city of Montreal, 
whose future site was visited by Cartier early in the six- 
teenth century, and occupied in 1642 by hardy French 
pioneers who established a settlement near the present site 
of the city. All about are scenes associated with historical 
events, with the daring and courage of the 
bois,” and the tenacity of French landholders who came to 


“couriers du 


build a new France upon western Atlantic shores. Here, 
too, are the scenes of later events—of capture by the Brit- 
ish; by the Americans in 1775, and recapture by British 


forces a little later. But the strong French strain has per- 
sisted, and we find that language almost as commonly used 
today in Montreal as the English. 

This is the twenty-fifth year of the existence of the 
National Stationers Association, but October will mark the 
twenty-fourth annual convention, one convention having 
been omitted owing to the flu epidemic during the World 
War. 

The Canadian stationers have appointed committees who 
are now pushing the work of preparation for the big event 
of October 7, 8, 9 and 10. 
Mount 
already being made. 


The headquarters will be the 
Royal hotel, where convention reservations are 
The committees are as follows: 
Reception: Chairman, Charles F. Dawson of Charles F 
Dawson, Ltd.; Thoinas V. Bell, Thomas V. Bell, Ltd.: W. 
E. Dawson, Dawson Brothers; Robert Fortier, Joseph For- 
tier, Ltd.; O. W. Barwick, Barwick’s, Ltd.: George A. 
Savoy, Dominion Blank Book Company; Harold G. Daw- 
son, W. V. Dawson, Ltd.; Clement McFarlane, McFarlane 
Son & Hodgson; J. S. Luckett, Luckett Loose Leaf; P. F. 
3rothers; 
Alf Guay, 


Norman Brown, Brown 
Dawson, Ltd.; J. 


Grand, Grand & Toy; 
James Sutherland, Charles F. 
La Cie. Alf Guay Ltee. 

Salesmen: H. B. Elmer of Eberhard Faber Pencil Com- 
pany; E. N. Foster, Foster Bros., Ltd.; Don Grant, Mc- 
Millan Book Company; B. S. Hulse, Joseph Dixon Crucible 
Company; Harry Esterbrook Pen 
Thomas S. McCrae, American Lead Pencil Company; J. A. 
Riedell, Weldon Roberts Rubber Corporation; R. S. Start, 
Defiance Sales Corporation; John 


; A. Savoy, Dominion 
Blank Book Company, 


Lynn, Company; 


Ltd.; Harry Tehan, Charles M. 
Higgins Company; H. B. Van Dorn, Joseph Dixon Crucible 
Company; R. L. Warner, Luckett Loose Leaf, Ltd.; J. W. 
Willmore, The Cooke & Cobb Company Easton, 
Eagle Pencil Company. 


and G. 


Chairman, W. S. Pennycook, secre- 
tary-treasurer, William F. Dawson; J. S. Luckett, Luckett 
Loose Leaf, Ltd.; P. F. Grand, Grand & Toy: E. J. Kast- 
ner, L. E. Waterman Company; H. L. Brooks, The Carter’s 
T. Reynolds, McFarlane Son & Hodgson; 
Dalton, Office Spe- 


Local Convention: 


Ink Company; E. 
Paul Granger, Granger Freres: G. N 
cialty Manufacturing Company. 

Information Chairman, E. B. Abraham, Latter Bros.; 
O. H. Manning, O. H. Manning Company; Herbert W. 
Dawson, Charles F Dawson, Ltd.; F. G. Abraham, Latter 
Bros.; F. Dawson, Dawson Bros. 

The foregoing committees have all the salesmen who 
cover Canada boosting the convention and they will circu- 
It is to 


be noted that there will be a Canadian session held, as 


larize the Canadian stationers from coast to coast. 
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Twenty-Five Years 
Ago we said---It does 
not scrape---it cuts. 


And the Apsco Automatic Pencil 
Sharpener of today—improved, of 
course—still cuts, cleanly, evenly and 
perfectly. 


Twenty-five years ago we announced 
our policy of creating sales for the 
retail stationer. Today we are still 
at it and with ever increasing results. 


The various popular models shown 
on this page—leaders in their respec- 
tive fields—answer every require- 
ment for modern pencil sharpening 
machines. Furthermore, they are 
furnished in a galaxy of attractive 
colors which enable the stationers to 
work up very effective window and 
store displays. It is easy to explain 
why dealers, the world over, find the 
Apsco line a very profitable factor in 
their business. 


The Automatic Pencil Sharpener Co. 


58 East Washington Street 


CHICAGO, ILL. 











Apsco 
Undercut 
Cutters 


The special cut- 
ters used in the 
Apsco Auto- 
matic Pencil 
Sharpeners as- 
sure perfect 
points—no tear- 
ing or scraping 
with Apsco 
cutters. 


| The Dexter 


the aristocrat of 
| pencil sharpeners 


The big corporations, banks, | 
| schools, and offices that take | 
pride in their equipment are | 
extensive users of the Dexter. 

The quality guarantees com- | 
| plete satisfaction. | 
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well as one for retailers, the 


t is hoped that a British delega- 
This convention is going to devote 


manufacturers, travelers and 
office furniture division 
tion will be present. 
itself sternly to the business of studying the problems of 
the stationery trade. 

Some of the sessions will be presided over by the gov- 
ernors of the several regional districts. 

This is the first international convention of the National 
Stationers Association. Our Canadian brethren expect a 
good attendance from the United States and it is therefore 
incumbent upon us to attend in numbers as large as pos- 
sible. 

It should be noted that if one hundred fifty or more dele- 
gates secure certificates when buying their tickets, the re- 
turn tickets can be obtained for one half of the regular one- 
way fare. 

In recognition of the hospitality and the hard and earnest 
work the Canadians are putting into the preparations, it is 
urgently advised that stationers of the United States make 
a point of being present. Montreal is only eleven hours 
from Boston; ten hours from Buffalo; thirteen hours from 
Baltimore; fourteen from Cleveland; twenty from Cincin- 
nati; twenty-two from Chicago; forty-seven from Denver; 
fifteen from Detroit; thirty-three from Des Moines 


; twenty 
f thirty-five 


Kansas City; thirty- 
five from Louisville; thirty-eight from Minneapolis; forty- 
seven from New Orleans; ten from New York; twelve from 
Philadelphia; twenty-two from Pittsburgh; four days from 
Spokane; five days from Los Angeles, San Francisco and 
Seattle; sixty-one hours from Salt Lake City; thirty from 
St. Louis and fifteen hours from Washington, D. C. 
ee 
Cleveland Typewriter Dealers 
The regular monthly meeting of the Cleveland Type- 


from Indianapolis; from 
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writer and Adding Machine Dealers Association was held 


2? 


at the Hotel Olmsted on Tuesday evening, May with a 
100 per President Adler presided 
dinner preceded the meeting. The entire evening was de- 
voted to discussions of matters of general interest to the 


cent attendance. 


trade, and among these was the matter of overhaul charges. 
Several members spoke who had been in business in East- 
ern cities before locating in Cleveland, and they pointed out 
that the Cleveland trade are only getting approximately 
fifty per cent of the charges that the dealers in the East re- 
ceive. The speakers pointed out that in order to do work 
that would prove entirely satisfactory it is necessary that 
a reasonable charge be made and that the trade gains noth- 


and 


ing by cutting under each other on bidding on this work, 


and that in order to stay in business they would have to 
have a legitimate profit. 

Another matter brought up was that of collective buying. 
Several propositions are before members 
can effect substantial savings, apparently. 

The committee on advertising in the telephone directory 
reported that the proposed full page which would be divided 
among members was not practical, as the telephone com- 
pany insisted that one person be held responsible for the 
entire 


now whereby 


they 


cost of the advertisement. The matter therefore was 
tabled and each member will run his own individual adver 
tisement. 


The meeting proved very interesting. —A. E. L 
> — 


A. J. Hirsh Vacationing in Europe 


Mr. and Mrs. A. J. Hirsh sailed on May 1 aboard the 


S.S. Mauretania, on a pleasure trip that will include visits | 


to England, France, Germany, Italy, Belgium and Spain. 


They expect to return to the United States July 15 on the 
S.S. Berengaria. 

Mr. Hirsh is secretary of J. Meyers Stationers and Print- 
ing Company, 301 Broadway, New York, N. Y. 



























i Nittenull: 
: Advertised 


y 


America’s fastest sell- 
ing auto road maps 


dM) 








Still time to 
reorder! 


—and get your share of extra- 
profitable summer business 
coming to dealers featuring 
Rand MCNally Auto Road Maps. 

Your news company branch 
or jobber will make immediate 
delivery. Telephone! Or wire 
direct for service. 


RAND MSNALLY & GOMPANY 
Map Headquarters 


Dept. T-30 


536 S. Clark Street 
Chicago 


559 Mission Stre :t 
San Francisco 


270 Madison Avenue 
New York 
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WELVE nationally known organizations and many sub- 
sidiaries have gone to make up this all-inclusive Rem- \ 
ington Rand company. Among these concerns will be found 
products and experience that can be applied to practically 
every phase of every businesss . . . and applied with greatest 


economy and maximum application. 


Remington Typewriter since 1874 

Library Bureau - 1876 

Baker-Vawter x 1886 

Safe-Cabinet = 1887 

The Rand Company ws 1898 

Dalton a 1902 

Powers wz 1906 
Kalamazoo . 1906 
| Index Visible : 1912 
Line-a-Time a 1914 
Kardex ” 1915 
| Noiseless Typewrite1 Xs, 1921 


Three Hundred and fifty-one years of close application to 
i the problems of their customers has left a reservoir of ex- 
I) periences from which to draw the answers to even the 
most perplexing problems . . . minus the necessity for exper- 


imenting, with its toll of needless expense. 








—Remington 


BUSINESS/|S 


BUFFALO N] 
| SALES OFFICES IN ALL Pk 














LO 
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ALL CAN BENEFIT BY THESE 
YEARS of EXPERIENCE 


THREE hundred and fifty-one years of conscientious 
effort ... three hundred years of tradition . . . are back 
of Remington Rand. 


Years of grim, hard-won success. Years of depression. 
Years of prosperity. Years of buoyant achievement. 
Today Remington Rand adheres to the sound principles 
upon which its integral parts have based their unusual 
success. 


Through these decades these companies have con- 
stantly striven to deserve a nation-wide reputation for 
strength, for skill, for responsibility, for practicalness. 


Now co-ordinated, made one . . . with a combined 
knowledge that respects, yet understands every phase, 
every varied condition of business conduct and routine, 
Remington Rand offers much that no other organiza- 
tion can offer. 


It gives the business men of the world a complete 
business service ... a full line of products ... combined 
with advice and counsel, free of prejudice, free of bias. 


All this made possible by a line of equipment ... non- 
competitive . . . planned to best serve the commercial 
world of today. 











land: 


SERVICE Inc. 


NEW YORK 
PRINCIPAL CITIES 
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How Loose-Leaf 
Has Developed / 


HE “gay nineties’ were not so gay for the 

bookkeeper. He knew nothing of the con- 
veniences of today’s perfected loose-leaf binders. 
Development of practical loose-leaf systems dates 
back to 1898 when a patent was issued to Henry 
C. Miller for what is believed to be the first ledger 
binder with a fully closed back. 


This satisfied such an urgent need that loose-leaf 

systems soon became popular, as Mr. Miller con- 

Se tie tinued to improve and invent various types of 
e first close ac 


binder. Still in per- binders to fit all lines of business. 
fect working order, 
after more than W 


years’ service. A con- "To meet the insistent demand for a loose-leaf post 


vincing guarantee of 


the quality and dv binder with non-protruding posts, Mr. Miller 


Post Binder of — developed improvement after improvement until 
he finally produced his masterpiece, the FLEXI- 
POST Binder with flexible link posts, which is 


now known and_ used 





throughout the world. 
It is the leader of a full 
loose-leaf line—one of 


FLEXI-POST, the our. | the most complete in the 


standing binder of to- 


day. Made in a vari- industry. 


ety of closed and open 
back models. 


FLEX!I-PosT 


The acceptance and demand for FLEXI-POST Binders, our 
national magazine advertising, and our exclusive franchise 
policy, are sure factors of steady, profitable sales for office 
supply dealers—and will be for you, if your territory is still 








open. The coupon will bring you full information. 
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The 
Binder 
with Posts 
that 
Disappear 
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Ricip POSsTs 
Hold the Sheets 


—and this FLEXI-POST advantage creates and holds 
trade. Why not for you? 


In Flexi-Post, the sheets are held on solid, rigid posts, 
instead of chains or straps. These posts are attached to 
flexible link sections. They pull down flush with the top 
cover when the flexible sections are drawn into the lower 


cover by turning the key. 


Strong sales and easy sales are cerfain—providing that 
your territory is still open for our exclusive franchise. 


Write today for this information, and for the very inter- 
esting facts on FLEXI-POST Binders, as well as our 


full line of loose-leaf goods and supplies. 


STATIONERS LOOSE LEAF CO. 
MILWAUKEE WISCONSIN 





: REG. U.S. PAT. OF F. 


Mail the coupon for 
free copy of FLexi- 
Post booklet that 
explains all features. 


STATIONERS LOOSE LEAF CO., | 


| 

| Dept. C-6, Milwaukee, Wis. | 
| Is my territory open for FLEXI-POST franchise? Send booklet | 
| and catalog. | 
; BROS conc 000000 s000nsshebedbene see ctees 060680008 455000 
Fe Re err ee ere ee her | 


LEXI-POST 
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(New Machines and Devices—Continued from page 125) 
Improved National “Karyall” Case 


The National Brief Case Company, Chicago, IIL, has just 
. * announced a new and improved “Karyall” combination brief 
case and travel bag. The original ‘““Karyall” had a section 


for carrying clothing that was accessible only from the 
comparatively small opening under the flap of the case 
The new “Karyall” opens like a suit case, so that shirts, 
collars, ties, sox, etc., may be laid in the case instead of 
being slid in from the side. This wearing apparel section is 





LOOSE LEAF 
HOLDER 


This perfect little binder is ideal for 
holding all sorts of loose leaf records 

invoice copies, receipts, etc. Various 
size pages are easily accommodated 
because the extension slides are quick- 
ly adjusted. And the posts are remov- 


able—either longer or shorter ones NATIONAL “KARYALL” COMBINATION BRIEF CASE AND 
TRAVEL BAG 





may be substituted. 


The F-B. as the binder is known. has provided with adjustable garment straps which hold the 
been accepted by all business. It is clothing in position after it has been packed 
. ae. rs - [he brief case section of the “Karyall” has two compart- 
economical and efficient. Write for oe 2 te “Karyall” has two compart 
‘Seer ments for papers, catalogues, etc. This, combined with the 
circular, section for carrying clothing, makes the case ideal for the 


business man who finds it necessary to make short trips 


out of town 


F. B. Manufacturing Co. The “Karyall” is made of genuine cowhide, walrus, shark, 


1228 Intervale Avenue seal or pigskin. It may be had with or without straps, and 
New York with adjustable locks or Sesamee keyless locks. 
a - 
A New Case Tacking Machine 
Che firm of Skrebba-Werk, Freiburg i/Br Germany, have 
on devised a new kind of case nailing machine, which tacks the 
and fastens it to the bottom with two-inch staples. 











cover 


Strips of one hundred staples are put in a magazine to be 


used in connection with the tacker. It may also be used 











to apply labels on cases or barrels.—E. R. B 








> - 


Portaprint, a New Hand-Operated Duplicator 

The Repeating Stamp and Duplicator Corporation, whose 
executive offices are at 114 East Thirty-second street, New 
York City, is offering a new line of portable, hand-operated 
duplicators which they have named the “Portaprint.” 

These machines are made in four sizes—No. 1, tag size. 





having a capacity of approximately nine four-inch type- 
written lines: No. 2, card size, permitting the use of about 


sixteen four-inch typewritten lines; No. 3, note letter size, 
having a capacity of approximately twenty-eight six-inch 
typewritten lines, and No. 4, full letter size, taking approxi- 


ao 


mately sixty eight-inch typewritten lines, having a printing 





surface of eight by ten inches 


AND HOW IT IS USED : i ies ; 
Each device with its kit is packed in a neat, strong box 
complete with stencils, ink tubes, stylus, correction fluid, 
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MAIN OFFICE AND FACTORY: 30 S. JEFFERSON ST., CHICAGO 


Manufacturers of marking devices for 
more than twenty-five years! 








The 


“ALUMINUM” 
POCKET SEAL 


(TRADE MARK REG. U. 8S. PAT. OFF.) 

















Now Supplied 
Combination Pocket and Desk Style 


The attachment on the base does not It takes but an instant to change the 








alter the appearance of the Seal. It is : . position of the attachment, giving the 
so well concealed that it is The attachment is at the point most Seal all the advantages of a 
hardly noticeable. needed when used as a desk seal. desk press. 





Most users of seals prefer to use them as they would a ticket punch 
but in some cases it is difficult to get sufficient pressure by this 
method and in these cases the attachment should be used. 






When ordering specify the “Aluminum” Pocket Seal, combination style 


(No extra charge for added feature) 


Rubber Stamps, Steel Stamps, Notarial and Cor- 
poration Seals, Stencils, Badges, Metal Checks, 
and other articles illustrated on this page, repre- 
sent only a few of our products. Write for cata- 
logue, showing complete line. 


METAL STENCILS 
FOR ALL PURPOSES 
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Gr 
TRADE MARK REG. affco c ,O 


on their fifteenth anniversary 
extends heartiest congratulations to 


OFFICE APPLIANCES 
on their twenty-fifth birthday 


The growth of Graffco Products during these fifteen years is a story of continuous 
progress and development. The business started with the little Vise Clip 

—a paper clip made of flat spring steel which has the unique distinction of Grafs | 
gripping both ways—sidewise and lengthways. Its two gripping points serrox | 
also enable it to hold fast even when papers are turned over and under. 


From the Vise Clip, Mr. Graff evolved the Graffco Vise Signal, the first signal ever 





made for card records which grips securely and yet permits all data on cards 
to be visible at all times. The extending top is brilliantly enameled in 
twelve different colors, thereby allowing for every necessary classification. 
Graffco (q Vise Signals are now known in every country in the world, where 
modern | > Office Devices are used. 


The use of signals for card systems naturally led to a demand for signals for visible 


records, now so popular. The George B. Graff Company manufacture twelve 
different “;° styles of Viz Signals—a style for every kind of visible record 
—cards, ledgers, loose leaf, etc. The No. 50 Viz (just out) is con- 
sidered the | “el finest signal for visible equipment ever devised. It will not 
catch on adjoining cards, grips firmly, can be moved easily from place 
to place and will not bulk the file nor make holes in cards or ledger leaves. 


The general use of signals soon created a demand for the —e §6=_pa 

and adjustable Vise Index Tabs, an evolution of the Graffco Signal. 

They are made of spring steel and have an opaque celluloid window @q | 
which can be written upon with either ink or pencil. 


With the Vise Products as a basis, the business of the Graffco Company has ex- 


panded so that it is now manufacturing Map Tacks for use 
with maps, charts or graphs: Thumb Tacks with steel, brass or 
colored tops: Gummed Cloth Index Tabs for use where per- 
manent tabs are needed, and the Graffco Pencil Sharpener 


—the only sharpener that will give a long, sharp point when wanted. 


The trade-mark G tfeo stands for quality. Graffco products are ingenious 
in design and ra CO efficient in use. An illustrated catalogue of all Graffco 
Products will be sent, free of charge, to those requesting it. 


“GEORGE B. GRAFF COMPANY 


54 Washburn Ave. Cambridge, Mass. 


“Incorporated 1914. Constant advertisers for fifteen years in Office Appliances, to whom it 
gratefully acknowledges indebtedness for much of its success. 
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embossing powder, ink brush, pad and flexible writing 
board. 

Portaprint is rugged in construction, being made entirely 
of brass, nickel-plated. It has the following patented fea- 
tures: Continuous ink supply; stencils easily attached and 
‘Id as to prevent any possible wrinkling or “creeping,” 


and other improvements desirable in a practical hand- 












“Thee 


kK NATIONAL 


ARYALL 


HIS ingenious, new, double 
| purpose case is creating 

sensational sales for station- 
ers. Combines a brief case and 
travel bag in one compact, ser- 
viceable case. Ample space for 
light wearing apparel (or may 
be used for catalogs, etc.), also 
double pockets for business 
papers Fashioned in Genuine 
Cowhide, Seal or Walrus, at 
range of prices to stimulate 
quick sales and wide profits. Be 
sure to feature this winner — 
great for salesmen. 


















NEW “PORTAPRINT” DUPLICATOR 


duplicator. The machine is said to be clean in operation, 
speedy and capable of producing a high quality of work at 
low operating cost. 

Dealers who may be interested should address the com- 
pany named above for further information. 


> - 


Roll Label Attachment for Kobler Copyholder 


Kobler & Company, 76 Union avenue, Lynbrook, L. I., 
New York, have just announced a roll label attachment to 
be used in conjunction with the Kobler copyholder. The 
device is attached to the copyholder at the back of the 
typewriter and holds a roll of gummed labels in such a 
way that they may be fed into the platen of the typewriter 


easily. The roll unwinds automatically as the labels are 


addressed When the label attachment :s not in use, the 


ases, catalog cases, insur- 

ance cases, music rolls—the 
largest line ever produced—is 
completely illustrated in new 
National Brief Case Catalog 
Send for it 


Pease: New National Brief 
C 


NATIONAL BRIEF CASE 


Manufacturing Co. 


502 So. Peoria St. 
Chicago, Ill. 


New 
genuine 
walrus 
with 3 or 
4 gradu 
ated pock- 
ts, full 





KOBLER ROLL LABEL HOLDER hie ena 


unwound portion of the roll is simply folded back and the 
device does not in any way interfere with the operation of 


the copyholder. 





‘he roll label device can be used with all standard type- 
writers. It is finished in black enamel and its retail 
price is $5.00 
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= New Type of Visible Records 

A German firm has put on the market a new type of 
visible record called Rotothek. The manufacturers are the 
Rotothek A.-G, Essen-Ruhr, Germany. These records are 











declared to have advantages on account of the rotary move- 
ment of the frames. The Rotothek installation looks like a 
roll top desk. Under the roll top is a moving drum con- 
taining the frames and cards for record making These 
frames are arranged alongside the drum, each containing 
100 cards movable from left to right or right to left as 
required. The diameter of the drum determines how many 
frames may be installed. The frames move in the horizon- 








tal position around the drum. One Rotothek installation 
may take from 20,000 to 60,000 cards. 

Record making is easily done. In front of the moving 
drum there is a kind of desk for performing the recording 
work. The drum is shifted with the left hand, putting the 


desired frame in position to be worked on. By a simple 





Signs of the times 
that pay profits 


arrangement the frame slips on the front desk so that 


all cards in that frame are ready for work. After the rec- 
| ord is made, the frame is put in the old position. The indi- 
vidual cards are differently arranged from the ordinary vis- 
ible records.—E. R. B. 


MR. BALDWIN 


| 
‘| > - 
i} Heyer Announces the New Portable “Clearoscope”’ 
The Heyer Duplicator Company, 901-911 West Jackson 
| boulevard, Chicago, Ill, recently put on the market a port- 





The Davenport-Taylor line of bank 


mer oF able “Clearoscope” for tracing pictures, drawings, dia- 
/ nd offi specialties finds a read : 
and  & y grams, lettering, art work, maps, rules, etc., on stencils. 


somely. Just a little sales effort on rotary duplicating machine 


| 

market and pays the dealer hand- | The “Clearoscope” can handle stencils for any type of 
| 

these signs and name plates produces i} 

remarkable returns. The line is un- | 

| usual for its quality and its complete- 

| ness. It has a wide appeal to banks, 


| stores, offices and public buildings. | 





| Try it out and you will be gratified at 
the result. Furthermore, you will | | 
| appreciate the service which goes 


with it. 


| DAVENPORT-TAYLOR MFG. CO. 


BOSTON SAN FRANCISCO NEW YORK DETROIT | 





THE HEYER “CLEAROSCOPE”" 





Celluloid letters : 2 , 
is scientifically correct and the celluloid triangle is handy 


| WASHINGTON, D. C. SEATTLE, WASHINGTON ‘ _— = , ° . 

[he “Clearoscope” outfit consists of a full-sized trans- 

| General Office and Factory: . “as , nied ni. , : : ; 

|| parent writing plate, two locking clamps, a pair of folding 

| > ieT - . >. i . ° ° . 

412 ORLEANS STREET CHICAGO, ILL. if legs, a celluloid triangle, two styli and a brass shading 
|| screen. The clamps hold the stencil and copy in position 

i Changeable letter signs Gummed paper letters i ; TI - 1: ayer abl ; . iff 

i} Building directories Desk name plates | at any point = riting plate 1s adjustable to six differ- 

iI) Changeable calendars Ststistical charts | ent positions. By folding the legs under, the device can be 

| In and out registers Electric window display signs laid flat and stored in a desk drawer. Sharp lines in the 

Bleetrie indicator signe Gummed lebels and seals | tracings are assured by a special ground surface on the 

| glass writing plate. The transparent celluloid tracing sheet 

| 


Cast bronze signs and tablets Address labels it 
The “Clearoscope” weighs only two and a halt pounds 


| for ruling purposes 
| 

and is sold at retail for $8.50 
| 

| 


THs Bank 
a a le 

Wit NOT BE OPEN i} Sheppard Presents New Visible Equipment 
i} [The C. E. Sheppard Company, manufacturers of the 

WEDNESDAY MAY 30 iH . : sieht AP pe 7 ot — | 
i} Cesco” Ene of loose leaf binders and forms, New York. 
DECORATION DAY N. Y., has just presented to the trade a new line of visible 
equipment especially designed for smaller units or installa- 





Leca. Howimay ie =a : ‘ 
| tions his is known as the “Junior” line which provides a 
| prong type construction for visible record work within the 


price range of ring books. The multiple prong type is 
conceded to be highly practical for visible records. The 
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Crown Line Dater 


Business would move slowly te 
without rubber and metal stamps —_—Adsl»his Bana Dater 


Crown Numberer and Dater Defiance Band Dater 





Rubber stamps, daters, numbering machines, etc., 
are accepted by business everywhere, but their real 
importance is frequently overlooked. 


In a busy office a stamp is picked up and used, 
time after time. Its convenience and economy are 
scarcely considered—just accepted as a matter of 
fact. In many offices a stamp probably pays for 
itself every day. 


The Most Complete Line in the World 


For forty years we have specialized in this business. 
Today we are the world’s largest distributors and 
offer the most complete line obtainable anywhere. 


A few of the better known and more popular items 
are illustrated here. The catalog, however, gives 
more complete details, a copy of which should be 
in your files for reference. 


Whatever your need in rubber and metal stamps, 
inks or stamp pads, we can supply it—from stock 
or from our special order department. 


Send for a copy of the catalog now. 





r z r~ f 





— - f ay 7 ry a Premier Machine Styles 
(Cy “WN 
Y / A-—123456 
SS POET” 
sats ™ 456 
80 Duane Street New York, N. Y. 


Selling Agents for the B. G. Volger Mfg. Co. 
of Passaic, N. J. 


c-123 
D-123 
E-123 
F-123 
c-123 
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RUDOR Price Card Holder 
Merchandise for Cigar Boxes, 

Holder Carbon Paper, 
with slot for Binders, Shoes, 


holding Price Card Pocket Books, Etc 





| R. ORTHWINE 


| PRICE 


Price Card and Merchandise 
Display Holder 


—s- | 




















Display Rack and Carry-All 


By arranging your salable mer- 
chandise on this rack and rolling 
it to the foreground of display, 
you can sell the Rack and your 
products at one and the same 
time. Steel construction — life- 
time service—low priced. 
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SALES That Are Practically 
AUTOMATIC 
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Adjustit Display Cabinet_and Counter 
with Top Member 


Display Specialties that Instill 
Friendly Relations 


by creating sales for you and your 
customers - + + + * © « « « « 


Dozens of stores are selling more merchandise 


with ADJUSTITS. YOU CAN DO IT, TOO. 
As a dealer you can use the ADJUSTITS for your 


own convenience as well as handle them as mer- 
chandise to be sold to your customers. Thus you 
reap a double benefit—besides we know of no better 
plan to show off the many advantages of the AD- 
JUSTITS than to put them in actual use. 


Take your cue from satisfied users .... place your 
goods on Adjustit Formations and watch them 
move. Ask for particulars. 


Send_ for descriptive circular of ADJUSTITS 
and other DISPLAY ITEMS of Special Merit 


DISPLAY SPECIALTY CO. 


R. ORTHWINE 


344 West 34th Sr. New York, N. Y. 
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Junior visible binder, although moderately priced, is built 
for durability, having an all metal back, fiber shoe and 
metal hinges. 

The addition of the Junior line to the company’s heavier 
equipment which will hereafter be called Master line, puts 
Cesco dealers in a position to do a profitable business in 
supplying the increasing demand for visible records, irre- 
spective of size or type of installation. 

The C. E. Sheppard Company has prepared an informa- 
tive pamphlet, which thoroughly describes the new line 
and gives prices of every item. This booklet will be sent 


on request. 


: > 
The Executive Monroe Portable Adding-Calculator 
The Executive Monroe, a compact portable adding-calcu- 
lator weighing seven and a half pounds and readily fitting 
in a desk drawer, is the latest machine announced by the 
Monroe Calculating Machine Company, Inc., Orange, N., J. 
The new machine is similar to other Monroe hand mod- 


els, operating under the same principles. It has the usual 





THE EXECUTIVE MONROE IN ITS CARRYING CASE 


Monroe features, such as direct alignment of the keyboard 
and dials, and one-hand dials clear-cut. The operating 
crank, like that of the K model Monroe, has a free motion 
of about a quarter turn at each side of the stopping posi 
tion, doing away with the necessity of stopping the rota 
tion at a precise point. 

Che Executive has a standard flexible keyboard on which 
figures may be rapidly and easily set up and addition per- 
formed as simply as on the larger machines. Its operation 
is noiseless and easy and it is not necessary to hold the 
machine with one hand while work is being turned out 
With eight columns in the keyboard, eight places in the 
upper dials, and sixteen places in the lower dials, it is 
capable of handling all ordinary types of figuring problems 
It is equipped with folding high legs which hold it at a 
convenient operating angle, so that the answer and proof 
dials are readily visible 

The Executive Monroe has been designed particularly for 
the business man who has personal figure work. Fitting 
snugly in its own new type, rigid brief case which provides 
a generous space for papers, it is easily carried so that 
figure work may be done anywhere—on the train, at home, 
or out on a field job It also fills the need of a contractor, 


engineer, architect, and traveling auditor. For the crowded 
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OVER A MILLION 
are in service 











Throughout the world, wherever checks are written, you will 
find Todd Protectographs and Todd Check Signers in_ the 
service of modern business. Today more than a million Todd 
machines are protecting funds in transit. They have an ac- 
cepted, an established place in business routine. Not alone 
because of the security they bring to the use of checks—but 
for the saving of time; the saving of labor and the simplifi- 
cation of routine they accomplish. They operate with modern 
speed! 

The new Century Protectograph is a model of simplicity, 
balance and speed. It is considered the greatest value ever 
offered in a moderate-priced check writer. Offices throughout 
the business world have enthusiastically welcomed this fast, 
versatile, adaptable machine. 

Todd Check Signers have relieved business executives of the 
tedious, time-wasting, expensive practice of signing checks by 
hand. The Single Voucher Unit, for offices of moderate size, 
signs 1200 checks an hour. The Six-Unit Check Signer signs 
7500 to 9000 checks an hour. Think of what such speed saves 
in executives’ time! 

The Todd System of Check Protection is inseparably associ- 
ated with modern business efficiency. Consult a Todd repre- 
sentative, without obligation of course, on any question of 
check preparation. 





Todd Expansion Creates Opportunity for 


Salesmen 

National advertising identifies the Todd name with the pro- 
tection of bank accounts—business and personal. New models 
are being made for a constantly widening market. This era of 
expansion means opportunities for men who can qualify to 
represent a progressive organization. If you are interested, 
write to us at once. The Todd Company, Protectograph 
Division (Est. 1899), 1129 University Ave., Rochester, N. v. 
Sole makers of the Protectograph, the new Super-Safety Checks 

and Todd Greenbac Checks. 


TODD SYSTEM 
OF CHECK PROTECTION 


The Protectograph eliminates a large percentage of 
all check frauds by preventing raised amounts. 


Todd Greenbac Checks, with their patented self-can- 
celing features, prevent change of payee’s name, 
date and number and “counterfeiting.” 


Standard Forgery Bonds cover the remaining check. 
fraud possibilities, namely, forgery of signature and 
forgery of endorsement. 
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office or bank, it is a very handy piece of equipment be- 


af 7, | cause of its portability and small size. 


——— 

7 | Motor Driven “Speed-O-Graph” Is Announced 
y, The Beck Duplicator Company, 476 Broadway, New 
a ; 


a York, N. Y., recently announced a new “Speed-O-Graph’ 
| duplicator equipped with an electric motor drive. The gen- 


eral principle of duplicating by means of a gelatine roll is 


ate / 4 retained, but otherwise the machine is of an entirely new 
, EB EaN design, built especially for a motor drive 











a / 
“he 2 anxt. | THE NEW ELECTRIC “SPEED-O-GRAPH 
“4 The operation of the new “Speed-O-Graph” is almost « 
tirely automatic. All the operator has to do is push the 
top sheet of the stack against the guide on the feeding 


L402. table. The sheet is then gripped by the revolving drum 


brought into contact with the copying surface, printed and 

7 tah of deposited in the receiving tray. 
Fa ' The electric “Speed-O-Graph’'s” operation is much faster 
( y Z than that of any hand model. The machine is equ'pped 
, ace oY with a positive mechanical control that keeps its speed 

constant. 

The steady, even speed of the new machine gives a 
a greater number of copies from a single master copy. From 
fifty to sixty per cent more copies may be obtained on the 
electric “Speed-O-Graph” than on a hand operated machine 


under the same conditions. 


> - 

“Uptodate” Calendar Is Combined with Memo Pad 
The “Uptodate” calendar is now offered by the I. D. I 
Manufacturing Company, 491 Broadway, New York, N. Y., 


combination with a memo pad. The calendar is identical 





Edw. L. Sibley Mfg. Co. tn. 


Bennington, Vermont 


i COMBINATION MEMO PAD AND “UPTODATE 
Send for free display base ; ‘CALENDAR. —" 


( c with the regular “Uptodate” having the movable red line 
the of the month that are past 


Cc feature that cancels days 
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Tne International Way 


to Scientific Management 





ELECTRIC ACCOUNTING 
MACHINE 

Electric Accounting Ma- 
chines bring a new range of 
possibilities to every class of 
accounting work. They sim- 
plify routines, eliminate er- 
rors, anticipate schedules and 
effect economies. 





INTERNATIONAL PAY- 

ROLL MACHINE 
By combining attendance 
time registrations and _ the 
complete payroll on one in- 
separable record, the Inter- 
national Payroll Machine lifts 
the payroll to the highest 
plane of efficiency it has ever 
reached. 






My 
Es 


DAYTON PARCEL POST 

AND EXPRESS SCALE 

The automatic computing 
chart on a Dayton Parcel Post 
Scale enables a clerk to read 
easily and instantly the exact 
amount of postage needed on 
every piece of mail—thus elim- 
inating costly delays and ex- 
pensive errors. 











Business men have come to realize that to assure 
the greatest margin of profit a business must have 


careful, analytical management. This has resulted 


in the increased use of mechanical methods for re- 
ducing costs and increasing efficiency. 


Foremost among the time-, labor-, and money- 
saving devices that are.everywhere being adopted 
are International Business Machines. Today, as 
they have been for more than forty years, these 
machines are providing every size and kind of 
business with the means for scientific management. 


Electric Tabulating and Accounting Machines 
(Hollerith Patents) furnish the basis for prompt, 
authoritative decisions, through the rapid, accurate 
analysis of production, sales, expense and other 
factors. To the many phases of business opera- 
tion they bring speed, accuracy and economy that 
is possible in no other way. 


International Electric Time Systems and Time Re- 
cording Devices provide accurate and dependable 
records of the most expensive item in the cost of 
doing business—TIME. 


Dayton Store Equipment—comprising the Dayton 
line of Moneyweight Computing Scales, Safety 
Meat Slicers, Electric Meat Choppers and Electric 
Coffee Mills—reduces costly errors, attracts busi- 
ness and greatly increases profits. 





We are ready at your convenience 
to show you the International 
Way to Scientific Management. 
Just telephone, or address your 
communication to our nearest 
office. 











International Business Machines Corporation 








THE TABULATING MACHINE COMPANY DIVISION 
INTERNATIONAL TIME RECORDING CO. DIVISION 


50 BROAD STREET, NEW YORK, N. Y. 
Branch Offices and Service Stations in 
All the Principal Cities of the World 


‘YG 


DAYTON SCALE COMPANY DIVISION 


CANADIAN DIVISION 
International Business Machines Co., Ltd., 
300 Campbell Ave., West Toronto, 
Ont., Canada 
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REG.Uu:S. PAT.OFF. 


/ the] ONG JEAD 
PENCIL 


~always sharp 
NOW 


10: 


This story will be told to readers of 
**THE SATURDAY EVENING POST”’ 


twelve times in 1929——and “big business” will read it ten 
times in 


“THE MAGAZINE OF BUSINESS” 









This advertising will bring new business to Stationers—an 
opportunity to build up repeat sales. Be ready to takeadvan- 
tage of the prospects which it will develop. 

Scripto Pencils and allied products have been used for years 
as standard equipment by the leading business houses of 
America and foreign countries. Over five million in use— 
and the demand is steadily growing. They have stood the 
test of time and service. 


Efficient ~ Economical ~ Convenient 


The ideal pencil for office, factory, home, school—wherever 
pencils are used. Write for descriptive price list. 
(Prices slightly higher in Canada) 


ScripTOo MANUFACTURING CoO., ATLANTA, GA., U. S. A. 
DEPT. O- 6 
Canadian Representatives: 
Whitelaw, Dickinson & Co., Ltd., Toronto, Ont. 
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and points to the current date. 
the combination pad and calendar is 350. 

At the junction of the calendar base and the memo pad 
is a convenient groove for a pencil. The pad, which is 
fastened in position in such a way that it can be easily 
removed and replaced, measures five by eight inches. Re- 
fills containing sixty sheets each are retailed for twenty 
The over all size of this item is six by eleven and 
a half inches. It is made in Du Pont Art Noveau finish in 
walnut, bronze, silver, green and mahogany, and in Mo- 
rocco grain Fabrikoid finish in black, green, brown and red. 


cents. 


—_ > — 
“Asco” Steel Transfer Cases 
The Art Steel Company, Inc., 401 East Twenty-third | 


street, New York, N. Y., has put on the market a new line | 


of steel transfer cases, carrying the company’s regular trade 
mark, “Asco.” 

The new 
formity with the established policy in regard to the rest 


cases are finished in olive green only, in con- 





SECTION OF 


BUILT UP 


‘ASCO” STEEL TRANSFER 
CASES 
of the “Asco” Ene of steel cash, office and bond boxes. 
The cases are made in both legal and letter sizes, and are 


so constructed that they may be stacked securely and rig- 


idly as high as the ceiling. They are furnished with or 
without steel follower blocks, as desired 
Each individual case is equipped with rubber bumpers or 
feet that permit using the case on top of a desk or a cabinet 
without marring or scratching the surface. 
- 
Sturgis Posture Chair 
The Posture Chair Company, Sturgis, Mich., is 
producing a posture chair that has some new and distinc- 
The seat of the new chair is rectangular in 


Sturgis 


tive features 
shape and eleven inches deep by sixteen inches wide, in 
conformity with the size and shape recommended by health 
The seat is set on a swivel and is adjustable 


from the 


authorities. 
vertically from seventeen to twenty-one inches 
floor. 

The back support can be quickly and positively adjusted 
so that the chair can be to fit any individual. 
This adjustment takes no more than thirty seconds. The 
back pad is set on a swivel whose tension can be adjusted 
as desired. No tools, screwdriver, wrench or 


pliers are needed to make any of the adjustments. 


made size 


such as a 


All castings used in the construction of the chairs are of 


malleable iron that wll bend before it breaks. The metal 
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The catalogue number of | 
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The 
Comptometer 
offers— 


—Speed to spare in all adding 
and calculating. 


—QOperators from 100 Comp- 
tometer Schools, trained to 
use as much of the surplus 
speed as is humanly possible. 


—The Controlled-Key, to 
guard not only against error 
from incomplete key strokes, 
both up and down, but also 
from partial depression of ad- 
jacent keys. 


—Time-tested durability that 
stands the gaff of service. 


In this combination the 
Comptometer offers unsur- 
passed production of figure 
work at the minimum of effort 
and expense. 


FELT & TARRANT MFG. CO. 
1719 N. Paulina St., CHICAGO, ILL. 


CONTROLLED-KEY 








MACHINE 







If not Only the 

made by Comptometer 
Felt & Tarrant has the 

it’s nol a Controlled-Key 
Comptlometer safeguard 
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WILLOY & CADCO MADE 


The GDC loose-leaf products of 


W. G. Lloyd Company manufacture, 


outstanding because of advanced me- 


chanical construction and design, to- 
gether with superior quality and 
workmanship, are 
el 
The ADCO Chain Post Binder 
(Adapted also to Machine’ Bookkeeping) Fj 
$ 








The ADCOVisible Prong Binder 




















f 
'. 

q 

p 
a | 

Q 

¢ 

Equal in quality and workmanship 
but more standard in general con- it 
struction are gl 
The @bc@® Sectional and Solid Post fi 
Devices. fj 
The @pC@ Prong Binders il 
The @D@ Catalogue and Magazine iS 
Covers. 
¢ 

Forms, indexes and other loose leaf 
equipment are carried in stock or 4 
manufactured to order. it 


(ADCO 12% PRODUCTS 





Complete in Line--Competitive in Price 
Individual and Alone in Quality 
and Workmanship 





For particulars and prices address 


W. G. LLOYD COMPANY 


Accounting Devices Company Consolidated 


626 SOUTH CLARK STREET, CHICAGO, ILL. 


_ a ay A ly pm eb ee A a) fa) AY 











parts are finished in genuine Duco in either black or olive 
green. 

The chain is made in three models. The No. 600 has the 
back and seat covered with genuine Spanish leather 
in brown or blue over curled hair. It is equipped with 
steel casters. The No. 500 has a rolled edge seat, a closed 
socket for the seat post and hard rubber casters. Other- 





NO. 600 STURGIS POSTURE CHAIR 


wise it is the same as No. 600. The No. 700 is designed 
for factory use. It has a wooden seat and steel domes 
in place of casters. 
a 
Recordaphone Invented in Germany 

On page twenty-three of the March issue of Office Appli- 
ances appeared a story of the Recordaphone, a machine 
that will record both sides of a telephone message. This 
device is produced and distributed by Recordaphones Lim- 
ited, Trafalgar House, 11 Waterloo Place, London, S. W. 1, 
England. 

Originally the Recordaphone was a German invention 
developed by Messrs. Schuthardt & Company, A. G., Ber- 
lin, S. O., Germany. It is now sold in Germany by the 
Telegraphone Company, as the Telegraphone. Patent 
rights were recently acquired by the English concern to 
manufacture under the name Recordaphone.—E. R. B. 

en 
Some New E. Faber Items 

Recent items announced by the Eberhard Faber Pencil 
Company of Brooklyn, N. Y., include program pencils made 
in gay colors, with a rich twisted cord strung with a 
sparkling jewel matching the color of the pencil. The 
No. 1470 program pencil is available in fancy colors to 
match the decorations of the printed dance program or of 


the user’s dress. 


———— 

New “Robarco” Flexible Cover Notebook Catalogue 
The Rockwell-Barnes Company, 1511 West 38th street, 
Chicago, Ill., has issued a new catalogue of flexible cover 
stenographers’ notebooks. The catalogue is made up in 
the form of a four and three-quarters by nine inch note- 
book containing samples of the five different grades of paper 
stock in which “Robarco” notebooks are made. Three 
different rulings are also shown. The notebooks with Gregg 
and centerline ruling are made in the six by nine-inch size 
only. The notebooks with regular ruling are made in 
two sizes, six by nine and four and three-quarters by nine, 


with either sixty or eighty leaves 
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Here’s a window that can’t miss. Stevens, 
Maloney & Co., Chicago, made it and the 
cash register shows why they keep it up. 


Let this pencil help 


pay your rent 


Fast-moving, easy-selling—see what these 
successful dealers have done with it 


pwc your windows pay their board. Don’t 
handicap them with poor-paying displays. 
The windows shown here are paying divi- 
dends, their owners tell us. They attract 
customers—make profitable sales—and many. 
The Autopoint market is tremendous—and 
growing. You’re missing profits if you don’t 
go after it. 
Feature Autopoint like these successful 
merchants. Tie up with this fast mover. 
Autopoint’s exclusive features, its attractive 











The “Better Pencil’ Made of Bakelite 
AUTOPOINT COMPANY 


4619 Ravenswood Avenue Chicago, Illinois 
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Windows like this bring sales to Horder’s, 
Chicago. It would do the same for you. 


variety, brilliant colors, marvelous Bakelite 
construction, assure repeats. 
Ask your wholesaler’s salesman or write 


us for details of this big-profit item. 












ovr. 





Baldwin & Co., Chicago, made this window, and sales soon 
justified it, they say. You, too, can make sales-producing windows. 
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Then — 


all the years since 
—and now! 


( 25 years ago, when the Office Appli- 
ance Industry was forming, a good 
demonstration was the most effective 
means of building respect for any- 
thing of merit. 


@ All the years since, a good demon- 
stration has never been questioned 
for proving merit. 


(( Today, good salesmen demonstrate to 
prospects when they are trying to 
close, because a good demonstration 
is convincing proof of merit. 


Master Salesmen are ever demon- 
strating what they sell, to people who 
may later become prospects; thereby 
making it easier to get the order when 
the prospect is ready to buy. 


~<a 
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June, 1929 OFFICE APPLIANCES’ TWENTY-FIFTH ANNIVERSARY 353 


»ON TACT :- THAT - €CGovin 2a 
_— = 





( For a quarter of a century, leaders in 
the Office Equipment Industry have 
been demonstrating their product and 
expressing their desire to serve the 
thousands of good business people 
who are so interested in better busi- 
ness methods and equipment that 
they come, on their own initiative, to 
see unquestioned evidence of merit 
—at the 


NATIONAL BUSINESS SHOW 


America’s Efficiency Exposition 


New York, October 21st to 26th, inclusive 
At the Grand Central Palace 


Chicago, November 11th to 16th, inclusive 
At The Stevens Hotel 


NATIONAL BUSINESS SHOW COMPANY 


Incorporated 
Frank E. Tupper, President 


50 Church Street ° NEW YORK 


Chicago: 417 S. Dearborn St., C. H. Hunter, Manager 


= _— 


PONTACT :. THAT. Ge vir. 2 
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STANDARDIZE. D 


PILING «xc CARD INDEX SUPPLIES 


OF ILE Xe 


MADE FOF: 


ALL CABINETS 4x0 SYSTEMS 


THE STANDARD OF VALUE, Quality and 
Workmanship considered. With a background of ex- 


perience antedating the epoch which this publication 
































is celebrating. 


DEALERS FIND THESE SPECIALTIES GOOD SELLERS 
AT PROFITABLE MARGINS 


Kraftex Filing Folders — Lifetime Steel Tab Guides 
Visible Name Folders and Guides 


(Angular Celluloid Tabs) 


We are helping many dealers secure their share of 
Bank Ledger and Signature Cards, Machine Posting 
Cards and Statements with our Stock and Semi-stock 
Forms. We are giving special attention to special-to- 
order requirements—and we can possibly help you. 


Send for samples—better still, send us an order that 
we may prove our statements. 


THE DUNLEAVY COMPANY 


J. FRANK DUNLEAVY, President 
63 Oliver Street Boston, Mass. 
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(in Other Lands—Continued from Page 121) 


Brussels International Office Appliance Expo 
Brussels, Belgium, May 2, 1929. 

The Salon Mondial (World Salon) of the Modern Bureau 
is organizing an International Exhibition of Office Appli- 
ances, in Brussels, to be held from October 19 to 29 next. 
The show will be held in the Egmont Paiace, which is in 
the center of Brussels, behind the Royal Palace, not far 
from the Palais de Justice, or law courts. An old palace, 
now used for entertainments and business shows, it is par- 
ticularly adapted for the purpose of this exhibition, being 
sufficiently spacious and not too much so. Its accessibility 
is its chief advantage; it can be reached by tram and auto- 
bus from the lower part of the city of Brussels in a few 
minutes. It is near all the big banking and business insti 
tutions that are rather found in the vicinity of the Rue 
Royale than of the big terminus stations. Around the main 
buildings of the Palais d’Egemont, there are spacious court- 
yards, grown with creepers, with shady trees that make 
visitors believe that they are miles from the very center of 
a metropolis. 

Everything required in a modern office will be exhibited, 
from type and calculating machines to furniture, schemes of 
arrangement of offices, lighting, heating, publicity, etc., 
while a section will be devoted to office efficiency and or- 
ganization 

“Everywhere the business organization, the financial part 
of a business is growing in importance,” said a leading busi- 
ness man in Belgium. “It is beyond the ability of the head 
to keep pace with all the figures and mathematical prob- 
lems that now grow out of a business, for things are so 
complicated and often not at all what they look. He must 
have recourse to the expert with his calculating machines, 
his office furniture and his following of clerks, etc., if he 
is to keep pace with his competitors.” For this reason, the 
International Show will probably have many visitors eager 
to purchase something up-to-date for their offices.—L. R. 

on 


A Shorthand Typewriter in Germany 


Special Correspondence from Berlin 


O-CALLED typewriting shorthand machines are already 
S in use in many countries. They are employed by the 
Parliament of Italy in taking down debates, and in other 
countries for reporting purposes generally. In Germany. 
the shorthand teacher, Otto Autenrieth, and Clemens Muel- 
ler A.-G. have built in accordance with existing ideas a 
shorthand machine with which of late they have enjoyed 
notable success 

The principle developed by Autenrieth is that the capacity 
of the shorthand machine must not be attained from the 
machine itself, but through a special and completely worked- 
out system of machine shorthand. He demands that it 
must be as like the usual typewriter as possible. It is to 
be handled in the same way as an ordinary typewriter 
and should be so thoroughly learned that it can be used 
without looking at the keyboard. The time necessary to 
learn must be comparatively short and little or no special 
instruction should be necessary Furthermore, the opera- 
tion of the machine must be capable of meeting the require- 
ments of every reporting speed without the necessity of 
the years of practice required in shorthand. The standard 
types of the usual typewriter have been chosen, but the 
system provides that speed can be obtained by reason of 
the fact that with one stroke several letters can be produced, 
embodying groups of sounds. A place is provided on the 
keyboard for these collective types. This is provided for 
because there are no capital or small letters, but only one 


size of letters througout All punctuation signs are re- 
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Three Specialties 
That Sell 





THE ROSCO transparent desk pad is an 
ever popular number. The smooth, hard 
surface (glass) is a great favorite. The 
frame, which holds the glass, is made of 
binders’ board, covered with Fabrikoid, 
in a choice of several colors. The glass 
can be raised easily, and memos, charts 
and references placed underneath. 





THE INADRAWR is a simple container 
for holding stationery, etc. It is really 
a miniature filing cabinet and slips into 
the drawer of a desk. It is made of cold 
rolled steel and is practically everlasting. 





THE ROSCO banker’s note case is typi- 


cal of Rosco products. It is strong, 
durable and fire-resisting. The most 
valuable papers may be entrusted to it. 
Kach case comes furnished with a set 
of guides, so that matter may be 
classified. 


For full details of these items and 
other products, send for catalog today. 


RAVENSWOOD 
OFFICE SPECIALTIES Co. 


1800 Newport Avenue 
Chicago, Illinois 
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placed by the use of the two signs, dot and dash. Provision 
is also made for writing numbers. 

The new machine has a simple lever whereby ninety 

signs are obtained from forty-five signs. By the use of red 

™ ribbon, all the keys receive another meaning which is ex- 
plained on a white key on the right hand side in ordinary 
print. There are 180 different types at the disposal of the 
operator. The width of the ordinary typewriter must not 
be exceeded. Where the use of a simple letter sign is not 
included in the system, a new monogram is to be used now 
and again with a small slanting line for R and a steno- 








graphic N. 





The writing done by the shorthand machine is easy for 
e anyone to read after short practice. It is possible to trans- 
Twent rH y y fer the machine shorthand to another person for transcrib- 

\ LV e ears ing even though he may not be able to use the machine 
4 e himself. The person dictating can himself practice reading 

f 6 d | the shorthand machine. It is said that a speed of three 
O 200 Mpressions or four times that which can be attained with an ordinary 
typewriter is possible, which will encourage its use as an 
. - actual rapid correspondence machine. 

For twenty-five years and 


The machine is being constantly improved by the in- 


more CROWN ‘Typewriter ventor and the tendency is toward simplification without 
Ribbons and Carbon Papers loss of versatility Certain abbreviation rules permit of 
; “ a gradual passing from normal writing up to the quickest 

have been making good possible reporting speed—F. H. G 

impressions” that only qual- —_—~»—_— 

ity products can produce. Palestine and Near East Fair and Exposition 

. - The third annual Palestine and Near East Fair and Ex- 

From every quarter of the position was held recently in Telariv, Palestine. All of 

2 lobe those who sell Palestine and the adjacent countries, namely, Egypt, Syria, 

r xT . Mesopotamia and other Mediterranean countries partici- 

C ROWN ribbons and — eal in the exhibition, as well as leading pasar net 

bons have come to associate of Great Britain and Europe. 

the CROWN TRADE- The purpose of the fair was to show to the world the 
. : , opportunities which Palestine can offer from an industrial 

MARK with quality and Pe of view and as a field for marketing merchandise 

good service. Palestine has made great strides in the last decade in her 


industries and is now an industrial center for the Near and 
Responsible distributor con- Middle East. 
nections are desired in the The exposition was opened by His Excellency, the High 


: a Commissioner for Palestine, Sir Chancellor. 
domestic field and abroad. 


Alter Levin, representative of several American office 
machines and equipment manufacturers in Palestine, had 


CROWN a splendid exhibit at the exposition, showing principally 
A 


Underwood typewriters and National cash registers. 


RIBBON & CARBON MFG. Co. gold medal was awarded to the Underwood typewriter for 
ROCHESTER its mechanical excellence and efficiency. 
N. Y., U.S. A. 


Mr. Levin says that the exposition has been a great fac- 
tor in creating friendly relations between communities and 
races in the Near East, giving the Christian, the Moslem 
and the Jew an equal opportunity to participate in the 





work of industrializing the historic Holy Land 


ae A 
Gr Fe SF) 


South American Trade Extension Flight 
\ giant multimotored amphibian will take off in October 
1929 for a tour of Central and South America with trade 


extension as its mission. The South American Trade Ex- 








tension Flight, as this air tour is called, has opened national 
headquarters at the Hotel Pennsylvania, New York, N. Y.. 
with W. O. Browne, organization director, in charge. 
Sponsored by the American Manufacturers’ Export Asso 
ciation, the tour will be made in an American plane carry- 
ing a crew of six and will cover a distance of 27,000 miles, 
visiting thirty-four trade centers in twenty-two Central 


and South American countries where a concerted campaign 








of trade extension and good will is in progress 











The flight will be backed by thirty to forty American 











> 
¥ 


bad 


PERE ER RR RRB befitiies 





1FFICE APPLIANCES TWENTY-FIFTH ANNIVERSARY 


Wanted yy 


OFFICE EQUIPMENT SALESMAN 
for an 


Unusual Opportunity 
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E sincerely believe that a greater 
opportunity has not been offered in recent years. 
Income will be limited only by your own ability. 
The market has expanded so rapidly ... with national 
ady ertising ... that our present extensive sales organi- 


zation Is unable to cover the tremendous opportunities. 


The product... the new $125 Marchant Portable 
Calculator ... is truly the greatest calculating machine 
value on the market today. 

This machine not only adds. . . but multiplies, divides 
and subtracts. It is so simple in Operation that any- 
one... in 10 minutes... can learn to solve any 
figuring problem on it, 

Such a calculator... at such a price ... meets a de- 
mand that has never before been answered by any 
calculator. Many of the largest business organizations 
in the Nation are purchasing it in quantities. 

If you know office equipment . . . you will recognize 
this as an unusual opportunity . . . as soon as you have 
seen and tried this New $125 Marchant Portable. 


Any of our branch offices... there is one in every 
principal city in the United States. .. will gladly dis- 
cuss all details with you. Or... write direct to the 
executive offices of the MarcHANT CALCULATING 
MacuHinE Company, Oakland, California. 
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“The Ambassador 


WHA \ DIFFERENCI 


Features of The 
Ambassador: Padded 
Pigskin corners---gold 
tooled---walnut shade 
velvet back---ex- 
tended edges. Packed 
individually at $5.00 
list. 


Send for descriptive 
folder 





STATIONERS SPECIALTY CORP. 
149-151 LAFAYETTE STREET 
NEW YORK 
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municipalities, civic and industrial organizations and firms. 
Its sponsors, according to Roy G. Owens, secretary of the 
American Manufacturing Export Association, feel that it 
will not only prove the value of maintaining and strength- 
ening the recently acquired trade position of the United 
States in these countries but will also demonstrate the prac- 
ticability of an extensive air service for passengers and 
freight between this country and our Latin American 
neighbors. 

Preceding the arrival of the plane in cities to be visited, 
Harry W. Pascoe, trade expert and authority on Latin 
American trade, who is acting as liaison officer for the flight, 
will co-operate with municipal authorities and local busi- 
ness groups, who are already planning receptions to the 
visitors. Representative business men and bankers will 
meet the crew at these receptions during which they will 
be shown a nine-thousand foot talking film depicting the 
industries of the United States. To adapt the talking ap- 
paratus to the various languages needed a special conces- 
sion has been granted allowing the flight to use a new in- 
vention making possible a synchronized story of the picture 
to be printed on a roll timed with the action on the screen. 
Speaking through a microphone, a lecturer will stand by 
the projector and read this roll as it unwinds. This syn- 
chronized story will be printed in English, Spanish, Portu- 
guese and French, and in each city a civic committee will 
appoint a lecturer familiar with the language spoken. 
Guests will be given illustrated booklets, “Industry and the 
Americas,” portraying the industrial and commercial life of 
the United States with photographs taken in the most 
important trade centers. 

\s emissaries of American business and industry, mem- 
bers of the flight crew will be prepared to answer inquiries 
concerning trade conditions and activities here ar.d to bring 


all questions of a specific nature to the immediate attention 


of American manufacturers During this trp the fitght 
photographer will take moving pictures of all the places 
visited 

Mr. Pascoe in his advance tour will compile zll available 


data and statistics regarding the industries, exports and 
imports and possibilities for trade expansion for publication 
in book form on completion of the flight. 

On completion of the South American tour, which is 
expected to take approximately five months, a similar tour 
of the principal American cities will be made showing the 
scenic, industrial and commercial moving pictures brought 
back from South America Che published trade stat‘stics 
compiled by Mr. Pascoe will be distributed on this flight 


and information concerning industrial conditions will be 


given by the lecturer accompanying the second trip. 

It is expected that not more than two months will elapse 
between completion of the first tour and start of the second, 
so that all material shown and distributed during the Amer- 
ican tour will be less than six months old. At the present 
time the most recent material on any South American 


country is of 1927, two years old. 


—_ 
Market Guide for Germany Published 

The first Market Guide for Germany to be published in 
the United States for the vse of American exporters has 
been compiled by the Acnerican Manufacturers’ Foreign 
Credit Insurance Exchange, an association of about one 
thousand American manufacturers, and was issued to its 
members May 25, through the American Foreign Credit 
Underwriters of Chicago and New York City. 

This new guide contains the names, addresses and in- 
surable ratings of the most important and active buyers 
of American goods in Germany, as indicated by the infor- 
mation in the files of the exchange. It also includes names 
of local banks and other trade information of prime im- 
portance. In general, it is along the same lines as the 





NEW 
SUMMER PRICE LIST | 
NOW READY! | 


Lowest Prices Ever Quoted 


100% REBUILT a 
UNDERWOODS leslie 


The finest Rebuilts on 
the market today. 


90% REBUILT 
UNDERWOODS 


(formerly Semi-Rebuilt) 











A big money 
saverforthe 
Dealer who can 
do his own Ad- 
justing and 
Aligning. 

Jim Ward’s Special 
Improved Rental Underwoods 
A High Quality, Low Priced Ma- 
chine to Meet Mail Order Competi- 
tion. 


SPEND YOUR VACATION IN CHICAGO 


The National Association of Type- 
writer Dealers’ Convention, at 
Chicago, August 19, 20, 21, 1929. 
Will be the biggest convention ever 
held. You cannot afford to miss it. 


VISIT THE SHIPMAN-WARD FAC- 

TORY WHEN IN CHICAGO | 
THE LARGEST TYPEWRITER RE- 

BUILDING FACTORY IN THE WORLD 

| 

| 


Write Today for Our New 
WHOLESALE PRICE LIST 


SHIPMAN-WARD MFG. CO. 


A-177 Shipman Building 4401 Ravenswood Ave. 
CHICAGO, ILL. 
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The Machine with the Blue Knob 


With the new Hoge Stapler, you can 
demonstrate the unique jammed staple 
ejector to your customers. Jammed 
staples are eliminated in one simple 
operation. Rugged construction, easy 
action and attractive appearance are 
built into the Hoge Stapler. Price $5.00. 


Hoge Vitrocoted preformed wire staples 
provide you with a repeat sales item for 
every Stapler sold. Send in the coupon 
today for complete description and trade 
discounts. 


Your jobber can supply you with the 
new model Hoge Stapler. 


THE HOGE MANUFACTURING CO. 


23-25 East 21st Street New York, N. Y. 


COUPFON 


Please send me complete description and trade discounts on the 
Hoge Stapler and Vitrocoted wire staples. 


Name ... 


Street 


a wces _ se eccseocces BGR. cc 


Jobber 
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Market Guide for Latin America, which has been compiled 
and published by this association for the last nine years. 

The United States is by far the most important source 
of Germany’s import requirements. American shipments to 
Germany are almost double those of the next largest sup- 
plier. As a destination for German exports, the United 
States ranks third, being preceded by Great Britain and 
the Netherlands. 

a —— 
Mercedes Appoints New Agents 

The Mercedes-Bueromaschinenwerke A. G., of Zella- 
Mehlis, Thuringia, Germany, has recently appointed the 
following agents for its machines: 

Rudolph Witt, 48-49, 
appointed sole agent for the Free State of Danzig. 

On April 1 Julius Brendle & Company, Raemistrasse 5, 


Zurich, became sole agents for Mercedes office machines in 


Langgasse Danzig, has been 


Switzerland. 


The sole agency for Hungary has been taken over by 
the Schreibmaschinenimport Aktiengesellschaft, Jozsef- 
Tér 1, Budapest V. The Schreibmaschinenimport A. G 


will handle the following Mercedes office machines—the 


Euclid calculating machines, and the 


a bookkeeping machine which 


Electra typewriter, 

Add-Electra. The latter is 

is operated entirely by electricity. 
———— 


Quality Standards of German Carbon Paper 
A special department of the German Standard Bureau 
“Reichsausschuss fur Lieferbedingungen” has issued par- 
ticulars as to the standardization of German carbon paper 
quality. Three standards have been fixed 
The first requires that the paper be made entirely from 


rag stock. It must give twelve legible copies in manifold 


work The second standard permits the use of twenty- 
five per cent wood pulp in the raw stock. This quality 
must make six legible copies in manifold work. In the 


fifty per cent of the raw stock may be wood 
In each 


third quality, 
pulp. Four legible manifold copies are required. 
standard, the carbon must be able to withstand 
storage on a dealer's shelf without its 


E_R.B. 


paper 
twelve months of 
copying quality being in any way impaired 
= —EE 
Danish Pen Maker Increases Capitalization 
The Northern Pen Manufacturing Company, Copenhagen, 
Denmark, has increased its capital stock. Subsequent to 
the enlargement of its capital structure the company has a 
capital of 7,100,000 crowns, which includes the reserve fund 
of 2,100,000 crowns. It is said that a heavy interest in the 
new issue has been taken by a foreign firm. The latter 
is believed to be British. 
‘ iatemme 


Addometer Items Abroad 
The Addometer Company division of. the Reliable Type- 
writer and Adding Machine Corporation of Chicago is now 
represented in Czechoslovakia by the U. S. Export and Im- 
port Company of Prague, who are exclusive dealers for that 
country. They will market the machine through retail sales 
as well as by wholesale through dealers 


* * * 
Messrs. Koller and Van Os of Rotterdam have been ap- 
pointed exclusive Addometer distributors for Holland 
* * * 
Prieto, who is merchandising the Addometer in 
as well as in Spain, contem- 


M. G 
Central and South America 
plates a trip beginning early this month that will take him 
through all the South American countries, Central America 
and Mexico. The purpose of his trip is to select exclusive 
distributors from the many applicants who have written 


him since the first of the year 
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Drtto makes copies 







1. Ditto duplicates anything 
typing, printing or drawing; 
on thinnest paper or heavy 
cardboard. 

2.Copies may be made on any 
size sheet up to21 x 32 inches 


It copies one or all of six col- 

ors in one operation. 

4.Originals may be re-used 
several times. 

). Original data may be copied 

immediately or a year later 


Several originals may be 

made at one writing and 

used independently any 
time, any place. 

7. Information may be written 
up as accumulated and 
copied when completed. 

&.Fits into any manifolding 

system without confusion 


). Errors are eliminated. 


ae 


direct from your original 
writing, typing or 
a drawing —no 
stencil, type 

or carbon 














In your own and every other known 


line of business, hundreds of rou- 
tine jobs are daily handled by Ditto. 
From the simplest kind of straight- 
run duplicating work—such as 
copying notices, bulletins, reports, 
price lists—to the most complex 
requirements of order and invoice 
procedure, purchase order work, 
factory production systems, and 
payroll methods, Ditto speeds up 
operations, eliminates errors and 
reduces expense. 

Many problems, seemingly im- 
possible to solve, become simple 
routine operations with Ditto; all 


with bookkeeping machine, ad- 
dressing machine or billing equip- 


ment. Ditto reproduces that first 
writing quickly and easily—on any ry 
weight or grade of paper or card- i 
stock, on any size sheet, all or any : Th 
part of the information. rE PEERE | 
Any intelligent boy or girl can an. 1 
operate Ditto after a few minutes 34) 
instruction. And the machine it- : ai : 
self is simple— nothing to get out EBLE : 
of order. PE ETDE 
Its ability to do the unexpected, 7 


and its amazing adaptability to va- 
ried needs account in large measure 
for Ditto’s remarkable success. It is i ok 


— 
TS ee 





because Ditto cop- 
ies direct from any 
ordinary paper or 
card stock. 

Your original 
may be made with 
pen and ink, pen- 
cil, typewriter, or 
printing press; 





A letter brings 
an interesting booklet 


The solution of many of your prob- 
lems will be found in our booklet 
“ Cutting Costs with Copies.”’ It dts- 
closes unexpected uses not ordinarily 
associated with a duplicating process. 
You will be amazed at what can be 
accomplished. Thousands of concerns 
are profiting today because they asked 
for this book. Write for your copy 
today. It costs you nothing. 


more than a dupli- 
cating machine— 


Tr 








it is a modern bus- E 
iness tool that will 4 
k fic a3 
make your office . 
or factory routine , 


more flexible, more 
efficient, and far 
more economical. 











Ditto, Incorporated 


Manufacturers of Duplicating Machines and Supplies 
2277 W. Harrison St., Chicago, IL 
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M 
The EXCEPTIONAL 
Home Writing Machine 


The Royal Portable Type- 
writer is the preferred 
home _ writing machine! 
Swift, handy and so easy to 
b j operate that writing be- 
comes a pleasure for every- 
one! Daily, more and more 































people — fathers, mothers, 
sons and daughters, enjoy 
the convenience of typing 
their thoughts and_ ideas, 
quickly, neatly and legibly 
on a Royal Portable. What 
a great market for the live 





Typewriter Dealers! Price 
$60 complete with handy 
carrying case. Available in 
a wide variety of splendid 
colors and finishes including 
the new (exclusively Royal) 
Duotones. 
ROYAL TYPEWRITER COMPANY, Inc. 
316 Broadway, New York City 


Wore than 1500 Royal Portable Dealers 
in United States 


PORTABL 
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CONCENTRATED 
Speed with Ease 


A quickened spirit domi- 
nates the industrial world. 
Greater production in less 
time is the persistent call in 
every line. Science, re- 
search, invention—all are y 
contributing to the faster, 
ever faster pace of business. 


‘These are precisely the 
conditions to which the 
Easy-Writing Royal Type- 
writer responds so unmis- 
takably—with finer, faster 
typing—with lessened hu- 
man efiort. The acknowl- 

edged superiority of the 
Easy-Writing Royal, its re- 
markable versatility, its un- 
rivalled speed of operation 
and its permanent align- 
ment are composite advan- 
tages of more than 20 ex- 
clusive features. ‘Price, 
$102.50 delivered anywhere 
in United States. 


ROYAL TYPEWRITER COMPANY, Inc. 
316 Broadway, New York City 


Branches and Agencies the 
World Over 
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QUALITY PARA ENV. CO. 
PROGRESS . LEATHEROID recognized 





The Leatheroid 
Line has kept 
Pace with 


changing require- 


the 


ments of business and 
the dealers who serve 
it. Outstanding de- 
velopments which 
LEATHEROID 
pioneered in filing en- 
velope manufacture 
and merchandise has 
made this line of para- 
mount importance to 


the progressive dealer. 


dealer packages could be improved. To facili- 
tate handling of wallets and to expedite store 
sales—LEATHEROID originated the conve- 
nient method of packing 10 to the box for 


shelf and counter display. 


PROGRESS... LEATH- 
EROID QUALITY eliminates customer's 
complaints to the dealer. New and up-to-date 
methods of construction add 100% to the dur- 
ability and insure consumer reorders. 


PROGRESS 
..« LEATHEROID wallets and file pockets 
are doubly reinforced where wear is greatest. 
LEATHEROID offers the exclusive advan- 
tage of Cloth Gussets—an instant favorite 
with the quantity buyer; one of the outstand- 
ing developments of the industry. 





PROGRESS ... IN DELIVERY SERVICE 

Modern Days—New Requirements . 
Recognizing the demand for prompt, efficient 
service, a central warehouse was opened in 
Chicago where orders are automatically 
shipped the day they are received—This serv- 
ice has enabled the LEATHEROID dealer to 
reduce his overhead considerably by carrying 
less stock. 

The List of LEATHEROID 
dealers throughout the country is ever increas- 
ing, indicating that our policy of keeping step 
with the dealers’ needs in modern selling is 
appreciated. Let us describe LEATHEROID 
service to you in terms of increased sales and 
profit in your store. 








(QUALITY PARK ENVELOPE CO. 


»( REGIONAL WAREHOUSE .. 
FACTORY & HEADQUARTERS .. 


162 N. FRANKLIN ST., CHICAGO ith, 
ST. PAUL, MINN. 





i 
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Recommendations from British Stationers 

The Stationers’ Association of Great Britain and Ireland, 
Percy Barringer, Esq., president, London, has recently 
issued two booklets containing the recommendations of the 
council on better stationery and the declaration of the coun- 
cil’s policy on direct trading 

The former brings out the fact that poor quality in 
writing materials is bad economy. Stationers can do much 
to help forward the movement for the use of better sta- 
tionery by a process of education and by eliminating those 
errors which resulted in perpetuating a condition of things 
which ought only to have been permitted to exist during 
a temporary extremity. 

Nothing can be done in a practical way until the station- 
ers of the Empire are ready to provide the kind of station- 
ery they recommend. Such an action would merely preju- 
dice future progress In order to accomplish the end 
desired, three matters have to be considered: (1) The pro- 
ducers of the goods; (2) those responsible for their distri- 
bution, and (3) the ultimate purchasers and users. Manu- 
facturers who desire to encourage the use of better station- 
ery must make better stationery, and encourage travelers to 
concentrate upon the sale of better lines. 

Competition between manufacturing houses has led to a 
letting down of quality. Cheap lines are frequently found 
in large drapery houses and cheap bazaars. Certain sug- 
gestions are made as to the provision of samples of better 
qualities of note paper. 

As to the retailer, he should be kept immune from the 
buy large quantities of cheap papers and 


temptation t 
must be educated that he may be brought to an understand- 
ing of how he prejudices his trade by reducing his cash 
turnover and insuring that his customers will not need to 
buy stationery again for a long time. The overloaded 
customer is a poor customer. A natural sequence to good 
stationery is the greater use of address plates for relief 
stamping. For the stationer to specialize on cheap paper is 
to injure the most vital part of his trade. 

The customer, it is believed, can best be influenced 
through the stationer himself. 

The booklet puts forward a number of valuable ideas 
and suggests some slogans, such as “Create a good impres- 
sion—use better stationery,” “The paper you write on no 
less than the pen demands a wise choice from all thinking 
men.” 

Manufacturers may profitably provide descriptive win- 
dow tickets for the various proprietary lines of better class 
note papers, thus insuring more striking displays. The 
dealers might set aside a week devoted to the sale of bet- 
ter stationery, offering prizes, if desirable, for the better 
windows. Whatever the method, a concentrated attack 
would be certain to bring results to practically every one 
participating. Dealers are also advised that under the 
control of the Stationers’ Association, a few attractive 
brochures giving the arguments for better stationery could 
be distributed to consumers. Finally, sales talks should 
be given to assistants and it is suggested that manufac- 
turers provide a pamphlet especially for sales people. Cer- 
tain publicity plans were also discussed. 

All of the foregoing ideas are sound and sensible and 
have their application in the United States as well as in 
Great Britain 

Policy on Direct Trading 

The declaration of the council’s policy on direct trading is 
a closely printed booklet of about eight pages. The advis- 
ory committee declares that direct trading is an old stand- 
ing grievance prevalent before the existence of the associa- 
tion and likely to continue, because large consumers insist 
upon dealing direct with wholesale houses. Individual 
traders from all parts of the Kingdom have addressed let- 








The QUIK-LOK 


Storage File 





Keeps Inactive Records Clean 
Orderly and Accessible 


Here is the economical solution for your entire 
problem of storing old records of all kinds. With 
Quik-Lok Storage Files a 90% saving over steel 
transfers is possible without loss of efficiency or 
accessibility. 

Quik-Loks are the only files having automatic 
lock, steel re-inforcement, 3-ply bottom, handy pull- 
strap, sag-proof lid, bulge-proof ends, and all smooth 
surfaces, inside and out. Slide easily—no projections 
to catch on shelving or mar finest furniture. Collaps- 
ible. Easily assembled. Instant in operation, stur- 
dily built, absolutely dust-and-vermin-proof, light and 
easy to handle. 

Quik-Lok Storage Files cost less to own than to 
be without. Guaranteed to give perfect satisfaction 
or money back. Write for full information to your 
nearest distributor or direct. 


DISTRIBUTORS 


a 5 <= co., H. C. PARKER, Inc., 
: roadway, N. Y. 
For the States of New York, 7 Orleans. i 


9 x la, 
New Jersey, Massachusettes , 
a4 Co tleut For the Save < Mississippi 


1926 Merriman 8t., R. G. ROBERTS & ©0., 

(Carson St. P. 0.) 12006 Lowe Ave., 
Ohio, Penneyiventa, Virginia, Cifeage, I 

» n ‘4 Indiana 
West Vi a, Delaware, Wiecensia and 
Maryland and the District SCHWABAC sg ed 

of Columbia STATIONERY CO. 
IRWIN-HODSON CO., San Francisco, 
Portland, - 


Les les 
For the Soathnnens States 


The KAY-DEE Company 


Mfrs. Steel, Fibre and Paper Transfer 
and Storage Files 


3644-64 South 36th St., 
Lincoln, Nebraska 
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Guild 
Stationery 


Supplies 


In Shakespeare's Dap and long be- 
fore each craft and trade in all of Lon- 
don town had its own Guild or Brother- 
hood to which onlp Past Masters of 
the trade belonged, 


The brawnp bargemen on the busp 
Thames, the butchers and the gold- 
smiths had their Guilds. But of them 
all none were in more esteem than the 
Guild of Master Stationers 


To be admitted to its fellowship was a 
guarantee of a man’s integrity, thus 
citizens who found a Guildsman's 
brand on grap goose quill, fair parch- 
ment or on ink, well knew this Hall 
Mark for a warranty of Quality, Fair 
Dealing and Just Price, 


Todap there is in America a modern 
Stationer’s Guild which preserves the 
best of the traditions of the old Elisa- 
bethan Craftsmen. 


The mark of the Guild on paper, ink, 
pens, or anp product is a Warranty 
that it ts mabe according to exacting 
Guild standards and quaranteed bp 
both the Guild’ and the individual 
member, for 


Quality, Walue and 
Serbice 


The ULatch-string is alwaps out at 


Stationers’ Guild 
of America 


Pennsplvania Building, Philadelphia 
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ters to the association criticising methods of certain firms 


in this respect. The committee felt that little or no prog- 
ress can be made by indiscriminate attacks by individual 
firms. The committee points out that to bring pressure 


upon the manufacturing and wholesale members of the asso- 
ciation, and to demand that they cease to take contracts 
or supply consumers, without any means of bringing other 
manufacturers into line would be to penalize such concerns 
and lead them to the view that they would be better outside 
the organization than in it. Such a policy would, in the 
opinion of the committee, be unfair as a working proposi- 
tion, dangerous as a policy and disintegrating if proceeded 
with, being against the welfare and solidarity of the manu- 


facturing, wholesale and retail membership 


Classes of Complaint 

Complaints which have been received do not belong to 
one class alone: they embrace the following phases of the 
difficulty: 

(a) Supplies to export shippers. 

(b) Contracts with public authorities 

(c) Supplies in bulk to large consumers 

(d) Stationery which forms part of the raw material 
of manufactured articles or which is used in the course of 
trading 

(e) Smaller purchases for private use, including articles 
intended for prizes, and goods for sale in bazaars held for 


charitable or religious purposes. 


Recommendations 

In reviewing the whole question, the committee have 
come to the conclusion that it is impossible to lay down 
any definite rules which would have the effect of settling 
entirely and to the satisfaction of all, the problem of direct 
trading, but, in order to provide the foundation for a policy 
which they hope gradually may be developed, they make 
the tollowing recommendations 

That the conditions of the Protected List be strengthened 
to apply to bulk orders of a protected line, where possible, 
by means of a sliding scale of prices for varving larger 
quantities which would govern contracts for government, 


municipal or educational authorities, as well as bulk orders 


from large consumers. This work must be undertaken 
with care, but if accepted, would bring about the following 
beneficial results: 

1. Sales of stationery proprietary lines would he more 
ind more governed by the terms and conditions of the 
Protected List. 

2. Manufacturers, wholesalers and retailers supplying 
large consumers would do so on an equal footing 

3. Municipal contracts would tend to go to local rate 


payers. 

4. Prices being fixed, more profit would be retained by 
the trade 

5. Complaints of direct trading would be definitely 
minimized. 

6 A better feel'ng would prevail, and a greater soli 
darity would exist amongst the sections, for in place of a 
policy of perpetual and irritating pin-pricks, we should have 
a constructive policy which would place every section of 
the trade supplying consumers on an equality, and the ten 
dency would be for fixed price goods to pass more and 
more through the hands of the legitimate dealer—the retail 
Stationer 

oe 


Fire Destroys Crystal Palace in Amsterdam 

Word has come from Blikman & Sartor‘us, Amsterdam, 
Holland, that late in April of this year, the Crystal Palace 
in Amsterdam was ent-rely destroyed by fire \ few years 
ago the Dutch Efficiency Exhibition was held in this 


building 
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SALES COME EASY! 


Because of its Price 
Because of its Simplicity 
Because of its High-Quality Work 





In the field of duplicating devices you can- 
not find the equal of the Lettergraph. 
True. larger and more cumbersome ma- 
chines will perhaps provide the same qual- 


ity of work. But when you have shown 
Mr. Prospect the utter simplicity of this 
trouble-free, easily operated model, and 


then as a clincher you casually—quite cas- 
ually!—inform him the price, it’s a fore- 
gone conclusion that another sale will be 
recorded. For the price of 





HEYER ~ Rotary- 


- TRADE MARK - 





Is Only $335, Complete 


Erase all doubts in your mind as to its 


value. It copies anything typed, written 
or drawn, from a postcard size to a 9x15 
sheet, in one or more colors, at an oper- 
ating cost of approximately 25c per 1,000 
copies. So you see, it will do anything that 
a higher priced machine will do—and any 
boy or girl can operate it. 


A good profit for you? Yes, of course. 
And this, coupled with the tremendous 
sales possibilities it offers, is the reason 
why leading dealers everywhere are fea- 
turing the Lettergraph as a standard stock 
item. If you are not one of these, write 
us and we will tell you about our propo- 
sition in detail. Do this today. 


Supplies for All Duplicators 


The Heyer Duplicator Co., Inc. 


Manufacturers Since 1903 


945 W. Jackson Blvd. Chicago, Ill. 
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50 


F. 0. B. 
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NEW PORTABLE 
CLEAROSCOPE 


The Clearoscope is a highly practical 
and useful device for making tracings on 
stencils for duplicating machines. It can 
also be used for making tracings for other 


purposes. 
The Clearoscope holds the _ stencil 
securely. The operator works in a 


natural position, free from strain. The 
special glass with ground surface insures 
sharper lines. It is inexpensive (retail 
price $8.50), simple in construction, and 
weighs only 21% lbs. It is adjustable to 
six positions and may be folded when 


not in use. 


Guarantee 


The Clearoscope is guaranteed to be 
exactly as represented and to give com- 
plete satisfaction or money will be 


refunded. 


Send for descriptive circular and dis- 


counts. 


THE 
HEYER DUPLICATOR CO., INC. 
945 W. Jackson Blvd. 
CHICAGO 
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MR. EVAN JOHNSON 
MR. C. H. EVERLY 
MRS. C. F. MALHOIT 
MR. D. C. MILLER 
MR. JOHN GILBERT 
MR. HOBART MARTIN 


and all of the “Office Appliance’ family— 


Congratulations on the twenty-fifth anniversary of 
your fine trade journal. Celebrating our own fifty- 
third, we have watched your efforts from the begin- 
ning. . . We join with you in the ambition to 
serve Our great industry in a manner that insures 


twenty-fifth and fifty-third birthdays. 


ALVAH BUSHNELL COMPANY 


ESTABLISHED 1876 


13th and WOOD STREETS PHILADELPHIA 














McElroy Pacific Coast Sales Manager for E. Faber 

Thomas W. McElroy has been appointed district sales 
manager of the Eberhard Faber Pencil Company in charge 
Pacific Coast sales, succeeding his close friend and asso- 
ciate, the late “Angy”’ Thomas. 

Mr. McElroy has been with the Eberhard Faber organ- 
vation for ten years, selling with notable success through- 
out the West. Having acted as assistant to Mr. Thomas, 

is thoroughly familiar with affairs in this section of the 
country and is well known to and is very popular with 
the trade 


Norman L. Pearce will act as his assistant. Mr. Pearce, 





THOMAS W. McELROY 


who has been with Eberhard Faber since 1916, started in 
the Brooklyn offices, then sold throughout New York and 
Pennsylvania, and more recently has shown outstanding 
ability in covering the Northwest 

With these experienced men as its representatives on the 
Pacific Coast, the service rendered by the Eberhard Faber 
Pencil Company to its distributors will be maintained at 


usual high standard 


_ 
Weston-Barnett, Inc., to Handle Addometer Adver- 
tising 

While Williams and Cunnyngham will represent the Re- 
liable Typewriter and Adding Machine Corporation as well 
as the Ve-Po-Ad Company, one of its subsidiaries, as their 
advertising agency, the Addometer advertising account has 
been turned over to Weston-Barnett, Inc., of the Wrigley 
building, who will originate, supervise and place advertise- 


ments, literature and dealers’ helps. 





aan 
Items from Boston and Vicinity 

The following news notes were gleaned from a recent 
issue of “Stationethics,” issued monthly by the Boston Sta- 
tioners’ Association: 

Clarence Davis of the Harvard Co-operative Society, who 
recently returned from the Palmer Memorial hospital after 
an operation for gallstones, is already showing great im- 
provement at his home in Lynnfield Center. 

After a beneficial rest at the New England Sanitarium, 
William Chaplin, New England representative for the L. E. 
Waterman Company, is at home enjoying better health. 

Willis L. Brownville, formerly buyer of commercial sta- 
tionery for Ward’s, Boston, is now selling Moore pens 
and the wholesale line of Adams, Cushing & Foster, cov- 
ering the Boston district. 

Hon. James Logan of Logan, Swift & Brigham, Spring- 
field, Mass., is seriously ill at his home in Worcester, Mass 
a 

It’s hard to come out on top of a high overhead.—The 
Scroll (Cutler Desk Company). 


OFFICE APPLIANCES TWENTY-FIFTH ANNIVERSARY 


369 
















I D L items may be limited in number, but 
they are not limited in sales. They are used 
everywhere—no office too small, none too 
large. 

The postal scale shown is solid brass, lac- 
quered and mounted on a mahogany base. It 
retails for only $2.25. 


The combination calendar and memo pad 
comes in various colors and is suitable for 
either office or home. 


The Uptodate calendar long has been a 
favorite because it points to the exact date— 
no hunting or guessing. Now supplied with the 
new perpetual date cards or the regular annual 
cards, as you prefer. 


Two items not shown are the famous eye- 
leter and the “Thoroclean” brush—sold by 
dealers the country over. Each I D L item 
is of highest quality and guaranteed to give 
entire satisfaction. 


You should sell these items because the 
market is unlimited. For more complete in- 
formation, including discounts, write us today. 





200 Hudson Street 
New York 


You should 
sell these 
five items 
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OPENS LIKE A BOOK 





The SWING-.WING DISPLAYOR 







FOR SHOWING 

COMPLETE 

LINE AND 
PRICES 


WRIT! 
CATALOG 


OE 29 


eS — = 2 
SWING-WING DISPLAYORS 
are used by Executives in every line of Business to 
keep important data constantly visible. May we 


tell you how you can handle this line with year- 
‘round profit? Write for Catalog OE29. 


UNIVERSAL FIXTURE CORP. 


135 West 23rd Street, New York City 





Office Appliances: 
We congratulate you on your 25th an- 
niversary, and acknowledge a debt of 
gratitude to ycu for your wonderful 
publication. 


A FAVORITE WITH BANKERS 
The “EASY SNAP” 


A fibre collapsible Storage File. 
47 Stock Sizes—Lowest Prices. 





D> Patent Pending 


Fastener riveted onto lid. 

One Piece Lid, so convenient, strengthens file 
box—eliminates dust. 

Just drop the lid—it snaps shut, a slight lift and 
it’s open. 

Pull Strap to facilitate handling. 

Three ply bottom—all smooth surface. 


Samples on request 


STRAYER COIN BAG CO. 


New Brighton, 30 Church Street, 
Penna. New York City 
California distributor: 
Bankers Printing Co. San Francisco 
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John F. Soby Author of Course in Salesmanship 
John F 


long been associated with the office equipment industry, has 


Soby, an experienced sales executive who has 


prepared a simplified course in “Supreme Salesmanship.” 
The course is so arranged that it can be studied at home 
by an individual, permitting self examination and self rat- 
ing, or it can be used as an office course by sales directors 
for training and building junior sales talent When so 
used, the course ‘s intended to assist in answering the ques 
tion often asked by salesmanagers, “Where can I get a 
good salesman?” 

What is termed a “high powered” salesman is an indi 
vidual that nature has created and man improved by tech 
nical education Too often this education is imperfectly 
acquired through the university of hard knocks. In Mr 


1 


Soby’s course, the technique of selling in all its phases is 


skillfully expounded. The course offers an opportunity to 
improve a natural ability, to make the most of a native 
qualification 

A printed sheet containing several suggestions as to how 
] 


best results may be obtained from the lessons accompanies 


each set of the twelve lessons in the course. These sug 
gestions outline the following requirements: mental concen 
tration, the attitude of “I will,” perseverence, mental hon- 
esty, study of lessons in numerical sequence, method of 
marking papers, and the necessity of memorizing certan 
things 

Each of the following subjects is covered in one of the 
lessons in the course elementary salesmanship, selling, 
education, procedure, personal qualities, personal prepara 
tion, the demonstration, the merchandise, system in selling, 
the mental attitude, presentation of merchandise, and the 
order. 

The lessons are printed on an eight and a half by eleven 
inch sheet of paper folded tw‘ce the short way The folds 
are opposed so that neither single edge is under the flap 
of a fold 

The method of instruction has an unique feature. The 
first page of the folded sheet is almost entirely blank. At 
the top is printed the number and the subject of the lesson, 
and the words, “Before looking inside of this paper express 
in your own words, below, and briefly, what your thoughts 
are about”—the subject 

Opening the first fold reveals a two page spread on which 
is a printed discussion of the subject. The next page lists 


a number of questions, th 


e answers to which are in effect, 
an outline of the subject discussed The final spread is 
blank save for a few lines of printed instructions. In this 
space the student writes a review or digest of the lesson. 
When this work is completed, it is recommended that he 
compare his final digest with the statement that he made 
on the first page concerning the subject before he had 
studied the lesson. This method of comparison is partic- 
ularly helpful because it shows clearly and definitely to the 
student just what progress he is making 

The course in “Supreme Salesmanship” is being distrib- 
uted by Mr. Soby through The Sales Institute, West 
Englewood, N. J. 


> 
Buckeye People Take Lot Adjoining for Additional 
Factory 
The Buckeye Ribbon and Carbon Company, 1468 Easi 
Fifty-fifth street, Cleveland, O., manufacturers, have just 
concluded negotiations for the purchase of a parcel of land 
50x150 feet adjoining their present plant. The land is im- 
proved with an old frame dwelling that will be immediately 
razed and work will be started at once on a new factory 
addition that will duplicate the present plant. which ‘s a two- 
story brick building, 50x140 feet. M. F. Donovan is presi- 
dent of the company.—A. E. D 
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SPEEDOGRAPHS 


The Most Complete Line of Duplicators 





The ELECTRIC SPEEDOGRAPH is 
the only power-driven duplicator of its 
type. The motor does all the work. 
Fast, positive, mechanical control. Pro- 
duces 50% more copies. Built in two 
sizes for forms as large as 14x18” and 
18x34”. 





The UNIVERSAL SPEEDOGRAPH 


especially designed for reproducing 
card records. Equally efficient for gen- 
eral duplicating even where the same 
matter is reproduced on different sized 
sheets. Built in four sizes as large as 
18x30”. 


@ such unusual 


The Speedograph line 
has a range of models 
and sizes to fill every 
duplicator require- 
ment. There are five 
different models in 
sizes from 81x13 
inches to 18x34 inches, 
and at prices from 
$35.00 to $800.00. 


Speedograph supplies in- 
clude all accessories used 
on duplicators of this 
type. Speedograph rolls 
are equipped with spin- 
dles to fit any make of 
duplicator. Speedograph 
inks, ribbons, carbons, 
pencils, master papers and 
copy papers are all of 


, exceptional quality. 


Few office appliance lines offer 
opportunities. 
Speedograph applications are 
found in all lines of business, 
schools, associations and 
municipal offices. Each instal- 
lation establishes a new sup- 


ply customer. 


Some valuable territories will 
be available to experienced 
office appliance men who can 
qualify as sales agents. If 
you want to know about our 
agency plan, write us in detail. 





The STANDARD SPEEDO- 
GRAPH—The only duplicator 
with automatic feed. Fast, easy 
operation—few moving parts, no 
mechanical troubles. Built in five 
sizes as large as 18x34”. 


The SPEEDOGRAPH JUNIOR 
(not illustrated) is essentially the 
same as the standard model. Of 
slightly lighter construction. Made 
in one size only, 814x13 inches. 





The IRONCLAD DUPLICATOR 
—The most substantial low priced 
duplicator. Intended for infre- 
quent applications. Made in six 
sizes as large as 21x30”. 


THE BECK DUPLICATOR CO. 


Sales Department---Room 900 


438 Broadway 


New York, N. Y. 
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eilicke 
Time Saving Devices 
OUR EXCLUSIVE LINE 





lime Finders SAND & GRAVEL CALCULATORS Stock Keepers 
Price Checkers Gas & Electric Bill Extenders Coal Calculators 
Extension Devices Savings Bank Calculators Vertical Cataloging 
Express Calculators Commercial Calculators Interest Calculators 
Lumber Calculators Insurance Calculators Discount Calculators 
Pay Roll Calculators Freight Calculators Butter Fat Calculators 
Water Bill Extenders Bonus Calculators Piece Goods Calculators 
Yard Goods Calculators The Dictaform Loat Othce Calculators 
SQUARE Foot CALCULATORS Phone Lists AGATE LINE CALCULATORS 
DicTAFORM for letters, paragraphs and all data—and other devices 


woth of 


pecial ruling and tabbing to meet various requirements. 


eilicke 


Meilicke Calculators are upright 
inged card systems of tabulated veri 
fied answers to the various problems 
vhich must be worked out every day 
»y the cost-finder, bookkeeper, esti- 


mator, and clerk 





No Calculations to Make ' 
No Keys to Punch EXPRESS CALCULATOR 


No Vers to Pull Similar to Freight Calculator, except that 
INTEREST CALCULATOR Love ee eee ee Ce 


; ; Y é showing rates for ® to 600 Ibs. 
Unlike 





mechanical devices tor this 


Lates me and nterest The | e 

ser computes time on either the 365 purpose, their operation is in no way 

60 day basis Mode U Savings Bank : } : 
terest Calculator shows interest on ds depends nt on skill—for eacn is 
sits from amounts of $1.00 to $1,000.00 already answered and proved. Any- 


me who can read can use them as 
effectively as the most highly paid ac- 
ountant, for the Meilicke Calculator 
takes the mathematics out of cost- 
finding and estimating 

Over fiftv different Meilicke Calcu 
lators, suitable for every type of esti- 
mating, computation, cost-finding and 


billing. 


FORTY TONS OF TYPE 


The Meilicke Line is such that onl 
vears of painstaking calculating, type 
COMMERCIAL CALCULATOR setting and proof-reading could d PAY-ROLL CALCULATOR 
velop. We have in our shop over 





\ extensively-used utility Calculator : These Calculators car e furnished for 
ers 1/10 to 99 9$/10 hour payrolls forty tons ol type answers, required ompiling pa rolls or ! irly quarter- 
ework, or extensions by the unit, hur to make up the various Calculators ; seni all ; abe ht fred 
1, or thousand: discounts: commissions : : ; . th . a a 

ercentage Made in different styles, The line is used by the biggest con nd any other basis in wl pay-rolls 
taining from 50 to 390 rates erns in America as well as small ‘ piled 


firms. Almost invariably the Calcu- 
lators will save from 40 to 70% in time 
over other methods 

In fact, it was the conviction that “a 
ready-made verified answer instantly 
ivailable is better than repeatedly 
building a new answer,” that prompted 
the builder to stay with the ship 
through money losing years: and we 
an now say that we are proud of our 
business and extend our thanks to our 
many users who have helped us to 





make this business such a success. 


OFFICE SUPPLY DEALERS 


2 a Ask for Our New Catalog and Sales 
DISCOUNT CALCULATOR Proposition Made n 7 different styles to calculate 





UNIT BASIS CALCULATOR 


osts of from to 3090 1its, in steps 
ows ne or to $200.00 ir steps ff I . 0 iT 4 teps of 
‘an be had with following discount rates eqs I from ‘ t ‘ or piece work or ex- 
%, 20%, 25%, 30%, 34%, 45%, se, Metlicke Systems, INC, nsions vy tne unit, nundred or thousand: 


45%. 47%. 60 %. 55-10%. 60 


664, %, 70%, 78%, 80%, 85%. Discount eec- 3471 No.Clark St. i LL” CCU 


tions can be fr hased separate ontaining 400 rates. 
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New York Stationers Golf Association 

lhe association held a tournament at the Shelton Rock 
Club, Searington, Long Island, on April 30. Forty-five 
members were present and the day was particularly enjoy- 
able 

Frank C. Scott of the Wallace Pencil Company, was the 
winner in Class A with Ralph Kennedy of the Eagle Pencil 
Company, runner-up Dr. Familton was the winner in 
Class B, with Nat Kremer of Business Aids and Guy D 
Hills of the Seneca Falls Rule and Block Company tied as 
runners-up. Nat Kremer won second prize on a toss-off 
Ray Urmston of the J. S. Staedtler organization was win 
ner in Class C and Morris Popper, attorney for the Sta 
tioners and Publishers Board of Trade, was runner-up 

This tournament was followed on May 14 by another 


tournament at Lenox Hills, Long Island 


en 
Two New Catalogues Issued by Globe-Wernicke 
The Globe-Wernicke Company, Cincinnati, Ohio, recently 
published two new catalogues, one of filing supplies and 
the other covering stationers’ products. 
Che filing suppl'es catalogue is arranged for ready refer 


ence Phe first section is devoted to illustrating and 





STATIONERS’ CATA 
LOGUE AND FILING SUP 
PLIES CATALOGUE RE 
CENTLY ISSUED BY 
GLOBE-WERNICKE 


listing in correct sequence all guides and folders used in the 
Globe-Wernicke “Safeguard Filing Plan.’ The next sec- 
tion is given over to standard tabbed guides and folders. 
These are arranged in groups in their proper sequence 
Next in order is the card index section, followed by illus- 
trations and listings of card index record forms. The cata- 
logue contains seventy-two pages and includes a price list. 

The stationers’ products catalogue is a seventy-eight page 
book profusely illustrating many office accessories. Several 
new items are introduced in this catalogue 

Copies of both the new catalogues are available to dealers 


on request. 


ins 
Loose Leaf House Doubles Floor Space 

The Loose Leaf Metals Company, St. Louis, Mo., has 
within the last few months, doubled the floor space of its 
tactory, carrying out the:r original idea of a one-floor day- 
light plant \ considerable amount of automatic machin- 
ery has been added to make it possible to take care of in- 
creasing sales Che company has recently added to its 
lines loose leaf binding screws, commonly known as Chi- 
cago screw posts, and now have a large and complete 
stock of this item ready for delivery. They have also re- 
cently added a full line of triangular sheet holder springs of 
a very high quality and at attractive prices. This last is a 
bookbinder’s item 





SENECA 


7 i =o 


SENECA 


PENCILS 


A REMARKABLE PENCIL 
SAMPLES GLADLY FURNISHED 


UNITED STATES PENCIL CO. 
MANUFACTURERS 


PHILADELPHIA, PA. 









SITS y\ 
The worlds la rest 
ASH - Tray F eemory a rcrivers 


here,” says the new 
Vul-Cot wastebasket. Its solid sides and bottom 
are permanently dust-tight. Its smart, new colors 
are washable and sunproof. Round and oval 
shapes—in ten new shadesto match every decora- 
tivescheme . . Vul-Cot is the ideal wastebasketfor 
every room in the house. Made 
throughout of hard vulcan- 


VUL-COT 


—the national wastebasket 
At all good stationery, 
department and house 

furnishing stores 








National Vulcanized Fibre 
Wilmington, Del. 








The thirty million readers of these magazines know only 
one wastebasket by name—Vul-Cot! So it’s the Vul-Cot 
dealer who gets their business. Is your store linked 
up with this advertising? If not, write us for the facts 


National Vulcanized Fibre Co., Wilmington, Del., U. S. A. 
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‘*Records that have faded away 
are worth no more than no 
records at ail.’’ 


The Records Have Faded Away! 


tha 


Has No Business 
in Business 


~ 


/mportant Records are 
Usually Written with, 


SANFORD'S 


REMIUM WRITING FLUID 
“The Ink That Has Defied Time for 70 Years’ 





Goslar, Germany 








Manufacturers of 
Duplicating Supplies 
Specializing in Dry Stencils 


| Mounted or Unmounted) 
Sold to the Trade Only 








W. W. ERSKINE 


NORTH AMERICAN AGENT 


525 Market St. San Francisco, Calif. 
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Correspondence Course in Commercial French 
The Extension department of the University of Califor- 
nia offers a new course in commercial French. This course 


cannot but be of great aid to business men as well as to 


students who are interested in commercial relations with 
France and its colonies. 
Commercial French with its own vocabulary and its 


phraseology is a special language, very different from lit- 


erary French and the French used in ordinary conversa- 


tion. Understanding as well as translating a commercial 


report embarrasses and confuses even a cultivated French- 
man, if he has not made a sufficiently deep study of com- 


mercial terms 


The course is divided into three parts: The first em- 
braces everything which relates to correspondence, with 
a view to affording a sufficiently complete knowledge of 


all classes of letters which are encountered in every good 


commercial course. 


The second and third parts cover the principal divisions 


of commerce and industry, the multiple forms of commer- 


cial documents, marine insurance, exporting and importing, 


banks, markets, etc 
Throughout the entire forty-five lessons the instruction 


is designed to be, above all, practical; the documents are 
written by Frenchmen in 


taken 


selected from business letters 


industrial or commercial life, or are from the most 


recent French works. 
Each 


merous 


vocabulary with nu 


that no 


lesson has a very extended 


appropriate quotations, so text book is 


required, except possibly a good dictionary which has com 


mercial terms 


his course is recommended to young Frenchmen or 
Americans (knowing how to write French correctly) who 
plan to enter tne field of fore‘gn commerce, or the banking 


or marine insurance fields 
= 


Sheaffer Adds Two Territorial Managers 


The W. A. Sheaffer Pen Company. Fort Madison, Ia., 
has added to its sales organization two territorial man 
agers. C. W. Flick, of Chicago, will manage the central 
Ohio territory He had been engaged in the rubber indus 


try the past fitteen vears, in executive capacities with some 


of the leading manutacturers. 

R. E. Loy, of Ligonier, Ind., will operate in the southern 
Illinois territory He had been owner and manager of a 
book and stationery store at Ligonier, and during seven 
vears previous to his retailing experience was on the road 
selling machinery, investments and bonds He served two 
vears as a heutenant of intantry 

-_ 


National Blank Book Veteran Retires 


who had 1 ed with the 


; 


Fielding, 


National Blank Rook 


peen connes 


Company thirty-five vears, has retired 


on a pens | recent months he had bee connected 
with the Chicago branch. Mr. Fielding and his wife have 
settled Monroe, Mich., the early home of Mrs. Fielding. 
Chev have four children to rejoice that the parents’ sunset 
vears will be amid happy surroundings Mr. Fielding is 
selling Studebaker cars at Monroe. 
oa 
American Fair Postponed 

The \merican Fair, which was to have been held at 
Atlantic Citv in August, 1929, has been postponed to 
August 2-24, inclusive, 1930 It was found that an enter- 
prise of this magnitude requires eighteen months for its 


preparation instead of six as planned originally. 


This exhibition is planned along the lines of the British 


Industries Fair, with a wide scope of classifications as te 


lines representcd. 
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The Safe=Guard 
defies the 


Check = Alterers 


Keeps business men from 
paying any part of the 
$300,000,000 unfair annual 
penalty on their check 
transactions. 












GENERAL OFFICE & FACTORY LANSDALE, PA 






(LO \929 
il! $/O9R 7am 
CTS 


GO. Crp Sens 


LANSDALE,Pa. 


















PROTECTS THE PAYEES NAME 














SAMPLE CHECK 












More than 90 per cent of business is now 


done by means of checks. This faith of business 
people in each other opens the way to a great 
variety of check frauds. In 
sion among a group of banking men, it was set 
forth that check frauds now amount to $300,- 


a recent discus- 


000,000 a year—a terrific penalty on honest 
business. 

Foresighted business men lock the stable be- 
fore the horse is stolen. They observe a few 
simple precautions and avoid losses and law-suits 
over manipulated checks. 


The Instant Safe=-Guard Check Writer 


is the result of 15 years’? development and im- 
provement. As speedy in its operation as it 1s 
safe. With one stroke it imprints the proper 
amount in big indelible figures and macerates 


payee’s name—giving double protection. The 
use of the Instant Safe-Guard makes check- 


changing so difficult that the deft-fingered gentry 
are discouraged. We show our faith by provid- 
ing every purchaser with a $10,000 special Check 
Alteration and Forgery Policy, issued by the 
Royal Indemnity Company. 


The new Instant Safe-Guard Models afford 
convincing demonstrations. Those who are con- 
stantly writing checks appreciate the many con- 
venient features—individual correction keys, in- 
stant release of the entire set-up, gravity check 


feed, set-up of amount in direct line of vision, 
steady and sure action, etc. 

There is still some territory open for the right 
type of men. Send the inquiry form and let’s 
discuss doing business together. 


Safe-Guard Check Writer Corporation 


Lansdale - Pennsylvania 


Safe-Guard Check Writer Corporation, Lansdale, Pa. 


I am interested in the new Instant Models of the Safe-Guard 


Check Writer and would like to know about open sales territory. 
N ime 
Address 
O.A. 6-29 
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Monroe Plant at Orange, New Jersey 


MONROE 





A Practical Figuring Service 


The Monroe ideal is a complete figuring service. 


To keep the Monroe Adding-Calculator in the forefront of 
figuring machines, so it will handle every kind of calculation with 
the utmost mechanical simplicity, is the function of a special 


Engineering Staff with facilities of a separate Research Building. 


To give Monroe users the benefit of improved methods and 
short-cuts for doing their figure work, the Monroe Educational 
Department is continually developing new applications and figur- 


ing methods. 


One hundred fifty branch offices covering all parts of the 
United States assure Monroe users of prompt service—a matter 


of great importance in selecting figuring equipment. 


MONROE CALCULATING MACHINE COMPANY INC-ORANGE- NEWJERSEY 


a 
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Typewriter Man’s Son a Musical Expert 
Alvin 


years manager of the Cleveland sales office of the American 


McBurney, son of Frank McBurney, for many 
Writing Machine Company, has achieved considerable no- 
reason of 
his ability as a performer on the guitar and banjo. He is 
a member of Phil Spitalny’s Hotel Pennsylvania orchestra, 


tice in newspapers and musical publications by 


and is but twenty years old. Alvin often improves on his 
original scores through his unusual knowledge of the pos- 


sibilities of his instruments, and his playing is one of the 


reasons why New Yorkers are demanding more and more 
of the guitar and banjo in their orchestral offerings. 
The young man is not only a skilled musician, but is 


the youngest member of this nationally known musical or- 


ganization which regularly broadcasts over a coast to coast 





ALVIN McBURNEY 


hook-up of the National Broadcasting Company from New 
York City. 

Before joining his present orchestra, Alvin was connected 
Merrymakers and Larry Reven’s 
artist for Station 


with Ey Jones and his 


orchestra of Cleveland, and was solo 
WTAM 

Members of the trade will well remember Mr. McBurney, 
Alvin’s father, as the man who was largely instrumental in 
putting over the convention of the National Association of 
Typewriter Dealers last year in Cleveland.—A. E. D. 

lei 

W. J. Hanson Joins Ault & Wiborg Sales Staff 

William J. Hanson, for fifteen 
Boston office of John Underwood & Company, manufac- 
turers of typewriter ribbons, carbon paper, writing inks, 
etc., has joined The Ault & Wiborg Company ribbon and 
Hanson 


years manager of the 


carbon division in the capacity of salesman. Mr. 
Boston territory, where his long and 
for him 


will operate in the 


large acquaintance with the trade augurs success 


in his new venture. 
, 
Ribbon and Carbon Concern Broadcasts 

The Stenno Ribbon & Carbon Manufacturing Company, 
Portland, Ore., is augmenting its advertising program by 
broadcasting over Station KWBS of Portland. The com- 
pany’s program is broadcasted every Saturday evening from 
8:00 to 9:00 o'clock 

The company kind 


to use the radio in extending publicity to ribbon and car- 


declares itself to be the first of its 


bon lines 
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F ounrain Pens——Pencils—Ofhce 
Furniture — Typewriters — Adding Ma- 
chines — Dictaphones — Everything in 
Color — and now — Desk calendars. 
Everywhere color has increased sales, and 
now increased sales of COLUMBIAN- 
SUCCESS DESK CALENDARS in 


colors are already a matter of record. 


The new and greatly improved Colum- 
bian-Success Calendar Bases come hand- 


somely lacquered in Chinese Red, Olive 


Green, Mahogany Brown and Satin 
Black, have rubber feet and lock arches. 
Pads are lithographed and red edged and 
made to fit all standard bases. 


Write for complete illustrated 
catalog and samples. 


Columbian Art Works, Inc. 


1024-1032 Juneau Avenue 
Milwaukee, Wisconsin 
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write for the ARLAC 
PLAN for 
DEALER PROFITS 


(backed by national advertis- 
ing and ARLAC co-operation) 


Arlac 
Dry Stencils 


and 


Arlac 
Duplicating pry STENCIL 


Supplies -. 


There are several profitabie territories available 
for alert dealers. Write today for full details 
of the Arlac Plan for “two-way” profits. 
Full information and sample stencils—free. 


The 


“ 5 00” 
Rotary 
Slipsheeter 


(one slipsheet 
instead of 500.) 


Se, 





Arlac Dry Stencil Corporation 
418 Fourth Avenue Pittsburgh, Penna. 
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Todd Company Forms Subsidiary to Market 
Trade-Ins 

Every woman wants The Todd Company, Rochester, N. Y., announces the 

incorporation of the Rochester Check Writer Clearing 


+ 
Decorative House as a subsidiary to deal in used and rebuilt check 
f i and competitive makes All second- 


writers of its own 






hand machines traded-in to Todd salesmen will be turned 


. 
Moore Push-Pins over to the clearing house for re-sale. 
The Rochester Check Writer Clearing House was organ- 


ized as a New York State corporation on February 5, 1929, 


y Mein after she sees with the following officers: F. H. Bloom, director of sales 


7 of The Todd Company, president; George W. Lee, manager 


NN their bright colors of the check writer department of The Todd Company, and 


r ’ A. J. Beyma, vice-presidents; W. I. Miller, auditor of The 


Glass Heads—Steel Points Todd Company, secretary and treasurer, and Robert Saun- 
For Pictures, Wall Decorations, derson, assistant treasurer. 
LARGE Draperies “The new firm is essentially a non-profit organization,” 


3 for l0e . - ee 
says D. A. Brice, manager of the Rochester Check Writer 


en 6 Colors Clearing House. “We merely desire to dispose of the 


rm ey . Rese. Amber, Blue. Green Crystal better grades of trade-ins on an even-money basis and do 
, ’ , , 















and Black. Gilt Decorations not aim to make a profit. This arrangement will benefit 

both the dealers and The Todd Company; the former will 

MEDIUM 3 Siz be able to buy high class reconditioned check writers at 

4 for 10 es extremely low prices and the Todd sales force will no 
ytd Our Style “W” Assortment longer have to deal in anything but new models. 

ae contains 48-10c blocks “We propose to sell our rebuilt check writers through 

Attractive Discounts various channels, but chiefly through stationers and dealers 

in used office appliances. These concerns will apprectate 

6 tor 1 Your Jobber can supply you being able to obtain used check writers that are guaranteed 


and backed by such a national service organization as is 
maintained by The Todd Company. And the fact that each 
machine supplied by us is accompanied by a $5,000 check 


MOORE PUSH-PIN COMPANY 
Wayne Junction Philadelphia 


raising policy would seem to make it increasingly attrac- 
tive to obtain merchandise from this clearing house.” 
The office of the Rochester Check Writer Clearing House, 


Inc., is in the Todd building, Rochester, N. Y 








oe - 
Some Artificial Christmas Trees 
Arthur W. Hahn of New York City, an old established 


house which started in 1891, has put out some attractive 


> 
wit artific‘al Christmas trees, American made These trees 
blending with all decorative 


come in eleven different sizes, 


C | ] schemes. The trees range in height from four to forty-two 
O O1 + 


Inklets—the 

concentrated ink 

tablets—come in 

RED, BLUE, VIOLET, 

GREEN, in addition to Blue-Black and 
Jet Black. It’s easy to have just the 
color ink wanted in a moment's time, 
for Inklets dissolve instantly in water to 


produce richer, smoother, really fresh 


ink. To make correspondence distinc- 
tive and colorful write with 


GENERAL ECLIPSE CO. 





inches and, colored in natural hues, are a credit to any 


Dept. A Danielson, Conn. 
room These trees are made of strong fibre and the ends ot 
the branches are studded with sparkling silver glitter and 
imitation snow They are known as St. Nick Christmas 


trees 
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eyes perfectly free to follow the 
work to be copied, you save 
time and costly errors. No lost 








The Sundstrand adds, subtracts 
and multiplies faster than you 


ever thought it could be done 


HE simplest machine you ever 

saw, yet the world’s fastest for 
all your business figuring. With a 
few minutes’ practice, you can oper- 
ate a Sundstrand easily, speedily and 
accurately. 

Everything about this remarkable 
machine has been reduced to the 
simplest possible terms. One hand, 
operating ten numeral keys, handles 
all addition, subtraction and multi- 
plication. 

The logical arrangement of the 
Sundstrand keyboard results in 
speedy touch operation. With your 





motion—visual or manual. 


Automatic column selection 
is another feature that gives the 
Sundstrand exceptional speed 
and accuracy. You simply touch 
the keys in the order that you 
would write down the figures 
with a pencil, and the machine auto- 
matically places them in the proper 
columns. 

It will prove a_ revelation—the 
things you can do with a Sundstrand. 
It not only adds, subtracts directly, 
and multiplies at amazing speed, but 
it carries in its head the most in- 
volved calculations. You can figure 
debits and credits in the same opera- 
tion and at the end get a total of the 
difference between the two. 

No matter what kind of business 
you are engaged in, if there is adding, 
subtracting, or multiplying to do, 


Sundstrand 


10 Key Adding-Figuring Machines 
GENERAL OFFICE EQUIPMENT CORPORATION 
Division of Underwood Elliott Fisher Company 
342 Madison Avenue, New York City 
“UNDERWOOD, ELLIOTI-FISHER, SUNDSTRAND, SPEED THE WORLD’S BUSINESS” 


OFFICE APPLIANCES’ TWENTY-FIFTH ANNIVERSARY 379 











Business Figuring at 
whirlwind spee 


the Sundstrand will prove a great 
time and money saver. You can buy 
one for as little as $100; and every 
day our customers tell us how quick- 
ly the Sundstrand pays for itself. 
Fast, accurate, an instant favorite 
with employees. Let us tell you 
more about this surprising machine. 
Use the coupon to secure a full de- 
scription of the Sundstrand. 


IMPORTANT 


Only on the Sundstrand will you find 
all of these time saving features 


Automatic direct subtraction . . . Automatic shift multi- 
plication . . . One hand control . . . Automatic column 
selection . .. Speed beyond the fastest human fingers . . . 
Convenient space-saving size . . . Durability... Credit 
balance feature . . . Only ten numeral keys . . . Touch 
method of operation naturally and quickly acquired . . . 
Automatic sub-totals. . Portability. . Visibility. 


ONLY TEN 
NUMERAL KEYS 
One hand covers the 
entire keyboard. 
Close your eyes and 
operate it. The sim- 
plest systemonearth 
furall your business 


figuring. 








GENERAL OFFICE EQUIPMENT CORPORATION 
342 Madison Avenue, New York City 


Gentlemen: Please send me your illustrated book - 
let,“Under Your Finger Tips.” 


Name 
Address 


City State 
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For the benefit of manufactur- 
ing stationers and bookbinders, 
the Loose Leaf Metals Com- 
pany was organized. It sup- 
plies a definite need. It fur- 
nishes metal parts for loose leaf 
ledgers, binders, price books, 
ring books, memo books, etc. 


The Loose Leaf Metals Com- 
pany operate the largest and 
most efficiently equipped plant 
in the world devoted exclu- 
sively to the manufacture of 
loose leaf metal products. Being 
specialists in this work and 
maintaining a volume in pro- 
duction makes possible high 
quality and low prices—prices 






which enable the stationer and 
bookbinder to turn out a well 
made book at low cost and with 
good profit. 


Investigate BeforeYou Invest 


Those who have not used our 
service are invited to investi- 
gate. We do not manufacture 
or sell, directly or indirectly, 
complete binders of any kind. 
We do not compete with our 
customers but co-operate in 
every way possible. We have 
a financial interest in your prob- 
lems because it is only by help- 
ing you solve them economic- 
ally that we too can prosper. 


Write us for illustrated catalog 
and price list. 


6816-6824 Arsenal St. 
ST. LOUIS, MO. 


A Complete Line of Loose Leaf Metals for 
Manufacturing Stationers and Bookbinders 


LOOSE LEAF METALS CoO., Inc. 
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Toronto Stationers Hold Annual Meeting 

The annual general meeting of the Commercial Station- 
ers’ Association of Toronto, Canada, was held in the King 
Edward hotel on Monday, May 6, 1929. 

[ribute was paid to the late James A. Cook, who died 
Sunday, May 5, and an expression of sympathy was sent 
to J. P. Cook and family in their bereavement 

J. S. Luckett, president of the association, reported on the 
progress made since the association was reorganized in 
September, 1928. Many difficulties were encountered, he 
said, but much good work has been accomplished. He felt 
that under the guidance of the board of directors and 


through the capable work of the secretary, tl 


le association 
should become an indispensable factor in the business life 
ot each member 

[he secretary presented a very gratifying financial re- 
port. His address on the various activities of the asociation 
and the rendering of services to the members was received 
with approval. He stressed the necessity of closer coop- 
eration, and urged all members to use the facilities of the 
secretary's office 

It was the sense of the meeting that so many important 
matters were yet under consideration and that the progress 
made in the seven months was so outstanding, that the 
same boards of directors should be in office for the ensuing 
vear. As a result the entire board was re-elected. The 
members are as follows: J. S. Luckett, P. F. Grand, N. S. 
Cuthbert, S. B. Beare, T. A. Brown, J. P. Cook, R. C. 
Everett, W. J. Robertson, W. H. Stainton and C. M. Coo. 

At a meeting of the board of directors, the following offi- 
J. S. Luckett, president; P. 
Cuthbert, secretary- 


cers were appointed for 1930 
F. Grand, vice-president, and N. C. 
treasurer 

> 


E. Faber Lumber Crayon Assortment 
Che No. 820 Eberhard Faber lumber crayon assortment 
now includes a wider variety of crayons than heretofore 


In this quarter gross assortment are fourteen blue, eight 


FABER 


I 


bial / 


LU ii . 


LUMBER MARKING CRAYONS 





NEW ASSORTMENT KE FABER 


LUMBER CRAYONS 


red, tour yellow, one white, one green, six soft black, one 
soft graphite black, and one hard graphite black crayon. 

An attractive new folder illustrating and describing the 
Eberhard Faber lumber crayons is ready for distribution 
by dealers to their customers and prospects. 


oe 


Stationers Specialty Corporation Moves 

The Stationers Specialty Corporation, formerly at 211 
Centre street, New York City, moved on May 15 to 149- 
151 Lafayette street. The new location provides a needed 
chance for expansion. Modern manufacturing methods will 
continue to produce the high grade merchandise for which 
this company is known, under the trade name of “Staco.” 
The company manufactures desk pads and cloth covered 


cabinets as well as other specialties. 





Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 


No. 4. 12% inch blade. 

No. 2. 8% inch blade. No. 5. 15 inch blade. 

No. 3. 10% inch blade. No. 5%. 18 inch blade. 
No. 6. 24 inch blade. 


No. 1. 61% inch blade. 





Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 














VICTOR ACCEPTANCE CORP. whence 
> 


An Installment Paper 
Financing Service 


for DEALERS 


In OFFICE and BUSINESS 
EQUIPMENT 
Qa 
YEARS OF EXPERIENCE 
IN THIS FIELD 
UNQUESTIONED RESPONSIBILITY 


SIMPLICITY AND ADAPTABILITY 
OF THE PLAN 


AVAILABLE TO DEALERS 
THRUOUT THE COUNTRY 


a 


We solicit inquiries from Dealers who are inter- 

ested in entering the Installment Selling Field and 

from those who wish to enlarge their activity in 
that direction 


VICTOR ACCEPTANCE 
CORPORATION 


Lincoln Trust & Savings Bank Bldg. 
1951 Irving Park Boulevard 
CHICAGO, ILLINOIS 
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Standardized (Quality 


Controlled manufacture 
makes QUALIFIED always 
uniformly smooth and lint- 
Full 250 


Standardize on 
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root rolls. 





less. 





ualified, 





the guaranteed identified 


\t stationers. 









roll. 












CENTRAL PAPER CO. 


Menasha 






Wisconsin 


THe NAME 
ON THE CORE 
IDENTIFIES 
iT TO YOUR 
CUSTOMERS 


“] 
~ 





pu ire not 
! QUALIFIED, 
ws for det ed information 
which it 


QUALIFI 


ADDING MACHINE 
PAPER 













CENTRAL PAPER CO., Menasha, Wis. 
Please send free samples of QUALIFIED 






am a stationer 




















BALL BEARING 
LETTERING PENS 


COIT’S 


Now anyone can letter 
without experience 





No costly training or experience needed to do 
good lettering now. Coit’s ball-bearing letter- 
ing pens make any novice an expert with just a 
little practice. Students, storekeepers, artists— 
anyone who has lettering to do finds these pens 


indispensable. 


That you may get acquainted, we will be glad to 
send, prepaid, a display assortment of twelve 


pens for 30 days’ sales trial. Write for it today. 


THE BRIDGEPORT PEN CO. 


239 John Street BRIDGEPORT, CONN. 
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Pacific Northwest Stationers 
Special Bulletin No. 3 of the Pacific Northwest Sta- 


tioners Association is a convention registration and ques- 


It contains some news items and provi 


to be 


tionnaire number. 


sion for a questionnaire, the questions written and 


sent in by members of the trade 
In the division, however, 
suggested by W. S Mendenhall, head of the 


Shall we discuss further the 


stationery four questions were 
division, as 
tollows l, Harvard Research 
will bring 


like to 


following discussed by the stationery division at the 


Report 2, Shall stationers handle radio? 3, | 


new business ideas to the convention. 4, I would 
see the 
coming session 


held at Spo 


also be the 


Che annual meeting of the association will bs 
kane June 3, 4 and 5, and this 


District No. 11, E. J 


meeting will 


meeting of Chapman, regional gov- 


ernor 
- 
Use of Stationers’ Slogan Spreading 
The stationers’ slogan, which resulted from a recent prize 


contest extended to all parts of the world, is already being 


‘A SERVICE STATION 
ror OFFICE »’ HOME 


7 A 








SAMPLE OF ELECTRO PROVIDED FOR THOSE WHO 
WISH TO USE SLOGAN 
featured by stationers throughout the country \ cut of 


this slogan appears herewith. 


These electrotypes may be obtained by sending a re- 


quest to The Coach, 115 Cherry street, Philadelphia, 
Penna 


_ 
Mimeograph Dealers Get Inspiration at Plant 
A number of dealers and their 


have visited at the offices of the A. B. Dick Company, Chi- 
Ill., to keep close contact with developments, and 


Mimeograph salesmen 


Cao, 
to receive instruction in sales and process. Among those 
who enjoyed the hospitality of the fine structure on Jack 
son boulevard were: 

H. E. McArthur, of the Nebraska Typewriter Company, 
Inc., Lincoln, Nebr.; Mr. Hamil, of the Charles T. Metzler 
Newcastle, Ed Thompson, of the Office 
Supply Company, Jackson, Miss ; F. H. Laird, of the Laird 


Charleston, W. Va.: H. E 


Company, Penna.; 


Office Equipment Company, 


Russell, of the Office Equipment Company, Des Moines, 
Iowa: Mr. Rausch, of Wendt & Rausch, Toledo, Ohio; W 
Neil Stewart, former president of the National Association 
of Stationers, Office Outfitters and Manufacturers, Stewart 
Office Supply Company, Dallas, Texas; F. K. Duffey, of 
john L. Bourne, Rochester, N. Y., and also Earl Hicks, 
manager ot the Mimeograph de partment, who took a course 


of training in sales and process at the Dick plant; R. M 


Parrott, Mimeograph dealer at Raleigh, N. C.; Mr. Evff, 
of the Paxton Typewriter Company, Mimeograph dealer 
it Bloomington, Ill.; Harold K. Schaefer, with Mimeograph 


sales 


Mich, took a 


the factory 


dealer at Flint, course of training in 


ind process at and sales offices: Carroll John 


Johnson, ot the Johnson Office Equipment 
Dick dealers at Jackson, Mich., 


Johnson, head of the house at 


Mimeograph 


son, son of A. L 
Company taking the course 
in sales and process. A. L. 


Jackson, Micl 


quarters 


was also a visitor at head 











ANNIVERSARY 


OFFICE APPLIANCES TWENTY-FIFTH 


~y A NEW 


mt 


ld iy 


my 





en 









HE biggest field for the sale of adding machines 

is now thrown WIDE OPEN. Addometer—places 

in your hands, a new business machine—that adds, 

subtracts, and multiplies. A machine that sells and sells 

quickly to the thousands who cannot afford, or who do 

not have sufficient use for, an Adding Machine costing a 

hundred dollars and more. With Addometer, you can se- 

cure the business NOW going to office-to-office canvass- 
ers. You will pocket a steady stream of additional profits 

Addometer is bought by 


—you will completely satisfy your customers. 

. . i architects, engineers, draftsmen, 
garages, manufacturers, large offices for execu- 
tives and clerks; also for use in the home. Order 

a sample machine—try it yourself, display it and 
coupon or write for 


ADDOMETER COMPANY watch it sell. Mail. the 
complete information and wholesale prices. 
172 W. Madison St.. Chicago. HL. U.S. A. 


DOMETER i 
- Mail» — 


professional men, 
store-keepers, 

















Mail us information and prices on 
/ ddometer—the new $15.00 Business 
Machine that adds, subtracts, multi- 


plies. 


Name 
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IF YOU ARE NOT 
A PHILCO DEALER 
You Should Be 


AIR TIGHT 
COVER 






i. = 


ELIMINATE SALES RESISTANCE and INCREASE 
CHEPACALLY YOUR PROFITS with a line of merit and distinctive 
| TREATED PULP 


: > = LINING features. 
Nae ‘ Highest quality Ribbons to please the most exacting. Guar- 
N METALLIC anteed to remain in Factory Fresh condition for two years, 
1 TVPFY DITRR FP FILTER when packed in the PHILCO HUMIDOR. 
LIEW Ik! LE SCREEN 





RIBBONS 








ORIGINAL AND SECOND SHEETS 
LINE UP AGAINST STITCHING 


Ideal results will be ob- 
tained because carbon is 
graded in each binder. 
Light weight sensitive car- 
bon next to the backing 
sheet—then heavier weight, 
hard finish carbon for top 
sheets. 


CARBO-GRAPH carbon 
binders are made with as 
many sheets to each as 
copies are required. Manu- 
factured in all sizes and 
when desired may be as- 
sembled with assorted 
colors of carbon at no extra 
cost. 


UNCOATED 
EDGE 





CUSHION THUMB HOLE FOR 
BACKING REMOVING ALL 
SHEET COPIES AT ONCE 





THE ERASER PLACER is the fastest selling typewriter 
specialty ever placed on the market. A wonderful goodwill 
builder. Every typist wants one. Send for sample. 














With the addition of these new non-competitive features to our regular line of Ribbons 
and Carbon Paper, Philco Dealers are in a position to command their share of the business. 


Write for our new descriptive catalogue—examine it carefully and then—a handsome win- 
dow or counter display, including our new modernistic boxes, will accompany your initial 
order. 


PHILLIPS RIBBON & CARBON CO., Inc. 
ROCHESTER, NEW YORK 
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xa — KX 
iF PASSED AWAY *% 


Angelo B. Thomas 
Angelo Belmano Thomas, known far and wide as “Angy,” 
lied suddenly of heart trouble, April 28, 1929, at the age 


of seventy He is survived by his daughter, Mrs. A. W 


Inmat \s he was apparently in the best of health, his 
sudden demise was a great shock to his many friends 

Mr. Thomas began his business career at the age of 
fourteen, washing glasses in a drug store. It is not known 
why or when he left the drug business, but about five years 


later he had become associated with H. B. Claflin & Com 
pany of New York Cit 


tor about eleven years before entering the employ of Eber 


He remained with that concern 


ird Faber in 1889, as a traveling salesman 





THE LATE ANGELO B 
THOMAS 


In the matter of pencil selling experience, Mr. Thomas 
probably has no peer. During most of the forty years that 
he was associated with the house of Eberhard Faber, he 
traveled the country from coast to coast From 1906 to 
1909 he was sales manager for the company. In 1910 


he began traveling again and finally settled in San Fran- 


cisco as district manager in charge of the Pacific Coast 
territory He remained there until the time of his death. 
“Angy” Thomas was beloved by all those in the station- 


ery trade with whom he came in contact. His fr’endly dis- 
position, generosity and courtesy endeared him to all. He 


was a good business man and the happy possessor of a rare 


gift of anecdote. His passing has left a great emptiness in 
the hearts of his triends everywhere. 
' - + 
Mr. and Mrs. Charles E. Scherbarth 
One of the saddest events which has ever darkened the 


Cleveland district of the office equipment industry was the 
death of Charles E. Scherbarth and his wife, Elsie, who 
were instantly killed in an explosion that wrecked the 
l Clinic on the morning of May 15, leaving their 
little ten-vear-old daughter, Eleanor, an orphan 

Mr. Scherbarth was a salesman for the Cleveland branch 
the Roval Typewriter Company, and was held in high 
esteem by the Royal organization. He was a member of 
the Machine-a-Day club, and his sincerity and unfailingly 


genial courtesy and fairness won him many friends. He 


entered the typewriter business in 1906. For some years 


he traveled for the L. C. Smith & Bros. Typewriter Com- 
vecoming associated with the Royal in August, 


Mr. Scherbarth on the morning of the tragedy had taken 
his wite to the Clinic for an X-ray examination, leaving 
their little daughter at home, where she was recovering 
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A NEW BRISTOW PRODUCT 





FAY 
MEMO PAD 
Uses Stock Scratch Pads 


This new Memo Pad does not re- 
quire special perforated sheets. You 
can sell one or more of these Hold- 
ers with every order for scratch pads. 
Binding screws operate with a coin. 
Obtainable in Green or Black 
Crystallized finish. 


Stock No. Pad Size a 
(5"x8” $1. 

58A ( 5" x8” 

46 4”x6” 80 


Dealers—Liberal discounts for resale. Send 
$1.00 and one of each stock number will be 


mailed to you. 


Stanley R. Bristow, W. Orange, N. J. 








RADIAL DISTRIBUTORS 
Will keep 


Efficient and economical. 


correspondence and papers always on 
hand and properly arranged. The most 
efficient desk file on the market. Made in 
A very profitable item for 


four sizes. 
stationers. 





Stanley 
R. 
Bristow 
24 Central 
Avenue, 
West Orange, 


> Fi . 
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when business slackens 


When 


profit items begins to drop, make a dis- 


business in high priced and long 


play of Esco pads and watch sales 


quicken They are a great little stimu- 


lator and prove so satisfactory that they 


actually bring in for other 


prospects 


] 


isco chair pads are made in a va- 


items 
riety of stvles—something to suit every- 


ill of uniform goodness. 


“ECONOMY PRODUCTS CORPORATION 
511 South Paulina St. 
CHICAGO, ILL. 


} ' ~s ( 
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Mr and Mrs Scher 
known, but it 
that 


attack of measles. Just how 


iron an 
barth 


was apparently 


met their death cannot be positively 


from the deadly fumes of the gases 
after the terrific explosion 


The 


greater number ot 


filled the building immediately 
X-ray room in the 
burn‘ng X-ray 
which, at the 


in the basement. fumes from the 


films caused the deaths, 


time of writing, numbered 127 people, includ 


ing patients, doctors, nurses, other employees a1 visitors 
Eighty more persons were injured by the fumes, and not all 
of them were expected to survive. 

to be identified at the morgue were the 
Mrs. Scherbarth, John C. | 


making the identificatiot 


Among the first 
remains ot Mr. and 


of Mrs 


Scherbarth 


Mr. Scherbarth was forty-four years old and h’s wite 
thirty-nine. 

4 double funeral was held from Emmanuel! Evangelical 
Church, Lakewood, on Saturday afternoon, May 18 Chere 
were many beautiful floral tributes, including one from the 
Cleveland Type writer Dealers’ Associatio1 [he services 
were attended by a large number of friends s well as 


relatives \. | 1) 
+ + +- 
Arthur A. Fellstrom 
Arthur A 


answered the final call and slipped 
Jac ksonville Fla Mr 


was to include the Latin 


1929, Fellstrom, stationery manu 


April 11 
tacturers’ representative, 
Fellstrom 


Amer 


when | he 


away ma hospital in 


had just started a trip that 


ican countries and had reached Havana, Cuba 


was taken ill and required an attendant to bring him back 


to the United States He was met in Kev West, Fla., by 
his brother-in-law, R. H. Moorman, and taken to a hos 
pital in Jac ksonville, where he died fro icute endo 
carditis 

Mr. Fellstrom was an ordained Preshvter‘an minister 


and served charges in New York City and 


a number of vears. Because of assumed personal i 
tions, he gave up his pastoral work in favor of selling th 
the thought of ultimately returning to the ministry He 
became associated with the office equipment tield by secur 
ing the agencies of several promiment manutacturers ti 
ndustry and acting as their traveling representative 
During his career as a salesman, Mr. Fellstrom handled 
Eversharp pencils, Sainberg desk pads, the Ravenswood 
Ofhce Specia'ties line. Work Organizers, the Trussell line 
loose leaf ring books, the Bridgeport line t Coit pens, 


bian wall calendar and 


others 


the Colu: 
] taking as his terr‘torv the 


strict himself to anv one locality 


For mar vears his 


New \ 


United States and l[Latin-America 


home was at 157 Lexington avenue, 
At the time of his death, Mr. Fellstrom was about fort) 
tour years ot age He is survived bv a sister. Mrs. R. H 


Moorman, of Boise, Idaho 
bob + 
George Fellows McKay 


Cit ure Fellows McKay manager ot ‘ ( Smit! 
“ ( i I ewriters Ian omnes t Ma ( 
issed away recently Mr McKay « ( ritet 
el 1910. and | epresente Smit ( r ti 

s twent ve Ss Bat t cover re thern and 

ster Maine He was a member of the Bang Rotar\ 
(lub ind had i e cre t r ~ business 
llowing 


Frank Major Graham passed away suddenly at his home, 


eeks The past four 


Manuta 
| 


daughter and 


SOM +" years 


ago 


treasurer of the Looseleaf turing Com- 


any. Surviving are his widow, a two sis- 


ers Mr. Graham was born fiftv-five vears ago at Paw- 
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“THE BEST SCALES TO USE 
ARE MADE BY PELOUZE” 


Thirty-five years ago our Company made 
the first automatic Postal Scales. Back in 
1894 a small space in a loft was sufficient for 
its infant manufactory. Today, its modern 
factory is one of the finest buildings, exclu- 
sively devoted to the manufacture of scales 
of many kinds and for many purposes. 


At the beginning we adopted a policy of 
selling through the established stationery 
jobbers. We have always worked with 
them and protected them. In return both 
jobbers and dealers have been exceedingly 
loyal to our scales as well as to Pelouze 
policies. 


Our scales are made to serve modern busi- 
ness. They also fit in admirably with the 
finest homes and offices. Each scale is made 
to meet a particular demand. They are 
abreast of the times in every development. 
All are manufactured under conditions of 
accuracy and precision. It is only natural 
that dealers everywhere rely on Pelouze 
for a large portion of their Postal Scale re- 
quirements. 


PELOUZE MANUFACTURING CO. 


232-242 EAST OHIO STREET 
CHICAGO 
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HIS month marks the 25th 
Anniversary of OFFICE APPLI- 
ANCES, an interesting birthday in 
the industry it represents. It also 
marks the 10th Anniversary of the 
Ames Safety Envelope Company. 


Ten years ago this company had 
its humble start with a few spe- 
cialty envelope numbers of unusual 
quality and design, to meet the 
needs of the time. Today, the 
AMESTYLE line comprises a large 
family of numbers, a few of which 
are illustrated, a family that meets 
present day needs in all lines of 
business. Dealers throughout the 
country stock AMESTYLE prod- 
ucts for their profit, and the satis- 
faction of their clientele. 


The AMESTYLE line of quality 
mailing and filing envelopes of 
stock, and special design, has 
“grown” these past ten years with 
the industry. No little achievement 
is this, and one which points 
AMESTYLE for both the dealer 


and the consumer. 


Whether a dealer or consumer, 
join with us in celebrating this gala 
occasion by writing, today, for sam- 
ples and information about the large 
AMESTYLE family. 
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AMESTYLE 
WALLET ENVELOPE 











AMESTYLE 
EXPANDING ENVELOPE 

















AMESTYLE 
COLLATERAL ENVELOPE 
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AMESTYLE VERTICAL 
FILE POCKET 
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AMESTYLE 
ENVELOCK for 
Registered Mail Protection 
(One Envelock Style) 
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AMESTYLE EXPANDING 
WALLET ENVELOPE ¢ 

















AMESTYLE OPEN END 
MAILING ENVELOPE. 
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tucket, R. I., and after schooling in his native city, became 
associated with the Gorham Manufacturing Company. He 
continued in this connection approximately thirty years 
slits 
Lyon Steel Merchandise Counters 

Lyon Metal Products, Incorporated, Aurora, III, has 
added steel store equipment and furniture to its line of 
steel storage and display equipment. The merchandising 
counters reflect the modern trend toward simplicity, dig- 
nity and beauty. They will harmonize with any sales floor 
furnishings—grace and character providing a fitting back- 
ground for the display and servicing of merchandise. They 
are built in standard size units, which can be shifted or re 
arranged as sales seasons or store conditions change. 
Counters are thirty-four inches high and thirty inches 
deep; five lengths are made—forty-eight, sixty, seventy 
two, eighty-four and ninety inches 

These counters are used for both display and service 
of any type of merchandise. They can be fitted with 
merchandise rims as illustrated, permitting display and 
quick sales of many small items, as, for instance, stenog- 


raphers’ note books, pencils, erasers, typewriter ribbons 





LYON STEEL MERCHANDISE COUNTER—Customers’ or pub- 


lic side The service side has sliding doors and an adjustable 
shelf 
and accessories, writing ink, office machine oil, etc. They 


can be used as service counters in front of wall shelving, 
as aisle display tables and in variety of “sales island” 
arrangements. The bargain rim is made to fit all Lyon 
merchandising counters It comprises a steel rim two 
inches high with a laminated wood bottom to receive any 
type of clip to hold glass dividers. 

In appearance and design these counters meet exacting 
requirements. Their steel construction assures long life, 
minimum space, strength without bulk, fire resistance, san- 
itary conditions. They have a distinctive beauty, enhanced 
by effective paneling, delicate beading and fine proportions. 

A new booklet on Lyon steel store furniture will be sent 


on request 


> — 
A Waste of Postage 
There is only one Typewriter Exchange in Fort Smith, 
Ark. That is D. C. Baldwin at 1002 North Fifth street. 
However, this company sometimes receives four circulars 
from the same firm on account of having four listings in 
the city and telephone directories. 
It is suggested that manufacturers take note of this fact. 
—<g>—__—_— 
Living Costs in Australia 
Far Eastern Series No. 78 of the United States Bureau of 
Foreign and Domestic Commerce is a mimeographed report 
No. 171 on “Living Costs in Australia.”” Copies can be se- 
cured by manufacturers on application to the bureau. This 
report indicates living and incidental costs in the principal 
cities of the country The information is useful to travelers 
and to Americans considering residence in Australia 














THE 
PERFECTION 
DAILY 
REMINDER 


The latest addition to the Perfection line of Calendars. 

Made in three sizes—i\4”x64%", 54% "x8", 614%x10”. 

New exclusive features:- 

Permanent metal Base with rubber plugs which prevent 
scratching. 

Ingenious method of punching the Pad with half round holes 
to fit the half round posts which are part of the name plate. 
This facilitates mounting the Pad and permits a sheet to be 
removed without leaving a ragged edge Pencil rack at the 
front of the base as illustrated. 


“The House of Seroice’’ 








Stationers’ Glassware, Hardware and Specialties 
72 SPRING STREET NEW YORK 
























FREE 
HAND 


REG. U.5 
PAT. OFF 


Securely Held~but 
instantly released 


Papers are held securely but released 
instantly—and with one hand. Be- 
cause the Free Hand binder has a firm, 
unyielding grip until released. Inven- 
tory sheets, bills of lading, stock lists, 
etc., are conveniently held by the Free 
Hand. It is a thoroughly practical de- 
vice and there is a need for it in every 
office. Ask for descriptive price list 
of stock sizes. 


Free HAnp BINpbeER Co. 


227 Pearl Street, 


New York 
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COMPLETE 
ARRAY 


There arf Lewis Ball Bearing Ink- 
wells for every taste. From the light- 
weight No. 41 to the heavy crystal / 
No. 11 and the combination sets, the { 
same patent features and high grade 
construction are present. 





Lewis Ball Bearing Inkwell Company 








Box 628, Paulding, Ohio. U. S. A. 


g ITRADE MARK 4.4 








PAT D-SEPT. 22 
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is the All-purpose pen-pencil 
The novel combination of pen 
and pencil in the “Viseon 
Duplo” makes it popular with 
It is the all-purpose 
combination—a pencil for 
memos and a pen for those 
things demanding ink. While 
“Viseon Duplo” is novel, it is 
not a novelty; instead it is 
thoroughly practical. “Viseon 
Duplo” is a good seller because 
it is a favorite for gift pur- 


poses. Begins at $5.00. 
HUTCHEON BROTHERS 


241 Centre Street, New York 





~ ‘ 


everyone 


those who want a pencil only, there 
he “Finerpointe”’—the all-ways sharp 
encil. Easily and quickly refilled with- 


Begins at 


$ 1 00 


dp 


"AUTCHEON “QUALITY 


tuking apart 
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Retail Stationers’ Association Convention 

Che first convention of the Retail Stationers’ Associa 
tion 1s to be held in the Palmer House, Chicago, IIL, on 
lune 17 and 18, 1929 The program of the convention is 
as tollows 

The meeting will be illed to ordet by Charles | 
Mitchell, Topeka, Kans \fter the appointment of a tem 
rary secretary, registration ill take pla This will 
be followed by the appointment of a committee to sub 
mit a constitution and by-laws Charles A. H Chom 


will outline the objects of the Charles 
\V. Roth will speak on the necessity for organization. A 
general discussion on these two topics will be led by 
Charles A. Stevens A constitution and by-laws will thet 
be submitted by William J. Kennedy. The morning ses 
sion will close with the nomination, clection and installa 
tion of ofthcers 

The afternoon will be devoted t topics 
vitally interesting to retail stationers Che first will be 
‘Our Buying and Selling Problems—What is being done 
in other trades and what can be done in the stationery 
ind office furniture and equipment lines.” The general 
discussion will be led by Charles W. Roth The second 
topic that will be considered is “Employees—The train 
ing and knowledge a clerk should have: how his wages 
should be computed—fixed salary or salary and commis 
sion; sales meetings, and manufacturers’ aids.” The tinal 
discussion of the day will be on “Store Arrangement and 
Publicity va lhe phases of this topic to be considered 
are “Importance of Merchandise Displayed to Sales” 
“Proper Valuation and What Beneiits Are to Be Derived 
from the Use of Show Cases and _ Display Cases”; 
“Methods of Advertising and Percentage of I[-xpenditure 
to Sales,” and “Direct Mail, Newspaper and _ Personal 
Publicity.” 

Only one session will be held on June 18 At this time 
1 general discussion on “The Manuiacturer and His Rela- 
tion to the Dealer Belonging to the Retail Stationers’ 
\ssociation” will take place Merchandise, with particu 
lar reference to the advantages or disadvantages of im- 
print products, will also be discussed Any unfinished 
husiness will be taken care of and committees will be 


association and 


discussion of 


ippointed to carr on the work of the issociatiol 
a 
Toledo Stationers’ Association Active 


This group of stationers has held frequent meetings dur- 


ing the last two vears, pursuing a general discussion of the 


problems of their business, but not until recently has the 
[his occurred at 


hotel, Toledo, on 


organization been put on a formal bas'!s 
the meeting held at the Commodore Perry 
April 30, 


ensuing 


Tuesday evening, 1929, and the following officers 


were elected for the 


Mc Manus, 


Kenneth L. 


vear President, James F. 


The McManus-Troup Company; vice-president, 
Bover, Newell B. Newton Company 
H. Combs, 445 Huron street 
elected at the 
sists of Louis B. Busse, The Franklin Printing and Engrav- 
ing Company; Earl H. Wade, The B. F. Wade & Sons 


s¢ cret iry = 
treasurer, J 
same time, con- 


The executive committee, 


Company, and Fred C. Rausch, The Wendt & Rausch 
Company. The officers are also ex-officio members of the 
executive committee 

The by-laws and constitution were adopted by unan 


will be 


consideration of 


held on 


Monthly 


Thursday of each month for the 


imous vote luncheon meetings 
the third 
business problems and matters pertaining to the stationery 
trade 

he secretary-treasurer of the association, J. H. Combs, 
but he is and for 
The Retail 


other local retail organizations in 


is not in the retail stationery business, 


many years has been executive 
Merchants’ Board and 


Toledo. He 


Association also 


secretary ot 


serves in this capacity for the Stationers’ 


oe - 
Many a sale is made by a salesman who could “take” ai 
insult, that never would have been made by a super-sensi 


matter how brilliantly he initiated.— 


Leaf Bulletin 


tive salesman, no 
Faultless 


Company) 


| oose { St itioners Loose Leat 
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26 years of service 


Among the products we manufacture are: 


Adding Machine Rolls 

Metal File Boxes 

File Folders 

Impression Books 

Mimeograph Papers (Bonwove ) 
Stenographers’ Notebooks 
Transfer Cases 

Typewriter Papers 


Besides the foregoing, we distribute an ex- 
tensive range of other commercial stationery 
items, such as arch files, binders, blank 
books, clips, fasteners, stamp pads, etc. 


Papers for Every Office Purpose 


\Ve are large jobbers of an extensive line of 
paper—paper for every purpose in the mod- 
ern office. Sample books will be sent on 
request. 


The Robarco line is recognized as a service- 

able line. Every item is satisfactory for the 

purpose and full value for the price. 
ROCKWELL-BARNES COMPANY 


1511 West 38th Street 
CHICAGO 











Branch Office & Factory, 
422 S. Commercial Street, 
St. Louis, Missouri. 


West Coast Resident Representa- 
tive C. W. Foote—495 E. 52nd 
Street North, Portland, Oregon. 
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NEW WAREHOUSE AND GENERAL OFFICES 
ASSOCIATED STATIONERS SUPPLY CO. 


ECONOMY 


TO THE STATIONER 


HE service of the Associated Stationers 
Supply Company, Chicago, offers the dealer 
a medium of effecting economy in merchandising. 
Operating with an adequate system, scientifically 
controlling costs of distribution, this organization is per- 
forming an economic function for both the retailer and the 
manufacturer. The service is of such an outstanding charac- 
ter that retailers who are striving to cut costs, obtain greater 
turnover, and increase profits, use the ASSOCIATED service as 
an important factor in their general merchandising set-up. 


The issue of our general catalog of 256 pages lists over 12,000 items 


under factory numbers. This, together with text explaining detailed 


use and application of all technical or mechanical office appliances, 
makes it an important adjunct in ASSOCIATED service. 


Ask us to describe “ASSOCIATED” service in terms of your business. 











a , 


ASSOCIATED STATIORERYS 
SUPPLY COMPARY 


DISTRIBUTORS OF STATIONERS JEFFERSON AND QUINCY STS. 












m 


STAPLES AT FACTORY PRICES WORLD wT CHICAGO ILLINOIS 
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Mr. Notter Visits the Home Office 
Willy Notter has just returned to Vienna after a short 
visit to headquarters Mr. Notter is the Smith Premier 
representative in Central Europe, supervising and assisting 
the dealers in Poland, Czecho-Slovakia, Austria, Italy and 
the Balkans 
Mr. Notter has been connected with this company for 


twenty-eight years, joining the Smith Premier organization 





MR. WILLY NOTTER 


in Berlin in 190] [wo vears later he was given charge of 
the Smith Premier branch in Budapest. In 1912 he was 
made special representative for Hungary and the Balkan 
States, and in 1923 he moved his headquarters to Vienna, 
when additional territory was placed in his charge. 
aimee 
Bates Annual Factory Shut-down 

On June 29, the home office and factory of The Bates 

Manufacturing Company, Orange, N. J, will be shut down 


for its annual two weeks’ vacation period. For some years 


past this company has extended a full two weeks’ vacation 
with pay to all its emplovees Che shut-down this year is 
in line with the policy 

Che New York office of the company at 20 Vesey street, 


will remain open during the factory vacation period. 
Dealers are urged to anticipate their needs for Bates num 
bering machines, eyeleters, indexes, etc., as accurately as 
possible order to prevent ifconvenience to themselves 
and their customers while the Bates factory is closed. The 
company will resume its normal operations on the morning 
io 
Some Domestic Addometer Items 
The Peoria Typewriter Company, Peoria, Ill., headed 
by A. H. Kellstedt, has been appointed distributor for the 
Addometer in Peoria territory 
* ~ 
Che General Typewriter Exchange, Des Moines, Iowa, 
are Addometer distributors for Des Moines and surround- 


ing territory 


a 
W.N. Brand New Works Manager for Barr-Morse 

Walter N. Brand was recently appointed works manager 
by the Barr-Morse Corporation, Ithaca, N. Y. Mr. Brand 
was formerly factory manager of the Smith Premier works 
in Syracuse, N. Y., and more recently held that position 
at the Phillipsburg, Penna., plant of the Ingersoll-Rand 
Company 

eee 

German Ribbon and Carbon Factory Moved 

Leon Lew, manufacturer of typewriter ribbons and car- 
bon papers in Berlin-Schéneberg, Germany, has moved into 
a new plant at Hauptstrasse 26. The new factory has been 
equipped with modern, efficient machinery and provides 


some much needed additional space. 


| 
| 
| 
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Signals Sell Systems 


HE proper signal applied 
to any card index or book 
visible makes the system by 
which sales, credit or shipping 
data is available at a glance. 





Cook's Cook's 
No. I No, 2 
ILLIONS of these col- 
Stays Flush ored metal indicators are 


used, and Cook’s Signals are 
often preferred because they 
“Stay Put.” 


THE H. C. COOK CO. 


ANSONIA, CONN, 


Twelve col- c Oo 3 « ; % 
ors and over FILE 


eight styles 


“amis. SIGNALS 





cooK’s cook's 
No.22 No. 24 
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ADDING MACHINE ROLLS 


When customers ask for 
adding machine rolls, you 
need not hesitate to state 
that the quality of U. S. 
Lace Paper Works rolls 


is certified. CS) 
The paper is free from 
lint while the tough, 

~~ 


smooth texture insures 
clean, sharp impressions. 
And each roll is guaran- 
teed full length. 

Samples and prices on request. 


U. S. LACE PAPER WORKS, Inc. 
163 Union Ave. Brooklyn, N. Y. 





} "fe 
CERTIFIED (5% 
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A STAR OPPORTUNITY 
FOR DEALERS 


known Typewriter shock Absorber 
No introductory work—merit proven 
in service—standardized equipment in thousands 
of the country’s most prominent organizations— 
Absorbs fatiguing shocks so familiar to the stenog- 
rapher and actually reduces wear and tear on the 
typewriter and the ribbons and carbons. 


Sell this well 
and Silencer. 


Added manufacturing facilities have enabled us to 
reduce the price of this device approximately 
3354% and at the same time increase the efficiency 
of the product. Interesting proposition for dis- 
tributors. Write Star Paper Fastener Company, 
Inc., 67 West 44th Street, New York. 
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Thy on” 
THIS TypewrItER RIBS 


FREE OFFER 


Imperial Ribbons Spell Profits 


Good typewriting depends a great deal on the 
quality of the ribbons. Imperial Ribbons are manu- 
factured of the toughest and most durable ribbon 
fabric and the highest quality inks obtainable. This 
makes for smooth, even writing, clean erasing, no 
smudging and long life 

Selli ; Imperial Ribbons is profitable [he un 
limited service they give satisfies the customer and 


It makes goodwill and good- 
Wed like you to judge the qual 


t orders 


profnts 


px 


vill make 


ind salability of Imperial Typewriter Ribbons 
f urself 

™ r a sarmple ribbon Fre and y ll order a 

gr x it? vir wnprint or in 14 wand seal 


Imperial Manufacturing Co. 
295 Washington St. Newark, N. J. 





ribbon (at no 





Pilea ena 1s sample pewriter 
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na ag Firm Does Big Business in Small Town 


G. Robbins, president of the Carolina Office Equip 
ment Company, agent for Lyon Metal Products, Inc, 
Aurora, Ill, in Rocky Mount, N. C., believes that the size 

a citv is no indication of the character of the things its 


people want Although Rocky Mount has a population of 
only 25,000, Mr. Robbins’ company does a large volume of 
business there in high grade office specialties and equip 
ment 

In the Carolina Office Equipment Company store, a 


complete display of all types of steel cabinets is constantly 





tOBBINS, PRESIDENT CAROLINA OFFICE 


EQUIPMENT CO 





maintained. This is supplemented by frequent displays of 
cabinets in the show windows 
Besides the salesmen in the store, Mr. Robbins and four 
outside salesmen call on the trade within a radius of sev 
enty-five miles of Rocky Mount. Frequent meetings of the 
salesmen are held to exchange ideas on selling points picked 
up in the daily work The men are trained so that they 
| 
RINTER> 
ee me 
Gerice svuPrruwre > 
BA 4 
CAROLINA OFFICE EQUIPMENT C@ 
ares TVPE WRITERS DESKS 
————s 
STORE FRONT, CAROLINA OFFICE EQUIPMENT CO 
can suggest and prepare floor layouts for prospective cus 
tomers, showing how their offices may be more efficiently 


operated. Several model offices are arranged in the store 
for the purpose of giving concrete examples of how furni 
ture and equipment can be used to best advantage. 

[The company recently gave a formal opening and busi 
ness show at their newly occupied store on Southeast Main 
street he event occupied two days, during which there 
were crowds of visitors, all whom joined in praising the 
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$12 Complete With Pen 


METAL BASE 
No. 1850 — Ebony Green Finish 
No. 1851—Statuary Bronze Finish 
No. 1852 — Golden Bronze 
Finish 


No. 1853 — English Silver 
Finish 


Dipaday Desk Sets 


Challenge Every Comparison 





They are here! . . . Already the new Dipaday Desk 
Sets are demonstrating their tremendous selling ap- 
peal. Dealers who feature this new sensational line 
will find it a real money-maker. 

Sparkling new colors — nine of them. More than 
three hundred possible color combinations. 

For the first time in history a socket adjustable in 
every sense of the word—free swing in any direction 
to any position—fits perfectly every size of pen barrel. 
New metal base in four finishes. Two new marble bases. 


Choice of eight athletic trophies. Three magnificent 
animal statuettes. In all, 46 flashing new designs to 
please the taste and meet the price requirement of 
every customer. From $12 up, complete with pen. 


Have you placed your order for these amazing new 
Dipaday Desk Sets? Do it now! Capitalize the uni- 
versal interest in these revolutionary improvements in 
desk set design. See the Sengbusch broadside for 
complete details. Send at once for a copy if yours 
has been mislaid. 


Sengbusch 


SELF-CLOSING INKSTAND CO. 


615 Sengbusch Building 


Milwaukee, Wis. 
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Above: Tar Board—Wood Board—Aluminum Board with rolled edges, mat finish. Below: ‘“Klutch” Binder, pebble grain cloth cover. 


“KLUTCH” Clip Boards ‘“KLUTCH” Clip Binders 


The Springless Clip with the Sliding Back 


Move the Slide in one direction and the Clip remains 
open without pressure—Move it in the other and the 


Clip locks at a touch. 


Write for Prices and Discounts 


ATLAS STATIONERY CORPORATION 


10$-111 Leonard Street 
New York, N. Y. 


Distributors for Cushman & Denison Mfg. Co, 
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structure, its modern equipment and complete stock rhe 
building is a modern three-story affair thoroughly up-to- 
date in every respect 

Che first floor is given over to stationery and office sup- 
plies, the second to office fixtures and furniture and the 


third to the company’s printing department, which has just 


installed new and modern equipment, including a linotype 
machine 
Mr. Robt 


isitors and in 
distributed on the first floor, while refreshments 


ins joined in extending a cordial welcome to 


showing them over the building Sou- 
venirs were 


were served on the second floor. 


including flowers sent by a number 
added 
the attractiveness of the first floor, where guests were wel- 


All employees of the company wore 


Beautiful decorations, 


of triends and patrons of the company, much to 


comed and registered 


tags so that introduced to callers. 


Not only did 


e opening, but 


they were immediately 


throngs from the city and sections attend 


many visitors from distant points were 


present for the occasion. These included factory and dis- 


trict representatives of many of the companies whose prod- 


ucts the local concern handles, who were present to dis- 


play and explain their products, extend fel‘citations to the 
company and meet Rocky Mount citizens. 

Topping the prominent list of visitors who attended 
the opening was Frank D. Grist, state commissioner of 


labor and printing 
Che Carolina Office Equipment Company purchased the 


suilding which it now occupies some months ago and the 
structure was thoroughly overhauled and remodeled to meet 
The con- 


Main 


opening of the 


the company’s needs and best display its stock. 


cern moved from its former home on Southwest 


street several weeks ago, but the formal 


new quarters did not take place until later. 


A Bit of History 


The Carolina Office Equipment Company was organized 
in 1891, occupying a small store of 1,100 square feet. The 
includ- 
1922 the 


feet. 


original force consisted of three persons, two men 


ing W 


store moved into 


Grove Robbins, president, and a lady. In 
2,070 


was 


larger quarters with square 


[wo years later a printing department added and a 


small place back of the store was rented, providing a total 
r¢ - 


ot 2.9/0 square teet Che 
feet of floor 


new store provides 7,644 square 
Space 


The company represents many of the nationally known 


concerns from whom it has received many selling helps. 
Some of the concerns have invited the members of the 
company and its employees to attend sales schools which 
hey nd of great value 
i. — 
Change in Bristol Business 

Evers M. Browning has retired from the Browning- 
Simmons, Inc., office equipment and stationery house of 
Bristol, Cont He has disposed of his interests in the 
yusiness and has joined the wholesale house of Butler 
Brothers, New York, N. ¥ Mr. and Mrs. Browning will 
make their home at Maplewood, N. ] Under the new 

ingement Charles B. Simmons is president of Browning- 
Simt en. and Kenneth H. Simmons is secretary- 
treasure These two gentlemen are now in active charge 

the business 

My RB e became merchant of Bristol in October, 
1926, whe e purchased the office equipment and sta- 
tionery business of the J. M. Judson Company At that 


me the name was changed to the FE M. Browning 
Company In April, 1928, the business was consolidated 
vitl he Simmons stationery store, taking the name of 
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Tabs that match 


You know how easier on the eyes 
is an index with tabs which are 
identical in color and texture. 


Leather or Vellum AICOTABS 
are made in “patent cut” strips... 
one set of tabs-that-match to a 
strip, with the characters almost 
cut free for easy attaching. 


AICOLOID indexes with celluloid 
tabs are constructed in sets, not 
merely assembled. 





Your customers will appreciate the 
quality of the AICO line. And 
the profit margin is greater. 


G.J. AIGNER CO. 


Leading Index Manafacturers 
20 Mears 


503 South Jefferson Street, 
CHICAGO, ILLINOIS 
MAIL THIS COUPON 











> G. J. AIGNER CO., 503 S. Jefferson St., 
= Chicago, [llinois 

> | am interested in learning more about 
1 AICO Indexes © AICOTABS 

©) AICO Law and Name Labels 


iets DOME « voc cnn 00 ced ssbbaepedsnscen 


Kind of Business 


Address 


Hv neLUNReaeaneHEaACTvOUnAGGEELORNOOEE vst o1408 


Individual 


‘Syenaveavenevnovnnnervesvvnascavsnssicsvea  vannnacvnnencnsivesiatsvicevneitinene 


KWIKSTIK No. 5 


REG. U. S. PAT. OFFICE 


The Aristocrat of Mucilage Bottles 


This 7 Color 
Metal Con- 
tainer is orna- 
mental as well 
as useful. 


> enaeren 


cane rALDANRDRUDDOGDHONDENNDI stots HunONNDONAOeN PHOnGQOOREYBaensenen enna 












The Stationer’s 
Feature Item .. . 
Send for Free Sam- 
ple Bottle and com- 
plete Selling Plan. 





RETAILS 
FOR 


25¢ 


KWIKSTIK COMPANY... CHICAGO 
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RUBBER STAMP WORKS, Inc. 
1551 PEARL STREET iRexbw** 
NEW YORK CITY 


counts like service” is 


stamped on the consciousness 


“Nothing 
delibly 


of this organization. Promptness, ac- 


curacy, quality materials—each plays a 
part in this service. As jobbers of 
labor-saving marking devices we solicit 


your business on this basis. And we 


expect to merit it by fulfilling every 


detail with exactness. 


We Sell and 
Repair All Makes 


of Numbering 


Stencils, Badges, 
Brass Checks, 
Corporation 
and Notary 
Seal Presses 


Made to Order 


Machines, 
Self Inkers and 
Band Stamps 


rWENTY-FIFTH 











a 












Stencil Paper 


Inquiries solicited from reliable 
dealers interested in building a 
permanent duplicator and supply 
business. Sold on exclusive plan. 


Ask for information on complete 
line including Ellams Rotary Du- 
plicator, Stencil Papers, Inks, Cor- 
recting Fluid and all supplies used 
in duplicating. 


MARR DUPLICATOR COMPANY | 


san 
121 


Francisco 
Se ( ond Stre et 


New York 
53 Park Place 


Ellams Duplicator Co., Ltd., London, England 
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“Doc” Hanson Incorporates 


known as 


Cleveland has a new othce machine concern 
the “Bus:nesseers.”” The corporate name is Hanson Busi- 
ness Machines, Inc. The new company took over the busi- 
ness of the Hanson Typewriter Service on East Second 
street at High avenue. Officers are: Walter “Doc” Han- 
son, president; George Patrick, vice-president, and E. J. 
Fiala, secretary and treasurer. 

The company will handle everything in business ma- 
chines and will rent, repair and sell. 

Walter Hanson, president, but known to everybody in 
the trade as “Doc,” has been in the typewriter business 
for the past sixteen years and connected with the trade 
for the past twenty-six years. His ability as a salesman 


and writer of clever advertising is well known. He started 


the Hanson Typewriter Service from a small beginning and 
built it up to one of the foremost businesses. of its kind in 
Fiala is an old duplicator man who knows 


to Z. 


concern in 


the city. E. ! 
the office machine 
will be glad to hear from any 
this territory a i. 2 


business from A The company 


the field seeking 


representation in 




















DISTRICT OFFICE NO. 500 OF REMINGTON RAND BUSI 
NESS SERVICE, INC. FARGO, N. DAK ALFRED OLSON IS 
DISTRICT MANAGER 








Watson Takes Managerial Post 
Watson, well-known office supply man ot Birming 
Office Equip 
Newell, 
I quipment 
the 


we 
ham, Ala., 
Exchange, 
the 


has been appointed manager of the 
ording to W. (¢ 

Othe 
halt 


Ine » at vice- 


Newell 


purchased a 


ment 
com 


Bir 


president of Chomas 


pany, who recently interest in 
mingham concern 

Mr. Watson, 
Othce Outhtters 
one of the most experienced and capable men in that city, 
Mr. Newell, addition to acting as 
manager, have a the 

He has duties. 
management has the 
location at 2008 
is being worked out to include not only 


who was for ten years connected with the 


Company ot Birmingham, is considered 


according to and, in 


general will substantial interest in 


already entered upon his new 


taken a 


company 
The 


present 


long term lease on 
a program of 


Macey 


Fourth avenue, and 


expansion 


(Grand Rapids) steel furniture, period design matched 


suites, Johnson chairs, Diebold safes and vaults, and Berloy 
steel lockers and shelving, but a complete line of office sup- 
as well—J. H. R 

a 
An executive’s desk should be an 
Leaf Bulletin (Statione 


plies and stationery 
incubator for ideas.— 


Faultless Loos« rs Loose Leaf Com- 


panv). 
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CORONA 


SPECULAAS 





OU know that a lot of people want a portable 
typewriter yet aren’t willing to pay the price of a 


Corona Four. 


You know these customers will be satisfied with 


Corona Special. 


You know Corona Special at $39.50 completes 
your line and is a mighty good thing for your 


business. 


You know that you will make a nice profit on 


this machine. 


You know you ought to sit down and write us 


an order at once. 


in colors 





LC Smiru & Corona Typewriters Inc. 
51 Madison Avenue, N. Y. City 


399 





I 

| 

L C Smith & Corona Typewriters Inc 

| tote , 

Dept. 0, 51 Madison Avenue, N. Y. City. 

| Please give me full particulars about your dealer 
proposition on Corona Special. 

| : 

| Name .e ote OE wee 
| 

| Address coeoeeersese 
| 

| City Seeene 
| 

| 






















5 


ittractive 


Black, 


Babe” 


rubber feet, 


mahogany, are made. The 
takes less space on : 
she deol, to tale wen, tos retails for only $3.00 ($3.50 
never clogs and ; ; : ; ; 
Sf a ae 2 oe west of Mississippi). This 


does 
machine will do 


rose, green, 





Vod 


Vo 


13. 


Price $6.50 


Capacity up ta 





120 


sheets 


shank 


Vodels No 
Vode Vo 
Wodel No 


2 and 213, stapling mar 
ll inches. 
capacity 

$70.00. 


gin 
> 


213, 


capacity 
$12.00 


40 


120 


Colers, 
Colors always increase inter- 
est and are a good stimulator. 


(1/6 1b.) 
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for speedy work use 





mi Dazzaaa 
SPEESTENER. 


Trade Mark Reg. U.S. Pat. orn 














Point sharpened staples in 
frozen blocks 100 to a strip; 
1000 to a box 


Parrot fasteners give more 


Too speed. For instance, take 


-_ oe fastest fastener made. And 


sheets 


sheets 


the “Babe” model—it’s the 


price makes the “Babe” a 
good _. over-the-counter 
seller. 


“Babe” comes with a hand- 
some counter display so 





Model No. 100. Price $7.50 


that the customer’s atten- operates in three distinct 
° ; positions—binds along margin 
tion is secured and attracted or directly across sheet 

. . head easily removed for tack- 
to this item. Sales follow ing purposes. 
quickly on closer exami- 
nation. 


Then there is the special 
two-in-one model. It is the 
No. 5 and fastens either 
temporarily or permanent- 
ly. The change from one 
type of fastening to the 
other is made almost in- 
stantaneously. 


Send for complete list 
of parrot fasteners. 











Model No. § 


Price $5.00 for temporary or perma- 
ment fastening 


Parrot Speed Fastener Corp. 


388 BROADWAY, 
NEW YORK, N. Y. 
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Eighth Regional District Convention 

At the annual convention: of the eighth district of The 
National Stationers’ Association, held on Thursday and 
Friday, May 23 and 24, at the Hotel Jefferson, St. Louis, 
Mo., George Hausam of the Hutchinson Office Supply 
Company, Hutchinson, Kan., was nominated for regional 
governor, his term to begin on the ratification of his nom- 
ination at the national convention in Montreal. 

The convention registration began at 9:30 Thursday 
morning and an hour later the convention was called to 
order in the Crystal room, Ernest Hazel, governor of the 
e‘ghth district, presiding. After an address of welcome by 
the Hon. Victor J. Miller, mayor of St. Louis, Charles M 
Marshall, president of The National Stationers’ Associa- 
tion, gave an address on “Better Retail Selling.” He was 
followed by Charles P. Garvin, general manager, who spoke 
on the “Aims and Plans of the National Association.” 

The day’s entertainment was announced by Pete Mc 
Laughlin of the Midwest Travelers’ Club. Luncheon was 
served in the Crystal room 

[he afternoon sess‘on consisted of question box and 
round table discussions led by President Marshall and 
General Manager Garvin 

At four o'clock George Hausam of Hutchinson spoke on 
“Things I Have Learned.” 

H. A. Blankenship of Chicago spoke on “Sales Building 
Advertising for Manufacturers and Dealers.” At five o'clock 
the meeting adjourned 

The annual banquet and the musical program were held 
in the Gold room, W. E. (“Bill”) Smith of Chicago being 
the toastmaster The banquet was followed by danc‘ng. 
The evening’s entertainment was extended by courtesy of 
the Midwest Travelers’ Club 

On Friday morning the session opened with an address 
by Claude M. Conger, president of the Irving-Pitt Manu- 
facturing Company and first vice-president of the National 
Associatio1 Mr Conger spoke on “Help for the Retail 
Salesman.” W. J. Dalton of Geyer’s Stationer, Chicago, 
spoke on “The Functions of Trade Papers.” He was fol 
lowed by Edward L. Little, governor of the fifth regional 
district, Wabash, Ind., who took as his subject, “Interest 


the Retail Salesman in Association Work. Charles M 
Marshall spoke on “Our National Association,” and Get 
eral Manager Garvin on “The Possibilities of Better Selling 
in the Stationery Trade.” Karl Kiesel, president of the 


Midwest Travelers’ Club, announced the day’s entertain 
ment In the afternoon at 2:30, the Midwest Travelers’ 
club was host to the convention at the National Leagut 
ball park, where they saw the game between the Chicago 
Cubs and the St. Louis Cardinals. 

The convention was regarded as one of the best which 
has ever been held in the eighth district. The local con- 
vention committee consisted of the following: Chairman, 
William Schmiederer, Buxton & Skinner Printing & Sta- 
tionery Company, St. Louis; H. J. Wantz, Skinner-Kennedy 
Stationery Company, St. Louis; Chester H. Kennedy, W 
J. Kennedy Stationery Company, St. Louis; A. J. Bartens, 
Shallcross Printing & Stationery Company, St. Louis: K. H 
Kiesel, president, Midwest Travelers’ club, The Carter's 
Ink Company, Boston: Frank O’Connor, secretary Mid 
west Travelers’ Club, Irving-Pitt Manufacturing Company, 
Kansas City; Fred Valleau, chairman, entertainment com- 
mittee, Midwest Travelers’ club, Commercial Furniture 
Company, Chicago; Ernest Hazel. governor, eighth district. 
Lockwood-Hazel Printing & Stationery Company, Atchi- 
son, Kan 

It is said that, considering the attendance at previous 
meetings, the one just held was one of the largest attended 
meetings ever put on in the district. A number of mem- 
bers brought their wives and entertainment was provided 
for the ladies as well as the men. 





* 





Every Day and Every Where 
PRESTO INKSTANDS 


There is regular, every day demand for these beautiful 
models. The very appearance—highly polished Bakelite 
and crystal—tells the prospect that here is something finer 
and better. The automatic closing device prevents evap- 
oration and deep dipping that causes blots. It does not 
spurt. Different models, single and double wells, with or 
without pen racks, retail from $1.10 to $3.00. Write for 


descriptive price-list and discounts. 


BACHRACH SPECIALTY CO. 
2275 Third Avenue New York, N. Y. 






























Price 


gi :, 


Complete 


Liberal 
Dealer 
Discounts 


Jax Service Stamp 


The Ajax Service Stamp comes to you with date 
wheels good for TEN YEARS’ USE, without re- 
placement; any reading matter, and with any of 
the five colors of ribbon you may select, and pro- 
tected against breakdown by our guarantee! 


[pee ee Sa re 


Write ,Wire or Mail Coupon 


Ajax Time Stamp Co., 

354 Broadway, New York. 

Please send complete information on 
dealer proposition. 























Please ship my order for..... «+++-Ajax 
Service Stamps. 


|. 

LC 
Z 
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Hitchcock New Domestic Sales Manager for Ad- 
dometer 


When you open a book, ora \. W. Hitchcock is the new domestic sales manager for 
bunch of papers, fastened the Addometer Division of the Reliable Cypewriter and 


Adding Machine Corporation 


with Adams Ideal Rin S; you Mr. Hitchcock was associated for three years with sales 
don’t have to huntand umble promotion work at the B. F. Goodrich Manutacturing Com- 
° pany and in this connection gained valuable experience 
for the lace where the rings through contact with dealers all over the country 
open—t e opening is always More recently he has been connected with the Commer- 
in the right place. This is as- cial Credit Trust, calling on banks and other financial insti- 


tutions in all parts of the country. He understands thor- 


sured by the large joint, which oughly the needs of nancial institutions where figures 
keeps the ring from turning quickly and accurately arrived at are of :mportance. 
around. The enlarged joint For a period oT vears Mr Hitchcock Was the eastern 
manager of Cram’s service, industrial experts engaged in 
cannot ass through the eye- analy Zing business conditions. His last previous aiid 
lets of t e cover—hence can- was with the Victor Adding Machine Company as sales 


promotton manager 


not tear the sheets. ” 
Eighth Annual Canadian Typewriting Contest 


And the Adams Ideal Ring HOLDS TIGHT. It 
locks with a sure hold and a smooth joint—nothing to The eighth annual Canadian typewriting championship 


mar, catch, nor scratch. Ask for catalog and samples contests were held in the Massey hall, Toronto, Canada, 


April 6, 1929. The accuracy of the novice class this vear 
was better than ever before and two remarkable records 


were made in the senior class, Arthur Lawrence omitting 





“2 ws —— 
: ord in the half-hour’s writing and William Branson 
HENRY-T-ADAMS-MFG.(Co.ine ce oe Se een eS 
8561-69 South Chicago Ave., CHICANO, U.S.A. * we Ce eee See ee eee 
SS wt The audience was large and enthusiasti \ program 


given after the contests were over was broadcast over the 
radio. Miss Irma Wright, former Canadian Champion 
Typist and present World’s Amateur Champion, was pres 


That Smoothly Flattened 
Joint is there for 
a purpose Canadian contest judge was Fred Jarrett, for many vears 





ent and gave a demonstration of her typing speed Che 


Canadian Champion Typist 


The winners of the various contests are as follows: Open 








Canadian Championship, Louis Marchese, Vancouver, 104 


+ o . ~- Ji 4 SwOter we ~O 85 | . . ~ . 
- (é - CANODE words per minute: Senior Canadian Championship, Elsie 

CANOOE ix Cc ° 
i i 100 words per minute; Intermediate 


Keniston, Grananoque 


BF ri] PRODUCTS Canadian Championship, Edna 1. Tuero, Toronto, 77 words 





per minute; Intermediate Accuracy Championship, Adela 
taht oy ~ eg . M. Rogers, Brockville. 64 words per minute with onlv one 
| nks an ce Sup- ‘ ; e : 
plies includes inks, error in fifteen minutes of writing: Canadian Novice Cham- 
inked ribbons, car- pionship, Agnes MacLennan, Orangeville, 69 words per 
bons, stencils, etc., , . 
minute; Novice Accuracy Champ‘onship, Lorna’ Ralph, 


for all business pur- : oa 
poses, all used daily Toronto. 43 words per minute with only two errors in ft 


| in the modern office teen minutes of writing. 














and sold through 

Stationers and office — 

equipment § © Geatere. Bowler Ends Sheaffer Winter Season 

Especially in  de- 

ears are — [The winter athletic and recreational program of the 
d stencils for . - . ° 

ae eitenine Sheaffer clubhouse at Fort Madison, Ta.. was closed by a 

machines. Every demonstration by Jimmie Smith, world’s champion exhibi- 

item in cur line is tion bowler. In their fine $100,000 clubhouse nearly 1,000 





=“ manufactured in our 
“SS, own plant under our 
own supervision. 


employees of the Sheaffer organization have had plenty of 


opportunity during the winter to keep themselves alert 





mentally and in sturdy physical condition. They have the 
facilities of a well-equipped gymnasium, such as bowling 
alleys; hand ball, basket ball and volley ball courts; billiard 











During the past seven tables; reading room, and music conservatories 
years the name Canode 
has been synonymous 
with unsurpassed qual- 
ity at a popular price. 
Write us for particu- 
lars. 


CANODE INK & 
OFFICE SUPPLY 
COMPANY, Inc. 
3005 Carroll Ave. 
CHICAGO, ILLINOIS 


Smith’s performance was quite up to the standard ex- 
pected from a star of his reputation. In six games, with- 
out rolling any practice balls, he laid them low for an 
average of 204 score. He was beaten in only one game 
by the Sheaffer champion, who, of course, had the ad- 
vantage of acquaintance with the alleys and surroundings. 
Another star performer, Frank Hoppe, expert cue expert 
and brother of Willie Hoppe, the world champion bil- 
liardist, appeared on the past winter program of events at 
the Sheaffer clubhouse. He put on a star pool and billiard 








exhibition. 
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Additions and Changes 
Important have been made to the 


Standard B&P Line of 


BLANK BOOKS « SCHOOL GOODS 
LOOSE LEAF DEVICES 


Duwurinc the past few years, we have These are by far the most complete catalogs 

made a number of important additions and that we have ever issued. The wealth of 

changes, all of which are embodied in the information contained in these catalogs 

four new catalogs shown here. should prove extremely helpful as a Sales 
Manual. 


If you are connected with 
the stationery and allied 
trades, send for these new 
catalogs now. 
























Fillin This Coupon 
and Attach It to 
Your Letter Head 


BOORUM & PEASE COMPANY, 
84 Hudson Ave., Brooklyn, N. Y. 
Please send us catalogs as indicated: 


(] BLANK BOOK CATALOG NO. 47 

(] LOOSE LEAF CATALOG NO. L 20 

] SCHOOL GOODS CATALOG, SPRING 1929 
DESCRIPTIVE BLANK BOOK PRICE LIST NO. 17 


| 

| 

! 

) 

BOORUM 6iPEASE CO. ! vow 

84 Hudson Ave., Brooklyn, N. Y. | 

) 

| 

| 

: 


NEW YORK CITY BROOKLYN, N. Y. CHICAGO, ILL. 
349 BROADWAY 84 HUDSON AVE. 500-532 S. THROOP 
AT HARRISON 
BOSTON, MASS. ST. LOUIS, MO. 
29 OTIS ST. 212-214 SO. 7TH 


STREET ADDRESS ........... 


CEE shaves 


STATE ... osierenssewte ngs ented oun tt o6ane ee 
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Make them think of 


Sooner or later, every business con- 
cern sees the necessity for numbering 
machines. Your customers will make 
it “sooner” if you show them the 


“FORCE” Model 150. 


Display it prominently. Send out our 
literature. Let them know about the 
many features they can get for $8.50 

features that are otherwise available 
only in the highest priced machines. 
[Let them see how this machine can take 
care of their numbering requirements. 





Then when they consider a numbering 
machine, it means a sale for you. And 
an extra $1.00 in profit! 


If you do not carry the “FORCE” No. 
150 now, let us give you our full mer- 
chandising plans and send a few for 
comparison. Compare the machine. 
Compare the value. And compare the 
profits! 


WM. A. FORCE & CO., INC. 


105 Worth Street...New York City 
180 N. Wacker Drive. ..Chicago, IIl. 


573 Mission St..San Francisco, Calif. 


meg Model *150 
m= AUTOMATIC NUMBERER 











ir 
ic 
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Remington to Modernize Typewriter Type 


Beauty in typewriter type is assured through a project 
of the Remington typewriter division of Remington Rand 
Business Service, Inc Frederick Goudy, the foremost 
type designer of the United States, has been commissioned 
to design a typewriter type face which will afford sym- 
metry and better “fitting,” as type founders term the white 
space between letters of printers’ type. 

To permit type characters of varying widths to assem- 
ble the characters of a typewritten letter, the early design 
ers had recourse to the expedient of condensing the wide 
characters like “m” and “w,” and to expanding the thin let- 
ters like “i” and “1.” Mr. Goudy’s problem is to develop 
characters for the typewriter which will be legible and 
approach the uniformity of the products of the letterpress 
printer 

Several sketches of individual letters have been prepared 
by Mr. Goudy, who left in May on a vacation trip to 
kurope. It is expected that he will have a complete alpha- 
bet ready for the inspection of the Remington authorities 
within ninety days. J. Lee Sweeney, sales manager of 
the Remington portable department, has been trying a long 
time to have Mr. Goudy apply his talents to typewriter 
type design. The artist resisted the appeal from the ad- 
vertising and the remuneration viewpoint. Then Mr. 
Sweeney suggested adroitly the great benefit he could con- 
fer on the typewriter field by designing new type faces, 
as a complement to the many type faces he has contrib- 
uted for the beautification of the printed page. This 
thought stimulated Mr. Goudy’s enthusiasm, with the result 
that he is going ahead with the designs. 

Printers’ Ink, in discussing the proposed typewriter 
type designs, expressed the thought: “The efforts of Rem- 
ington to beautify the appearance of typewriting is an- 
other example of the invasion of good design into almost 
every field of business. Only a few years ago design as 
a sales asset for typewriters would have been considered 
quite unimportant. Today, because of the quickened inter- 
est in design on the part of American business, a new 
type face becomes a definite sales asset.” 

Color has played its share in expanding the field of the 
portable typewriter. It may be expected that the new 
type designs will further expand the field of the typewriter 
through artistic form. The purchaser of a typewriter fin- 
ished in color might express its influence on him or her 


in the words typed. With type of definite character and 
un‘formity the reader’s eye will nnd it easier to grasp the 
substance of the letter It will have a much closer ap 
proach to the printed page 

= —_ 


Horder Picnic to Be Held This Month 


The annual picnic of Horder’s, Inc., will be held on June 


15 at St. Paul's park in Linne Woods, which is part of the 
forest preserve southeast of the intersection of Lincoln 
avenue and Dempster road 

Chartered busses will leave the warehouse at nine o’clock 
on the morning of the picnic. This will be a lively, interest 
ing and enjovable affair 
> 


A New Wedding Bristol 


[The Linweave Association has recently developed an off 
center paneled wedding sheet in Linweave Cream Brent- 
wood and have named it their Junior League size It 
lends itself very well to the purposes of the announcement 
and permits embossing a crest, shield or entwined mono- 
grams attractively. Any one desiring further information 
should write to the P. P. Kellogg Division, U. S. Envelope 


Company, Springfield, Mass 








The MARKILO transparent Celluloid En- 
velopes (patented) are the first and only celluloid 
envelopes constructed in such a manner as to per- 
mit the manufacturing of stock sizes to hold and 
protect the various size cards and _ loose-leaf 
sheets, as used in loose-leaf ring books. 

No stitching; No folding; No binding; but a 
chemically welded edge seam that is stronger than 


the stock itself. 


We are pleased to notify all Dealers that the 
Markilo line of envelopes for the Stationery trade 
is catalogued and stocked by 


IRVING-Pitt MANUFACTURING Co. 


NEW YORK KANSAS CITY CHICAGO 


and can be supplied by them along 
with their usual line of merchandise. 


MARKILO ©O., 936-C West 63rd Street Chicago, U. 8. A. 




















. 


Require less sales effort on the 
part of the dealer because they 
are better known. 


For 38 years they have given sat- 
isfaction to the user. 


Eaton, Crane & Pike Co. 


PITTSFIELD, MASS. 
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“Gold Standard" 
PERFECT REBUILT 





THEY THEY 
WORK LOOK cosT 
“LIKE THE NEW" MUCH LESS 


ee. poe . 


wr 


= = —$—= 


Underwood Typewriters 


PRICED below their value 
VALUE beyond competition 


REBUILT to satisfy 
PRICE AND VALUE 


Combine 
SATISFACTION WITH ATTRACTION 


Your sales will increase 


ON 

OWER UNDERWOOD 
SMITH BROS 

PRICES|| ano ALL OTHERS 


EXPORT--- WHOLESALE 
GENERAL TYPEWRITER EXCHANGE, INC. 


462-464 BROADWAY NEW YORK, U. S. A. 


IGHER 
VALUE 














Profits doubled! 
Sales duplicated! 


Customers kept! 


ALADDIN 


Dry Stencils acknowledged by experts to be 
better stencils but they also sell better and 


bring you larger profits because of their lower 














price Our high grade line of stencil papers, 
duplicator inks and supplies offers the progres- 
sive dealer a splendid opportunity to build up 
a steady ‘repeat’ business on a profitable basis 


Write to us, now, for samples and price list 


STENCILS 


ALADDIN DRY STENCIL 
CORPORATION 


72 DUANE ST. NEW YORK, N. Y. 
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Connecticut Valleys Again 

In a small item appearing elsewhere it was stated that 
H. B. Elmer was the speaker at the meeting of the Con- 
necticut Valley Stationers last month Apparently this 
Was erroneous Following is a report of the meeting re- 
ceived later 

Che speaker of the evening was W. F. Gigliotti, vice- 
president of The Taylor Chair Company, Bedford, Ohio, 
who talked on “The Modern Trend in Office Furniture.” 

The association’s annual outing will be held at Ye Castle 
Inn, Saybrook, Conn., regarded as the most beautiful spot 
on the Connecticut shore. Luncheon will be served from 
12 to 1 o'clock, followed by games, boating, swimming, etc., 
with a banquet at 6:30 p. m., the evening winding up with 
a dance. 

The association is extending invitations to the members 
of the Boston, Providence and New York Stationers Asso- 
ciations, and to those of the Capital District Association at 
Albany. A large 


attendance is expected. 








KwikstiKk 


NO 
“The ARISTOCRAT™ 


MECELAGE BOTTLES 


KwinsTik 








.\ ST Ih MISPLAY IN THE WINDOW OF S CHILDS 
COMPANY STORE. CHICAGO The new > ‘ de 
NW n £ t was S 
lis} repared 1 H. Chod s & 
The Kwikstik Company, Chicago ol sin 
displa by stationers n differ t inti 
have met with s ‘ 








Ohio Rotaprint Corporation Changes Name 
On May 1 the Ohio Rotaprint Corporation ecame the 
Mid-West Rotaprint Corporation, with offices in Detroit, 
loledo and Cincinnati, in addition to the Cleveland head- 


quarters established two years ago, when the Rotaprint 
offset lithography machine for office use was put on the 
American market. Changing of the name of the organi 


zation heeded by H. K. Baumgardner of Cleveland followed 


expansion of the business beyond the territory indicated by 
the former name. 

Moe Hopper, in charge of the Cincinnati branch, was a 
star salesman of the Globe Register Company betore join 
ing the Rotaprint organization. He has had over twenty 
five years’ selling experience. The Cincinnati Rotaprint 
office, which officially opened May 1 is in the Southern 
Ohio building, 519 Main street. 

William E. Welsh, who handled the recent 
exhibit at the Detroit Office Equipment Exposition like 


a veteran, is the Rotaprint man in charge at Detroit. Mr 


Rotaprint 


Welsh was a salesman for the Addressograph Company for 
four years before teaming up with Rotaprint. His offices 
are at the Strathmore hotel 

[The Toledo branch at 2447 Franklin Avenue, which 
opened in February, is in charge of R. Thompson. Mr 
Thompson was with The American Multigraph Sales Com 
pany as sales representative at 


of the same territory for Rotaprint 





Toledo before taking charge 
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“HE PROFITS MOST WHO SERVES BEST” 
Says Rotary 


And--- Rotary has spread to forty-eight NATIONS 
of the earth in a few short years 


Y poate 
es 


DIAMOND 


\AURO! 


pi, fo ser ef A 
‘ox 


TIPEWRITER RIBBOR 





Miller Line offers you opportunity to ‘“‘serve best’. Into the Miller Line 
we have put thirty-three years of intensive, conscientious, pains-taking effort 
to provide the writing world— 


A right ribbon for every writing Requirement. 
A Correct Carbon for every Copying Condition. 





For Permanent Profit—Sell Miller Line 
INKED RIBBONS AND CARBON PAPERS 


Manufactured Exclusively By 


THE MILLER-BRYANT-PIERCE CoO. 


Aurora, Illinois, U. S. A. Established 1896 Direct Branch Servicej;Everywhere 
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ele 
First Vital — 
hen Improvement in 
more than 30 years 


‘ 
Simp uiri ‘ATION did it. Chilton Pens have 
no levers, buttons, springs or presser- 


VERY 


bars...no pumps or packing .. . noth- 
ing to get out of order... nothing to take 


i? 


< 


up space inside the pen barrel except a 
larger ink-sac and Twice-the-Ink! 







te ~w. 


That’s the whole story . . . a larger ink- 
sac and a perfectly simplified, natural 






ead 


and non-mechanical method of filling it 





more com pletely. 
The average capacity of 5 well-known 
$7 pens is 38 drops. Chilton Pens (same 


n-decane Sa 







“a 


size—same price) hold 81 drops. 


Modern in style, beautiful in crafts- 


, 


manship, complete line with pencils, desk 
sets and de luxe leather-mounted models 
... attractive dealer discounts and effec- 
tive advertising! Write for descriptive 
folder. Chilton Pen Company, 287 = 
Columbus Ave., Boston, Mass. Bese 


Chilton 
Tine Pon eS 


MANY DEALERS REPORT OVER 1000% TURNOVER |) 


- 


ee ee 8) 


peosess 


“” 


eee ae 
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Pull telescoping pen- 
barrel back to a stop. 
The hollow outer shell is 
now full of air. 


B 








Seal the air-hole at top 
of pen with your fore- 
finger and push pen- 
barrel together again. 
Che air confined by your 
finger is thus 
gently down around the 
ink-sac, deflating it com- 
pletely ... squeezing out 
ALL ink and air within 
the ink-sac. 


Cc 


forced 











Lower the pen-point well 
below the surface of the 
ink ... AND THEN... 
lift your forefinger from 
the air-hole. IN- 
STANTLY the sac begins 
to expand and suck up 
ink to its FULL CAPA- 
CITY ...two to five 
times as much ink as 
old-style pens can take 
up with mechanically 
deflated ink-sacs. 





Q 
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Firm Plans Chain of Stationery Stores 
General Stationers, Inc., Chanin building, New 
N. } for the purpose of 
ind oper New York 
City l chain are to be se 


cured either by 


was organized recently 


ating a chain of stationery stores in 


ocations for the stores in the 


buy ing established businesses or by opening 


new stores. It is the plan of this organization to have its 


ywn central warehouse supplying all the stores in the 


chain 
Howard W. Smit! 


yptimust 


president of the anization, is 
outlook for 


referred to successful chain organ- 


new ory 


regarding the chain stores in the 
stationery industry He 
in other 


as in the 


izations lines of business where conditions are not 


as favorable stationery trade. It is his opinion 


that the experiment his company is making will prove suc 


cessful 
Although the present plan is not to carry office furniture, 
General Stationers’ stores may stock that type of equip- 


ment later on. 
Mr. Smith stated that 
manufacturers and does not contemplate a 


his company has made no alliance 


with move of 


this nature. 


One store has been established by the company at 77 
East One Hundred and Twenty-fifth street, New York, 
N. Y. This store was secured by the purchase of Brause 


& Reichman. Inc. 


<> -— 
New York City Smith-Corona Salesmen Entertain 
New York branch of L. C. 
Typewriters, Inc., surprise 


The sales organization of the 


Smith and Corona tendered a 
party in the form of 
in New York City on Wednesday 
New York Athletic club 
Che dinner opened with 
ager H. J dean of L. C 


manager,rs, 


evening, April 24, at the 


a brief speech by Branch Man- 


Humphrey, Smith and 
toastmaster of the evening, 


York branch. Mr. 
He extended a most 


introduced the 
Salesman Carey Morgan of the New 
Morgan ably handled the situation. 


cordial welcome to the 


who 


and said that the affair had 
members of the New York 
to meet the 


guests 


been arranged so that the 


organization would have an opportunity mem- 


bers of the executive sales organization. 


introduced and 


President Fowler Manning was gave an 
interesting and instructive talk on business as it is today 
He expressed delight with the occasion and said he had 


affair Vice-President 
Superintendent of 
MclI ). Bre wn, 


Nearly fifty 


attended a more enjoyable 
Conger and C,. F. 


Victor H 


manager, 


never 
aE 


Branches 


and 
Harold 


addresses. 


Brown 


Davidson and 


advertising made brief 


persons were present 


= - 
Some More Associations 


original listing on an earlier page of the asso 


Since our 


ciations in this field, we have received information concern- 


ing three additional organizations, as follows: 


Empire State Travelers’ Club—President, C. E. Howes, 
Che Berger Manufacturing Company; secretary, Robert P 
Jonas, Oxford Filing Supply Company. 


& Ribbon 


Sibertson, American 


Southern California Carbon Dealers’ Associa- 
tion President, W. Elliott Ribbon & 
Carbon Company, Los Angeles; secretary-treasurer, John 


H. Ruff, California Carbon Company, Los Angeles 


Toledo Stationers’ Association—President, James F. Mc 
Manus, The McManus-Troup Company; secretary-treas 
urer, |. H. Combs, 445 Huron street. 


ms 
Fort Smith Man Delegate to Jewish Convention 
president of the Fort Smith Office Supply 
Ark., was a delegate to the national 
B'rith at Mobile, Ala., and made a 
at the Fort 
Hebrew temple. 


( ohen, 
Fort Smith, 
B'nai 


Louis 
House 
convention of 
convention regular meeting of the 
at the 


report of the 


Smith lodge 


opening | 


Corona | 


| 


| 
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York, | 


a banquet to home office sales officials | 


sales | 
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FLASH-O-BRIEF 





No straps or catches—just the unfailing grip of the 
talon fastener closes this new type of business paper 
We illustrate here a large size popular with 
lawyers, a medium size for letters and various other 
matter of letter dimensions, and a third size used ex- 
tensively in the insurance and banking business. The 
quick opening feature not only saves time, it permits 
opening easily with one hand as compared with the style 
which requires three operations. Coming at the start of 
a sales canvass, an address to court or jury, the appear- 
ance of efficiency is important. Catalog and prices on 
request. 


Therman Leather Goods Co., Inc. 


25-27 West 30th Street New York City 


portfolio. 


| 
Opens in a Flash---Closes Securely | 
| 
| 

















The cards that detach from 
tabs with perfect edges 





Build Business With 
Book Form Cards! 


They are working for hundreds of other 
printers = why not let them work for you? 


THE PRINTER whoprints nothing but _ require no binding or stitching. We will 
ordinary business cards is only an ordinary supply you with these leather cases, in 
printer—and the printer whocanfurnishthe _ different styles and grades, in which the 
cards that detach from tabs with perfect edges _ cards are kept crisp and fresh. 


isalong step ahead of him. PRINTERS’ SPECIAL GRADE Profit on these cards and 

You can obtain these SAMPLE ASSORTMENT LoTs cases will average you 50 
blank scored cards direct 200 Cards, Business Size $1 per cent. Capitalize on the 
from us, ready for print- 2 Lever Binder Cases for them! The field 


we have been cultivating 
for you during the past 
years is unlimited! 


ing and inserting in Patent wer fm -~ ~~ | -- = 


Lever Binder Cases hold- 


: 2,500 Cards, 4 Sizes - - $10 
ing 15 or more, which 1S Lever Binder Cases 


Write today for sample assortment of cards and cases 


The John B. Wiggins Company 
Established 1857 
1152 Fullerton Avenue, CHICAGO 


Wile el 


P-8 26-2 
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Kei Kurosawa Visits Syracuse 


Kei Kurosawa, son of Teijiro Kurosawa, L 
, : 
and Corona distributor in Tokyo, Japan, recently visited 
Cambridge, 


C. Smitth 


the United States after three and a half years at 


England, where he specialized in psychology, philosophy 
and design. During his stay in the United States. he visited 
New York, Syracuse, Philadelphia, Washington and Boston. 
He was much interested in the L. C. Smith factory at 
Syracuse 

Mr. Kurosawa, who is a young man in his early twenties, 

s studied sociological conditions ilmost every country 

the vorld 

_ ‘ 
Controllers’ Congress in Chicago 

On May 20, 21, 22 and 23, the Controllers’ Congress, 
composed of the controllers of large commercial concerns, 
held a meeting at the Drake hotel, Chicago A umber of 
office equipment machine manufacturers made _ exhibits 
Among them were the following International Business 
Machines Corporatiot National Cash Regis Company; 
Burroughs Adding Machine Company; Underwood Type- 
writer Company; Elliott-Fisher Company; M ve Calcu 
ating Machine Company: Felt & Tarra: Mai icturing 
Company; McDonald Ledger and Loose Leaf Company; 
Acme Card System Company; Lamson Company (cas 
carriers); The Kohlhaas Company; Remington Rand Busi 
ness Service, Inc.; Bay West Company, Green Bay, Wis 
Addretok Company; Dry Tab Paper Corporat (General 
Apphance Corporation of New York, makers ot Cubelight 
for illuminating and decorating store windows: The G. L 
Rogers Company of Chicago, representatives Mer 


time 
> 


A Delivery Service for Typewriter Dealers 


cedes calculators and Insto stamps 


} 


A typewriter delivery service has been established in 
San Diego, Calif., by C. F. Bossard, an old typewriter man 
who has spent a number of years in the service of the 
Remington Typewriter Company and with som the 
Pacific Coast dealers Mr. Bossard has arrange with type 
writer and other office machines dealers San Diego, 
to take care of their deliveries and has wor ) ro 
itable little business 

The delivery service has proved sat h to 
the dealers and to the business public. Deliv« s are made 
more promptly than was possible when eac] iler handled 











( I BOSSARD AND THE TRUCK HE USES IN OPER 
\TING HIS TYPEWRITER DELIVERY SERVICE IN SAN 
DIEGO, CALII 

service. Mr Bossard’s famili ce 
at ne assures the dealers and the s it the 
ac nes will be handled carefully while in t 
Mr. Bossard, of course, maintains an abs neutrality 
the matter of prospects All the dealers Ve exactly 
e same service, a service ich has solve em a big 
-oblen t} it ot makin rf t d ec il ce liveries 
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ONE GRADE OF DUPLICATING INK 





CANNOT HANDLE ALL JOBS — 











& a dealer you cannot expect one grade of dupli- 

cating ink to meet successfully the varying 
requirements of all your customers. It is impossible 
to manufacture a single grade that will give equally 
satisfactory results on either fountain or enclosed 
type duplicating machines. 


You would not recommend india ink for a fountain 
pen nor writing ink for a ruling pen. Then why 
expect a single grade of ink to serve with best results 
in all duplicating machines? Especially when 
duplicating machine manufacturers themselves say 
closed drum machines must have a specially pre- 
pared ink. 


ILPACO HAS A SPECIAL GRADE FOR EVERY NEED 


Ilpaco inks are offered as a result of many years of 
analytical effort and constant development by experts in 
the compounding of high grade duplicating inks. So 
varied is the requirement and so exacting are the demands 
of discriminating users that accomplishment of the task 
of supplying a grade for every need and taste has made 
necessary a comprehensive range of inks. IIlpaco inks 
produce no pale gray impressions nor do they at any time 
leave an oily outline. 


If interested in tripling your business in this profitable 
field, write us promptly stating the approximate number of 
pounds of stencil ink sold a month. Do it today. Exclu- 
sive territories available. Sold through dealers only. 


ILLINOIS PAPER COMPANY 


397 Union Station 
CHICAGO 





ico No 1400 is an intensely 


I! o No 
free flowing ink compounded No. 1400 except made lighter | ) 
a thoroughly tested glycerine for machines where force or LPAC( 
formula It is guaranteed not to pressure in inking is not used Stencil Int 
or harden on the pad It is black, permanent, and for 
quick drying ROTARY 
ico No. 1000 is extremely quick is ap sh 
irying and ntensely black The Iipaco No. 1500 is designed for LUNots Papen compe’? 
pigment is carried in a_ specially use in closed cylinder dupli- 











No. 1400. a light ink is preferred. a ——— 


. 
paco No. 1700 is identical with Pearacecernce | 


conc omen Senne | 
AGO, 1LINot 
constructed vehicle and differs in cators It may also be used in , ee : 
this respect from the glycerine type fountain or open cylinders where 
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Quality 
Multiplies 
Quantity 


A quarter of a century ago the policy of 
quality—not quantity—was adopted. As 
the business grew there has been no let 
up in quality even though the quantity 
produced has multiplied many times over 
the first years business. Improved 
methods of manufacturing and new 
models have improved the product. 























Today our line of cuspidors is unsur- 
passed. [he old favorite, brass, continues 
in active demand but enameled steel in 
various colors and styles is also available. 
Jobbers and dealers who started with the 
Ireland and Matthews line years ago can 
look back on the period with marked sat- 
isfaction. And under the present manu- 
facturer, they can rest assured that the 
time proved policies will not be changed 


For full details of the line, write us today. 


Detroit Metal Specialty Corp. 


DETROIT, - MICHIGAN 




















1 | 
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Hartford Typewriter House’s Tenth Birthday 

The National Typewriter Exchange, 186 Pearl street, 
Hartiord, Connecticut, celebrated its tenth anniversary in 
May. Richard Neumayer, the manager, started in business 
May 19, 1919. He did the selling, and one service man 
cared for the requirements of customers. Today the growth 
of the business requires one general assistant, two office 
assistants, four salesmen and three repairmen 

The exchange has sole distribution for the greater part 
of the state of Connecticut for Royal and for Corona port- 





N 








ee eee a aeneeae 


STORE OF THE NATIONAL TYPEWRITER EXCHANGE 
THE WEEK OF ITS TENTH ANNIVERSARY 

ible typewriters, Regal rebuilt typewriters, Woodstock 

tvpewriters, Barrett and Portable adding machines, and 

Neostvle duplicating machines. The exchange is sole dis- 

tributor in the state for the Rotaprint machine It also 

handles all makes of typewriters, as well as carbon paper, 


pewriter ribbons and miscellaneous office necessities. 
ae 


Midwest Travelers’ Club. 


The Midwest Travelers’ club met on May 23 at the Jef 


t\ 


ferson hotel, St. Louis, and the following officers were 
elected for the ensuing vear President, Jack Grey, Me 
Millan Book Company; first vice-president, Al Besser, J. 
G. Shaw Blank Book Company; second vice-president, 
Ward H. Silliman, Sengbusch Self-Closing Inkstand Com 
pany; secretary, Harold Hoffman, Smead Manufacturing 
Company; treasurer and custodian, William Schmiederer, 
Buxton & Skinner Printing and Stationery Company, St 
Louis. 
= 

Tenth Anniversary of Ames Safety Envelope 

In the month of June the Ames Safety Envelope Com 
pany, Boston, Mass., celebrates the tenth anniversary of 
its founding. We expect to present information concerning 
the origin and development of the company in the July 
issue. From a modest start, this company has thrived and 
progressed. Its special filing and mailing envelopes found 
a ready place on the market with the result that the com 
pany has prospered and become firmly established as a 
source of supply of envelopes for particular purposes. 

> 

New Type of Numbering Machine Popular 

Che American Numbering Machine Company of Brook 
lvn, N. Y., reports that sales of their No. 5-in-1 models of 
hand numbering machines illustrated in the May issue are 
in excess of their anticipations. .These machines have se\ 
eral interesting features, including fine appearance, prac 
tical universality of operation, strength and durability. Pro 
duction is being pushed rapidly and part shipments of stock 
orders from dealers are being made within two or three 


days of the receipt of order. 








«A vif-Ho 


VISIBLE 
THE PERSONAL RECORD FILE 


ATA 
GLANCE 


SIX 
NEW FEATURES 
Attractive Colors 
The Visible Index 
Active Cardholder 
Pen or Pencil 
Ledge 
Wall or Desk 
Mounting 
Expanding Folder 
Guides 


A SPEEDY 


TICKLER FILE 
WRITE FOR 
CIRCULARS AND PRICES 


REPRESENTATIVES AND SIDE LINE 
SALESMEN ARE FINDING OUR 
PROPOSITION A PROFITABLE ONE. 


iGRIFFITH-HOPE CoO. 


WEST ALLIS (MILWAUKEE) WIS. 
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To have a quiet laugh, put a Neva-Clog Stapling 
Plier in the hands of a prospect who says 
“They're all the same.” Watch him work it 
fast, then slow, on cardboard, leather or wood, 
on one sheet of paper and on fifty. Watch his 
eyes open. Watch him smile with surprise. HE 
CAN'T CLOG A NEVA-CLOG. No one 
can. It's the one stapling machine you can sell, 
certain that it won't give you headaches. 
Neva-Clog Stapling Pliers retail at $5.50, with 
the usual trade discounts. Send for a sample. 
No obligation. 


NEVA-CLOG PRODUCTS, INC. 
Dept. OA-6-29 BRIDGEPORT, CONN. 





TAPLING PLIERS 


U.S. and FOREIGN PATENTS 
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CADP ITTLE 


QUALITY 
CARBON PAPER 

















U.S.A 


ROCHESTER.N.-Y 





















































For holding trade 
there is “Much in Little”’ 


Satisfied customers always return. Good 
merchandise and courteous treatment bring 
them back. And ribbons and carbons can be 
builders of friendship and lasting business. 
“Little” dealers have found that customers 
familiar with the line generally ask for it by 
name. The line is complete for every 
purpose. 


A.P.LITTLE, Inc., ROCHESTER, N.Y. 


New York Office——Bible House, Astor Place 





























Samples on 
f sad Request 


Satisfaction 
and Service 
DIEMER PRODUCTS give the 


utmost in strength and durability. 


RED ROPE and 


JUTE for filing, mailing and carry- 


Envelopes in 


ing purposes. 


JOHN F. DIEMER COMPANY 


519 Broadway Est. 1869) New York, N.Y, 


Send for 
Catalogue 


No. 30 
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Borough of Queens, Manhattan, N. Y.—The 
writer Company had filed an amendment to its corporate charter 
increasing the capital stock from $10,000 to $60,000 


rii ANNIVERSARY 





Queens 


Buffalo, N. Y¥Y.—Mr. Owen, who had been with the Detroit 
branch of the Royal Typewriter Company, Inc., a number of 
ears ago, has returned to the typewriter field He is selling 
or the local branch Mr. Owen has been in other lines since 
eaving Detroit 

Chicago, Itll.—The International Typewriter Exchange has 
noved from 186 West Lake street to 231-33 West Monroe street 
Chicago, II!.—-E. B. Morrow has returned to the typewriter 
eld, and is now in charge of a loop territory for the Royal 
Typewriter Company, Inc. He has been engaged in other work 
the past year 

Chicago, I!|.—F. H. Morse, manager of the Chicago branch 
Woodstock Typewriter Company, has added several new men 
to his sales staff. John Sweeney has been assigned to a loop 
territory; he had been with another typewriter manufacturer 
three years P. P. Mitchell, an experienced typewriter sales- 
man, has been assigned to a city territory J. lL. Aviward and 
Austin Clawson have started on their typewriter careers as 
junior salesmen.—Ray Bresso has joined the service depart- 
ment of the Chicago branch 

Chicago, Ili Miss Lillian V. Mentzer, the past three years 
cashier of the Chicago branch of the Woodstock Typewriter 
Company, has been transferred to the executive offices She 
has been promoted to the management of the general account- 
ing department at °%5 Fast Wacker drive Miss Mentzer has 
been in the accounting department of the Chicago branch the 
past ten years She is succeeded at the branch office by Miss 
Theresa Knight Upon the occasion of departing for her in- 
creased responsibilities Miss Mentzer was presented with a 
purse of gold on behalf of the branch organization by F. H 
Morse, branch manager 

Cleveland, O.—Jerry Dawson, formerly with the local branch 
of the Royal Typewriter Company, Inc., is now with the L. C 
Smith and Corona Typewriters, Inc A. E. D 

Cleveland, O.—-Mr. Lafferty, field sales manager of the port- 
able division of the Underwood Typewriter Company, stopped 
off in Cleveland for a visit to the local branch on his way to 
New York from the Pacific coast A. E. D 

Erie, Penna.—FEdward Carrington has been appointed man- 
ger here by the Royal Typewriter Company, Inc Before this 
promotion he had been connected with the branch at Cleve- 
land, Ohio 

Eugene, Ore.—Jos. K. Cole has rejoined the Underwood Type- 
writer—his first love He is manager for southern Oregon and 
northern California with headquarters at $42 Oak street, 
Muger Mr. Cole had been manager formerly for the Royal 
Typewriter Company, Inc., at Fresno, Calif 

Greensboro, N. C.—J. F. Smith. who had been with the Un- 
derwood Typewriter Company at Charlotte is now with the 
local offic: 226 West Market street 

Houston, Texas.—The local branch of the Royal Typewriter 
Company, Ine has moved to a ground floor location 

La Salle, ti]_—The La Salle Typewriter Company has moved to 
322 La Salle State Bank building: the former location was 613 
First street 

Los Angeles, Calif.—King Cooper is now regional manager of 
the Los Angeles region of Remington Rand Business Service 
Inc., with headquarters at 1200 South Grand avenue He had 
been connected with the San Francisco organization before this 
promotion 

Modesto, Calif.—The L. M. Morris Company, 920 I street, vet- 


of Modesto and surrounding country, has been ap- 
for the Woodstock Typewriter Company. 
Joseph A. Gavin has been appointed assist- 


eran dealers 
pointed agent 
New York, N. Y. 


ant manager of the metropolitan branch of the L. C. Smith 
& Corona Typewriters, In He handles work formerly in 
charge of Laird Dinsmore, who has been transferred to the 
general sales offices as assistant to the president Mr. Gavin 
had been in the typewriter field in the past, but has been en- 
gaged recently in other lines until taking on his present work. 
Oakland, Calif.—R. M. MacDonald, formerly associated with 
the Oakland Typewriter Exchange, Woodstock dealer, is back 
with the company Tony Micco, proprietor of the Oakland 
Typewriter Exchange, is very glad to have Mr. MacDonald back. 
Mr. Miceco has been suffering from illness for some time, but 


according to late reports he is now recovering. 
Omaha, Nebr.- Kritzelman has joined the local sales staff 
of the Typewriter in a South 


Side territory 


Sol 


Roval Company, Inc., operating 
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REBUILT 
SMITHTY PE RENTALS 
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THE OUTSTANDING TYPEWRITER VALUES 


ALSO 


Select Rough Typewriters--All Makes 


REBUILDING SERVICE — EXCHANGE SERVICE — INSTALLMENT FINANCING 








Write for Latest Price List and Complete Details of Our Service 
Endorsed by the Manufacturers 


SMITH TYPEWRITER SALES CORPORATION 


469 EAST OHIO STREET CHICAGO, ILL. 





World’s Largest Rebuilder of the L C Smith 
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Cover the Field Completely with these 
TWO Lines of Visible Equipment 








THE 
MASTER LINE 


—for the larger and extensive 
installations. Contains distinc- 
tive features that insure 
greater efficiency. All-Metal 
back, Fibre Shoe, Metal Hinge, 
double action catch which pro- 
vides two opening positions. 
Commended by dealers and 
users as the most practical 
binder on the market. A large 
variety of sizes with an exten- 
sive assortment of stock forms. 


Visible Books for record keeping provide the dealer with tremendous sales opportunities. 


Increasing numbers of business houses are adapting Visible records to their business. 


Two lines of equipment, both with the prong construction, enable Cesco dealers to fill every 


need. Send for Catalogs and details of our Exclusive Agency plan. 


THE 
JUNIOR 
LINE 


—a new line of 
Visible Equipment 
especially designed 
for the smaller 
units \ prong 
binder construction 
within the price 
range of Ring 
Books. Metal hinge, 
Fibre bac k 
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THE C. E. SHEPPARD CO. 


Long Island City, N. Y. 


271 Van Alst Ave. 

















June, ]‘ 


Wash.—R. \ Pinney, of the division, 
Business Service Inc., has been 
the Olympia territory—C. E. Nordberg, service department, has 
been transferred here from Spokane.—B. C. Foulds has been 
transferred from the San Francisco service department to the 
local sub-district office M. H. Byrne, of the local service de- 
partment, has been transferred to the San Francisco branch. 
Phoenix, Ariz.—Elmer H. Brown, manager of the Woodstock 
Typewriter Sales Company, 144 North First street, reports that 
business has been very good in Phoenix and surrounding ter- 


typewriter 


Olympia, 


temington Rand assigned to 





ritory 
Pitcher, Okla.—E. J 
typewriter field here. 
San Francisco, Calif.—M. A. Lauerman 
some time n the office machines business at 7 
is now taking on rebuilt typewriters 
San Francisco, Calif.—The Ames Supply Company is getting 
settled very nicely in its new San Francisco offices on the sixth 


Eakin, P. O. Box 65, has returned to the 


who has been for 


Front street, 


floor, 583 Market street Earl White, Pacific coast manager, 
says that they are very busy 
San Francisco, Calif.—The Royal Typewriter Company, Inc., 


has opened a new branch in Sacramento, at 1125 “J"’ street 
It is in charge of J. P. Schroth, who was formerly with the 
San Francisco office of the Royal Typewriter Company, Inc. 

San Francisco, Calif.—Lester Secor, proprietor of the Guar- 
antey Typewriter, states that business with him is still a hun- 
dred per cent ahead of that of last year. He attributes this 
partly to having taken over adding machines, but he says that 
the business show was a great stimulus too. His company’s 
exhibit dug up so many prospects for them that a month after 
the business show they were still working on prospects secured 
at the show 

San Francisco, Calif.—Mrs. L. R. Steidel, until recently em- 
ployment manager for the Underwood Typewriter Company in 
San Francesco, has left that company and has gone into busi- 
ness for herself, opening offices for vocational placements in the 
Crocker building. Her many friends in the office equipment 
field wish her well in her new undertaking and feel that if 
she had gone into some other line of endeavor, she would have 
been a loss to business 

San Francisco, Calif.—Hal Rice has transferred from 
the Royal typewriter branch in Oakland to represent an im- 
portant city territory in San Francisco. Clyde Winale, for- 
merly a successful adding machine salesman, has decided to 
join the typewriter business and is assisting in the financial 
district for the Royal Typewriter Company, Inc.—C. E. F. 
Russ, district manager for the Royal Typewriter Company, says 
that business is good and is materially ahead of that of last 
year 

San Francisco, Calif.—H. A. Sperb has been re-elected Pa- 
cific coast governor of the Optimists club. He is one of the 
best known members of the organization in the United States.— 
A. B. Brightman, assistant general sales manager of the Wood- 
stock Typewriter Company, has been visiting the agencies of 
the company on the Pacific coast. While in San Francisco he 
guest of H. A. Sperb, assistant general sales manager 
Pacific coast business.—F. C. Cowles has been 


been 


was the 
in charge of the 
appointed district manager in charge of Woodstock dealers in 
the California territory, assisting Mr. Sperb. Mr. Cowles was 
for a number of years in the typewriter business and has many 
who have been congratulating him on 
his appointment.—J. B. Smith, foreman of the shop of the 
Woodstock Typewriter Company, has been awarded the com- 
pany prize for conducting the best managed shop in the United 
States.—The San Francisco office of the Woodstock Typewriter 
Company is at present leading in the company’s national sales 
April, May and June In a separate contest 
between the San Francisco and the St. Louis offices for sales 
during the month of April, San Francisco won and the St 
office bought the San Francisco office a dinner. 

San Jose, Calif.—R. M. Devlin, who had conducted an office 
machines business at Fresno, has moved here, operating as the 
Business Equipment Company at 154 South Second street He 
business furniture, 


friends in this territory 


competition tor 


Louis 


handles Royal typewriters and “Steelcase’’ 
among other items. 
Seattle, Wash.—The National 


has been chartered; capital stock, $2,000; 


Typewriter Sales Corporation 
incorporators—C,. H 


Thornblade, Mary Isbel Ives and H. S. Ives. 

Wilmington, Del.—The Shilling-Lake Company has been 
chartered to deal in typewriters, calculating machines, cash 
registers, et capital stock, $100,000; incorporators—M. L. 


Rogers, L. A Irwin and William G. Singer, Wilmington; 
James R. Lake, charter representative, Wilmington 


Directory of Foreign Trade Promotion Agencies. 

The foreign commerce department of the Chamber of Com 
merce of the United States has issued a booklet, “United States 
Trade Promotion Agencies Abroad.’ It gives the address of 
Government trade attaches, and chambers of commerce or 
ganized in various foreign cities by American nationals This 
is a revised edition 
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te AR A is 
Quality Built 
Motors 


QUIETNESS 


Emerson Engineers, recognizing the 
growing importance of quietness, 
have achieved marked success in 
developing quiet motors. If quiet- 
ness is a requisite of your motor, this 
Emerson feature would be of great 
value in your particular application. 
Write for details. 

SPECIAL MOTORS 

FOR EVERY NEED 


1/30 to 2 hp. AC and DC 


THE EMERSON ELECTRIC MFG. CO. 
2018 Washington Ave., St. Louis, Mo. 
806 W. Washington Blvd., Chicago, Il. 
50 Church Street, New York City 











merson Motors 
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Copy Book Holder 


A portable device for holding 
stenographer’s notebook or 
copy. Shelf may be tilted to 
any angle. Equipped with 
adjustable line indicator and 
spring clip leaf holder. Base 
is weighted to prevent top- 
pling and has protected 
rubber ring to prevent 
marring of desk top. 


Glass Mouthpiece 


Made of clear crystal glass, with 
threaded metal section for screw- 
ing into transmitter front. Easy 
to keep clean. 





State and 64th Sts., Chicago, U.S.A. 
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The Varityper performs steno- 
graphic duties in a secretarial man- 
ner. Send for booklet and descrip- 


tive material. 


Varityper Incorporated 


2 Lafayette Street 
New York 
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The Superior 


MULTIPOST 


STAMP AFFIXER and RECORDER 
SAVES STAMPS, TIME and MONEY 


Eliminates four out of five necessary oper- 
ations in the stamping of mail. Prevents loss, 
misuse and mutilation of stamps by keeping 
them locked together in one safe place. 
Makes possible an accurate record of all 


stamps used. 

DEALERS: 
You know that persistent National Advertising 
creates a steadily increasing 
demand for an article, the 
merit of which has already 
been established. Each of our 
advertisements urges pros- 
pects to ask you for the Mul- 
tipost and you should be pre- 
pared to supply them. Under 
our Dealer Plan you carry no 
stock, have no money in- 
vested and are not obligated 
for service. 












If you have not received our 
Dealer Book “Why & 
How,” write for it now. 


Multipost Company 


ROCHESTER, N. Y. 














[| _ 
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’ ADDING MACHINES 


Chicago, !!l.—The Brennan Adding Machine Company, an Illi- 
nois corporation, has changed its name to the Butler Adding 
Machine Company 

Chicago, I!l.—Neal Newman, who had been assistant general 
sales manager of the Felt & Tarrant Manufacturing Company, 
s now general sales manager of The Crosley Radio Corporation 
Cincinnati, Ohio. 

Cedar Rapids, la.—J. L. Rhea, formerly with Burroughs and 
Dalton, has been appointed district manager for the Marchant 
Calculating Machine Company, with headquarters in Cedar 
Rapids 

Cleveland, Ohio.—The M. & M. Company has taken on the 
Federal adding machine, handling sales from the Federal add- 
ing machine division at 35 East Twenty-first street, New York, 
a 

Cleveland, Ohio.—The Marchant Calculating Machine Company 
was represented at the Railway Auditors of the United States 
convention in Cleveland, April 30-May 4, by Dean S. Patton, 
assistant sales manager in charge of the eastern division. Mr 
Patton was in charge of the Marchant exhibit and was assisted 
by M. J. Griffin of the Marchant office in Cleveland 

Columbia, Mo.—J. P. Dike, who has been a salesman for the 
Marchant Calculating Machine Company in St. Louis, is now in 
charge of the sub-office at Columbia 

Des Moines, ltowa.—The General Typewriter Exchange, 912 
Grand avenue, has obtained exclusive distribution in this terri- 
tory for the Addometer. 

Detroit, Mich.—D. R. McAlpine, assistant sales manager in 
charge of the southern division for the Marchant Calculating 
Machine Company, spent a few days in Detroit the last of April, 
where he attended the Tate exposition and had a conference 
with Dean S. Patton, assistant sales manager in charge of the 
eastern division. 

Grand Rapids, Mich.—H. C. Parker, who has been associated 
with the Monroe Calculating Machine Company, has joined the 
Grand Rapids office of the Marchant Calculating Machine Com- 
pan) 

Hammond, tnd.—Fred C. Ivick, formerly connected with L. C. 
Smith & Corona Typewriters, Inc., has joined the sales organ- 
ization of the Marchant Calculating Machine Company, operating 
in the Hammond territory under the Chicago office 

Jackson, Miss.—H. A trunson has been appointed agency 
manager here by the Burroughs Adding Machine Company, 
succeeding G. T. Moore, who has been transferred to Dallas 
Mr. Brunson had been agency manager at Amarillo, Texas 

Lansing, Mich.—Henry E. Venske, who has been a salesman 
for the Marchant Calculating Machine Company in Detroit, has 
been placed in charge of the sub-office at Lansing 

New York, N. Y.—J. A. Chandler has been appointed assistant 
manager of export sales by The Dalton Adding Machine Com- 
pany He has been connected with the company’s foreign de- 
partment the past ten years 

Nashville, Tenn.—E. J. Fritsch has been appointed district 
manager at Nashville by the Marchant Calculating Machine 
Company He had been district manager at Louisville, Ky., for 
the Monroe Calculating Machine Company previously. 


Olympia, Wash.—Roscoe Townsend, of the Dalton division, 
Remington Rand Business Service Inc., has been transferred 
to this city; he had been engaged in similar work at Aberdeen 
previously. 

Omaha, Nebr.—E. C. Wilmoth, who has been identified with 
various branches of the office equipment industry, has been 
appointed district manager for the Marchant Calculating Ma- 
chine Company. with headquarters at 310 Marchant National 
fank building, Omaha. 

Topeka, Kans.—-Mr. Whitney, who has been in charge of the 
Marchant Calculating Machine Company office at Topeka, has 
been made district manager, with headquarters in Topeka. 

Wilmington, Del.—The Brennan Adding Machine Company has 
been chartered to deal in adding machines; capital stock, $1,- 
000,000 and 20,000 shares no par value; A. V. Lane, charter 
representative, Wilmington 





xO — 
'§ OTHER MACHINES *% 


Chicago, IIl.—The National Cash Register Company has leased 
the four-story building at 317-23 North Michigan boulevard for 
twelve years beginning May 1, 1929. After extensive remodel- 
ing, the local agency. now at 172 North Michigan avenue, will 
occupy the building at 317-23 North Michigan. 
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AUTOMATIC ADDRESSING 


now within the easy means of everyone ! 


No more slow hand- 
feeding of envelopes in- 
to an addressing machine 
one atatime. This new 
popular - priced machine 
has an AUTOMATIC 
FEEDER. Just turning 
its crank prints 125 dif- 
ferent typewritten ad- 
dresses PER MINUTE. 

More than three times 
faster than any Address- 
ing Machine of equal 
size, yet costs less than 
one-third the price of 
any Addressing Machine 
of equal speed! 





THE ELLIOTT ADDRESSING MACHINE 
COMPANY of Cambridge, Mass., U. S. A. 


is now the largest manufacturer of Address Cards and Automatic 
Addressing machinery in the world. 


And what has caused this remarkable growth? First of all, the 
superior economy and convenience of the “TYPEWRITEABLE” 
principle of stencil-making as compared with older methods em- 
vloying embossed metal plates or slugs. Next, the superior efficiency 
of a combination indexing, recording and addressing card:— ,/ 
TRIPLE DUTY in a ONE PIECE unit, at LESSCOST. _“ 
Next, the development of super-speed AUTOMATIC Ad- // 
dressers at popular prices, practically beyond competi- Pas Attach 


, a ¢. ta hi “ 
tion. And finally the feature of visible printing and“ ie pers 


noiseless printing that have always been exclusive / letterhead and 


i 


“Elliott” features. y, we will send 


yo youa 


If you want to have your eyes opened to what / 
MODERN mechanical addressing equipment vs FREE BOOK 


really is, write for a demonstration. P ., the subject of Direct Mail 
ff Advertising. 


4 
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Greatest 


» HEAVY DUTY METAL TAB GUIDES | 
| BUILT TO STAND WEAR—NO GLARE | 
a g 
| 
The Tab that is and Promotes | 
| Kind to the Eyes Efficiency | 
a] g 
| 
| | 
| 
| With the Amount of 
g Durability 
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(| 





_—_—_——— | 


2% in. 


wd 





y 
| 

| Oo 
| Perfect Visibility | 
o} Oo 
| 
| 


4 in. 
Actual Size of Tabs 
Made in Five Colors: Blue—-Green—Red—Orange— Black a 
Specialists in Metal Tab Guides | 
Your name can be stamped on tab without charge. Let us send samples 


— 


Baltimore Index Mfg. Co. 


Oo 
112-114 S. Calvert St., Baltimore, Md. | 
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Chicago, 1Il.—T. A. Heyer, president of the Heyer Duplicator 


Company, served the commonwealth as a juror in the criminal 
court in April. 

Chicago, !!|—The A. J. Thomas Cash Register Company, 117 
West Lake street, has taken membership in the Chicago Asso- 
ciation of Commerce 

Chicago, !!l.—The American Multigraph Sales Company, 225 
North Michigan avenue, has taken a membership in the Chi- 
cago Association of Commerce. 

Dover, Del.—The Continental Postage Meters Company has 
been chartered to deal in patents; capital stock, 400,000 shares 
no par value; A. L. Raughley, charter representative, Dover. 

New York, N. Y¥Y.—The Addressing Typewriter Stencil Corpo- 
ration has moved to 635-39 Sixth avenue; the former location 
was 309 Sixth avenue. 

New York, N. Y.—The Set-O-Type Corporation has been 
chartered to deal in printing devices; capital stock, 35,000 shares 
no par value; John Donnelly, charter represenative, New York. 

New York, N. Y¥.—The Snyder Multiform Sales Company of 
New Jersey has been chartered at Trenton to deal in machines; 
capital stock, 100 shares no par; Samuel Englander, charter 
representative, Newark 

Philadelphia, Penna.—The National Perforator Company, Inc., 
has been chartered to deal in machinery; capital stock, $5,000; 
J. A. Quinn, charter representative, 1413 Dyre street. 

Rochester, N. Y.—The Rochester Check Writer Clearing House 
has been chartered to handle rebuilt check writing and protect- 
ing machines; the officers are executives of The Todd Company; 
D. A. Brice is manager of the Clearing House. The new organ- 
ization will sell rebuilt machines through dealers in office ap- 
pliances and commercial stationers 

San Francisco, Calif.—J. H. Best, Pacific coast manager of 
the Dictaphone Sales Corporation, states that they are receiving 
very fine results from the contacts made at the National Busi- 
ness Show held here in April and they expect to profit for the 
balance of the year as a result of the show.—W. Gordon Hyde, 
managing director of the Dictaphone Company, Ltd., Australia, 
spent a few days in the San Francisco territory, ending a tour 
of this country. 

San Francisco, Calif.—T. C. Brown, manager of the “Edi- 
phone,”’ San Francisco division, visited the Los Angeles division 
during the middle of May. He reports everything in a flourish- 
ing condition there.—A. B. Church, of the San Francisco divi- 
sion of the “‘Ediphone,”’ states that they are very well pleased 
with results obtained from the National Business Show. They 
think that the attractions were of better drawing character 
and were shown in larger numbers than ever before. There 
seemed to be a particular interest on the part of executives in 
the office appliance exhibits.—The San Francisco division of the 
“Ediphone” has just moved into larger and more commodious 
quarters, doubling its previous office space by additional area 
taken in. The offices are in the Arcade of the Monadnock 
building, as they have been for years past, but they are now 
double the former size The development of business required 
greater facilities for taking care of it according to Mr. Church. 
One of the latest and most practical of the instruments added 
to the “Ediphone” is being shown in the offices here. It is a 
bell signal, preventing the dictator from making the error of 
attempting to record his own voice when the machine is not in 
proper position. thus preventing the loss of time and valuable 
ideas which otherwise would be lost because not recorded. 

Toronto, Canada.—Harry Rempel, a salesman here for the 
Dictaphone Sales Corporation, has been placed in charge of the 
branch at Calgary, Alta.—J. J. Boomer has completed his sales 
training here and been assigned a Dictaphone sales territory at 
Montreal.—F. R. Stewart, who had been a service man at To- 
ronto, has been transferred to Montreal as service-salesman 
for Quebec, with a territory also in Montreal and outlying 
districts 


xo ETE 
S FURNITURE Ps 


Albany, N. Y.—The Art Metal Construction Company's local 
branch has been moved from 90 State street to 100 State ‘street. 
W. M. Tibbits, the branch manager, found it necessary to 
move, as the building at the old location was to be razed to 
make way for a new building to be occupied by a bank. 

Bristol, Conn.—Everett M. Browning has sold his interest in 
Browning-Simmons, Inc., and has joined Butler Brothers, whole- 
salers at New York 

Chicago, Iil.—The Service Steel Products Company, 914 West 
North avenue, has joined the Chicago Association of Commerce 

Chicago, Itil.—J. Fred Whittaker has been appointed salesman 
n Territory 14 of the local branch, Yawman and Erbe Manu- 





facturing Company T. D. Burgar is in training for salesman- 
ship here 
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PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all sizes, 
mail and tape baskets, space baskets, built up 
trays, locker baskets, PEERLESS paper burn- 
ers, wire globe guards, office parti wire 
guards, etc. SPECIAL WIRE GOODS 
MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 


2720 Ferry Street 
PANY YYNCS LAFAYETTE, 


aoe INDIANA 














EUREKA 


The Old Reliable Sanitary 
Copying Cloth and Bath 


This standard equipment for the letter press copy 
method is of good repute with all users of that type 
equipment. Features of the EUREKA Bath include non- 
rusting metal construction, and an arrangement prevent- 
ing mustiness or mildew. EUREKA cloths are non-ravel- 
ing and treated so as to insure clear-cut, sharp copies 
and absolutely accurate results. Now supplied in new 
office green in addition to the standard aluminum finish. 


DON’T TURN DOWN ORDERS 


for these goods—just forward them to us; we'll fill them 
satisfactorily with neat profit to you and no trouble. 
Write for the EUREKA booklet. 


The EUREKA Blotter Bath Co. 


3732-34-36 South Wallace St., Chicago, U. S. A. 
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DEALERS WANTED 


for a patented typewrit- 
er cushion key, with 
advantages and merits 
no other 7, Fassorees. 
You'll get RE key 
business by selling 


The Master Key 


(No rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co., Inc. 
28 Columbus Place 
Brooklyn N. Y. 











NOISELESS 
AUTOMATICS 


_ The Typewriter 
Noise and Shock Absorber 
A high grade product selling at a reasonable price 


with liberal discounts to dealers. Sample set fur- 
nished at.wholesale prices. Write for details, etc. 


SPEED KEY MFG. CO., INC. 
25 Columbus Place Brooklyn, N. Y. 
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“AUTOCOPY” 


PAPER AND FILE CARDS 


Copy Without Carbon 





| 
| 
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Exclusive dealers in Every City. 
Manufactured exclusively by 


THE STYLOGRAPH CORPORATION 
Coldwater, N. Y. U. S. A. 


Patents Pending 
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POLK’S “ae 
Reference Book R@2a: (Jaca WU Libs Ce 


and Mailing List 
Catalog 


Gives counts and prices 
on over 8,000 differ- 
ent lines of business 
No matter what your 
business, in this book 
you will find the num 
ber of your prospective 
customers listed. 
Valuable information 
je also given as to 
how you can use the 
mails to secure orders 
and inquiries for your 
products or services ‘ 
Write for Your FREE Copy 
R. L. POLK & CO., Detroit, Mich. 

Largest City Directory Publishers in the World—Maliling List 

Complilers—Business Statistics—Producers of 

Direct Mail Advertising. 
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Chicago, Wi.—The Englewood Desk Company is planning to 
build a new factory following a destructive fire in its plant at 
5820 Lowe avenue May 10. 

Detroit, Mich.—R. Brown, of the Yawman and Erbe Manufac- 
turing Company's local branch, has received the second bar for 
his diamond fob in the company’s 100 Per Cent plus club 

Madison, Wis.—Miss Bertha Frautschi, of Frautschi's, Inc., has 
been elected vice president of the Madison Advertising club. 

Newark, N. J.—J. Carpenter is now displaying the plain fob of 
the 100 Per Cent Plus club of the Yawman and Erbe Manufac- 
turing Company. 

New Brunswick, N. J.—The Office Equipment Company, 11 
Livingston street, occupies larger and roomier space in the 
State Theater building. This company succeeds to the busi- 
ness of Harry Strauss, 341 George street. 

New York, N. Y.—Brender & Weiss, Inc., 48 West Twenty- 
first street, has been petitioned into bankruptcy; Irving Trust 
Company, receiver. 

New York, N. ¥.—The Guaranteed Office Equipment Corpora- 
tion has been chartered; capital stock, $20,000; H. Kupansky, 
charter representative, 299 Broadway. 

New York, N. Y.—The third bar to the plain fob of the Yaw- 
man and Erbe Manufacturing Company’s 100 Per Cent Plus club 
has been acquired by C. Forney, of the local branch 

Olympia, Wash.—K. Ross, of the systems division, Rem- 
ington Rand Business Service Inc., has been assigned to the 


_ 


> 
\e 


Olympia territory. 

Philadelphia, Penna.—The Columbia Steel Equipment Company 
has leased the entire second floor of the building at 1801-03 
Chestnut street for an office and showroom. The company’s dis- 
play had been at 1435 Chestnut street 

Philadelphia, Penna.—Stanley G. Wilcox has been appointed 
salesman in Territory No. 6 of the local branch, Yawman and 
Erbe Manufacturing Company. 

Pittsburgh, Penna.—W. H. Isler has received the diamond fob 
of Yawman and Erbe Manufacturing Company's 100 Per Cent 
Plus club. 

Pittsburgh, Penna.—J. Pier, of the Yawman and Erbe Manu- 
facturing Company, has received the plain fob betokening his 
entry into the 100 Per Cent Plus club of the Yawman and Erbe 
Manufacturing Company. 

Rochester, N. Y.—Russell B. Williams has been appointed man- 
ager of the agency dealer department by the Yawman and 
Erbe Manufacturing Company. He succeeds J. E. Donahue, who 
has been assigned to special duties. 

Rochester, N. Y.—F. Sig] and T. Mooney, of the local branch, 
Yawman and Erbe Manufacturing Company, have received new 
tokens from the company’s 100 Per Cent Plus club. Mr. Sigl has 
the first bar for his diamond fob, and Mr. Mooney the third bar 
for his plain fob. 

Rochester, N. Y.—Morgan R. Norton has joined the agency- 
dealer department of the home office, Yawman and Erbe Manu- 


facturing Company. He is a recent graduate from the Uni- 
versity of Michigan.—Leonard A. Connor is a new salesman with 
the company’s Rochester branch. He joined the organization 


last November. 

St. Louis, Mo.—E. J. Medart has become president of the Fred 
Medart Manufacturing Company, succeeding P. S. Medart E. J 
had been president fifteen years until about three years ago, 
when he relinquished active connection with the corporation. 

St. Paul, Minn.—The Sperry Office Furniture Company has 
opened a store at 93 East Fifth street. This is located in the 
same building as the premises occupied heretofore on the sec- 
ond floor. The latter sales rooms will be retained The busi- 
ness office has been moved to the ground floor. T. FE. Carpenter 
is president of the company. The new store adds approximately 
12,000 square feet of space 

St. Petersburg, Fla.—The Standard Office Supply Company has 
been chartered to deal ia office equipment and supplies; capital 
stock, $25,000; incorporators—E. S. Jenkins, C. M. Brown and E 
T. Lockard. 

San Francisco, Calif.—The Ingrim-Rutledge Company has been 
appointed representative of The Fritz-Cross Company, St. Paul, 
Minn 

San Francisco, Calif.—Charles H. Victor, San Francisco man- 
ager for the company, returned in May from visiting the factory 
of the Yawman and Erbe Manufacturing Company, Rochester, 
ee 4 

San Francisco, Calif.—The Charles R. Barry Company, 55 New 
Montgomery street, has been appointed sales representative of 
The Victor Safe & Equipment Company, Marietta, Ohio. This 
arrangement includes safes, cabinets and merchandise items. 

San Francisco, Calif.—Chester Ristenpart, president of the 
Rucker-Fuller Company, is at the furniture market in Grand 
Rapids and plans to travel throughout the eastern states visit- 
ing the various factories He left in the early part of May, 
planning to be gone six weeks H. A. C. Taylor of the Shaw- 
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Our National Service will prove this and guarantee the 
continued satisfaction of your entire office. Hundreds 
of our customers, nearby, will tell you so. Telephone 
“The Ediphone,” your city, or write for our book, 


"Getting Action.” 


Ask for Travel Service 


e 
THOMAS A. EDISON, INC. 
Laboratory and General Offices 
ORANGE, N. J. 


World-Wide Service in All Principal Cities 


Edison's New Dictating Machine LONDON OFFICE: Vernon Place, Southampton Row 
Tune in on the Thomas A. Edison Hour Every Monday Evening over the N. B. C. Network 
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REMANUFACTURED 











UNDERWOODS 


ACK of the Master-Grade re-manufactured 
Underwoods is the oldest wholesale type- 
writer institution in the world. Housed in a mod- 
ern factory with every facility for doing good work, 
it is no miracle that Master-Grade quality is not 


surpassed. 


It is no wonder then that hundreds of dealers have 
found the Master-Grade the mainstay of their busi- 
ness. And the opportunities others have found in 
Master-Grade are open to you. Send for price list 











today. 
WHOLESALE TYPEWRITER COMPANY 
428-430 BROADWAY CABLE SALETYPE NEW YORK, U. S. A. 








Eveready *.4 Everlasting 


Eveready automatic stapling machines are 
built to last. The action of each model is 
smooth and positive. All parts are inter- 
changeable and the machines are provided 
with rubber silence posts so there is no 
danger of scratching desk top. 





Model A machines are finished in Olive 
Green, Mahogany and Walnut; Model D in 
Nickel Plate, Model K in Nickel Plate and 
Gray Enamel. Window displays and circu- 
lars are furnished dealers free to aid sales. 
For prices and discounts, write us today. 






Model “D” 





Model “K” 


EVEREADY MBG. CoO. or zosrox 


Factory General Sales Office 
34 Southbridge St. 50 Church St. 
Worcester, Mass. New York, N. Y. 
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Walker Company has been in San Francisco for about ten days 
on his regular agency call.—Charley Thompson of Standard 
Furniture Company has also been visiting with Rucker-Fuller 
He was agreeably surprised at the new store and admitted it 
was the most attractive and distinctive office furniture estab- 
lishment he has thus far visited. 

San Francisco, Calif.—Lee Goldsmith, who until the latter 
part of February was in charge of the Do More chair depart- 
ment of the Western Office Utilities, Inc., has been appointed 
northern California distributor for Do More correct posture 
chairs by the Do More Chair Company of Elkhart, Ind. Mr. 
Goldsmith is now located at 21 Second street, with the Gunn 
Furniture Company, and reports a most satisfactory increase 
in sales volume with the future outlook promising. It is his 


intention to add additional lines from time to time. R. 8. 
McDaniel, 1807 Franklin street, is Mr. Goldsmith's agent in 
Oakland 


San Francisco, Calif.—The Gunn Furniture Company branches 
in California have taken over the distribution for the state of 
California of the famous Columbia line of filing equipment 
manufactured by the Columbia Steel Equipment Company, 
Philadelphia. Warehouse stocks are maintained in Los Angeles 
and San Francisco and all dealers are to be supplied from 
these two points. The Columbia line is among the most com- 
prehensive of all file lines, consisting of three complete grades 
of files, namely, ‘‘Columbia,”’ ‘‘Apex” and ‘‘Atlas.” The old 
firm of F. W. Wentworth & Company formerly handled the 
Columbia line in San Francisco with great success and W. R. 
Swartz in Los Angeles and D. K. Stevenson in San Francisco, 
managers of the two Gunn Furniture Company branches, look 
forward to doing a large business with the Columbia line. 

Seattle, Wash.—The Seattle Office Equipment Company has 
located in its new home, Fourth avenue, opposite the new Hun- 
gerford hotel. 

Syracuse, N. Y.—W. H. Potts has been appointed manager of 
the local branch of the Yawman and Erbe Manufacturing Com- 
pany. He had been connected with the Rochester branch 


§* STAMPS « STENCILS « SEALS ‘ 


Orange, N. J.—The Bates Manufacturing Company will ob- 
serve the annual shut down of its plant June 29-July 15. Em- 
ployees will enjoy a two-week vacation with pay. The general 
office at 20 Vesey street, New York, will continue operations 
during the vacation period. The trade is requested to antici- 
pate requirements for Bates products before June 29, to pro- 





tect customers against inconvenience. 





GR : —— FIX 
§ PENS AND PENCILS *% 


Chicago, Ill.—M. C. Constans has joined the sales staff of 
the Dur-O-Lite Pencil Company, traveling Arkansas, Louisiana, 
Alabama, Florida, Georgia, North and South Carolina. Mr. 
Constans had been with The Wahl Company formerly. 

Chicago, !il.—The W. A. Sheaffer Pen Company has added to 
its traveling sales staff C. W. Flick of this city and R. E. Loy 
of Ligonier, Ind. Mr. Flick will have charge of sales in the 
central Ohio territory, and Mr. Loy will operate in the southern 
Illinois territory. 

Chicago, !I!!l.—J. C. Parsons has been elected president of The 
Wahl Company, succeeding Thomas Drever, who is now chair- 
man of the board. Mr. Parsons was a vice president of the 
company, and has been elected a director in place of Robert P. 
Lamont, who is now Secretary of Commerce 

Des Moines, lowa.—Jean Bradley, traveler for the L. E. 
Waterman Company, has located his family in this city, at 
829 Forty-first street. 

Jersey City, N. J.—Joseph P. Templeton has been appointed 
credit manager by the Joseph Dixon Crucible Company. He 
has had an extended experience within the organization to fit 
him for the new responsibilities. 

New York, N. Y.—Joseph R. Busk has becomé general sales 
manager of the Ruxton Multi-Vider Corporation The past 
several years he had been an account executive with Frank 
Seaman, Inc., an advertising agency. 

San Francisco, Calif.—Edgar Sparks, manager for the L E. 
Waterman Company, made a visit of several weeks duration 
to the New York factory in April and May. Mr. Sparks visited 
several cities en route and was expected back at his offices on 
May 20, calling at Chicago on his way home. 

San Francisco, Calif.—C. E. Bunting, president of The Conklin 
Pen Company, was here for the week end May 11, having 
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NEW 


PORTAPRINT 


is ready now for 


Distribution through Dealers 









Here is a profitable item 
with a fertile market... . | 


PORTAPRINT 
reproduces 
accurate 

copies of 
typewritten 
autographic and 
art work. 


Made in four 
sizes. 






. so handy 
it sells itself 


Every commercial, religious, social and 
educational institution is a prospect. 


LET PORTAPRINT CONVERT THEM INTO CUSTOMERS 


REPEATING STAMP & DUPLICATOR CORP’N 
114-A East 32nd St. New YorkiCity 


See ae area ee EEE’ rrr ree errr er 


Please send us your plan to dealers. 
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The Famous Argus Line 


Calendar Clasps, 
Typewriter Erasers, 
With or without Brush, 
Paper Clips, (3 Sizes), 
Pen and Pencil Clasps, 
Argus Sanitary Moisteners 


Ask your jobber for Prices and Discounts, or write 


ARGUS MANUFACTURING COMPANY 


1134-44 North Kilbourn Avenue 
Chicago, Ill. 
DEALERS: Write for beautiful counter easel 

















426 OFFICE APPLIANCES TWENTY-FIFTH ANNIVERSARY June, 








Exclusive Distributors W anted 


QUEEN 


TYPEWRITER RIBBONS 












QMO ALTIMA, 
MIVTIDIVIEDTIDTTT a 


CARBON PAPER 


For Every Requirement 





PRICE LIST AND SAMPLES ON REQUEST 


QUEEN RIBBON & 
CARBON CO., Inc. 


109 Reade Street New York 

















Good Impressions 


You can recommend No. 2....3%x6% inches 
VICTORY Stamp Pads tv No. 3....4%x7% inches 
your trade with full assur- me G05 inches 
ance of satisfactory service. Su 

§ plied uninked, or inked 
Made of high quality ma- i ced. black, blue, violet 
terial, they wear long and and green. "We have a 
retain a smooth inking sur- price-list and details of our 
face despite the most severe line of stamp pads, inks, 
pounding and scrap!ng mucilage, paste and sealing 
Made in six sizes as follows: wax for stationers on ap- 

Junior ..2 x3% inches Plication. We can furnish 

No. 0 2\%x3% inches any of these items for 

No. 1....2%x4% inches your own private brand. 


L U T H E INK AND STAMP PAD 


55-57 East Park St. Newark, N. J. 


CORI EEE eae 














1929 


landed from the round-the-world cruiser, the S. S. ‘Resolute.’ 
Mr. Bunting, in the course of his tour had covered some 20,000 
miles by water and 10,000 miles on land, as he had made 
journeys in many countries, where the ship put in for a few 
days. Mr. Bunting described to Oliver Pierce, the Pacific coast 
manager for The Conklin Pen Company, the satisfaction it had 
given him to see how well the products of the Conklin factory 
are dispiayed in the Far East. In such cities as Hong Kong 
and Pekin he not only found many Conklin pens shown in 
tores, but was also impressed with the artistic way in which 
late models in colored pens were being displayed by native 
merchants Chinese dealers were especially featuring jade 
green fountain pens, this being a favorite color in China. Mr. 
Bunting left Toledo January 3. Without waiting to go through 
the Canal, he left May 12 for Los Angeles, planning to go home 
overland from that city, completing his round-the-world trip. 
Toledo, Ohio.—-Russell A. Compton has returned to the service 
of The Conklin Pen Company as advertising manager. Of late 
he had been with the sales department of The Graphic Arts 
Corporation, Toledo. Mr. Compton succeeds C. N. Coe as ad- 
vertising manager for Conklin; the latter has joined The Toledo 


Showcase Company as advertising manager 

Chicago, l!i!|.—O. D. Fielding, a veteran of the National Blank 
Book Company. has retired on a pension, residing at Monroe, 
Mich Mr. Fielding had been connected with the National or 
ganization thirty-five years. 

New York, N. Y.—The A. Bobbe Company, specializing in ma- 
chine accounting supplies, has opened a store at 200 Church 








street 

New York, N. Y.—A. W. Williams, who had been New York 
manager for the Boorum & Pease Company, has joined the 
Stationers’ Guild of America as general manager 

St. Louis, Mo.—The Loose Leaf Metals Company has occu- 
pied an extension to its plant, increasing manufacturing fa- 
cilities. 

San Francisco, Calif.—The Wedge Lock Binder Company, 543 
Clay street, has opened a Los Angeles branch office at 1040 
South Broadway in charge of Charles M. Wead. This is on ac- 
count of the increasing coast demand. The president of the 
company, William H,. Smith, states that the company has al- 
ways worked on its own patents. A new patent has just been 
awarded and others are pending. The company will later go 
in for national distribution, as soon as things are arranged. 
Stationers generally in San Francisco handle the Wedge Lock 


Binder Company's products 


. STATIONERY  ¥% 


Chicago, Ill.—The Hyde Park Stationers, 5226 Harper avenue, 
has taken space in the new bank building at Fifty-third street 
and Lake Park avenue, occuping a Fifty-third street frontage 
This new store is within a block of the former location 

Chicago, !!|.—The James B. Lynch Company, 425 South Dear- 
born street, has leased the adjoining store at 423 South Dear- 





born street. After extensive alterations the new store will be 
occupied in July. The expansion of business has necessitated 
increasing the store space. 

Chicago, !!|.—The Dearborn Office Supply Company, 118 South 
Clinton street, has been chartered to manufacture and deal in 
stationery, office furniture, etc.; capital stock, $10,000; incorpo- 
rators—Hubert S. Bowles, Charles H. Bowles and J. J. Hank 
This business had been located at 322 West Washington street. 

Chicago, IlI.—C. W. Allen, son of Bert A. Allen, head of Allen 
& Company, has joined this paper sales organization, located at 
205 West Monroe street The company specializes on light 
weight papers and bonds, handling the lines of the Carew 
Manufacturing Company Parsons Paper Company, Franklin 
Paper Company and C. H. Dexter & Sons, Inc. 

Chicago, II|.—The Nyberg Manufacturing Company, 7546 Cran- 
don avenue, has been chartered to manufacture and sell office 
furniture and equipment; capital stock, $10,000; incorporators— 
Carleton L. Banker, H. E. Smith and Albert O. Olson. The 
initial product of the company is a steel book rack to hold 
telephone directories, etc This is suspended in the knee space 
of the desk, keeping the books accessible without devoting 
space on the desk top to them When not used for reference 
the bookrack slides out of the way, and does not interfere with 
the chair when it is rolled under the desk 

Cincinnati, Ohio.—The Cincinnati Blank Book Company has 
been chartered; capital stock, $25,000; incorporators—Walter 
Schmitt. L. Alvin Kreis and E. M. Hughes 
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.\!/. Radial Diffusion— 
WZ More Comfortable than 















_~G ((M" \—. 
ay) ! Blasts draw air from only one 
“a NI “% = Blasts! direction and send it violently 
/ in another. Radial Diffusion draws air from 
/ * all directions and sends it smoothly out 


in all directions. It moves ALL the 
air and makes all the room comfortable. 


IRATE TOR 
\ | ) 


The finest fAL TRA unit for stores and offices that was 
ever invented. Set it on desk or table anywhere. Gives perfect 
comfort without disturbing blasts. Sells on 

demonstration to all office executives who 
value comfort plus efficiency. Send at 

once for particulars. 


SAVORY, Inc., Dept. 153,90 AlabamaSt. =, 


Owned and Managed by The Republic Metalware Co. Someunnees 





New York BUFFALO Chicago ie 











FROM SEA TO SEA OUR IMPRINT SHOWS 


THE SUN NEVER SETS‘ WHERE OUR TRADE MARK GOES 





Constant Backed by 
Improvement F A V O R } T ioe Sixty Years’ 

Quality Manufacturing 
Predominant REG. TRADE MARK Experience 


| ENVELOPES 
FILE POCKETS 


EXP ANDING PARTITION ENVELOPES 
FILES — PAPER AND CLOTH 
GRIP BINDERS 
THE COOKE & COBB COMPANY 


MANUFACTURERS OF STATIONERS’ SPECIALTIES 
FOR THE TRADE 


211-217 STEUBEN STREET BROOKLYN, NEW YORK 
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Are You Acquainted with 
Old Town Products? 


Why Not Sell Old Town ‘“‘Hermetic’’ Typewriter Ribbons and 
“Triple-Wear’’ Carbon Papers? They Will Increase Your Good Will. 


LD TOWN Rison ¢ Carson Co. tne. 


BROOKLYN, N. Y. 


PHILADELPHIA WASHINGTON, D. C. 
1601 N. 7th St. Bidg. 





BOSTON 
Little Building 
LONDON, ENGLAND 
17-21 Emerald St. 


CHICAGO 
516 W. Jackson Blvd. 
SAN FRANCISCO 
7 Front &t. 





National Press 
——, 




















Swan Sencits 


the most economical pencils 
of the world. 


Try Our STABILO 


thin lead colored pencils. 


They do not break 


OTHELLO COPYING PENCILS 
FLORA CHECKING PENCILS 










| Prices and samples on request. 


SWAN PENCIL CoO., INC. 


221 Fourth Ave., 
New York, N. Y. 
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Dallas, Texas.—Gideon Bryan has become a city salesman for 
The Dorsey Company. He has been with the Hargreaves Print- 
ing Company the past eighteen years. 
Detroit, Mich.—The Office Necessities Corporation, 
Jefferson avenue, has added stationery 
lished lines 


131 East 


items to its estab- 


Elkhart, tnd.—The Timmins Stationery Company, 523 South 
Main street, is being operated by a new corporation. H. C. 
Timmins is president and R. L. Patrick, secretary-treasurer. 


Fred Schuitema, of The Tisch-Hine 
Company, accompanied a group of Grand Rapids printers to 
Erie, Penn., in May to inspect the plant and products of the 
Hammermill Paper Company. 

Helena, Mont.—The Helena Office Supply 
opened its new store here, replacing that destroyed by fire last 
year. In the interim the store has occupied temporary quarters. 
This is said to be the oldest stationery house in Montana, estab- 
lished thirty-six years ago A branch store is conducted at 
Missouli 

Jackson, Miss.—The Mississippi Stationery Company, Inc., has 

filed an amendment to its corporate charter increasing the 
capital stock from $10,000 to $20,000. 
Wis.—The General Stationery Company 
chartered to do a printing, engraving, etc., capital 
stock, ten shares of $100 each; incorporators—R. Cavanah, G. 
Mittlestaed and J. S. Christenson. The same incorporators have 
filed for the General Printing Company; capital stock, 300 shares 
at $100 each. 

Long Beach, Calif.—The 


Grand Rapids, Mich.- 


Company, Inc., has 


Kenosha, has been 


business; 


Western Stationery Company, 244 
East First street, is owned and operated by Louis Goldsmith. 
This store was conducted and largely owned by Mr. Goldsmith 
when operated as the Western Office Utilities 

Los Angeles, Calif.—The A. E 
its new two story building at 
streets. 

Morgantown, W. Va.—Laidley & Selby has been incorporated 
to conduct a wholesale and retail stationery incor- 
porators—Bradford B. Laidley, Mary R. Laidley, Harlan B. 
Louis R. Selby and Louisa C. Rogers 

New York, N. Y.—The Vesey Stationers 
poration has moved from 36 Vesey 

New York, N. Y.—The H. R. R. 
chartered; capital stock 
26 Court street. 

New York, N. 
business; capital stock, 
sentative, 26 Court street 

New York, N. Y.—The 


Little Company has occupied 
Twenty-second and San Pedro 


business; 


Selby, 
Manufacturing Cor- 
street to 345 Broadway. 

Stationery Company has been 
$5,000; E. Haas, charter representative, 
Y.—Henry Binder has incorporated a stationery 
$1,000; O. L. Landman, charter repre- 


Stationers Specialty Corporation, for- 


merly at 211 Centre street, has moved to 149-51 Lafayette 
street, where increased space is provided. 
New York, N. Y.—The Williamsburg Novelty Company has 


been chartered to deal in stationery, 
$1,000; Reeder & Reeder, 
N. ¥ 

New York, N. Y.— 


cards, etc.; capital stock, 
charter representatives, Syracuse, 


The Greenhaus Checkfile Corporation has 


been chartered to manufacture and deal in office equipment; 
capital stock, $30,000 preferred and 100 shares common; M. 
Jelline, charter representative, 1440 Broadway. The Greenhaus 


Holding Corporation has been chartered also; capital stock, 100 


shares common. M. Jelline, charter representative, 1440 Broad- 
way. 

Port Jarvis, N. Y.—A stationery and book store has been 
opened here by Robinson & Cunningham, Middletown, N. Y.; 


leo Barkman is manager of the local store 


Portiand, Maine.—The Hall-Martin Company and Goold’s 
Office Supply Shop have merged at 22 Exchange place. The 
Hail-Martin Company is expanding its wholesale stationery 


activities to items. Allan O 


department. 


include office supply 
manager of the office supply 

Roxbury, Mass.—The stationery store of Eben Hallett, 117 
Dudley street, has been purchased by David G. Boyd, of Boyd's, 
Inc. The Hallett store has been at the same location sixty- 


Goold is 


seven years. Mr. Boyd operates three stores—one at 713 Tre- 
mont street, Boston, his own store on Pleasant street, and the 
Hallett establishment He contemplates adding stores until 


he has a chain of ten. 

St. Louis, Mo.—Herbert Smith has joined the Blackwell—-Wie 
landy Book & Stationery Company as salesman. He had been 
selling printing and engraving here the past fourteen years. 

San Francisco, Calif.—A business trip to Honolulu is being 
made by H. G. Roehm of Eaton, Crane & Pike, 770 Mission 
street 

San Francisco, Calif.—The H. C. Jenkins Company, 
sentatives of Carter’s ink and other lines, has moved to 457 
Kearney street. For years the company was at 214 Bush street, 
but tenants have had to move as the building is being de- 
molished in order that a new structure may be erected on the 


repre- 
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ROPE 


* Profit ae Dichor for Over’ 

A aker for Over 9 Years 
Type per ne come and gone— 
but Clarotype has always been suc- 
cessful because it is the most practical, 
eficient and simple type cleaner ob- 
tainable. It is known and used by 
thousands and thousands of stenog- 
raphers all over the country. Sales 
and profits of over 3000 dealers recommend your stocking 
Clarotype. It will move off your shelves the year ‘round. 
Order from your jobber or us. 


Recommended by Underwood Typewriter Co., 
L. C. Smith and Corona Typewriters, Inc. 


THE CLAROTYPE CO., Inc. Yiw'York 
anaSSanajSSSSSSS>~_>>___== 


CORK BULLETIN BOARDS 





Framed or 
Unframed 





Finished 








Dealers write for catalogue 


N. Y. SILICATE BOOK SLATE CO. 
20 VESEY STREET NEW YORK CITY 








If not, you can build up 
your volume in this great 
market by establishing di- 
rect representation. I 
offer a superior service 
in putting you in touch 
with energetic salesmen 
and sales managers, office 
workers of all kinds. 

I know this field and I 
know selling—I have es- 
tablished other office ap- 
pliance manufacturers here 
and I can create an effec- 
tive agency that will soon 
repay you in increased 
sales. The service is 
free to manufacturers. 


A. R. ROHRER 


Acorn Personnel Service Agency 
17 John Street 


Have you 
a capable 


New York 


sales office? 






New York 














BEACH’S 
“Common Sense”’ 
TRAVELERS’ 
EXPENSE BOOKS 

















now contain calendars 
for the last half of 1929 
and all of 1930. 


Send in your orders! 
































Beach Publishing Co., 1351 Book Bidg., Detroit 
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the merchandising 


ARTHUR W. 


195 Lafayette Street 





St. Nick Christmas Trees 
Gifts..Prizes.. Decorations.. Window Displays 


Retails 5c and up 
The Stationery Trade is rapidly realizing 


possibilities of 


“St. Nick” Christmas Trees. To decor- 
ate their stores and windows. To resell 
to offices, banks, stores, restaurants, ho- 
tels, churches, clubs, homes. 


Order Now for Christmas Delivery 
Made in U. S. A. by 


HAHN 


New York 


Established Over 38 Years 








BETTER 


If you like 


175 Fifth Avenue 


assured. This 


one job done DRY uniformity 


with Theta ARTS ~y brings positive 

| Dry Stencils os TENCIL repeat  busi- 
you will like ness. Tell | 
every job thereafter. your customers this if 
Theta Dry Stencils are they don't know it 
uniform. Clean, sharp now, “Theta Dry Stencils 
results are always always satisfy.” 


We have a few dealer propositions to offer. 


THETA Dry Stencil CORP. 


New York | 


— 








All 





Send for illustrated price list. 
Manufactured by 


SAINBERG & COMPANY, 


78 EB. 180th Street 
Ohicago Office, MR. W. C. SNODDY, 8 South 





DESK PADS 


Brass Corners, 
Bronze Corners, 
Leather Corners, Ve- 
lour Back, Moire 
Back, Felt Back 


sizes in STIFF 


and FLEXIBLE 
pads. Leather cor- 
ner pads made in all 
colors, including 
pastel shades of 
ecrase. 


INC. 


New York, N. ¥ 
Dearborn Street 











CHECK WRITER PARTS 


Price List—Also Catalogue of 100% 
Rebuilts. Send in a machine for Re- 
building. You will be satisfied with 
the job and the price. Established 1914. 


CHECK WRITER CO., Inc. 


Dept. O-A, 111 Nassau St. NEW YORK 





site. The Jenkins Company, in addition to Carter's ink repre- 
sents “Stitchfast” label pasters, and “‘Bostitch” paper fasteners 
and is Northern California representative for the Safe-Guard 
Check Writer Corporation, New York, N. Y. 

San Francisco, Calif.—S. S. Kauffman, president of the H. S 
Crocker Company, Arthur C. Moench, general manager and vice 
president, and L. A. Burroni and Fred Kast of the San Fran- 
cisco store all left in the middle of May for an elaborate fishing 
trip, following the opening of the trout season 

San Francisco, Calif.—The H. S. Crocker Company is practi- 
cally installing three new departments to which great attention 
is being given According to W. H. Goldfinger, retail store 
manager, a large department for artists’ materials is being 
opened in connection with the picture framing department 
which was opened some months ago, but is now being so much 
enlarged that it is practically a new department. The Weber 
art lines are being carried, pigments, brushes, canvas, etc 
This is an old-established line very weli known to artists.—An- 
other new line is that “Cine-kodak,"’ which is being installed in 
connection with the camera department of the store In taking 
it over the company is now fully equipped with moving picture 
cameras, and films. There is an increasing demand for moving 
picture cameras, etc., and the H. S. Crocker Company is cater- 
ing to it, including little projecting theatres. 

Seattle, Wash.—Conrad Krieger and Robert Cook are recent 
additions to the sales staff of the A. E. Fransen Stationery 
Company 

Seattle, Wash.—The Industrial Printing & Stationery Com- 
pany, 3812 Ferdinand street, carries commercial stationery items, 
does a job printing business and issues a weekly newspaper 

Waterbury, Conn.—Brinton Carrigan has been appointed di- 
rector of marketing by the Scoville Manufacturing Company 
He had been marketing consultant with Ernst & Ernst. 

Waycross, Ga.—The Star Book & Stationery Company has 
succeeded to the business of J. W. Starr, who has sold his 
business 

Yazoo City, Miss.—_-The Birdsall Printing Company has added 
a stationery department, incident to moving into its new 
building at 211 South Main street. 


KG SK 
RIBBONS AND CARBONS ‘ 


Boston, Mass.—William J. Hanson has joined the ribbon and 
carbon division of The Ault & Wiborg Company, operating in 
this territory He had been manager fifteen years of the local 
territory of John Underwood & Company. 

Chicago, Iiil.—Carter & Allen, Inc., distributors for Mittag & 
Volger, Inc., 205 West Monroe street, have joined the Chicago 
Association of Commerce. 

Chicago, Ill.—J. A. Salisbury, manager here for the Kee-Lox 
Manufacturing Company, will spend June in the east He will 
attend a sales conference at the factory, and take a vacation 
which is to include a fishing trip to favorite Canadian lakes. 





Portiand, Ore.—The Miller-Bryant-Pierce Company has opened 
a service station at 615 Bedell building. 

San Francisco, Calif.—F. A. Hammergren, president of H 
& M. Company, has just returned from a long trip through the 
northwest, and reports business very good 


San Francisco, Calif.—A. Andre, manager of the Los Angeles 
branch of the Mittag & Volger, Inc., is making a business trip 
through the southeast, as far as Texas Louis Funaro, who 
has been shipping clerk in the Los Angeles office for the past 
five years, was promoted May 1, to be junior salesman, W. G 
Huston, coast manager, states. Mr. Huston is leaving for a 
rip through the northwest and will cover his territory as far as 
f the San Francisco office is leaving 


Denver Joe Lanum « 
shortly for a fishing trip to the Feather River 


ON mI 
ig CATALOGUES ¥ 


Paragraphic reviews of current issues from the catalogue and 
allied fields, classified for convenient reference. 





Manufacturer 

From the Marsh Stencil Machine Company, Belleville, I., 
comes a sixteen—page booklet, “The Art of Marking Ship-— 
ments.”’ This illustrates and describes the various devices 
and supplies included in the Marsh line of shipping room equip- 
ment The booklet is done in two colors. Copies are sent 
free on request 

The L. C. Smith & Corona Typewriters Inc., 51 Madison 
avenue, New York, N. Y., has issued ‘“‘Typewriting Awards, 
1929."" This was prepared by the company’s school depart- 
ment to explain to teachers and students in typewriting the 
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CARBON PAPERS and 
TYPEWRITER RIBBONS 


~ sold through dealers only — 


Alco carbon papers have an enviable reputation for their 
uniformity and distinctive high gloss finishes. They 
produce clear, sharp copies with a wear that is satis- 
fying to the user. 





Alco ribbons are made from the highest grade of raw 
| materials obtainable. They have a fine record of clear, 
ik sharp writing and long wear. 


An inquiry will give you the reason for our claims. 


| ALLEN & COMPANY 


t } 11-13-15 Vandewater Street 
NEW YORK N. Y. 











MYSTICAL INDIA 
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See 


— Advertised Since 1839— 
Bigger and Better than ever in 1929 


Dealers interested in a big Loose-Leaf line worth pushing, will find it this year in Moore’s. 
Complete. High-grade. Reasonably priced. Liberally advertised. 








—Moore’s Security Binders. 


MOORE’S PRODUCTS Moore’s Loose-Leaf Records. 


Moore’s VISIBLE Systems in book form, the basis of 

Moore’s Binders Ivan Allen-Marshall’s famous Stock Control System as 

Are DIFFERENT well as other widely adaptable applications of the Book 
Loose-Leaf. 


During 1929, as always for 89 years, Moore’s line will be widely advertised to the consumer 
for a direct tie-up to dealers. Notice Moore’s advertisements regularly in the business publica- 
tions indicated above, as well as our schedule in the big mass magazines like “Colliers,” “Literary 
Digest,” “Review of Reviews,” and 11 trade journals covering leading industries. 


Write today JOHN C. MOORE CORPN. gcaiiisnes 1939 


for Samples, Terms. 6003 Stone St.. Rochester, N. Y 
m » N. Fe 


MOORE S$ ‘<r SYSTEMS 


In Use In More Than 300,000 Offices 























IS PRICE COMPETITION AFFECTING 
YOUR RIBBON AND CARBON SALES? 


HEN sell Quality—sell Novelty — sell 
Efficiency. 


You don't have to talk Whitedge Carbon Paper 
Show it—it sells itself. 


Whitedge ‘Noiseless carbon paper is clean to | 
handle —durable—makes clear copies. | 


Stormtex Typewriter Ribbons write like print. 


Write for samples and prices. 


H. M. STORMS COMPANY 


(THE COMPLETE LINE) 
Carbon Papers Typewriter Ribbons 


Cc nA 
ORvs eETER 561 GRAND AVE. BROOKLYN, N. Y., U.S. A. 





te I 
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company’s system of awards The booklet is bound in blue 


with the title in silve! nbossed 


Direct Mail—Manufacturer 
Dirigibles and loose leaf metals seem to be unrelated, 
but a mailing by The Tenacity Manufacturing Company, Cin 
cinnati, Ohio, hooked them up effectively. The accident to the 
“Graf Zeppelin” last year which wrecked a fin impaired the 
stability of the craft This Tenacity letter showed how loose 
leaf metals are the stabilizers of account books, and add to 


the reliability and ease of action 


Paragraphic reviews of current issues from the house organ 
field, classified for convenient reference. 





Manufacturer 

The Leopold News (The Leopold Company) announced that 
dealers can sccure the ‘“‘Royal Easy Rest” chair as a ‘“‘Clubby’ 
element of office equipment 

The Royal Standard (Royal Typewriter Company, Inc.) has 
inaugurated a series of articles on the stores of leading office 
equipment dealers in the United States. The series started 
with a description and illustrations of the store of the Walter 
W. Prior Typewriter Exchange, Trenton, N. J. 

“My Finances” was described in The DuPont Magazine (E. I 
du Pont de Nemours & Company) as an important aid in re 
cording personal investments. The revised edition of “My 
Finances” is published by the Trussell Manufacturing Company, 
Poughkeepsie, N. Y It is bound in ‘‘Fabrikoid.”’ 

“Al Vogan’s Page’’ in The Berloyalist (The Berger Manufac 
turing Company) discussed “Selective Selling.”” The various 
angles of this subject were discussed, and suggestions made on 
how to pick winners from the sales standpoint, and to culti 
vate the highest potentialities in the dealer’s field 

Suggestions were invited from readers of the “Y and E’’ Idea 
(Yawman and Erbe Manufacturing Company) concerning the 
sort of news material to be used by that newsy house organ 
The editor explained the nature of material desired, and its 
value to other readers, making the Idea a “clearing house for 
ideas.”’ 

The Addressograph-er (Addressograph Company) reproduced 
a cablegram sent J. E. Rogers, the company’s president, at 
London, reporting 142 per cent of quota in April, which had 
been designated as ‘“‘Rogers’’ month. April was the largest 
single month in volume, showing a ten per cent gain over the 
previous “high.” 

H. N. Peterson, salesman, Des Moines branch of the L. ¢ 
Smith & Corona Typewriters Inc., contributed “‘How to Save 
Time in Covering a Country Territory’’ to the company’s house 
organ, the Typebar Bulletin. He showed how to schedule the 
territory for regular visits, and to make a systematic record of 
prospects and individuals to se¢ 

“Organized Effort Wins’’ in Smith-Corona News (L. C. Smith 
& Corona Typewriters Inc.) showed how planned work means 
orders for typewriters, applying alike to the branch manager 
his salesmen, and to the dealers. This was written by J. L 
Howerton, manager of the Richmond branch, and reflects his 
extended and varied experience in selling typewriter service to 
business and professional men 

The Lyon Standard (Lyon Metal Products, Incorporated) pub 
lished “How We Sell Lyon Steel Cabinets in a City of 25,000.”’ 
This was contributed by W. G. Robbins, president of The Caro 
lina Office Equipment Company, Rocky Mount, N. C. The com 
pany displays Lyon products consistently, and keeps them in 
the foreground in a radius of seventy-five miles of Rocky Mount 
through the efforts of the outside salesmen 

Dealer 

4 goodly order for loose leaf binders and sheets from Cuba 
set The Office Cat (The Richmond & Backus Company) purring 
about a boom in business on the island. 

Common Sense (Corlies, Macy & Company, Inc) reprinted an 
item from the New York Times which was a reminiscence by 
one of the company’s men He told of his experience in the 
blizzard of 1888 which was so severe that it was several days 
before he could start out on the road trip. 

Interesting narratives of cold Hawaii appeared in The Hono 
lulu Item (Mercantile Printing Company, Ltd.) Among them 
was “Our First Wireless.”’ telling of the semaphore signalling 
system which brought shipping news to the business district 
as soon as a hull popped above the horizon. 

“Osco”’ Business Ideas (Office Supply Company, Inc.) told in 
“Keeping Fit’’ how business folk, particularly salesmen, can 
maintain good health and pleasing appearance through proper 
care of person and raiment That creates favorable impres- 
sions on prospects, and makes it easier to get down to business 

Stationery Suggestions (A. Carlisle & Company) referred to an 
order which was cultivated by an issue of that house organ 
more than a year befor The customer asked for aluminum 
protector strips for desk legs, mentioning that he had seen 
them mentioned in the house organ about a year before. That's 
proving that the right sort of house organ pays dealers. 


Internal 
Ways and means of “Utilizing the Full Day’’ were suggested 
in The Gill-O-Gram (The J. K. Gill Company) What a clerk 
does in slack business hours is a prophecy of his future If he 
finds time to keep busy straightening stock and other useful 
efforts, he’s adding to the prosperity of the business, and will 
get his share in due time 


—— <g——__—_ 

Survey of House Organ Field 
Barron G. Collier, Inc., car card advertising, is making a 
survey of the house organ field A preliminary analysis shows 


that 2.500 concerns are issuing house organs to consumers, 
dealers or factory and home office personnel, with a combined 
circulation of 100,000,000 It is estimated that $15,000,000 is 


spent nnually 








Quick Sellers—Big Money Makers 


ORN 25 


od Handy Files 


Their pocket pages keep 
papers in order but instantly 
accessible, indexed A to Z, 1 to 
31, or specially classified by 
celluloid covered, removable in- 


dex tabs. 
Books 


with pasteless pocket pages for 
news clippings, striking advte., 
etc. The storehouse for val- 5 
uable ideas, instantly accessible. 
Albums for Every Purpose 
Autograph, Camera, Portrait, 
Postcard, Disc Record, Greeting 
Card, Memory, “Each Day's 
Doings.”"—Girl’s 6-yr. Diary. 


Pp oa 
Double Dummy Boards 
Write for prices and special discounts 


W.C. Horn, Bro. & Co, ¥s:; 200 Sth Ave., New York 











MARVELOUS'!PATENTED 











HAND ENVELOPE SEALER 
Price $4.50 only. Guaranteed 5 Years 

An extremely ingenious, practical and 
simple office appliance which without 
fuss and feathers seals envelopes like 
lightning. Constructed of the finest 
materials, heavily nickel plated, lasts in- 
definitely. Carries its own water supply 
in the handle reservoir. 


Equals Work of Expensive Power 
Machines 
Banishes forever messy sponges and 
eliminates the menace to health of seal- 
ing envelopes with the tongue. Used by 
U. S$. Government, State and City De- 
partments, large business offices, etc. 
EXPORTERS: Write for special 
proposition in foreign exclusive territory. 
DISTRIBUTORS: The Rede Patented 
Envelope Sealer gives you a genuine op- 
portunity to earn unusually large income 
in exclusive and protected territory. 
Write for free trial offer. 


REDE COMPANY, 103 Winthrop Bldg., Boston, Mass. 

















Something Very Special 


Of Inte rest 
to 


Retail 


Stationers 


Ask fer Catalog No. %-X 


THE OSCAR ONKEN CO. 
624 West 4th 8t. 
Cincinnati, O. 





Window Show 
Card Stands 
40 cacy 
ADJUSTABLE FROM 
32 7048 W/CH 


THERE ARE THEY ARE 
4 DESIGNS TILTING 
4 S/ZES ADJUSTABLE 


pI 











MARS 


Moon 


Times 


PENCILS 


Globe Trotter 
Half Moon 
Gladiator 


Moonlight 


Luna 
Memphis 


Tribune Multator 


INC. 


YORK 


9.3. STAEDTLER, 
53-55 WORTH S$! NE YY 


STAEDTLER PENCILS SINCE 1662 








434 OFFICE APPLIANCES TWENTY-FIFTH ANNIVERSARY 





DESK "LOTTE, PADS 





Come to the trade headquarters for desk pads. All 
standard sizes, stiff and flexible backs, made with 
padded and plain leather corners, both natural and 
in various colors, brass and bronze corners, leather 
side panels, etc. Also linoleum desk pads—easy to 
clean—require no blotters. Ask about our line of 
cloth covered card index and stationery cabinets. 


Send for illustrated price-list. 


L. HOFFMAN Stationery Specialties 


145 LaFayette St. New York, N. Y. 











PAA AA AAPA AAPA AAPA AAAAASIYSY 


ere’s a coupon for a 
SPECIAL DOUBLE OFFER 


Two valuable selling helps FREE! (1) Charts show- 
ing how to select the right pencil for any use. (2) 
A complete school window display. Reserve yours 
for delivery August 1. 


Eberhard Faber Pencil Company 
37 Greenpoint Ave., Brooklyn, N. Y. 
Please Check Gentlemen: Please send me _. copies of your new 
Large Window pencil selection charts imprinted with my name. Also your 
Med. Window new SCHOOL Window Display. 
Small Window 
( Jobbers will indicate 
how many displays 
of each kind are 
wanted.) 


Name- 
Address__— 
City 








State - 








STOP evertastinc NOISE 





Mede for L. C. Smith, Remington, Royal and Underwood 
typewriters. 
hen ordering state 
Saves repair calls, does away with desk drumming, makes 
SS more quiet and epee. 
eupeustter fe ental automatically attached and as 
quickly removed, without tools, from the d > 
Sold at all offices of The L. C. Smith & Corona lypewriters 
Inc. Ask for trial. 
Dealers write for liberal proposition. 


Smith Noise & Shock Eliminator 
303 Kellogg Street Syracuse, N. Y. 


L. hi 


























Printers ~Hlationers 


Increase Qjour Sales 
by using appropriate border blanks in 
conjunction with your type jobs 
‘This Border is one of sixteen different 
styles ~ printed on strong white ledger 





paper ~ size 9% 12 inches —_ 
100 for $2.00 
not much more than the cost of blank paper 


Ames & Rollinson 


206 Broadway Dew York 
Designers -Sngravers - Printers 


Write for Prontere circular showing complete line- 
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¥ EXPORTS Po 


Typewriters 


United States exports of typewriters by countries during March, 1929 
In exports under this classification where the machine is driven by an 
electric motor, the value of the motor is included with the machine 
By the division of Statistics, Department of Commerce. 

Standard, New Portable, New Used & Rebuilt Parts of 


























Countries No No 

Austria - 244 $ 528 $ 20,835 

Belgium soz 319 11,700 

Bulgaria ee 20 tH 1,440 

zechoslovakia SOG 536 20,376 

Denmark 176 7 2,835 

Estonia . S 20 720 

Finland . . wu 1ll2 4,156 

brance ecee 3,982 1,950 74,801 

(jermany wus 2.585 103,440 

Gibraltar i) 5 180 ° e 

(rreece : 81 10 360 15 270 seus 
Hungary . 6u i vO 3,510 404 10,051 5u5 
Irish Fr State 21 1,470 oe eé2 rrr , 
Italy : 1,012 : 7 515 20,070 95 2,660 8,556 
Latvia 27 22 : 
Netherlands iy 30,688 32 112 , 41 452 
Norway 1 + t4 24 1,083 “9 
Poland and Dan 71 2 322 t4 2,015 616 
Portugal 1s0 M7 1S2 6 170 241 
tumania in 2358 13 606 

Sov Kus. in Eu 2 14 33 
Spain 1,144 09,177 166 539 16,872 ool 
Sweden 77 7 611 16 614 USS 
Switzerland vel 28,121 iis 73 2,062 1,746 
United King LOG 199,085 1,061 767 22,0065 14,887 
Yu and Alt 0 719 ib 6 26") 162 
Canada 1,530 97,023 S80 T02 18,709 22 521 
rit Honduras . . ‘ S 12 sees 
Costa Rica 25 2,002 ‘ 156 12 600 ll 
(juatemala ow 4.080 22 1001 cir 
Hlonduras 1 1,412 5 18> 1 75 1m 
Nicaragua is 1,526 11 510 i es 49 
Panama =5S 2,218 2 120 22 OSU SS 
Salvador 62 4.048 rl 1,827 

Mexico 124 28,650 iv 15,622 77 OTF 63 
Miyguelon «& St 

Pierre 1 5S 1 oO 

Newfoundland end 

Labrador ; 235 . 8 171 
Bermudas y4 16 ” 220 4 235 32 
Barbados l ‘1 ; l is 

Jamaica Ss wee) l i2 l 40 124 
Trinidad al lol on ; 10S . . 
(ither B \ d 14 1 2 l ) ; 
‘ 5 21,250 167 6.120 23 778 1.019 
Dom Re bolic oo 4.741 : 144 aa seee 
Net Ww Ine 1s 1,449 20 yoo ° 1 
Fr. W. In t 263 2 7s 8 6 
Haiti, Rep. o Ka 1,608 24 900 1 O 

Virgin Is. of U.S l 70 6 La P s 
Argentina 1,16 82,765 130 16,094 189 7,112 1,774 
Bolivia iS 2,797 Mb 2,415 : 105 
Brazil . 1,068 75.871 100 4.304 2 “4 34 
Chile $26 28,463 22 Mid 22 S78 Ol 
Colombia 240 17,007 456 16.768 4 1,226 1.931 
Ecuador 14 : 15 540 , 101 
Brit. Guiana ‘ eo 
Surinam 5 2 S3 

Fr. Guiana 1 . , 

Paraguay l 21 953, : 

Peru , 115 16 1,951 9 478 

Uruguay oe 25 900 12 543 43 
Venezuela 107 190 7,275 2 116 

Aden 1 . 

Brit. India 417 oUS 22,432 2» S68 

Brit Malaya 7 ‘ oss 562 
Ceylor S> 21 780 
China 12 108 4.000 1% Fl 1) 
Java and Madura 2 213 8,22 : 
Other Neth. E. Ind . > 19 21 
hr Indo-China 28 3460 10 ono ‘ 
Hongkong " D&S 6 240 34 853 19 
Iraq 21 1,470 P F 
Japan 1 2,416 19 S19 7 1,916 70 
Palestine 12 710 4 144 

Philipping Is 195 13,291 181 6,551 1 20 28 
Siam “ ww 15 340 1 145 18 
Sov Rus n Asia 1 0 ee 
rurkey 1.881 130,791 138 5,058 

\ustralia 26 4,429 186 6,846 4 1,245 7,103 
Brit. Oceania 2 140 7 27 > wre 

Fr. Oceania 1 70 1 58 

New Zealand a 2,361 lf 611 , oe 784 
Pelgian Congo 12 703 10 60 77 
Rrit. I Africa 7 416 28 1,122 500 
Un. of 8S. Africa 196 13,070 62 2,318 ’ 0 640 
Brit. W Africa 11 875 48 1,857 bot) 
Egypt 10 7.744 42 1,872 269 
Algeria and Tun se 6,020 ° 52 1.511 
Madagascar 6 120 5 180 
Other Fr Africa a4 1,74 $1 1,116 5 
Morocco "1 1.680 1” R55 5 243 
Mozambique 14 1,180 12 468 
Other P Afri be! 338 | 108 

inary Islands 6 so 12 432 
Other 8S Afr i 4 280 
Total 25.210 $1,756,892 15,064 $571,871 5,579 $170,478 $103,789 
Shipments from the United States to 

Hawali on $ 6.416 35 $8 1,260 ms Lis 711 
Porte Rico 63 4,131 0 351 1 "9 154 


Lack of space prevents publishing additional classifications of 


exrports The remainder will appear in the July nuimbe 


Statistics on British Stationery Trade 
Commerce Reports] In 1928 British stationery manufacturers 
exported 15.429 short tons of merchandise classified as ‘‘station- 
ery.” valued at $8,508,209 In 1928 imports of stationery were 
2.611 short tons. valued at $868,875 
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The Line of Lowest Ultimate Cost 









An authority on the subject says--- 


“Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 


Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


“The Line of Lowest Ultimate Cost” meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U.S. A. 











& <6) 








Salesmen who are filing equip- 
ment experts are the best in- 
STEEL DIE ENGRAVED come producers in the store. 
Their advice frequently saves 
. hours of business time every 

B u SN 1 n e SS S ll B month, and hundreds of dol- 
eC um lars. They advise use of the 

p BUMP paper fastener — no 


Motto Cards with every ‘iy sole or pina e cach 


fil bi gum up unrelated papers. 
can be used to good advantage in your e cabinet ae Pegs 
correspondence especially where quota- cre are two models; the 

stand machine _ illustrated 
tions are being made. They are steel die here, and. the han Gaeeel 
engraved on a paneled card, size 34x4} portable and easy for long, 
inches, and are enclosed in folded wea- continued use. 


ding tissue. We give below the wording 
of a few of the cards. 
Beware of the higher cost of the 


lower price. 
Cost is measured by the results 










obtained and in no other way. BUMP 
It’s what you get, not what you : 

=“ ' LS PAPER FASTENER 
Anybody can cut prices but it SS co. 

takes Brains to make a better ao LA CROSSE, WIS. 


article. Eastern Representative 
ymour Conover Company 


We have samples and price list ; send for them 350 Broadway, New York 


The American Embossing Co 


Steel Die and Copper Plate Engraving 
and Printing in All its branches 


192-96 Seneca Street Buffalo, New York 














—— 

















436 OFFICE APPLIANCES TWENTY-FIFTH ANNIVERSARY lune, 192 








The leading 
trade paper 


for the office equipment 
industry in 


Germany 





BB 





“Buro-Bedarf-Rundschau” 
(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 
Speaking Countries 


Subscription Rates 
$4 per year $6 for 2 years 
Specimen copy free 


Biiro-Bedarf-Rundschau 


Berlin-Charlottenburg 5 


Germany 












BOEHNER 


Improved 


CARD HOLDER 


Stationers and printers 
use it to build up their 
volume on business and 
persona! cards. It takes 
the regular loose cards, 
holds them firm, keeps 
them clean Holds 
one as securely as a 
full ase Imported morocc 
nickeled 8 different sizes 
We manufacture leather novelties only we 
with engravers or printers Please mention size 
for prices 


irts highly 





do not rm pete 
in asking 


Address, Department OA 


Improved Boehner Binder Co. 
142-144 Fox Street Aurora, Illinois 














— 


MEET THE DEMAND 
Profitably 


In Apex, Summit, and Xtragood, the dealer has 
three qualities of ribbons and carbons to offer 
customers which cover the whole gamut of 
demand. In the supreme test of use, Union 
Ribbons and Carbons are in the front ranks, 
continually creating profitable business for 
Union dealers. Do you wish to meet the 
demand—profitably? Write us. 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 
PHILADELPHIA, PA. 











Brass 


Loose Leaf Rings 


P No Large - Nickel Plated | 
oi ns % FIVE SIZES 
- ‘git ar 
Open, Easily, X10“ 
‘ows 1"—1.75 ™ P 
oreaele MExss oS 





For loose leaf books, binding reports, blueprints, etc. 


Write for information Loose Leaf Metals 


on our line of...... 


The E. W. Carpenter Mfg. Co. 
Bridgport, Conn. 




















Now in ite eighth successful year; 2 or 4 ounce sizes. Just apply 
dauber; no wiping necessary. More dealers wanted, write us. 


WALTER CG. GIES COMPANY 


Baltimore, Md. 











Office: 509 Equitable Bidg. 
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reaDEAsY | ARE YOU? 


Made in four standard sizes: 





OD sancecessd .00 
had line guide....... 4 
shabaseasoees . e o 
With line guide. :*.::: 5.00 Are you interested in 
Liberal trade Boceunt. — mpAnmass : - 
Copyholders shipped ready for imme- 
diate use. No adjustments necessary. trade doings In 


Not a screw on them. Standards col- 
lapsible. Fixtures of brass and alumi- 


num and are not affected by weather 

= GREAT BRITAIN? 
New dealers advised to make first order e 
on approval. 


Address READEASY 














223 3 Grand, Ave., West Highland Park If 80, there is only one 
way of keeping abreast 


of the times and that 
is by the regular 


LISTO ... . tireless monthly receipt and 
Business PENCILS perusal of the 


Made of the same unbreakable, non-metallic 
composition as fine fountain pens. Light 
weight, unusual flexibility and knurled lower 


barrel insure easy grip and complete relax- 
ation. “Built-in’’ finish improves with handling. 
Long-lived; durable—no soldered parts. PRICED 
Made in a variety of colors and color LOWAT 


combinations; leads all colors. Ad- 
dress Dept. G. § 0c 


LISTO PENCIL CORP. ("7.22 Alameda, Calif. 


NEW YORK 1 
343 Beendway 252 8. Seate St. a monthly journal 
Dealers: LISTO is the Favorite of a Million Users. for the Stationery and 


Discounts Attractive. Allied Trade whose 


























| editorial pages are 

unique for news, in- 
struction, originality 
and general interest. 








ee éragovial : 


SINGLE FLUID rs Y i. = 
ERADICATOR —-  rradicato || 
ASK YOUR DEALER SPA 4 
Or Send $1.00 for “90 con fab \ — 


LIBERAL SAMPLES 4 , mt 
or 25c for Trial Bottle radicator 


| INKOUT MFG. CO., Inc., Montclair, N. J. | TRY IT 


7? 

















What are those 
cars costing us 
to maintain? 










TH 
Important question with any proprietors mber® 
firm using a fleet of autos. To the, venve oe w 
Costs must be watched. row, +20 Ne a3) 
edarerationer ee Ge | irerbe 
The Harvey automobile to the ish od 
expense book shows to a pen- send ve “pri 
ny the exact cost. 2 oe ach 
There’s a ready sale for Me Siease a 
these little books. Write for 4 an 
sample. 


Fred W. Harvey Co. 


214 West Genesee Street J | nee 


2S | | y 
Size 6%"x3" = SYRACUSE, N. Y. a « 


eee” 
eee” 
-* 
,oeer. 9 1 a ee eee 
TY ine eT 
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IDEAL || AZORA 


Azora air cushions and twirlers, two 
highly practical accessories, are 


LINOLEUM “xx FAST SELLING making typewriting easier for thou- 
DESK TOPS DESK PADS sands of users. Sales, both new and 


replacement, are large. Write for 


EE 
















































A Special Sales Plan on prices and discounts. 
Each Line.—Dealers Making AZORA RUBBER CO. 
Big Profits. Write for details. 54th and 20th Streets, 
CICERO, ILLINOIS 
IDEAL LINOLEUM TOP CO. | |... satette, 
109 W. Austin Ave., Chicago | “Sue Pace tors 
hon PAT. DECEMBER 21, 1916 
oe Copyholder with Liner eC HOMPSON TIME STAMP 5 | 
aN y Patented! 
a4 Seal ; Keep it right in sight! a a ee 
Drop it down in your desk. minuteA.M.&P.M., 
New model retail $20, $24 firm name and char- 
d Take th acter of the transac- 
one =. — tion—such as Re- 
= agency for your lo- ceived, Sent Out, 
cality. Started, Finished, etc. Prints cs Top of Paper 
Write for literature. TELLS WHEN THINGS HAPPEN 
| a _ sae re yooce | with Jeweled 
=A) Kobler & Co. |p Gers ea re ieee oper nase 
Dept. A. Repeat orders will follow the first sale. Write for folder § piece Bed plate. 
11 W. 42nd Street THE THOMPSON TIME STAMP CO., Inc: 
New York 240-2 West Z3rd Street New York, N. Y- 2 
\ 


























TYPEWRITER RIBBON 
ECONOMY 


A fresh ribbon in 15 seconds. The easiest, 
simplest operation imaginable. Convenience, 
quality, greater efficiency. FULLY GUAR- 
ANTEED. The office appliance of real 
merit. Tre- 
mendous re- 
peat order 






eee Tae TRE IS A 


WESTON PAPER FOR ANY USE 
THAT DESERVES THE BEST.... 


WAVERLY LEDGER for purposes re- 
quiring a durable sheet of excellent 
appearance. A worthy understudy of 
BYRON WESTON CO. LINEN RECORD. 









possibilities. WRITE FOR SAMPLES 
Dealers 
wanted. 


Byron Weston (sompany 


DALTON, MASSACHUSETTS 


Circular on request. 


TYBON CORPORATION 
1026 Filbert St. Philadelphia, Pa. 























Gardner’s Pull Tab Leather Lines 


Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 





The Featherweight Eyeshade 


is constructed to protect the f 


wearer's eyes from glaring arti- 








ficial or natural lights or bril- 
GARDNER'S HOT 


GOLD LETTERING 
MACHINES 


liant reflections. Durable, hy- 





gienic, adjustable, light weight. 





Where it touches the forehead, 
Write for Samples and 


Prices 


P. A. GARDNER 
LEATHER WORKS 


Inc. 


709 Pine St. St. Louis, Mo. 








the celluloid is curled, presenting 





a smooth surface. 


The FEATHERWEIGHT EYESHADE CO. 
ee oo PUL TAS CARD CAS 
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SIMONSON metal TP GUIDES 


For Vertical Letter Files, Ledger Posting Trays, Card Systems and 
Check Files, Are Indestructible 











Send for Free Gemote and 
ers’ Discount 


Roger A. Simonson & Co. Manufacturers 1225S. Michigan ‘Aves: Chicago 


NONE we UNLESS STAMPED U. S. 
PATENT NO. 794,749 ON METAL TIP. 











All oe 
Box of 100 ad ‘ad 
Canada 25c T6P 


3 sizes 


The Universal Paper Clip 


For Genuine Brass Fasteners 
Specify “TIP TOPS” 


Distinguished by their Lasting 
Golden Color, Full Drawn Eye- 


lets that poenees the fingers, Max- The Tip Top Mfg. Co., Inc. 


imum Capacity. 
818 Park St. Syracuse, N. Y. 


Canadian Agents: Brown Brothers, Ltd., Toronto 

















ER s~ Visible Record Salesmen Wanted 


ae Exclusive Agency to Experienced Men 


Very Low Cost To men with Visible Record selling experience, we can offer 

: = an attractive, profitable, exclusive sales agency. We are build- 
Wide Visible Space ing national Handifax Sales organization and want more live 
Compact—Portable wire men, capable of earning big money—permanent positions 
open in many large cities. Very liberal commissions, but no 





Flexible—Simple : ~= & : 
Sheets of Cards . drawing accounts. Write us, giving full details as to your 
Steel Files past visible record selling experience and earnings. Also full 
make : personal history, age and references. 


Speedy Visible Records Ring Binders 


Send for FREE “Brief” on Sales 
Promotion Control, Merchandise Per- 
petual Inventory. 


ROSS-GOULD COMPANY 
448 North Tenth Street 
St. Louis, Mo. 




















Savings Deposits, School Savings, 


Church, Store and Market Deposits 
Correctly Separated and Counted. 


DOWNEY 
Mechanical Coin Teller and 
Coin Counting Machine 


greatest inventions of this generation for solving every coin 
handling problem—sorting, counting, wrapping, bagging coins. 
Model B-42 Mechanical Coin Teller. 
Model S-RM Coin Counting Machine. 


Sent anywhere on 10 days’ free trial 


The C. L. DOWNEY CO. Ott OINCINNATD. OHIO, U. S. A. 








Write for Dealers’ and Agents’ Plan of Sale 
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RIBBONS CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 





Sansom at Tenth Street Philadelphia, Penna. 


GROUP BUYING 











RING BINDERS PRICE BOOKS 
SPECIALIZING IN QUANTITY PRODUCTION TO THE TRADE 


RING BINDERS CARRIED IN STOCK ALL SIZES. 
MOST UNUSUAL PRICES. WRITE TODAY FOR PRICE LIST. 
JOIN THE GROUP BUYERS AND SAVE 50% ON YOUR RING BINDER COST. 


FELDCO LOOSE LEAF CORPORATION 


357 N. LA SALLE ST., CHICAGO 








THE THE BESTOVALL AUTOMATIC TAPE THE REDI-ROLL 
~»> WHISPER-IT MACHINE TELEPHONE of bs 
MOUTHPIECE For economical wrapping use gummed tape MEMORANDUM 
A wonderful and the Bestovall Sealing Machine. A pull : 
/ sanitary mouth- of the lever delivers any length of tape, Aa easily a oe 
piece for pri- moistened just right. The tape cannot stick convenient memorandum 
vate conversa- or buckle. The machine is fool-proof, posi- pad for the telephone. e 
tion on any tive in feeding and cutting, easy to load, A single thumb screw f 
‘phone! takes varying size tapes and is guaranteed. attaches to ‘phone and 
Sells itself on dem- provides a writing shelf 
It is so satisfactory to be onstration and is ab- with a large supply of 


paper. The paper comes 
in rolls (standard adding machine) 250 feet 
in length. Neat and compact, leaves room 
for hand-grip. Attractive in appearance, fin- 
ished to match ‘phone. 


able to talk privately in solutely the “best of 
your telephone conversation, all” sealer. 

and it is so pleasant to put 

» your lips to clean glass when 





telephoning. The “‘Whisper- ONLY $16.00 
It’ Mouthpiece is made of glass and has the ‘OMPLETE WI’ 
secrecy feature combined. It is guaranteed. COMPLETE TH One must make notes when telephoning 
Every office needs one. Only $1.00 and last a ONE ROLL OF and every telephone needs a ‘Redi-Roll’’. 
life time. TAPE. Priced $1.00 complete with a paper supply. 


THE COLYTT LABORATORIES - - -+- + 565 W. WASHINGTON BLVD., CHICAGO, ILL., U. S. A. 











THE STEEL ENGRAVED BLANKS 


FOR BONDS AND STOCK CERTIFI- 
CATES AND ALL PAPERS °F VALUE 
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$12 | TWO ACE-HIGH NUM- 
in U.S. A. BERING MACHINES by 
in Canada | 


VISIBLE ode 
Model 
NUMBERS o— VISIBLEJMODEL 41 whee $7.50 

Moselit $8.50 


Slightly 
higher 
on the 
Pacific 
Coast 
and in 
Canada 





The only visible machine on the market. Saves time 
and errors. The finest numbering machine money 
can buy. Outside frame attractively finished in 
black background with green web overlay. High 
finish nickel trim. Chinese red handle. 6 wheel, 3 
movement—$12 retail. 


THES5INi ———-- 


A 5 movement, “All Steel’, quality machine that 
retails at a very low price. Simple to operate. 
Made very strong for long life. Contains drop 
ciphers. Beautifully finished, black background with 
red web overlay. Chinese red handle. Utmost in 


value. 
VOLUME 


With the American line you can sell more number- 
ing machines than you ever thought possible. The 
new American 5 in 1, especially should prove a fast 
mover for you. Write for full particulars. 


American Numbering Machine 


Company = 
——~ 1095 224 Shepherd Ave., Brooklyn, N. Y. “ap. 
60 4 vo 2 L: Chicago — Los Angeles — London — Paris 





Canadian Agents 
S. S. STAFFORD & CO., 146 King St., W., Toronto 


impression of Figures 





WHEELS ARE MADE OF COLD ROLLED STEEL b2345 











AMES MEANS EXCELLENT SERVICE 





Many Successful 
Typewriter Dealers 


assure satisfaction to their customers by depending exclusively on AMES 
as a source of supply for typewriter parts, tools and rubber platens. By 
concentrating their needs for these supplies in one order, they save valuable 
time and much trouble and expense. 


Branch offices, conveniently located, provide quick service in supplying tools, 
rubber platens, and wide selection of parts. Orders for these goods are 
shipped 24 hours after they are received. By devoting our service to the 
trade, we leave the retail field entirely to our dealers. 


If you buy AMESCO platens, you know we give every order utmost atten- 
tion; why not obtain the same service for typewriter parts and tools? 
Remember that 


Aes) Means” Exceent Service 


AMES SUPPLY COMPANY, 564-572 W. Randolph Street, Chicago 


Brarzch Office and Expert Dept. Great Britain Office Branch Office 
50 Lispemard &t., New York —, 50T Mission St., San Francisco 
738 and 80 Queen Street, RB. ©. 4, England 


TYPEWRITER PARTS — TYPEWRITER TOOLS — RUBBER PLATENS 




















442 


OFFICE APPLIANCES TWENTY-FIFTH ANNIVERSARY 





















Only One To Use , 
Two Less To Lose | Ae 


That’s the reason every one gives instant ap- 


proval to the Nardi Tri-Kolor Pencil. 
Tri-Kolor Pencil 


When you want to write or check in 
Is a swift seller, because its practicability is 


red, “snap” and it is ready; “snap” 
and back to black, or to blue, if 
desired. An automatic pencil 
which has taken two steps 
in advance — writes 

recognized instantly. A very compact, light- 
weight automatic pencil, trebled in value by its in- 
stant conversion into either of two added colors. Guar- 
anteed to last a lifetime with ordinary care. Rose, orange 
or black barrels, as desired. 


black, red or blue, as 
FREE USE OF SPECIAL 
ELECTRICAL WINDOW DISPLAY 


the user wills, or 
any three-color 
combination 
desired. 
Stop the crowds with this giant, automatic pencil, electrically 
operated. Book it now for a two weeks’ run at your store. Sent 
with minimum order for four dozen Nardi Tri-Kolor Pencils, 
less regular discount from retail price of $3.00 each. We pay ex- 
pressage. Has put Nardi Pencils over for hundreds of dealers. 


The NARDI Manufacturing Company, Camden, New Jersey 











¥ 
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66 7? To us “M. B” stands for “MON BUREAU” 


To you “M.B.” stands for “MORE BUSINESS” 


7) e There is no better way of introducing your goods in Europe and 
particularly in France than by advertising in MON BUREAU. 





M. B. has been the pioneer of sound business 
methods in this country for many years past and 
it is now the most widely read business publica- 
tion. Every progressive firm is a subscriber of 
“M.B.” This is the reason why it is the very best 
medium for advertising office furniture and 








MON 
BUREAU 


COMMERCIALE & INDUSTRIELLE 
wt 


odes (sehr CC 1 
“ue the eee 


appliances. 

Not only is M. B. the most largely read publica- 
tion of its kind, but because of the strong affec- 
tion and great confidence of its readers it is sure 
to bring you handsome and profitable returns. 


f l 
. Uy 
My, a 







The advertising department of M. B. will write 
your ads for you or translate your copy into 
French just as you prefer. Ask for sample copy 
of M. B. and advertising rates today to 





THE ADVERTISING MON BUREAU 186, Faubourg St-Martin PARIS Xéme Arrt.(France) 


MANAGER 


RVEVSEVENSENSNENSNENSENENSNSLSENSMNENSENSNSENSENESESNENEtenetter 


v 
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Is Your Profit 
on Adding Machines 
Satisfactory ? 


HAT does profit mean, any- 

way? Selling price less cost? 
Selling price less cost and expense? 
Should it take account of those 
small items of service expense borne 
by the dealer? Is it a bookkeeping 
figure or an actual amount of cash 
in hand at the end of the year? 


The answer to all these questions, 
of course, is “Well, that depends—” 
But we believe that any dealer who 
is in business for something more 
than his health will agree that the 
most important definition of profit 
on an article is what he makes in 
dollars and cents each year in re- 
turn for the effort and capital em- 
ployed in handling it. 


Naturally a dealer considers a 
substantial gross margin important, 
and will insist upon it. But people 
who keep complete records know 
that turnover is as vital a factor 
here as elsewhere. Experienced 
salesmen know that the machine 
that is relatively quick to sell and 
that stays sold, that is skilfully de- 
signed for the needs of a large group 


GC. @ 


of prospects, and that is built so 
well that mechanical troubles are 
reduced to a minimum is, in the long 
run, the most profitable machine 
to sell. 


That is why Corona Adding Ma- 
chine dealers are enthusiastic about 
these products. Corona “9”, for 
instance, meets the needs of per- 
haps a wider range of prospective 
buyers than any other adding ma- 
chine in history. Yet its price, $80 
(slightly higher in the West and in 
Canada), is low enough to have a 
powerful appeal. Its attractive, up- 
to-date appearance is a big aid in 
selling, while its simplicity and 
mechanical perfection mean satis- 
fied users and extremely low serv- 
ice cost. 


On top of all this—the dealer dis- 
counts on Corona Adding Machines 
are unusually attractive. The low 
prices and high quality are made 
possible by quantity precision 
methods used in the great L C Smith 
& Corona factories. If interested in 
our dealer plan, send coupon below 
for full details. 


GO Fm 





Please send me, without 
Corona dealer plan 


Address 


| City 





| COUPON FOR DEALERS 


Portable Adding Machine Co., 


Dept. 29-J, 51 Madison Ave., New York, N. Y. 


obligation, full facts about the 


Name be 5 64.00 be ee 
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Simplex—the desk paper 
fastener. 








The New Midget. 
Lift spring main- 
tains ready posi- 
tion. 


ACME STAPLERS 


Positive - - - - Dependable 





No ofhce supply dealer could handle all Acme No. | for sample rooms and 


othces. 


the different paper fastening machines | 

now on the market; there are too many. - ih 
Nor is there any need. It is easy to 

eliminate those things which reputable 
dealers cannot afford to offer. Apply the 
test as a factory superintendent does to 
his equipment. You will find Acme 
Staplers meeting every requirement. 





The Acme Box Staplers; especially 


Smooth, quiet operation, no interrup- designed for assembling knocked- 

. ae ' oe See down containers. No. 6! hand power 
+ > > . wre . 
tions, no adjustment nor extrication in Oe ee te ee le 
always in service and always ready. power, below. 


Although most dealers concentrate on 
machines for general business office use, 
fastening of papers, tickets, samples of 
cloth, fibre, etc., tacking machines and 
hand stitchers, many of them find fre- 
quent opportunity for sales of larger 
machines. 

lf you do not sell Acme Staplers, we 

should like to tell you why we believe 

they are best for you and your trade. 


Do the profitable thing for both of us: 


send your inquiry. 





od 
Acme No. 6% foot St ] C 
power binder is equipped A | 1 } 
for flat and saddleback cme ap e Oo. 
—_ yo apply = 1643-1647 Haddon Ave. 
ferent lengths of stapie 
using any one of three Camden New Jersey 


thicknesses of wire—10- 
inch reach. 





ein 





a 


a 
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Send for large 
card showing 
latest air mail 
routes, FREE 


In Efficient Offices— 


Hanson Scales 


Finely finished in filing cabinet green. Unusually 


rect amount of postage required. 





No. 1512, 20-lb. Parcel Post.........0<05: $7.50 


No. 515} 50-lb. Parcel Post.........j.00- 9.00 








No. 1508, 2-lb. 
Air Mail Scale 








A Hanson Scale is accurate and sensitive and is 


No. 1509, 


No. 1508, 


5-lb. Postage 
2-lb. Air Mail 


sensitive and accurate. No weights to juggle. Just guaranteed to give satisfaction. It is not a toy. It 
place the mail matter on platform and the pointer is an automatic business scale built for business 
automatically indicates the correct weight and cor- houses to use. 


Hanson Scale Company, 539 No. Ada St., Chicago 
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Aecounting Maehine 


TYPEWRITES —all descriptions from combinations of records) in one 
the ordinary typewriter keyboard. operation. 


ACCUMULATES TOTALS —for distri- 
butions and proofs of posting. Prints 
totals by the depression of one key. 


ADDS AND SUBTRACTS—posts ledger, —_Calll the local Burroughs office, or check 


statement and proof journal (or other the applications that interest you. 


MULTIPLIES—directly and, by the 


depression of one key, prints the results. 


BURROUGHS ADDING MACHINE COMPANY, 6416 SECOND BOULEVARD, DETROIT, MICHIGAN 


Please send more information about the Burroughs Accounting Machine on the work I have checked: 





Billing Accounts Payable |) Payroll |) Accounts Receivable (| 
Invoice calculated and written at Ledgers with or without remittance On cash or check payments includ- Ledger, statement and proof journal 
oae time advice —or journal-voucher system ing extension of time tickets, etc. in combination — ledger and end of 

instead of ledger — including regis- month statement—-with or without 

Billing tration of invoices. Costs |) typewritten description. 

Combined with other records - , : i Figuring labor, material, distribu- Sales Audit [ ] 
Distribution tion, summaries, cost sheets, etc. By clerk id 

Stock Records — y clerks and departments, cash, 

. Labor materials purchases P . ro charge and C. O. D. 
in quantities values or both sales expense cash, separately or ro-rating \ —_ 
quantities and values together combined with other records. Of expense, payroll, costs, ete. Inventory lL 

EE a a Firm Address. ——— 








ADDING BOOKKEEPING - CALCULATING BILLING MACHINES ~~ 

















AND 








Neater Letter — 
Quicker, Better” 


all] ‘woobs TOCK 


aril, 
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P, 
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The Woodstock Typewriter is compact, simple, sturdy, 
PHS UM Ae olor lice Me siilerelei Mal titaliotcartatemrlee)iticoh me selceterte) tc 
.- it is the versatile machine built for a long, long life 


of Good Work... Well Done. 
“A neater letter — quicker, better’’ 


WOODSTOCK TYPEWRITER COMPANY 
Ce oe Oe ae oe ae ee Oe oe a ee Ono Os Om. @ Cn © Fume bn br 








THE UNDERWOOD PORTABLE 
has the standard keyboard ... is 
compact and light in weight... 
convenient for home or travel. 


{vailable in attractive colors 


PRICE ‘60 


MODERN WRITING 


HEN you selkan Underwood 

Portable, you sell real typewrit- 

ing pleasure. It is the modern way for 

all who would write faster... neater 
. better. 


The Portable Typewriter is now a ne- 
cessity in the modern home ... used by 
every member of the family. Type- 
writing has become a habit! 


In mechanical construction the Under- 
wood Portable inherits the speed, accu- 
racy and durability of the Underwood 
Standard Typewriter. 

Write for our attractive 

Dealer Proposition. 


UNDERWOOD 


Standard and P 


Portable Typewriters and Bookkeeping Machines 


UNDERWOOD TYPEWRITER COMPANY 


342 MADISON 


Division of Underwood Elliott Fisher Company 
AVENUE, NEW YORK, N. Y. 
“Underwood, Elliott-Fisher, Sundstrand—Speed the World’s Business” 
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